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writer fh box on the market. The 
same smart designing which won the 
famous Wolff award for Webster's 
Micrometric package will make this new 
Star Brand item a fast mover in your 


store. 


GREATER PROFITS 
FROM A COMPLETE LINE 


Every Webster dealer knows the im 


portance of “repeat’’ business, the 
importance of satisfied customers. A 
quality product is, of course, necessary, 


and this you have in Webster typewriter 


ribbons and carbon papers. But in addi- 
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; . ees 
typists each requires spegighdefods of 


carbon paper and typewritet ribbons. 
That's why the famous Webster slogan, 
“A kind for every purpose,” means 
more sales and extra profits for Webster 
dealers. You know you have the product 


which exactly fills the need. In getting 


new business, too, the completeness of 


the Webster line is useful. 

Webster salesmen are trained to help 
you. Ask your local Webster represen- 
tative how to sell ‘A kind for every 
purpose.” It will pay you richly in re- 
peat business and a larger sales volume. 
Or if you prefer, write for further in- 


formation. 
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q OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire in- 
dustry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, 
office furniture, office supplies 
and the entire range of com- 
mercial stationery. Its com- 
prehensive news reports of 
the industry and its valuable 
special articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commercial! 
stationery dealers and many 
of the largest corporations in 
the United States. It also 
reaches some dealers in fifty- 
four other countries who deal 
in American office equip- 
ment. 

¥ No person, firm or corpora- 
tion, either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shaping 
its policy, which has in view 
at all times the best interests 
of the field it serves. It aims 
to discuss all subjects fairly, 
and to furnish its readers re- 
liable information concerning 
the progress and develop- 
ment of the office appliance 
industry. It will answer any 
questions germane to its field 
to the best of its ability, and 
it asks its readers in all parts 
of the world to aid it with in- 
quiries and suggestions, to 
which it will give prompt and 
earnest consideration. 
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OFFICE APPLIANCES 


THE ADVERTISEMENTS 





These advertisements present the products of the leading manu- 
facturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously can- 
not undertake to guarantee transactions between advertisers and 


customers. 


They do, however, offer their service in resolving 


any disagreements which result from relations established 
through the journal. 


Acco Products, Inc Tt 
Ace Fastener Corp.......180 
Acme Staple Co cccecshe® 
Adams, Henry ‘T., Mfg. Co.199 
Aigner, G. J., Co..... 185 
I a.6'os be deckce .193 
lee GID. oon coe .134 
Allen-Wales Add. Mch. Cp.195 
All-Steel-Equip. Co....... 131 
Alma Desk Co , sanaee 
Amer. Number. Mach. Co.199 
Amer. Writing Mach. Co..112 
Artility Met. Products, Inc.114 
Art Metal Construction Co.135 
BPE BtOOs CO... IMS. cccccecs 197 
Autopoint Company...... 183 
B 
Bankers Box Co.......... 113 
Barkley, C. L., & Co......174 
Bassick Company ee 
Bentson Mfg. Co 192 
Bickett L. M oie o¢seekee 176 
Bridges, F. W., Ltd .198 
Bright Chair Co.. F 175 
Bristow, Stanley R.......194 
Browne-Morse Co. “a 194 
Buckeye Ribb. & Carb. Co.183 
Bushnell, Alvah, Co... 179 
Cameron, Cal. ere 
Carpenter, E. W., Mfg. Co.170 
Cel-U-Dex Corp ee 
Champion Paper & F. Co..175 
Clarotype Co., The. 196 
Codo Mfg. Corp.. ~ 197 
Collier-Keyworth Co ..128 
Columbia Rib. & Carb. Co.136 
Columbia Steel Eq. Co 167 
Colytt Laboratories 183 
Coon, @. G. Co 4 182 
Corona Typewriter ‘ 107 
Corry-Jamestown Mfg. Cp.171 
Crown Ribbon & Carb. Co.180 
D 
Darnell Corp. ...... 187 
Dawn Mfg. Corp... 191 
Defiance Sales Corp...... 126 
Dick, A. B., Co : 105 
Dictaphone Sales Corp....149 
Doppelt, Chas., & Co.. .194 


Dorson Time Instrum. Co.161 
Downey, C. L., Co see 185 


Dunham-Watson Co ...199 
Duprint Corp 171 
E 
Eaton Paper Corp 183 
Elliott-Fisher.109, Back Cover 
Esterbrook Steel Pen Co 169 
Fr 
Faber, A. W., Inc 121 
Faultless Caster Corp 142 
Fawn Brands, Ltd 197 
F. B. Mfg. Co 197 
Fibroin Stencil Corp 169 
Fulton Specialty Co 177 
a 
Gaylo Mfg. Co 179 
General Electric Co 132 
General Fireproof Co.110, 111 
Globe-Wernicke Co -“ 
Graff. Geo. B., Co 194 
Graphic Duplicator Co 178 
Guide System & Supp. Co.159 
Gunn Furniture Co 151 
H 
H. A. Ink Eradicator Co. .194 
Hall-Welter Co 191 
Hanson Scale Co 184 
Harriman-Welts Prod. Co.197 
Harter Corp., The 162, 163 
Heyer Corporation 201 
Higgins, Chas. M.. & Co 170 
Hillsberg Co 199 
Hotchkiss Sales Co 179 
I 
Imperial Desk Co 130 
Imperial Mfg. Co 184 
Imperial Methods Co 145 
Indiana Desk Co 172 
Ink Specialties Co 177 
Invincible Met. Furn. Co 155 
J 
Jasper Chair Co 139 
Jasper Desk Co 164 


Jasper Office Furniture Co.188 
Jasper Seating Co 188 


Josephson Mfg. Corp 193 
K 

Kilian Mfg. Corp 188 

Koh-I-Noor Pencil Co., Inc.146 


L 
Lefebure Corporation... ..179 
i dhs ce SES ob cin we o8 % 172 
Loose Leaf Metals Co.. 191 
Lynn Paper Products Co. .192 
Lyon Metal Products, Inc.187 
Majestic Lounge Co......186 
Manifold Supplies Co..... 108 
Marber Company ........197 
CM K00s 6 ebeene cee 195 
Markwell Mfg. Co........ 189 
Meilicke Systems, Inc..... 194 
Meilink Steel Safe Co.. 138 
Metal Office Furniture Co.148 
“|: Seeorere? 196 
Meyer & Wenthe......... 195 
Mimeograph, The ........ 105 
Mitchell Binder Co.......184 
Mittag & Volger, Inc 141 
Moore Push-Pin Co....... 196 
Munson Supply Co........ 192 
Murphy Cheir Co....ccce- 181 


NW 
Nat'l Brief Case Mfg. Co. .180 
Nat'l Business Show Co...144 


Neva-Clog Products, Inc..169 
New Indiana Chair Co....172 
Niagara Duplicator Co. 143 
o 
Oxford Filing Supply Co. .196 
P 
Pacific Cb. & Rib. Mfg. Co.157 
Parmer Poem CO.c.cccceces 153 
Parrot Speed Fasteer Cp..176 
Peerless Key Co., Inc. .188 
Peerless Steel Equip. Co. .168 
Perfect Peerless Cldr. Co.192 
Perfect Rbbr. S. Cushn. Co.181 
Phillips Process Co ..199 
Pronto File Corp -137 
Pruitt, Ine .186 
Quality Park Envy. Co 140 
R 
tegal Typewriter Co 195 
Reliable Tw. & A. M. Corp.196 
temington Rand, Inc... 147 
Rishel, J. K., Furniture Co.187 
Rivet-O Mfe. Co..... vegee 
Roberts, Weldon, R., Co...158 
Rockwell-Barnes Co. ' 125 
toosen. H. D., Co es 
Royal Typewriter Co 200 
s 
Sanymetal Prod. Co., Inc. .176 


Security Steel Equip. Corp.115 


Shaw-Walker Company...195 
Sheaffer, W. A., Pen Co. ..196 


Sheppard, C. E., Co.... 176 


Sherman-Manson Mfg. Co.129 
Shipman-Ward Mfg. Co...124 
Smith, Bradner, & Co.....191 
Smith, L. C., & Cor. Tw. Inc.107 
Speed Key Mfe. Co.. ~-.199 
Speed-O-Print Corp .166 
Spencerian Pen Co 190 


Stein Brothers Mfg. Co...116 
St. Johns Table Co. vesnee 
Storms, H. M., Co... 164 
Sturgis Posture Chair Co.122 
Sundstrand...109, Back Cover 
Swanwell Company .195 


Technygraph, The 1 
Toledo Metal Furn. Co l 
Triner Scale & Mfg. Co 1 
Trussell Mfg. Co l 
1 
l 


Tubular Specialty Mfg. (o.175 
Turner & Harrison Pen Co.194 
U 

Underwood-Elliott-Fisher 
Co 109, Back Cover 
U. S. Tw. Rib. Mfg. Co 195 
Vv 
Vail Manufacturing Co 133 
Victor Safe & Eq. Co 
150 152, 154 
w 
Wagemaker Co. 180 
Walz, Geo. J ° .173 
Warshaw Mfg. Co 191 
Weber Costello Co 174 
Webster, F. S., Co 2 


Weeks, Frank A., Mfg. Co.190 


Weis Mfg. Co... . aes 
117, 118, 119, 120 

Wholesale Typewriter Co.156 

Wiggins, John B., Co 184 
Y 

Yawman & Erbe Mfg. Co. .127 


For the benefit of the subscribers the lines advertised are here 


classified. 


Many of the requirements of the modern business 


office are represented. Should subscribers be interested in any 
article of office equipment not listed here, they are cordially in- 
vited to communicate with the service bureau, through which 
the information will be promptly and cheerfully furnished by 

letter, without obligation. 


Adding Machine Rolls and Paper 
Lynn Paper Products Mfg. Co....192 


Rockwell- Barnes Co .125 

Smith, Bradner & Co err 
Adding Machines 

Allen, 8S. W.. Co.. 134 

Allen-Wales Add. Mach. Corp 195 


Remington Rand, Inc 

Sundstrand ae .109, 
Adding Machines (Stylus) 

Reliable Tyvewr. & A. M. Corp. .196 
Adding Machines, Rebuilt and Used 


Back Cover 


Pruitt, Ine seécccse ; 186 
Reliable Typewr. & A. M. Corp...196 
Wholesale Tyvewriter Co 156 


Adding Typewriters 
Underwood, E. F 
Adhesives 
(See Inks, Adhesives, etc.) 
Arch and Clipboards 
Globe-Wernicke Co 
Rockwell-Barnes Co 
Shaw-Walker Co 


.109, Back Cover 





Ash Trays, Office 

Defiance Sales Corp.. .126 
Bankers’ Note Cases 

Art Steel Co... ° ‘ 197 


General Fireproofing Co 

Globe-Wernicke Co 123 

Victor Safe & Equip. Co..150, 152, 154 
Billina Machines 

Remington Rand, Inc , 147 

Underwood, E. F 109, Back Cover 
Binders, Catalog and Periodical 


Acco Products, Inc ‘ 165 
Aigner. G. J., Co — 
Mitchell Binder Co 184 
Binders, Permanent Storage 
Bankers Box Co --113 
Binders, String : 
Bankers Box Co . — 
Blackboards, Framed 2 
Weber Costello Co.. .174 
Blank Books ‘* 
Rockwell- Barnes Co 125 
Blotting Paper 
Smith, Bradner. & Co .. 191 


Blue Print and Plan File Cabinets 


All-Steel-Equip. Co R . 131 
Art Metal Construction Co 135 
Ast Dba Coicccccccccccoccs - 197 
Browne-Morse Co 194 
Columbia Steel Equip. Co........- 167 
Corry-Jamestown Mfg. Corp.......171 
General Fireproofing Co...... 110, 111 
Globe-Wernicke Co oececcececes 123 
Shaw-Walker Co., The ; 195 
Yawman and Erbe Mfg. Co.......127 
Bond Boxes m 
Art Steel Co.. . . e« .+ 197 
General Fireproofing Co...... 110, 111 
Globe-Wernicke Co..........++- - 123 
Book Cases a 
All-Steel-Equip. Co. .......5++5- 1 1 
Alma Desk Co an 167 
Art Metal Construction Co. 135 
Browne-Morse Co . ‘ .194 
Corry-Jamestown Mfg. Corp 171 
General Fireproofing Co 110, 111 
Globe-Wernicke Co..... cecenne 123 
Gunn Furniture Co.........++++++ 151 
Shaw-Walker Co. ... oogtkee 
Weis Mfg. Co ..117, 18, 19, 20 
Yawman and Erbe Mfg. Co coccchae 
Book Rings 
Adams, Henry T., Mfg. Co........199 
Carpenter, E. W., Mfg. Co....... 170 


Bookkeeping Machines 
Underwood, E. F.. 
Box Letter Files 


.109, Back Cover 


Art Steel Co 197 

Globe-Wernicke Co -123 

Rockwell- Barnes Co : 125 

Weis Mfg. Co.... 117, 118, 119, 120 
Brief and Zipper Cases 

Doppelt, Charles, & Co oda 

National Brief Case Mfg. Co.. 180 

Stein Bros. Mfg. Co..............116 
Bulletin Boards 

Weber Costello Co... .......eceeee 174 
Business Shows 

Nat'l Business Show Co.... ..144 
Calculating Devices 

Meilicke Systems, Inc.. ~- 194 

Reliable Tw. & A. M. Corp......196 


Calculating Machines 
Allen, S. W., Co.. aadensennenne 
Allen-Wales Add. & Mach. Corp. .195 
Sundstrand 109, Back Cover 
Calculating Machines, Used 


Pruitt, Inc : ++. 186 
Reliable Tw. & A. M. Corp .196 
Wholesale Typewriter Cc See 
Carbon Papers 
See Ribbons and Carbons) 
Card index Boxes and Trays 
All-Steel-Equip. Co — 


Art Metal Construction Co........135 
Art Steel Co cece ° 

Bentson Mfg. Co.. 
Cameron, Cal peagees 
Columbia Steel Equip. Co 





Corry-Jamestown Mfg. Corp 

General Electric Co0.........+e0+. 13 
Globe-Wernicke Co 123 
Guide System & Supply Co......159 
Imperial Methods Co occsccecnen 
Invincible Metal Furn. Co........155 
Metal Office Furn, Co............ 148 
Security Steel Equip. Corp........ 115 
Shaw-Walker Co., The............195 
Warshaw Mfg. Co covecccceccesee 
Weis Mfg. Co.... 117, 118, 119, 120 
Yawman and Erbe Mfg. Co.......227 


Cash Boxes 

Art Steel Co., Imc.......... .197 

General Fireproofing Co ...110, 111 
Casters, Caster Bearings, Slides 

Bassick Company ...... er 

Darnell Corp 187 

Faultiess Caster Corp 142 

Kilian Mfg. Corp.. 188 
Celluloid Envelopes 

Markilo Co. ee 2 18S 
Chair trons 

Bassick Co. ... ° 197 

Collier-Keyworth Co 128 
Chair Mats 

Bickett, L. M., C« 176 
Chairs 

Artility Metal Products, Inc 114 

Cameron, Cai nesedces .187 

Gaylo Mfg. Co. . oe re 

General Fireproofing Co 110, 111 

Jasper Chair Co... ---139 

Jasper Seating Co.... 188 

Lyon Metal Products, Inc 187 

M jestic Lounge Co.. . 186 

Murphy Chair Co 181 

New Indiana Chair Co.. - 172 

Sturgis Posture Chair Co.. 122 
Chairs, Folding 

Gaylo Mfg. Co cebhetens 179 

Lyon Metal Products, Inc 187 
Chairs (Posture) 

Artility Metal Products, Inc 114 

Gee PE Gibcccsceccucewse .-179 

General Fireproofing Co... 110, 111 

Harter Corp 162, 163 

Se WEY Gihane os.00cveceeddes 139 

Jasper Seating Co. . 188 

Stureis Posture Chair Co........ 122 

Toledo Metal Furniture Co 168 
Check Protectors and Writers 

Hall-Welter Co .191 
Cheok Protectors and Writers, Used 

Pee Gk wcece 7 

Reliable Tw. & A. M. Corp....... 196 
Checks, Stamped Metai 

Meyer and Wenthe . 195 
Coin Bags, Trays and Wrappers 

Art Steel Co... . oe ‘ 197 

Downer C. L., Co .185 
Copyholders 

Acco Products, Inc 165 

Dawn Mfg. Corp 191 
Costumers 

Sanymetal Products Co 176 
Crayon 

Markwell Mfg. Co... .189 

Weber Costello Co 174 
Cushions and Pads, Chair 

Bickett, L. M., Co.. shonseceune 

Perfect Rubber Seat Cushion Co...181 
Cuspidor Mats 

Bickett, L. M., Co .176 
Cuspidors 

Art Steel Co....... 197 
Dating Stamps 

Amer. Number Mach. Co.... 199 

Fulton Specialty Co......... 177 

Mever & Wenthe... .195 

Rivet-O Mfg. Co..... 178 
Desk Calendar Pads 

Defiance Sales Corp...............126 

Perfect Peerless Calendar Co. .. 192 

Weeks, Frank A., Mfg. Co. 190 
Desk Pads 

Aigner, G. J., Co : . 185 

Bickett, L. M., Co .176 
Desk Pending-Letters Holders 

Acco Products, Inc...... 165 
Desk Pen & Ink Sets 

Swanwell Co .195 
Desk Trays 

Aigner, G. J., Co.. er 


Art Metal Construction Co.. 
Art Steel Co., Inc 
Corry-Jamestown Mfg 
General Fireproofing Co 
Globe-Wernicke Co 
Imperial Methods Co.... 
Shaw-Walker Co. . a 
Weis Mfg. Co 117, 118, 119, 
Yawman and Erbe Mfg. Co ‘ 
Desk Work Distributors 


Corp. . ) ° 
-110, 


Art Steel Co..... 197 
Bristow, Stanley R .194 
Globe-Wernicke Co .123 
Lyon Metal Products, In . 187 
Victor Safe & Equip. Co 150, 2, 4 
Weis Mfg. Co.... 117, 118, 119, 120 
aig 

Alma Desk Co.... scescecese 167 
Art Metal Construction Co........135 
Browne-Morse Co, ...........++.194 
Cameron, Cal. .. . 187 
Columbia Steel Equip. Co . 167 
Corry-Jamestown Mfg. Cory 171 
General Fireproofing Co 110, 111 
Globe-Wernicke Co. . 128 
Gunn Furniture Co 151 
Imperial Desk Co 130 
Indiana Desk Co .172 
Invincible Metal Furn, Co .155 
Jasper Desk Co .164 
Jasper Office Furniture C« 188 
Metal Office Furniture Co 148 
Rishel, J. K., Furniture Co 187 
Security Steel Equip. Cory 115 
Shaw-Welker Co The 195 
Wagemaker Co. . Seoonescee 
Weis Mfg. Co . 117, 118, 119, 120 
Yawman and Erbe Mfg. Co 27 

Dictation Machines 
Dictaphone Sales Cory 149 
Durlicating Machines 

a De Eh acooccece 105 
Graphic Duplicator Co 178 
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WANTS AND tOR SALE 


The rate for classified advertisements is eight cents a word, minimum charge, $1.60 


SITUATIONS WANTED 


CAPABLE SALESMAN with original training in old Safe Cabinet organ 
ization, later salesman and branch manager for important steel furniture 
manufacturer, is open for new connection Experience has been mostly 
East and Middle West. Will go to any section. Interested particularly in 
furniture lines. Prefers to represent manufacturer or to handle furniture 
department for established retailer. Can furnish a convincing record and 
excellent references Address G-151, care Office Appliances, Chicago 
SALESMAN—Looee Leaf, Visible Equipment, Mimeograph Filing Equip- 
ment salesman with dealer, consumer and managerial experience Wants 
connections with manufacturer Address G-152, care Office Appliances, 
Chicago 
SALESMAN 
quaintance among stationery 
trades on the Pacific Coast 
Chicago 

OPPORTUNITY WANTED—Consider this background Five years as 
bookkeeper, accountant, credit manager, office manager, in the printing 
and stationery business: two years as store manager, office supplies, 
stationery and office equipment: ten years local and traveling salesman 
selling direct to consumer, commercial stationery and office equipment 
three years traveling salesman selling the dealer, furniture, filing supplies 
and equipment. Twenty years successful experience, with abundant 
energy and enthusiasm to start at the bottom and build a bigger and 
better success, preferabiy in The Southeastern States. Address your reply 
to G-148, care Office Appliances, Chicago. 

STATIONERY AND OFFICE SUPPLIES SALESMAN seeks connection. 
Fifteen years’ outside selling, last eighteen months with large stationery 
house in Ohio Capable of doing good job in territory offering oppor 
tunity for building up sales Address G-156,. care Office Appliances, 
Chicago 

A MAN WITH TWELVE YEARS’ EXPERIENCE in retail selling of 
commercial stationery, both in the store and on the outside, is interested 
in making a new connection Would consider position as a representative 
of manufacturers in the Chicago area Address G-159, care Office 
Appliances. Chicago. 

SALESMAN—Successful sales record in selling dealer trade in Southern 
ind Western states for manufacturer Desire to change account present 
connection being limited in opportunity Experienced in introducing 
specialty lines and educating dealers salesmen Address G-158, care 
Office Appliances, Chicago. 

ELLIOTT FISHER SUNDSTRAND EXPERT MECHANIC desires con 
nection Shop, managerial ability and twelve years experience in both 
Married. No children Age thirty-two Would consider any part of 
the United States with reputable concern In reply state name of con 
cern and compensation possibilities Address G-157, care Office Appli 
ances, Chicago 

REPAIRMAN THOROUGHLY experienced on all makes of typewriters, 
adding machines, stenotypes and other office equipment seeks new con 
nection Has good reason for considering new opening Efficient and 
reliable Any location Address G-154, care Office Appliances, Chicago. 


Thoroughly experienced in selling dealer trade Wide ac- 
office turniture, filing equipment and allied 
Address G-160, care Office Appliances, 


SALESMEN WANTED 


MANUFACTURER of high grade line of stands for office machines and 
other office use, invites letter from specialty salesman or sales organ 
ization in the office appliance field to sell direct to users Stands are 
useful and popular Appeal to business men because of construction, 
appearance and smal! space required An opportunity for a representa- 
tive who will give full time, or for some one who has the capacity to 
handle such a line in connection with other office utility. Address V-123, 
care Office Appliances, Chicago 

ESTABLISHED, WELL KNOWN. SUCCESSFUL, selling organization or 
Salesman, calling on Wholesale Paper, Toy. Notion, Stationery and Chain 
trade, can secure large volume, staple paper line of old established 
reputable manufacturer Full details first letter please. Address V-121, 
eare Office Appliances, Chicago. 

WE WANT A MAN who is experienced in selling our line of office and 
school chairs, one who has experience in contacting the dealers and who 
ia favorably and well-known and who is willing to cover the territory 
regularly Address V-129. care Office Appliances, Chicago 

SALESMEN WANTED: We have country and city territory open for 
men of proven ability Salary and commission F. B. White Type 
writer Co., El Paso, Texas Distributors for Royal Standard and Port 
able. 

SALESMEN WANTED To represent high gerade well established, com 
plete line of office chair cushions soon to be placed in national market 
Address V-126. care Office Appliances, Chicago 


MECHANICS WANTED 


rYPEWRITER FOREMAN WANTED 


Competent to conduct medium 
service department for well established company ‘ 


Knowledge of adding 


machines desirable Address V-130, care Office Appliances, 100 E. 42nd 
St New York ‘ 
M ECHANIC—Typewriter and Adding machine with sales ability Liberal 


proposition Address Muncie Typewriter Exchange, Muncie, Indiana 


PURCHASING AGENT WANTED 
PURCHASING AGENT for large publishing house, New York City, must 
have thorough knowledge markets, general supplies, job-printing and be 
able buy economically Only those of highest integrity and competency 
need apply State salar experience nae nationality, religion Box 


: y 
113 W. 42nd St 


446 Equity 


REPRESENTATIVES AVAILABLE 


SALESMAN representing manufacturer of steel files in Texas and Okla- 
homa is equipped also to handle wood desks and chairs. A capable 
producer, weil acquainted with trade in that section. Will be glad to 
consider any line of wood equipment which offers sales possibilities. 
Address G-150, care Office Appliances, Chicago. 
COMPETENT SALESMAN selling chairs to the trade in and about Chi 
cag) wants one additional line, either furniture or supplies. Has fine 
contact with Chicago office furniture dealers. Open for a line which 
will go to the same buyers. Address G-153, care Office Appliances, 
Chicago. 
WELL KNOWN SALESMAN in the office stationery field with many 
contacts with large firms in the New England States wants to add items 
that will sell in volume. Correspondence folders, envelopes and any other 
items you may have that will run to volume. Want base prices to 
attract with proper quality. Only firms that are established and known 
will be considered. Can furnish the finest references, either financial or 
1s to character and ability. etc. Addreas G-155, care Office Appliances, 
Chicago. 
HIGH CLASS AMPLY FINANCED sales organization and mechanics. At 
present selling and servicing two office specialties direct to users. Seek 
uiditional representation servicing or sales New York territory. Address 
G-149, care Office Appliances, Chicago. 
REPRESENTATIVES WANTED 
IF YOU SELL DIRECT to offices, you can sell our high grade Typewriter 
Specialty profitably. Liberal profit on each sale. Protection given. 
Quickly becomes a major line. Write for details giving territory you 
cover. Address V-117, care Office Appliances, Chicago. 
WANTED DEALER DISTRIBUTORS for filing supply and storage file 
line for the following territories: State of South Dakota; State of Ne 
braska not including Omaha and Lincoln; City of Wichita and surround 
ing Kansas: Fort Wayne and surrounding Indiana: Bismarck and sur 
rounding North Dakota including Mandan, Dickinson and Minot; Duluth 
northern Minnesota and northwestern Wisconsin. Our products can be 
handled in conjunction with other lines. Write for particulars Address 
’-131, care Office Appliances, Chicago. 
WELL ESTABLISHED filing cabinet manufacturer desires the services 
of salesmen covering South and Southwestern states. Applicants please 
give full particulars as to territory covered and lines now handled. 
Address V-122, care Office Appliances, 417 S. Dearborn St., Chicago, Ll. 
LARGE NEW YORK WHOLESALE STATIONER is open for representa 
tives west of Kansas City to call on dealers only. Someone with one or 
two non-conflicting lines. Strictly commission basis. Address Box V-124 
care Office Appliances, 1601 Pershing Square Bldg., New York. 
SALESMEN WANTED—in several territories for complete line of fold 
ing chairs and bridge tables. Live line with fine possibilities for sales 
men with right contacts. Mention lines now carried and territory cov- 
ered. Address V-127, care Office Appliances, Chicago. 
OFFICE FILING SYSTEMS MANUFACTURER wants representatives in 
Wisconsin, Illinois, Minnesota, New York, New Jersey, Penn., Connecticut, 
Delaware and other states. Real proposition for a good salesman. Write 
V-128, care Office Appliances, Chicago. 
AN AGGRESSIVE CONCERN has a few openings for salesmen in West, 
Middle West and East calling on the consumer. Representatives con 
tacting users of paper. office or school supplies should not overlook this 
opportunity. Address V-116, care Office Appliances, Chicago 
MANUFACTURER of excellent grade of wood desks seeks new repre 
sentation in the South. Will consider one man for entire territory or 
one for Southwest and another for section east of the Mississippi. Give 
information concerning lines handled, territory covered and frequency of 


ealls. Also other information which may be of importance Address 
V-118, care Office Appliances, Chicago. 
IF YOU SELL DIRECT to offices. New and fastest selling utility Every 


one a prospect. No competition. Address V-119, care Office Appliances, 


Chicago. 

BUSINESS OPPORTUNITIES 
STATE DISTRIBUTOR in central and eastern states for complete line of 
Office Systems now used by many national firms. Wonderful opportunity 
for organization or individual now handling other line Write V-125, 
eare Office Appliances, Chicago. i 
4 PROFITABLE GOING STATIONERY and printing business. Long 
established, serving a fertile field. Best agencies on exclusive basis in 
cluding typewriter and adding machines and steel equipment. Clean 
stock Reasonable lease. Only reason for selling health and other busi 
ness. Only salable to man of experience and reasonable capital. Address 
box V-120. care Office Appliances, Chicago, giving age, experience, and 
qualifications. 

INTERESTED IN BUYING all or controlling interest in office equipment 
or stationery business of moderate size in Middle West or East. Give full 
particulars. Address V-132. care Office Appliances, Chicago. 





ADDING MACHINE PARTS 
ADDING MACHINE PARTS—REMANUFACTURED YEAR TYPE—RKEY 
TOPS. Write for latest price lists. I. A. DEHN, Jr., 1450 102nd Ave. 
Oakland, Calif. re 


SALES LETTERS 

LETTERS WILL BUILD SALES: For years I have built letters that pull 

sales You need them more than ever now. Send me your data for new 

letters, or unsuccessful letters for reshaping. Particulars on request 

Address H. M. Goldthwait, 123 Washington Ave., Santa Fe. N. Mex 
WANTS AND FOR SALE continued page 7 
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WANTS AND FOR SALE continued 


FOUNTAIN PEN REPAIRING 
ALL MAKES FOUNTAIN PENS REPAIRED for the trade since 1904. 
Standard prices—regular trade discount All work guaranteed. Prompt 
service. Send all makes to one place—saves postage and time. Send a 
trial package today. Welty Pen & Repair Co., 38 S. State St., Chicago. 


FOR SALE AND WANTED TO BUY 
ELLIOTT FISHER MACHINES—Burroughs—Moon Hopkins—Adding 
Machines—Addressographs—bought and sold. Chicago Office Appliance 
Co., 533 8S. Dearborn, Chicago. 
ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Bur- 
roughs and Monroe Calculators, Typewriters, Checkwriters. and all office 
machines bought and sold. Teeter-Warsh Co., 309 W. Kilbourn Ave., 
Milwaukee, Wis. 
ELLIOTT-FISHER machines, 
equipment, bought and sold. 
Milwaukee, Wisconsin. 
DALTON ADDING AND BOOKKEEPING Machines sold, exchanged, re 
paired, overhauled, rebuilt. Will buy Underwood Fanfolds, Comptom- 
eters, quote prices, serial numbers, models. Peter Paul Mechanical Serv 
ice, 436 South Dearborn, Chicago. 
BURROUGHS Bookkeeping, Moon-Hopkins, Comptometers, Adding, Cal- 
culating Machines, Dictaphones, Kardex, bought and sold. Accounting 
Machines Corporation, 343 S. Dearborn St., Chicago. 
WANTED—BURROUGHS Bank Bookkeeping Machines Class 2300 and 
1300—Chattanooga Typewriter Co., Chattanooga, Tenn. 
BURROUGHS MOTORS complete with transmission, Universal and AC 
for all style machines. Adding Machine Sales & Service Co., 1004 Su 
perior Ave., Cleveland, O. 





typewriters, adding machines—all office 
W. J. Crowley Company, 434 Caswell Bldg.. 
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ADDRESSOGRAPHS, Duplicators, Dictaphones, Multigraphs, Sealers, 
Folders, Typewriters, Adding Machines. frite for FREE Money Making 
Circular. Pruitt, 527 Pruitt Bldg., Chicago. 


DICTAPHONES, EDIPHONES—rough or rebuilt—special prices to deal- 
ers. Increase your sales and profitse—write us. American Dictating 
Machine Co., 1141 Broadway, New York City. 


DICTAPHONES, EDIPHONES, SUPPLIES — headquarters — machines 
bought, sold—Wholesale, Retail—Write us. Chicago Dictating Machine 
Co.. 19 8. Wells St., Chicago. 


FOR SALE—100 McMillan Automatic Shift Visible Binders No. 2150A 
—$7.50 each, 1000 Duplex IVI panels for 4%” and 5” card, 500-——8” 
panels $1.00 each in lots of 25. Visible equipment, all makes, dictating, 
addressing and duplicating machines bought and sold. Hanover Office 
Equipment Co., 80 Greenwich St., New York City. 


VISIBLE EQUIPMENT bought and sold—Kardex, Acme, Postindex, ete. 
—1000 “6x20"' Acme panels for flexoline or tubes, 1000 “5x20" Kardex 
duplex panels, 1000 “8x24"' I.V.I. panels with channels, all at $1.00 
each. Special attention to dealers and detailed information furnished. 
Commercial Card System Co., 401 Broadway. New York. 


WANTED: KARDEX, Acme, Postindex, Comptometers (Models F-H-J), 
Remington No. 23 Bookkeeping Machines. Universal Office Equipment, 
434 Broadway, New York City. 
MULTIGRAPH RIBBONS re-manufactured. 
writer ribbons. Established over ten years. 
Lewis Co., 953 N. 4th St.. Milwaukee, Wis. 


CASH for New or Used Office Equipment and Furniture—such as Kardex, 
Acme, Visible Cabinets and Equipment, Portable pewriters, Adding 


Duphester inks and type- 
vrite us, save money. 


Export Statistics by United States Department of Commerce 


United States Exports of Typewriters, April, 1936 
7770 7772 7774 


rete 














777 7772 777 
Standard Portable Used and Type 
typewriters, typewriters, rebuilt writer 
new new typewriters parts 
Countries No Value. No Value No Value Value. 
Sastria 56 $ 3,481 160 $ 3,820 see © 38 
Azores and Madeira 
Islands 4 129 . TTT es 
Belgium ... : 302 135 170 ~$ 5,702 583 
Bulgaria 390 . ose 
Czechoslovakia 409 228 7,079 118 
Denmark ....... 15 sea os 240 
Estonia ... . 40 25 mi 
Finland . 70 165 27 ae 
France s« 1,500 1,969 54, 648 25 2.268 
Germany aoe 208 l l oe 
Gibraltar ; , 
Cireece : oees 1 9 258 . 
Hungary ; - l 2 54 15 539 
Iceland : . 2 5 180) 
Irish Free State 8S 61 83 87 3,657 8 
Italy " eeee 13 67 1,840 2 83 540 
Latvia ee 15 5 164 ° 
Lithuania : 1 st) 1,583 
Malta, Gozo and 
Cyprus a 2 18 442 105 . 
Netherlands cose 127 210 5,340 43 11,980 929 
Norway - 134 124 2,757 15 538 263 
Poland and Danzig 5 53 1,419 os 144 
Portugal oe 7 257 8.800 2 no 186 
Rumania - 5 40 1,920 
$. S. R. (Russia) 2 as os 
Spain beer ; 51 1,689 1” 
Sweden ee eee 736 425; 14,810 102 
Switzerland . 47 186 >, 661 5 
Albania ‘ I 51 
United Kingdom ° 2,848 201,317 2,049 7,316 475 
Yugoslavia 46 3,119 179 6,022 1 
Canada Se 3” 5,283 1% 1N¢} 273 
British Honduras 
Costa Rica 7 wd 41 1,257 
Guatemala 7 kT ° 
Honduras l 11! " 1,168 1 50 
Nicaragua aes 11 749 4 165 
Panama . 2,338 2 78 95 134 
Salvador 13 O74 l +6 . 2 
Mexico : 717 66,544 NSS 28,375 116 3, 587 1,572 
Miquelon and St 
Pierre Islands , l 33 l 51 
Newfoundland and 
Labrador . > 218 2 72 44 
Bermuda l 75 2 56 ‘ 
Barbados l 41 
Jamaica 1 75 5 
Trinidad and Tobago 2 152 15 510 6 +18 5 
Other British West 
Indies ° } 199 1 1) ee 
Cuba 169 11,592 145 4,272 87 2.060 138 
Dominican Republik 6 418 10 17 113 
Netherland West Indies 15 1,221 24 841 122 
French West Indies 2 17 18 561 
Haiti, Republic of..... 14 122 i 61 1 10 75 
Argentina . 75 32 135 4,621 140 4,182 311 
Bolivia a) 
Brazil - 383 125 651 113 4,687 81 
Chile 20 12 412 21 863 183 
Colombia 164 107 217 os 128 
Ecuador 2 14 564 10 401 23 
French Guiana , al 
Peru : 102 140 4.500 36 1,337 199 
Uruguay 18 $41 5 198 
Venezuela 3 46 1,650 2 1,195 299 
Aden 2 14 479 2 104 oane 
British India : 405 646 17,293 81 3,492 1,307 
British Malaya 121 286 8,830 10 a5 185 
Cevion 8 14 867 . . ° : 
China 0 2 33 1,113 32 966 296 
Netherland India 76 4,1: 178 5,329 I7 
French Indo-China 73 4,925 uu 69 13 558 3 
Hong Kong 14 1.030 3 1,195 3 108 63 
Iraq 14 1, 286 
Japan 77 5,234 a oon 130 4,356 93 
Kwantung : ; 108 1 48 34 
Palestine l 4") 
Iran 17 1,308 
Philippine Islands 177 12,F 80 145 4,662 230 7,377 390 
Siam ...... cceses 5 350 : . 6 
Syria 25 1,860 ! 132 : 
Turkey 43 3,302 165 4,121 , 128 
Other Asia l 12¢ . es 
Australia 247 13,482 48 1,164 tp 260 2,015 
British Oceania 2 62 eee 
French Oceania 1 5S 1 5 2 65 ee 
New Zealand 53 3.874 65 1,828 25 726 645 
Ethiopia pevccocoece 1 71 2 72 . : ee 
Belgian Congo......... ‘eet aces 34 974 ‘ Jick 





Machines, Calculators, Comptometers. Send particulars. Elman's, 
308-OA West Madison, Chicago. 
7770 7772 777 T7775 
Standard Portable Used and Type- 
typewriters, typewriters, rebuilt writer 
new. new. typewriters. rts. 
Countries No Value. No, Value. No. Value. Palue. 
British East Africa. 14 931 77 2,160 1 38 oene 
Union of South Africa 342 21,461 197 5,983 122 4,911 611 
Other British South 
BEE cecwscscovecns 7 482 5 129 eees eens dese 
ee ans 6 canbee'es 4 27 16 444 5 243 ee 
rere 5 405 18 504 12 765 : 
Other British West 
Africa oe 1 70 o26e sees ones 
Egypt ‘ ocounsesé 159 10,217 93 2,972 2 108 
BIGGER. occeccnecesssce 1 73 sees sece cove "een sees 
Tunisia ecbcerendace Sone “ we ose 3 168 eoee 
Other French Africa... 16 75 2,324 ~ ores . 
Mozambique .......... 45 14 75 ones cece ocee 
Other Portuguese Africa S ost cose 
Canary Islands......... 5 60 1,746 
Other Spanish Africa... .... ene 9 275 
® _ 
yer .11,255 $771,956 10,889 $299,327 3,720 $129,797 $104,625 


Shipments to: 
are 87 $ 5,400 119 $ 4,200 42$ 1,501 $ 92 
Puerto Rico......... 286 19,955 33 1,102 16 519 116 
Virgin Islands....... l 75 6 211 2 8 bebe 





United States Exports of Adding, Calculating and Billing Machines and 
Cash Registers, April, 1936 





7760 7761 
Other Parts 
7759 adding for ac- 
Card- and count - 7765 
punching, calculating ing & Parts 
sorting, machines, calcu- for 
and including lating cash 
tabulating used and ma- 7764 regis- 
machines, rebuilt. chines. Cash registers, ters. 
Countries. No Value No. Value Value. No. Value. Value. 
Austria .......05. - 7 ; a 6 $ 1,104 hive 
Belgium ..... - 1 $ 3,000 11 $ 959 5,026 120 «615,269 $ 345 
Czechoslovakia ... 4 20,000 22 3.410 971 a | 3,454 75 
EOOMMMOTE cccccess ce oen0 : - 90 sane ose , 
Finland ........ ° eo 49 1,893 145 mM 3,285 25 
France .......+-. | 36,678 117 7,186 15,300 140 0=—- 22,419 837 
GO cicceccs 12 296 5é saa 629 3 375 3,544 
GeSESD .ccsccccece pes oaee . oars 440 - 
PG scasteccs 1 10,240 5 595 118 5 <oih pees we 
DEE éscepecsce eee 2 5,992 2 95 3,668 cose Tr 117 
Netherlands ..... 3 4,475 10 1,247 1,885 60 6,562 170 
Norway ....-05+. cece l 531 366 21 6,178 484 
Poland and 
BEES nccconse 004 se 5 118 299 ona _ 29 
Portugal ........ . ésas 3 1,819 . 
GREER cccccccocee ° cose 50 42 196 oT 15,101 373 
Sweden .....s.0. 1 1,179 3 488 1,907 20 6,607 736 
Switzerland ...... ... se 10 730 825 68 14,105 76 
United Kingdom.. ... wakes 116 334 659,456 57 = 18,091 5,733 
Yugoslavia ....... . oose l 95 es oes osee ane 
Canada .......... 4 4.349 m4 2.052 68,105 i) 601 32,860 
Costa Rica....... eee aeee0 : 2 198 eeee 
Guatemala ....... : seat gh 189 vens 1 221 sees 
Honduras ..... eee 1 uO - bios sees sone 
Nicaragua ....... 3 122 ‘ en etes 
Panama ......... ouma 2 178 22 7 717 27 
Salvador ......... nine ° ; eens sade oni 17 
BEGMEOD ccccescces 2 3.014 13 m4 1,455 14 2,020 ee 
Newfoundland and 
Labrador ...... 2 60 a2 
Bermuda ........ ane 35 
Barbados ........ «-- . : ~— - se - 4 
Jamaica ......... sae vente _ . pee 8 237 kee 
Trinidad and 
MED acesaves , . 29 sens ieee cease 
GERD ccccceccnese 13 R97 592 37 5,916 518 
Dominican 
Republic ...... s ‘ 1 63 rT —- sees ll 
Netherland West 
BREED ccesvccces ° l 48 181 Sone - patee 
Argentina .... ‘ 2 18,100 23 2,075 1,316 25 4,460 330 
DRETED corccces oes . , ée 10 ovee oann es 
Brazil 4 17.912 46 3,138 969 113. -:19,130 101 
GED scccescesese sve see 4 52 112 ope sabe 25 
Colombia ..... » «ne we ; bees 49 28 11,949 7 
Ecuador ......... aes ; ae ence 29 3 362 S00 
FUE cccccce 2 872 ion eens 97 4 609 ese 
Uruguay ...... ose pee 2 184 15 2 801 coe 





Countries 
Venezuela 


British India 
British Malaya 
China 


Netherland India 
Hong Kong 
Japan 
Palestine 
Philippine 
Australia . 
New Zealand 
Union of South 
Africa 
Tunisia 
Egypt 


Island 


Total 


Shipments to 


Hawali 
Puerto Rico 
Virgin Islands 
Countri¢ 
Austria 
Belgium 


Crechoslovakia 
Finland 

Fr 
Germany 
Hungary 
Irish Free 
Italy 
Netherlands 
Norway 

Poland and Danzig 
Portugal 

Rumania 

I —_ i oe 





e 


State 


(Russia) 
Spain 
Sweden 
Switzerland 
United Kingdom 
Yugoslavia 
Canada 
(osta Rica 


Guatemala 
Honduras 
Nicaragua 


Panama 

Salvador 

Mexico 

Newfoundland and 
Labrador 


Bermuda 

Barbados 

Jamaica 

Trinidad and 
Tobago 

Cuba 

Dominican 
Republic 

Netherland West 
Indies 

Haiti, Republic .of 

Argentina 

Bolivia 

Brazil 

Chile 

Colombia 

Ecuador 

Peru 

Uruguay 

Venezuela 

British India 

British Malaya 

Ceylon 

China 

Netherland India 

French Indo-China 

lilong Kong 

Iraq 

Japan 

Palestine 

Philippine 

Siam 

Turkey 

Australia 

French Oceania 

New Zealand 

Belgian Congo 

British East Africa 

Union of South 
Africa 

Other British 
South Africa 

Tunisia 

Egypt 

Other French 
Africa 

Italian 

Liberia 

Other 
Africa 


Islands 


Africa 


Spanish 


Total 


Shipments to 
Hawaii 


Puerto Rico 


Virgin Islands 


bookkeeping 


7760 

Other 

T7598 adding 
Card and 


calculating 
machines, 
including 
used and 


punching 
sorting, 
and 
tabulating 


machines rebuilt 
Value No Value 
I mi 147 
is 
Lol 

i 124 

41 se 
ll 2,751 
’ S140 712 $33,570 
is 87 s 27 
Listing Typewriter 
adding bookkeeping 


billing 





machines machines 
Value Ne Value 
l : 42 = 1eRe 
I 474 l 7,7 
5.485 
14,031 ! 17,241 
' mo 
l ao 
4,128 
14 
1.281 | 4.900 
! 1,1 1 8.452 
5 2,209 
l 1,4 
1 R29 
I 1,224 2 
19.058 87 
’ 1” 4.0% 
2 10 6,2 
1,739 
4.678 
4 1,42 
621 
I t ‘ 
] ‘ 
I SS‘ 
I 42 
8 1 nn 
I 4 
$71 7 $1 as 
_ 68 1s 82 





7761 
Parts 
for ac 
count 776 
ne & Parts 
ealeu for 
lating cash 
ma T7T64 regis- 
chines Cash registers ters 
Ne Value No Value. 
230 l 285 
1,342 2 782 3 
6u ii4 
74 
(ee 218 
6.203 29.401 
s 74 20 
l : “" a 
1,874 2 164 29 
207 2 2 86 142 
ila 77 7.28 v1 
aa} 

15 2,130 4 
$170.72 1,114 $186,40 $76,772 
; ( $ 1,165 

47 O61 §$ l 

1 
sting 7757 
adding Calculating 


machines 


8 





Value 

$ 4,971 
5.516 
6.926 
4,140 
» TRT 


hom ™ es 











175 


50 


machines 











No Value 
$ R55 
57 5.440 
4" 7,441 
1% ..195 
122 13,70 
; tk 
‘ 1,908 
’ 2.000 
4 219 
15 1.366 
i 787 
19 
4 
it 14,307 
2 17' 
2 "468 
v 8,28 
1 9 
61 11,862 
4 481 
0 168s 
11 1,74 
2 51 
’ Wel 
11 1 
46 
6 1,245 
13 1.501 
i! 2,201 
i sO0 
28 4.14 
l 1, 80 
l 17 
l 21 
7 1,32 
12 27¢ 
I 83 
1,117 $184,604 
9$ 2,417 
6 1,406 





OFFICE APPLIANCES 


United States Exports of Filing Folders, index Cards, Carbon Paper, Type- 
writer Ribbons and Duplicating Machines and Parts Thereof—April, 1936 


7763 
Dupli- 
































1750 cating 
Filing ma 
folders, hines, 
index cards, 9395 parts, & 
and other 9392 Typewriter supplies 
office forms Carbon paper ribbons for 
Countries Lb Value Lb Value Doz. Value Value. 
Belgium 439 $ 234 m § 126 144 $ 81 6$ 2.018 
( zvechoslovakia 117 lw 6 7 61 116 
Denmark ... . 16. 
Finland own S ; 284 41 57 147 o* 
France 847 69S 657 435 4 1,71¢ 2,859 
Cireece es . 222 124 106 240 ces 
Irish Free State 90 
italy . l 3s 7 22 
lithuania l cess 
Netherlands 13.08 2,083 2.683 1. 1,257 6,153 
Norway Pa 75 0 7x9 554 
Poland and Danzig 415 918 
Portugal x6 15 223 764 187 
Rumania ' ees 
Spain 7 140 64 25 
Sweden 946 972 1,685 
Switzerland 1.417 595 47¢ 870 446 
United Kingdom 442 4,005 4.019 8 5,882 9.998 
Yugoslavia ‘ 23 T cece 
Canada 26,675 6,811 4,657 l 1,426 13,901 
British Honduras 78 12 2 183 
Costa Rica 75 29 5 68 23 
Guatemala ... 202 go 15 36 
Honduras 4,075 1,40 SN cose 
Nicaragua isl St 2 ess 
Panama 1,073 we 1,419 103 458 
Salvador 108 Wy) 201 52 142 
Mexico ...... 1.575 945 78 2,340 886 
Miquelon and St 
Pierre Islands . 5 ; . esee 
Newfoundland and 
Labrador .. 207 42 Me 152 1 54 2 
Bermuda .. fH 14 > 4 2 2 5 
Barbados . 1% ‘ 
Jamaica 1.047 512 479 29 x4 
Trinidad and Tobag 1,295 246 ; gf 4 14 9 
Other British West 
Indies : 107 ° t 14 Tr 
Cuba ... . 1,466 2,343 1,640 7 1,269 267 
Dominican Republi 971 ll ‘ 1 ’ 259 
Netherland West Indies 215 O82 ; 21 24 49 S80 
French West Indies ° 7 19 : 
Haiti, Republic of 1,537 v4 2 12 226 
Argentina as 166 100 . 568 
tolivia 6 l 138 75 
Brazil ......+. 755 69 iH ; 
Chile : ji 2 363 
Colombia 1,144 2 One 49 
Ecuador l 248 4 28 
British Guiana 8S ee coe 
Surinam 76 ° 
Paraguay ° 
Peru . : * 075 1,004 is o4 Qa 
Uruguay us 
Venezuela .. 10,479 1 290 934 
British India | 3og 58 412 
British Malaya ind ; eess 
Ceylon . l 2 st) 65 cess 
Chima ..... 13,734 2.461 637 1,691 980 
Netherland India 1,687 328 420 992 478 
French Indo-China . ° 2 S2 vec 
llong Kong 4“ 10 iy 151 ese 
Japan i” 4 14 Hoe 132 
Kwantung 286 
Palestine ° 246 418 40 14 @ese 
Philippine Islands 2 862 892 5,530 (6 804 2.026 401 
Siam ; 270 
Turkey Be 4 2 90 l 
Other Asia R55 462 
Australia i 214 7 109 173 3,712 
British Oceania ° . 7 es 
New Zealand 6o 233 ; eeee ° 160 
tritish East Africa 135 71 25 6a ee 
Union of South Africa. 2,359 593 494 198 230 642 527 
Nigeria . on 42 42 ee 
Egypt 11 5 142 
Algeria 3 6 
Italian Africa 2) 49 
Liberia l 4 227 
Total 108,811 $32,254 84.056 $47,718 15,24 $32,084 $51,970 
Shipments to 
Hawaii I8. 325 $ 455 121 $ 269 $ 2,619 
Puerto Rico 21,958 1, RRS 163 356 1,126 
1 ’ 17 105 


Virgin Islands 


Turkish Demand for Office Equipment Increases 


The United States Department of Commerce reports that as a result 
of the expansion of official and semi-official enterprises, sales of office 
equipment in Turkey during 1935 registered notable improvement over 
the preceding year, as reported from Istanbul. The demand of private 


concerns, however, continued to be limited 

Sales of typewriters in the Turkish market more than doubled in 1935, 
and the report shows approximately seventy-five per cent of the total dis- 
tribution being accounted for by government orders. The larger part of 
the remainder of sales was made to private banks, insurance companies 


ind similar organizations 

It is estimated by local dealers that typewriter sales during the past 
year comprised 1277 portable machines, 440 standard machines and 
twenty-seven rebuilt machines. Of these 952, 385 and twenty-seven, re- 
spectively, were American makes German products accounted for 275 


portable and seventy-five standard machines sold in the year under review 
speaking, the report states, American typewriters control ap- 
seventy-five per cent on the part of private consumers and 
official and semi-official in- 


Generally 
proximately 


about sixty-five per cent of the demand of 
stitutions 
German typewriters are reported to be retailed in Turkey at a price 


twenty per cent under that quoted on American machines. 
Sales of German machines have been furthered appreciably by liberal 
credit terms granted to customers, it is understood 

Sales of adding and calculating machines, especially the latter, showed 
improvement, it is stated. American adding machines continue to domi- 


approximately 


nate the Turkish market, but the situation is practically reversed in the 
case of calculating machines, the preference being for German and 
Swedish makes 
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PATENTS 





pm my of patents shown here can be obtained 

from the é& ommissioner of Patents, Washington, 

D. C., for ten cents each in cash, postoffice 

money orders or certified check. Stamps and 
personal checks not accepted. 


Cash register. Frederick L. Fuller, tion, 
he National Cash Register Com- 
corporation of Maryland). Ap- 


Serial 0. 161,751. 

Granted May 26, 1936. 
2,041,780. Toners device. William L. Rowe, 
(assignor to Johns-Manville Cor- 
Y.. a corporation of New 


2,041,752. 
N. Y. (assigner to 
pany. Dayton, Ohio, a ra 
plication January 1{8, 1927. 


Now Becteme, . a4 
poration, New . 
Application September 5, 1931. Serial No. 
Granted May 26, 1936. 

2,041,781. Fountain pen packing unit. Solomon M. 
Sager. Sroneen. ii. Application November 15, 1934. 
Serial No. 753. Granted May 26, 1936. 

2,041,977. Calculating machine. Oscar Sund- 
strand, Rockford, Il. (assignor to oeieaia Elliott 
Fisher Company, New York. N. Y., a corporation of 
Delaware). Original application March 3, 1931. 
Serial No. 519,792. Divided and this application 
November 25, 1932. Serial No. 644,248. In Germany 
June 5, 1931. Granted May 26, 1936. 

2,042,000. Typewriting machine. George F. Hand- 
ley, Glendale, N. Y. (assignor te Royal Typewriter 
Company, inc., New York, a La er of 
New York). Original a plication ‘December 29, 34. 
Serial No. 759,779. Divided and this ete = 
comber 16, 1935. Serial Ne. 54,732. 


1936. 
2,042,163. Typewriting machine. 
Stamford, Conn. (assigner to 


Granted May 2 


Jesse A. B. Smith, 
waswasee Elliott 


Fisher Company, New York, corporation of 
Delaware). Ap —* April 27, "1935. oo Serial No. 
18.516. Grant a 26, 1936. 

2,042,342, | ee, ing machine. Frank A. Kaiser. 
Milwaukee, Application Sept — 9, 1929. 


ss No. 391, 289. Granted May 26, 19 

2,042,489. Caster raising and lowering mechanism. 
Owen Jj. Williams, Orchard Park, N. Y. ————- 
Aprit 13, 1934. Serial No. 720,400. Granted June 2 


! le 

2,042,525. Compensating caster. Walter F. Herold, 
Bridgeport, Conn. (assignor to The Bassick Company. 
predpeoast. Conn., a corporation of Conneetiont?.- 
Application February i, 1935. Serial No. 4,530. 
Granted June 2, 1936. 
Telephone acces 


2,042,548, Adolf M. Peters. 
New York, Y. Application ay 5, 1933. Serial 
Ne. 669,552. Granted June 2, 


Fastener-attaching device. Ernest D. 
Simons, Waterbury, Conn. (assignor te Scovill Manu- 
facturing Company, ae Conn., a corporation 
of Connecticut). Application Suen 15, 1934. 
= No. 757,663. ranted June 2, 1936. 

2,042,958. Stapling machine. William G. Pan- 
konin, Chicage, Ili. Application December 12, 1932. 
Serial No. 646.847. Granted June 2, 1936. 

2,042,959. Check writer. Edgar Elisworth Phinney, 
West Orange. N. J. (assigner te Defiance Manufac- 
turi Corporation, Orange, N. J., a corporation of 


New York). Application August 24, 1935. Serial No. 
37,648. Granted June 2. 1936. 
2,042,986. Calculating machine. Richard Haase. 


Brunswick, ——. (assignor te Brunsviga-Maschi- 
nenwerke Grimme. atalis & Company, Aktiengesell- 
schaft, Brunswick, Germany). Application June 8. 
1932. Serial No. 616.134. in Germany September 3, 
— Granted June 2. 1936. 

2,043,021. —~ for calculating machines and 
the ttke. oseph A. . Turck, Wilmette, tl. $- 
signer te Feit a Tarrant Manufacturing Company. 
. .. a corporation of Iflinois). Application 
se 23, 1934. Serial No. 732,077. Granted June 2, 
! 


2,043,221. Calculating machine. William Ball, 
Wallington, Enciand (assignor to British Adding and 
Calculating Machines Limited. London, England). 
Original application May 3!, 1930. Serial No. 458.,- 
629. Divided and this application August 13, 1931. 








Serial No. 556,836. In Great Britain and France 
= + * is — Granted June 9. 1936. 
3.279 c ting hin Lee R. Brown. 
whippainy,” (qestoner to Monroe Calculating 
ne Company, Orange, WN. }., corporation of 
Delaware) Application May (6, 1935. oor Merial No. 


21,712. Granted June 9, 1936 
2,043,370. Typewriter carriage. Conrad C. Dahl, 
Detroit, Mich. (assignor to Burroughs Adding Ma- 
chine Company, Detroit, Mich., a corporation of 
Michigan). Application June 23, 1934. Serial No. 
732,009. Granted june 9, 1936. 
2,043,393. Power operated typewriter. Walter J. 
Pasinski. Detroit. Mich. (assignor to Burroughs Add- 
ing Machine Company, Detroit. Mich., a corporation 
of Michigan). Application ee 25, 1930. Serial 
No. 423.338. Granted June 9. 1936. 
2,043,580. Writing comouting machine. Marry A. 
Foothorap. Warrisburg, Pa. (assignor to ee? 
Elliott Fisher Company, New York, Y., 
are). “py April 3s," 1931. 
Granted June 9 , $936. 
Paper weight. Albert G. Ellinwood, 
Application Aueust 16, 1935. 
Granted June 9, 1936 
2,043.675. Record member for card index systems. 
. Plerce, Kenmore, N. Y. (assignor to Rem- 
ington —4, tnc., Buffalo, N. Y.). Apptication Sep- 
As . $931. Serial No. 561,754. Granted June 


' 
2,043,893. Filing cabinet. James A. Hedges, Chi- 
cago, = Application mee 10, 1935. Serial No. 25,- 


2,044,002. machine. William F. Hel- 
mond, West Hardford, Conn. (assignor to Underwood 
Elliott Fisher Company, New York, N. Y., a cor- 
poration of Delaware). Application January 23, 1935. 
Serial No. 3,037. Granted June 16, 1936, 





2,044,072. Typewriting machine. George G. Going, 
Glenbrook, Stamford, Conn. jasgoner te Remington 
Typewriter Company, tiion, N. Y.. corporation of 
New York). Application Februa 2, 1933. Serial 
No. 658.727. Granted June 16, 1336 

2,044, + Tabulating machine. William W. Lasker, 


(assignor to Remington Rand, Inc., 
+ & corperation of Delaware). Ap- 
Serial No. 538,429. Granted 


aostye, & . iy 
New Y. 
plication lay "19, 1931, 
June 16, 19 

















2,042,163 





2,043,675 





2,043,893 


aate t@ be 











2,044,550 





2,044,120. Sorting machine. William W. Lasker. 
Brooklyn, N. Y. (assignor te Remington Rand, Inc., 
New York, N. Y., a corporation of Delaware). Ap- 
plication Tene. 30, 1931. Serial No. 547,822. Granted 


June 16, 
2,044,181. Fountain pen barrel. Allan F. Odell, 
Upper Montclair, N. J. (assignor to Du Pont Viscoloid 


Company, Wilmington, Delaware, a corporation of 
emeere Application April ti, 1935. "Serial No. 
15,829. Granted June 16, 1936. 

2,044,462. Inking . a ~~ ew machines. 
Humberte L. Bueno, Application 
November 24, 1933. MSorial No. 699,539. Granted 
June 16, 1936. 

2,044,550. } ng 3 Gustave Teissedre, Straus- 


bourg-Alsace, France. Application February 16, 1932. 
Serial No, 593,290. In 


ermany Febru 25, 1931. 
ba ou June 16. 1936. ' ars 


4,559 Table mounting for caiculati ma- 


chines. Albert Balster, Chicago, ti. Application 











o 


2,041,761 


2,041,977 


* 
, ee | 


2,042,489 





2,043,279 


2,043,611 





2,044,002 


2,044,181 





99, 802 





2,044,631 
Lat 10, 1934. Serial Ne. 739,207. 


Granted june 


16 
2,044,630. Manifold yo ribbon. mn ypewr Phel 
Stamford, Conn. owe ‘oe Reminaten iter 
Compa iw Hlien, WN. © qeperedee New ere). 
Application Febru LA 19 Serial” No, 590,392. 
Granted june a 1936. 


2,044,631. pewriti: pochien, pean 
Herkimer, N. gt ® = mrrhand, —~ 
New York, WN. oa . 
plication January 3 ooreeee a xe 179. 


Granted June 16, 1936, 
DESIGN PATENT 


99,802. Design for a swivel chair, W Hom. 
mann, Batavia, til. jecstoncr to te The H 
pany, St. Chartes, . © screener of Wtinols). 
Sa A 30, jal No. 61,845. Term 
of cof ree and a "Nall years. Granted May 26, 
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New Officers of the National Type- 
writer & Office Machme Dealers 
Association and Some of the Reg- 


tional Directors 


Front: E. E. Thornton, California Typewriter Exchange, 
Los Angeles, vice-president; Lamont H. Wood, Midwest 
Typewriter Company, Kansas City, president; and Jessie 
I. Taylor, Globe Typewriter Company, New Y ork, treasurer. 


Standing: James P. Ward, $r., Shipman-W ard Manufac- 

turing Company, Chicago; lrwin Vincent, Western Type- 

writer Company, Topeka; C. Elmer Anderson, Anderson 

Typewriter Company, Pasadena; and Theodore Schafer, 
United Typewriter Company, New York. 


(See page 24) 
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THE NEWS AND TECHNICAL 
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OFFICE EQUIPMENT 


EDITORIAL 


Yes for Government —No for You 


@® An N.S.A. bulletin from Washington head- 
quarters on June 6 carries the following reference 
to “price fixing” by General Manager Charles P. 
Garvin. 

“Just been reading with a good deal of amuse- 
ment a notice by the Superintendent of Docu- 
ments, Washington, D.C. This is the gentleman 
who has charge of the sale of Government docu- 
ments. Listen to this: 

“*The rules of this office require remittance be 
made in advance of shipment of publications. . . . 
Postage stamps, foreign money and defaced or 
smooth coins are not acceptable. 

“*The Superintendent of Documents is author- 
ized by law to sell copies of Government docu- 
ments and to allow a discount of twenty-five per 
cent to book dealers and quantity purchasers of 
one hundred or more publications on condition 
that the purchasers will adhere to the public sales 
price set by the Superintendent of Documents, and 
that publication shall not be overprinted with any 
advertising matter.’ 

“Note. If a manufacturer operating a private 
enterprise were to send out a notice making a 
condition of his sale that the re-seller will adhere 
to the public sales price set by the manufacturer, 
he’d either get a cease and desist order or some 
government agency would have him examined to 
see whether he was in his right mind, because it 
is illegal for private enterprise to do what govern- 
ment enterprise does legally. Try and figure that 
one out.” 

U. S. Foreign Trade Improves 
@ The general improvement of business condi- 
tions is reflected in the encouraging increase of 
foreign trade indicated by figures of exports and 
imports in the first five months of the year, ac- 
cording to a Department of Commerce survey. 

Exports—$969,545,000—are fourteen per cent 
higher, and imports—$972,838,000—sixteen per 
cent higher than they were last year, when they 
were $853,867,000 and $837,712,000 respectively. 
The May record for 1936, showing $9,932,000 


more of export than of import business, indicates 
a reversal of the trend of the five months, during 
which imports exceeded exports by $3,292,000. 

Exports in April were valued at $192,629,000; 
in May, $201,042,000. Besides showing an in- 
crease of four per cent over the April record, the 
May figure represents a twenty-two per cent in- 
crease over the $165,459,000 of May, 1935. And 
the four per cent rise of May over April is gratify- 
ing in that it occurred during what is normally a 
seasonal decline. 

Import figures for April, 1936—$202,789,000— 
were six per cent above the imports for May— 
$191,110,000, which were twelve per cent larger 
than a year ago—$170,533,000. The decline be- 
tween the figures for April and May imports is 
said by the department to be about normal for the 
season. Agricultural products were chiefly the 
commodities affected. 

Machinery, manufactures, metals, non-metallic 
minerals, and vehicles have been giving the 1936 
impetus to export trade. Iron and steel semi- 
manufactures shipped out have risen from $4,- 
901,000 to $7,573,000; copper exported has in- 
creased from $2,791,000 to $3,824,000; electric 
machinery from $6,332,000 to $8,472,000; and in- 
dustrial machinery from $9,931,000 to $12,272,- 
000. 


-o- 


Law on Prison Goods Upheld 


Prison made manufactures received a new set- 
back June 1, from the United States Circuit Court 
of Appeals. 

A District Court decision threw out the com- 
plaint of the Kentucky Whip and Collar Company 
of Eddyville, Ky., against the Illinois Central 
Railroad Oct. 9, 1935. Readers of Office Appli- 
ances will recall that the Kentucky company 
wished to distribute convict-made goods, which 
the railroad refused to transport. 

The United States Court of Appeals held that 
the Act regulating interstate transportation of 
such merchandise is constitutional, and does not 
interfere with states’ rights to govern their own 
affairs. Prison wares may not be shipped into 





] ? 


a state where sale or possession is illegal, and any 
such consignment shipped under any condition 
must bear a plain mark to show it is produced by 


convict labor. 


Saga of an Eraser Salesman 


Although R. E. Williams, the New 
England representative of Weldon 
R s Rubber Company, Newark, 
N. J., has been active in the organiza- 
tion but a short time, he has already 
met a number of the unexpected ex- 
periences that fall to the lot of the trav- 
eling merchandiser. Space permits 
mention of two. 

When spring floods a number of 
months visited the Connecticut 
River Valley, Mr. Williams was un- 
dertaking visits there too. In one of 
the larger cities, finding auto parking 
space several inches under water, he 
ecided to seek higher ground for his 
car. And well done . . . for on his 
return he observed that the flood had 
shared his anticipations. It had risen to 
the hoods of other automobiles that 
had been parked in the spot he rejected 
by motorists of easier faith. 

On another instance reported, the 
liquid notes of ascending waters car- 
ried with them a strain of accidental 
gtace notes in a motif that must be de- 
scribed as downright mischievous. It 
seems that one of the habitants of the 
city suffered from an illegal search and 
seizure for which he had no recourse 
by Ol’ Man River himself. By repu- 
tation (self-created) an ardent pro- 
hibitionist, the gentleman must have 
been considerably confused when the 
current carried away from his cellar 
sundry articles of “private stock.” His 


neighbors were not. While a man who. 


spends his time retailing rubbers might 
be counted on to make some applica- 
tion of professional skill in a doubly- 
damp situation such as this, no available 


Now He's Sprinting After Sales. 

Harry Hofherr (right) newest 
member of the Kendrick Furni- 
ture Company sales staff in Chi- 
cago, who graduated recently 
with high honors as a star 
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Business people who find that prison-made 
articles represent an economic threat will recog- 
nize that state legislation offers a practical solu- 


tion for their problem.—C 


Here and There 


record indicates whether Mr. Williams 
took any action—or bottles—or not. 
But of course Mr. Williams’ rubbers 
are designed for the eradication of un- 
desirable records, and he may have 
eradicated that part of the story. 





Roosevelt Names Walker 


Pampa, Texas, Postmaster 


Curry H. Walker, genial and promi- 
nently-known proprietor of the Pampa, 
Texas, Office Supply Company was hon- 
ored by President Roosevelt last month 
when the nation’s chief executive sent 
to the senate Mr. Walker’s nomination 
as postmaster at Pampa. 

Mr. Walker has been a resident of 
Pampa for the past eight years, going 
to that city from Dalhart where he was 
a former postmaster and newspaperman. 
His application for the Pampa office was 
endorsed by Siler Faulkner, Democratic 
chairman of Gray county. 

Born in Tennessee, Mr. Walker 
moved to Texas in 1909. He settled in 
Dalhart where he made a splendid repu- 
tation through his civic and community 
service. Moving to Pampa his efforts 
won recognition and he was named 
Pampa’s outstanding citizen in a voting 
contest conducted by a local newspaper. 
While residing in Dalhart in 1913 he 
was elected a member of the Texas legis- 
lature. 





Star Trackman Graces 


Kendrick Sales Staff 


The Kendrick Furniture Company, 
218-22 West Jackson boulevard, Chi- 
cago, recently added a celebrity of the 
sports and athletic world to its sales 





staff when Harry Hofherr, late of Loy- 
ola University, was — a sales- 
man for the Chicago district. 

Mr. Hofherr, a recent graduate of the 
college, was a star of the track team in 
the sprinter division and also holds an 
poor record as a broad jumper. Prior 
to his college career he was a student at 
the Loyola Academy where he won 
credit on the football field as well as at 
the various track meets. 

While still attending university Mr. 
Hofherr obtained a ‘ob as truck driver 
for the Kendrick Company. His perse- 
verance and cheery disposition during 
this part-time work won him the first 
chance for a place on the sales staff 
when his schooling was completed. 


Identifying Fish 

Science, the publication of the Amer- 
ican Association for the advancement 
of Science, discussed the work of the 
International Fisheries Commission in 
experimenting on the habits of fish in 
the Pacific Ocean. The experiments 
were made to determine the habits of 
fish and to learn about their annual re- 
turn to streams entering the ocean to 
spawn in the spring. 

Heretofore the fish have been identi- 
fied by monel metal tags. There is a 
possibility that the tags may become lost 
from the fish or not be recognized by 
the fishermen who happen to catch 
tagged fish. One of the most effective 
means of tagging fish was found to be a 
tatoo mark on the cheek or nape of the 
neck. Recent practice has been to tattoo 
the individual fish with Higgins’ Amer- 
ican ink, using a hypodermic syringe. 
With each puncture of the needle a little 
ink is pressed into the fish, forming the 





sprinter and all-around athlete 

from Loyola University. He is 

shown receiving a fine trophy 

and the good wishes of Leonard 

D. Sachs, Loyola University ath- 
letic director. 
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initials, “I. F. C.” (International Fish- 
eries Commission.) Under the micro- 
scope it was found that the india ink 
was almost as clear when the fish was 
recovered as at the time the fish was 
tattooed. 

Here’s an idea for game fishermen 
who catch fish under the legal size. 
Mark the fish with your initials in india 
ink, and return them to the water. Next 
season watch the catch, and note if the 
fish caught last season have grown 
enough to be of legal size and fit for the 


pan. 





Junior Horse for Junior Item 


Frank C. Wolter, Pacific Coast man- 
ager for the Speed-O-Print Corporation, 
and Johnny McNamara, salesman for 
the Pacific Stationery & Printing Com- 
pany, Portland, Ore., recently hit upon 
a novel idea in connection with the new 
Junior model duplicating machine manu- 
factured by Speed-O-Print. 


As a means of stressing the facts 


Clyde Beatty, Famed Animal 
Trainer and Circus Star, Fends 
Lion Off with General Fire- 
proofing Chair in His Act.—Mr. 
Beatty choses this particular 


about the Junior, the two men hired a 
“junior” horse, better known under dif- 
ferent circumstances as a pony. In this 





Johnny McNamara, Bravely Astride the 

Prancing Bronce, and Frank C. Wolter, 

Holding the Horse Up, Made the Rounds 

of Portland Cafes to Explain the Speed- 
O-Print Junior Model. 





WHO’S WHO IN YOUR TOWN 
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instance, however, it had to be a junior 
horse and so it was. 

Then the two men, plus the horse and 
plus a Speed-O-Print Junior model 
called on all the restaurants and cafes 
in town to explain the machine’s special 
ability in printing menus. 





A Correspondent Spoofs Us 


An item in the May issue of Office 
Appliances referred to the new home 
of the Valley Typewriter Company, 
San Bernardino, Calif., as the finest 
store “east of Los Angeles.” Which 
impels a correspondent to suggest that 
we trace the parallel to which Los An- 
geles lies nearest to a point half way 
round the globe where “east of Los An- 
geles ends.” We admit having taken 
in a good bit of territory. Which we 
reduce without taking from the com- 
pliment to our old friends, the Valley 
Typewriter Company, by saying that 
the new store is said to be the finest in 
the neighboring towns in the east of Los 
Angeles. 


chair because of its lightness 

plus its strength to withstand 

the savage rushes of his charges 
in the arena. 


That big, fat, red covered volume, entitled “Who's Who in America,” com- 
prising biographical sketches of a few thousand people considered to have done 
something worth while, has nothing to do with Who’s Who in your city. 

There probably is no book of the celebrities of your home town, and the 
nearest approach to it is an occasional special edition of a local newspaper. 
filled with write-ups of any business men who will pay for them. 

And yet, there is a “Who's Who” in your field of commercial activity or in 


your community. It exists in the minds of the people and it comprises those 
men who carry on energetically during depression and have the courage to 
keep up constructive work while others neglect the opportunity. It includes, too, 
those who are generous with their time and energy in public affairs. 

This community “Who's Who” never gets into print. The activities of its num- 
bers may never receive newspaper publicity. But people know who they 
are and value their services and incline to reciprocate with friendly boosting 
and increased patronage. Don’t think people do not know or do not think about 
whether or not you belong in the home town “Who's Who.”—Frank Farrington. 

(All rights reserved) 








Open Letter to Stationers 
and Manufacturers 


An Invitation to the Thirty-first Annual Convention of 
the National Stationers Association in Chicago, 
September 21, 22, 23, 24 


This letter is not written to those stationers and manufacturers who are in the 
habit of attending their trade conventions—they will be in Chicago. By them, 
attendance at such conventions is considered necessary. 

This letter is not written to those who never attend conventions, who have no 
interest in working to build up the stationery trade, who do not think and plan 
for tomorrow, better stores, improved merchandise, increased service to customers, 
making the most of the opportunity to serve our times—and ourselves. 


This letter is written to the man on the fence. He hasn’t made up his mind 
yet about the convention. It may be he hasn’t even thought of it. In a vague 
way, he knows it’s coming. Some advance publicity has already reached him. 
He has heard the date—September 21, 22, 23, 24—something about five centuries 
of progress in the commercial stationery and office outfitting business, to be the 
theme of the convention, knows that others will attend. To that man—YOU—we 


specifically address this letter. 


If planning, and location, can make it, the coming Thirty-first Annual Conven- 
tion of The National Stationers Association, to be held at the Palmer House, Chi- 
eago, is to be the greatest convention ever held in the trade. There will be more 
to see, more to learn, and more vacation fun to be had, than opportunity ever 
offered you before. That goes for you and every other member of the family you 
care to bring along. In four days in Chicago, you can pack enough business, 
recreation, sight-seeing, and shopping into the hours to last you for a year. 


Take the sessions of the convention—the full program will be announced later— 
here will be a chance to learn how the other fellow operates. You are in business 
to make profit. What do you sell? How do you sell? How do you arrange the 
store, dress windows, advertise, train salesmen? Questions like these will be an- 
swered. You will see how others do these things. A comparison of your own 
methods with those who are leaders in the field cannot help but give you new 
ideas, show you ways to solve your problems, lead to a bigger and better tomorrow. 


This is only one angle. You can share in the discussions of trade problems 
that affect the entire field of stationery manufacture and selling. From the man 
who once stood in the open market place, like a Christmas huckster on the street, 
selling a few items, to the stationery store of today with its thousands of lines, 
is a long way. But the advance has been steady. Tomorrow, there will be new 
advances. Business grows steadily more complex. With it, grows the opportunity 
of the stationery store. Conventions are for the purpose of throwing light on 
the road of progress. 


The Business Exposition, in connection with the convention, will be worth at- 
tending. Here will be the newest in equipment and supplies, opportunity to see 
and study new lines, to gather sales ammunition on lines you now sell. You can 
meet the men who make the products you sell, meet other members of your trade, 
make new friends, enjoy old ones. 


In odd hours, you can have the enjoyment of a vacation in Chicago. No other 
city in the world offers more to see, greater cultural and recreation values, packed 
in so small a space. Within walking distance of the doors of the convention, for 
yourself and other members of the family, are State street stores, world famous 
museums, observation towers, lake excursion rides, park tours, restaurants, the- 
aters—and the convention has its own program of entertainment. You can’t 
afford to miss this convention. 

(Signed) 
H. L. FELLOWES, 


Chairman Publicity Division, Chicago Convention Committee. 





bees invitation on the opposite 
page, to the National Sta- 
tioners Association convention, to 


be held in Chicago in September, 


presents the practical and profit- 
able attractions which this un- 
usual convention will afford. 
Were the program the only at- 
traction, commercial stationery 
dealers would be amply compen- 
sated for attendance. But there 
is much more. The social enter- 
tainment to be provided for the 
recreation hours of the visitors 
will ensure each pleasant recollec- 
tions of the occasion. 

But aside from the entertain- 
ment arranged by the convention 
committee, Chicago contains 
many places of interest some of 
which are unrivaled for their 
beauty of setting, their historical 


Chicago Awaits 
the Stationers 


Some Chicago Attractions for 
N.S.A. Convention Visitors 





Field Museum 


15 
observer sees the stars and planets 
trace their course. Their move- 
ments over a year being sped up 
to half an hour. At one point one 
sees the sky as it looks to a be- 
holder at the North Pole and all 
is explained by the lecturer in lay 
terms which are perfectly clear 
to children and adults alike. The 
demonstration is of one hour’s 
duration. It is a lesson in astron- 
omy which none will forget. 

The Shedd Aquarium is still an- 
other spectacle to view where one 
may profitably spend hours. Liv- 
ing fish, from the smallest inhab- 
itant of Asiatic waters to the huge 
shark, are on exhibition. Here the 
exhibits are arranged in a circular 
form so that visitors entering the 
aquarium begin on the right, view 
every glass-faced tank in the 





value, their works of art and other 
exhibits. 

The top picture shows the Field 
Museum located within a stone’s 
throw of the Twelfth street en- 
trance of the site of the famous 
“Century of Progress.” In this 
huge stone structure, containing 
a vast variety of features, is gath- 
ered one of the finest and most 
complete collections of museum 
pieces from every section of the 
world. Ranging from natural his- 
tory exhibits to priceless relics dug 
from tombs in the Egyptian Val- 
ley of the Kings, and from armor 
and war implements of the Mid- 
dle Ages to fighting equipment of 
the twentieth century, the massed 
contents of the Field Museum will 
occupy practically an entire day’s 
time for a visitor who desires to 
view every offering at his leisure. 

For those who will spend a 
couple of hours to see the planet- 
ary system in motion, there is the 
Adler Planetarium. Within this 
strange looking building with its 
immense dome is housed the ma- 
chinery for one of the most in- 
triguing displays in the world. 

Beneath the dome and directly 
in the center of the floor is a 
strange instrument, impossible of 
description to the layman, by 
which the interior of the dome 
becomes the heavens. A lecturer 


Rosenwald Museum of Science & Industry 








Shedd Aquarium 


is in attendance and the audience 
is seated on comfortable indi- 
vidual chairs. 

As the lecturer begins the story 
of the stars the lights gradually 
dim until they disappear alto- 
gether and the place is in dark- 
ness. As the story unfolds the 


building, and leave after having 
completed the entire circle. 
Interesting and instructive and 
a particular delight to both 
grown-ups and children is the 
Rosenwald Museum of Science 
and Industry. In this great build- 
ing only a very few exhibits are 


- behind glass, the majority being 


of the type which the visitor may 
operate by the mere pushing of a 
button. 

There the visitor may talk into 
a telephone receiver and “see” his 
voice reach different pitches of 
vibration as he alters the tone. 
He may push an electrical button 
to immediately make the wheels 
revolve and pistons slide back and 
forth on a large locomotive. He 
may learn the principles govern- 
ing inertia by operating a device 
provided for that purpose. He 
may watch an ingot of white-hot 
steel run through a mill to emerge 
a thin ribbon. And many other 
equally interesting things. 

Other cultural and educational 
attractions are the Art Institute, 
the Historical Society exhibits, the 
marvelous Oriental Institute, de- 
veloped by the famous archaeol- 
ogist, the late Dr. James H. 
Breasted. Some of the visitors 
will wish to see the three univer- 
sities—“Chicago,” “Northwestern” 
and “Loyola.” 
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Stationers Need “Market” F’-a-c-t-s 


Pe ane knowledge of his 
market is becoming more and 
more essential in the profitable 
operation of a stationer’s business. 
It is especially important in con- 
nection with the sale of commer- 
cial stationery. 

What procedure is best calcu- 
lated to provide this information 
at lowest possible cost, and how 
shall the information so secured 
be made of real value? 

We have considerable precedent 
for this in stationery as well as 
in other lines of business. It isa 
certainty that no stationery mar- 
ket remains in status quo over the 
years or even from year to year. 
In these times, when business is 
in a state of flux, changes of a 
fundamental nature are more pro- 
nounced insofar as the stationer 
is concerned. 

The primary questions which 
any such survey must answer are 
these: 

(a) How many commercial ac- 
counts are in existence in the lo- 
cality? 

(b) How many of them are now 
customers (1) partially or (2) en- 
tire? 

(c) What new prospective ac- 
counts have come into existence? 

(d) What accounts, prospective 
or otherwise, have ceased to exist? 


yetting the Facts 


Now, procedure must vary in de- 
tail according to differences in lo- 
cal conditions. But, in the main, 
a canvassing operation has deliv- 
ered the best results. 

Perhaps the lowest cost per fact 
will be obtained where the sta- 
tioner ties-up or ties-in his fact 
finding campaign with a direct 
selling operation. In this way he 
gets a certain amount of new, ex- 
tra business, makes a friendly con- 
tact and also gets his facts. 

The procedure is a street by 
street canvass of all business con- 
cerns of every kind. This is a di- 
rect sales approach which com- 
prises these steps on the part of 
the representative of the store: 
first, friendly contact, with ex- 
change of names; second, discov- 
ery of the actual stationery buyer; 
third, endeavor to make a sale, 
and fourth, getting information— 
along these lines: 

What are the prospect’s average 
stationery needs? Who is supply- 


= By Henry Frommes 
(Merchandising Consultant) 


ing them now? Is the relationship 
satisfactory? 

What does the account appear 
to be worth in dollar volume over 
the year? And, so on. 

Now, a simple form may be laid 
out and multigraphed or printed 
for this purpose which will reveal, 
at a glance, the main facts about 
each account. 


Using the Facts 


This information is transferred 
to individual three by five cards 
and filed alphabetically. From 
these cards a breakdown can be 
made that is of great value in 
promotional work. 

It has been found that, as a 
rule, the sale of stationery made 
as a result of this survey work 
nearly offsets the cost of the facts 
gathered, depending upon the 
basis of compensation of the can- 
vasser. 

With regards to the breakdown 

and its utility, some stationers 
have separated accounts can- 
vassed on the basis of present cus- 
tomers, all of whose business is 
being enjoyed, those from whom 
only part is received, and those 
from whom no business is coming 
in. 
Mailings, plus phone selling, plus 
follow-up canvassing results in 
having a firm foundation of facts 
upon which to operate. 

Stationers generally seem to feel 
that the practice of broadcasting 
printed matter in the form of price 
lists, house organs or form letters 
is unprofitable in the general sta- 
tionery field and wasteful in com- 





mercial stationery. Perhaps this 
may be true. 

However, unless the stationer 
has the facts regarding his mar- 
ket, any sort of printed solicita- 
tion may prove to be costly and 
wasteful in the long run. 

One of the chief advantages of 
the method lies in the fact that 
names of individual supply buying 
factors are carded and a more 
friendly and intimate relationship 
may be established. 


Selling-Fact Finding 


In many other lines of business 
this plan of combining selling with 
fact finding has worked out very 
successfully, and we may expect to 
see more of it done in future. 

A New York commercial house 
found over thirty-five sizable ac- 
counts within their trading region 
of which they knew little or noth- 
ing. Concerning these firms they 
did not know what their normal 
stationery and supply needs were, 
who the buying factor might be 
nor where the business actually 
was going at the time. 

Such a survey is a solid basis for 
a sales drive whenever the dealer 
feels the need for one, because the 
exploitation is launched on a firm 
foundation of facts, waste is re- 
duced, and a more intelligent and 
profitable approach is made pos- 
sible. 

A great deal of money may be 
spent, and much time wasted 
where the commercial stationer 
takes it for granted that his mar- 
ket is there, and that every one is 
a possible customer. 

There may be a percentage of 
firms and people with whom it is 
undesirable or impracticable to do 


business. 





This is the New Office of the L. C. Smith & Corona Typewriters, Inc., Branch 

at Atlanta, Ga. This fine establishment is under the direction of Branch 

Manager James Howerton who takes pride in the Marietta street store and 
his band of star salesmen. 
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Sales Technique Lifts Summer 


ECAUSE July and August are 
vacation months they are nor- 
mally the slow months in the 
typewriter and office machine 
field. The end of June marks the 
beginning of the period of relaxa- 
tion which bears special watching. 
F. L. (“Rusty”) Reynolds, man- 
ager of American Writing Machine 
Company branch at 752 South 
Spring street, Los Angeles, has de- 
clared war on the summer slump 
and last year he boosted up his 
summer totals in an encouraging 
way. Now he has heavier summer 
activities planned for this summer. 
“Obviously, when we stop to 
think,” says Mr. Reynolds, “the 
first thing to do is to work the 
industries whose major activity 
occurs in the summer time. 

“Among these I found good re- 
sponse last summer in the awning 
industry. The awning stores and 
awning salesmen must do their 
stuff in summer or not at all ordi- 
narily and it is a big field and get- 
ting bigger. Branching out from 
the awning business proper are 
various allied industries. There is 
a good field there for any type- 
writer and adding machine man 
willing to disregard the weather 
and get out and hustle. The awn- 
ing men have to hustle in hot 
weather so why can not the writ- 
ing machine men hustle? 

“Other industries that accel- 
erate in the summer time, are the 
following especially: Ice cream 
manufacturing and selling; soda 
fountain supply manufacturing 
and selling, as well as refreshment 
stores themselves selling at retail; 
golf courses; street decoration 
committees, etc. 

“Another source of prospects in 


Sales 
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summer months is conventions. 
In any city of size numerous con- 
ventions are meeting during those 
months and there is a vast amount 
of work in connection with each. 
This offers opportunity for rentals 
as well as sales. There is a vast 
amount of correspondence and a 
lot of bookkeeping required to keep 
things straight. Typewriters are 
needed in connection with the 
publicity department at any con- 
vention headquarters. 

“Then naturally there are side- 
lines leading off from conventions, 
related industries that typewriter 
and adding machine men should 
watch. It takes a great many sup- 
plies to keep a convention going. 
Among the side-lines might be 
mentioned the street decoration 
industry referred to above. If that 
industry is tracked down it leads 
to others all stimulated during the 
summer months. 


Then the Resorts 


“Then there is the matter of re- 
sorts. Seaside and lake, as well as 
mountain resorts are the summer 
rendezvous of business and profes- 
sional men who must keep in 
touch with the home base and we 
have in the last year or two, found 
such men good prospects for ren- 
tals as well as for sales of 
portables. 

“Resorts are always the haunts 
of writers and they are good pros- 
pects, especially for rentals. Then 
there is the personal correspond- 
ence that we have found makes 





Open For Business—This attractive store recently opened at Lenoir, N. C., 

and visitors were impressed by its maple and walnut and its all-steel shelving. 

Officers are Paul W. Bumbarger, president; J. T. Pritchett, vice-president 
and L. C. Underhill, secretary-treasurer. 


practically every resort visitor a 


prospect. 
“With the advent of noiseless 
typewriters hotels at resorts 


should become good prospects. 
There is no longer any reason why 
a hotel should not take on a large 
stock of typewriters to rent out to 
the guests and that is coming and 
coming fast. There was a time of 
course when this idea would not 
have been practical because of 
noise and nerves but that objec- 
tion can now be overcome. 


Sanitariums and Hospitals 


“During the summer months 
also we shall work hard on sani- 
tariums, hospitals, etc. The noise- 
less machine of today need not be 
barred from such places. The 
typewriter is an urgent need of 
hundreds of inmates recuperating 
at sanitariums. Nothing helps bet- 
ter to pass away the time profit- 
ably, and passing away the time 
is the first consideration of sani- 
tarium inmates. There is an un- 
limited field right there. 

“Naturally the summer months 
are not the only months for con- 
tacting sanitariums and hospitals 
but I would work them hard dur- 
ing those months because schools 
are closed and offices are running 
short-handed. 

“The summer months offer good 
chances to build up on overhaul 
jobs. Stenographers are off duty 
then in large numbers. Last sum- 
mer we worked that end of the 
game very hard and found it paid. 

“The keeping up of summer 
volume means of course ignoring 
the heat. One cannot sell type- 
writers and adding machines if he 
is going to let the sun get the best 
of him. I do not hesitate to go to 
the top of the High Sierras where 
it is usually chilly and then to go 
down into the Imperial Valley 
where it is usually hot. I just 
simply refuse to think of the heat. 
I think primarily of typewriter 
and adding machine sales and 
service. 

“With overhead and taxes again 
mounting there is nothing for us 
to do but to increase our volume. 
It would seem to me that the way 
to do this is to build up the three 
summer months first of all equaliz- 
ing them as nearly as possible 
with the rest of the year. 
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Window Display and Furniture 


EALERS in office furniture 

who expect to realize the 
most out of their merchandise 
and maintain a consistent and 
profitable turnover cannot do bet- 
ter than to turn considerable at- 
tention to their windows and the 
displays shown therein from time 
to time. Window displays of fur- 
niture, if properly arranged and 
made interesting enough, will 
bring in just as much business as 
any other line display in the sta- 
tionery field. 

Strictly speaking, our company 
has never followed a schedule of 
display except for “Fire Preven- 
tion Week” and “Transfer Period.” 
These are the exceptions and we 
make an effort to specialize in 
window equipment best suited to 
be in keeping with the time. 

An interesting window does two 
things; it first causes the passerby 
to pause and scrutinize the object 
on exhibition and to desire a 
closer look. If the article dis- 
played is not interesting or is not 
laid out in such a manner as to 
attract attention in the first place, 
it has little hope of drawing the 
interested person into the store. 

All this we know and we build 
our windows on this knowledge, 
On one occasion we put in our 
window a very good quality desk 
lamp shaped like an umbrella. 
We had only two of these in stock 
but the one in the window re- 
sulted in the sale of several other 
lamps from the floor because its 
particular and peculiar design 
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aroused the curiosity of persons 
who wanted to come in and ex- 
amine it. 

Another example of the benefits 
accrued from arousing the curios- 
ity of prospective customers by 


“out - of - the - ordinary” displays. 


We made up an attractive window 
and in it centered a new portable 
typewriter desk. The only mark 
of identification we used was a 
sign which read: “?” Just a 
question mark between quotation 
marks. This simple display 
brought in a record number of 


customers to ascertain what the 
article was and how much it cost. 

A furniture window seldom 
lends itself to stunt display. Such 
an exhibit should be dignified and 
beautiful. At the same time we 
try as much as possible to avoid 
mixing our high and low priced 
pieces. In other words, we try to 
show a comparable line in which- 
ever price range we are display- 
ing. Time and again this method 
has proved that a showing of high 
grade furniture, standing alone 
and not sharing honors with less 
expensive numbers, will have a 
profitable effect. 

As to the problem of whether 
or not furniture displays in win- 
dows should be tagged we find 
that both price-tagging and non- 
tagging have good and bad points. 

Prices plainly shown, we find, 
create in the mind of one type 
of customer the thought “too 
much money.” Tags, on the other 
hand, will often bring customers, 
of another type, into the store. 
Curiosity as to the price asked 
plays a substantial part in these 
inquiries, we find. 

Then again, there is the cus- 
tomer who believes that an article 
is not tagged because it is an ex- 
pensive item. Chances are, too, 
that this very same customer, on 
viewing the price on a tag, will 
go to competitive stores to com- 
pare prices there with those of 
ours. 

On one occasion my company 
tried out another idea calculated 
to pique the curiosity of passersby 
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and eventually lead them into the 
store. The plan worked and was 
without doubt a grand success. 
The display consisted of out- 
moded office furniture, hopelessly 
out of date and of the kind which 


Old Office Furni- 
ture that Brought 
in Buyers. 


is uncomfortable in the extreme 
and practically useless measured 
against office furniture of today. 
With this was a large display card 
pointing out in short sentences 
the fact that new and up-to-date 
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furniture means better efficiency 
and ending with the following 
statement: “Your old, obsolete of- 
fice furniture and equipment is 
actually an extra expense and loss 
to your business.” 


Placards Bring 
Home the Sales 
Message. 


Modern Technique in Selling 


Office Furniture 


ROBABLY few salesmen out in 

the business world today have 
any very strong sense of the time, 
money, and thought that have 
been spent to insure their success. 
And naturally enough. Their 
thoughts and feelings are those 
of shock troops. They are the 
front line of our economic order, 
of the distribution division. None- 
theless, when they go into action, 
with their minds full of the con- 
crete objective before them, they 
carry on as part of a well-organ- 
ized campaign. One veteran of 
the office appliance field says that 
the salesman’s work is half done 
for him before he starts. That is 
worth remembering, especially 
when his half of the job at times 
assumes in his thinking monu- 
mental proportions. He sees his 
own problems vividly enough. But 
in considering the bridges he must 
cross (some of which he will have 
to design and build himself) be- 
fore he can come back with the 
orders, all too often he is unaware 
of the exhaustive preparations 
that have been made for this very 


@ Analysis of Good and 
Poor Contacts Provide the 
Salesman His Own “Do” 
and “Don’t” Rules—He 
Must Know His Company, 
Know His Merchandise, 
and Particularly His Pro- 
spective Customer—Then 
He Must Apply His Knowl- 
edge to Each Individual 
Case 


action: this sending of a sales rep- 
resentative across those bridges to 
get the orders. 

The sales representative asso- 
ciated with an institution of some 
standing has in his favor the rep- 
utation and good will of his firm. 
He has the way-paving advan- 
tages of advertising. Even a new- 
comer in the field, breaking 
ground for a new company, has 
the advantage of what other sim- 
ilar companies have done to ad- 
vance their interests. A firm 
cannot advertise its own desks 
without making the public desk- 


minded. Often enough, money 
spent to push the sales of a par- 
ticular organization puts profits 
into the tills of its competitors. 
A consumer may be sold on the 
idea of the posture chair by the 
Doe Company, and then make up 
his mind to buy his posture chairs 
from Roe, Inc. That is why radio 
audiences have so many oppor- 
tunities to get something for 
nothing by sending in the signed 
tops of Portland Pancake Flour 
cartons. 

The Backing of Company’s 

Experience 

In addition to the advantage of 
a company’s advertising and rep- 
utation, the salesman has the ad- 
vantage of his company’s experi- 
ence. While he may feel—if he 
is a new man—that his own way 
of getting business differs from 
the ways other men follow, he 
will usually learn that they know 
what they are about. One doubt- 
ing Thomas—in the days when 
sales talks were the thing—mem- 
orized an assigned dialogue un- 
der protest, with the private com- 
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fort that, once in the field, he 
could throw it all overboard. In 
the field, however, he found the 
detested phrases pouring auto- 
matically out of his mouth, and 
to his incredulous surprise, the re- 
sponses of the hypothetical pros- 
pect coming right back to him 
from his actual prospect. 

The sales talk enabled many a 
man to seem to know what he was 
doing. Today the tendency is 
rather to put the salesman into 
a position where he really knows 
what he is doing. He must know 
his merchandise. He must know 
his company—including the phil- 
osophy of its administration, and 
its policies. And he must know 
his prospect. The merchandise is 
the usual starting point. That is 
concrete, tangible. He can study 
it in its actual state; he can study 
it from printed matter prepared 
by his company; he can some- 
times study it in process of 
construction, by visiting the com- 
pany’s plants. When he knows 
it thoroughly, he is in no need 
of a sales talk; he is in a position 
to turn out sales talk spontane- 
ously, appropriate to the individ- 
ual prospect and the particular 
article in question. The more he 
can know, and keep mentally or- 
ganized, the better. 

One customer will be influenced 
most by engineering data. He 
will be interested in methods by 
which materials are selected and 
tested, how they are processed, in- 
spected, finished. Principles of 
construction will impress him. 
Another will be motivated by his 
love of the beautiful. He will ap- 
preciate fine finishes, color har- 
mony, rhythm. Sometimes a 
human touch proves effective. A 
prospect may be converted into 
a buyer by a story—for instance, 
that the table he is considering 
was designed by some manufac- 
turer’s son who rebelled at the 
thought of studying law, rejected 
parental injunctions, and finally 
proved himself the best judge for 
his own career by his successful 
pursuit of his own interest. 

Granted a thorough knowledge 
of his company’s policies and 
merchandise, the salesman is 
really well on his way toward 
earning a good living, whether he 
realizes it or not. 

Finding Prospects 

His first concrete task is to find 
prospects. Probably he will be 
given some to start. The home 


office is ever alert to capture the 
names of people who write in for 
applying all 


information, and 


other available means of record- 
ing potential buyers. But the task 
of building the prospect list has 
no real end. Business is like the 
little colored boy who was asked 
if he had ever eaten too much 
watermelon. His answer: “There 
ain’t no such thing as too much 
watermelon; there jus’ ain’t 
enough me!” applies to merchan- 
dising. Sometimes there seems 
to be too little melon. In the most 
prosperous periods, however, the 
lack is rather of facilities and or- 
ganization to fully develop avail- 
able prospects. Incidentally, the 
Salesman’s own prospect is his 
very best one, simply because he 
is the discoverer. It is like his 
own bride, or the fishing rod he 
fixed himself. He can’t afford to 
fail with either; failure proves 
him a poor picker or a poor fixer. 

Prospects can be found by sim- 
ple “cold-turkey” canvass. It is 
the boast of many a confident 
salesman that he can be dumped 
anywhere and will find his living. 
Such was the spirit of the old- 
time prospector. It meant plenty 
of digging, but it got results. It 
calls for digging today. 

For office furniture prospects, 
the obvious port of call is the of- 
fice. Offices of business organiza- 
tions, offices of public institutions. 
of schools. The alert salesman 
will not hesitate to go to church 
or to jail when he makes his sur- 
vey for potential customers. But 
better than any cold turkey foray 
is attendance at business shows 
and conventions. These afford a 
real opportunity to meet people 
and get acquainted with them. 

Underlying all business service 
lies a philosophical paradox. The 
salesman who wishes to make a 
real career for himself must work 
for his customer’s best good in the 
long run. Knowing his own mer- 
chandise thoroughly, and often 
his competitor’s as well, he fre- 
quently knows better than the 
buyer what is best. On the other 
hand, “the customer is always 
right.” He knows his own busi- 
ness best. Fundamentally he has 
a moral obligation to accept the 
consequences of his own decisions, 
whether he follows or rejects a 
salesman’s recommendations. Be- 
tween the salesman’s ethical duty 
to his prospect’s ultimate satis- 
faction, and the equally logical 
responsibility of letting the buyer 
rule his own affairs, the salesman 
has need of fine integrity and 
judicious self-restraint. In meet- 
ing the exigencies of the day’s 
business, his role becomes that of 
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an artist. He walks a tight-rope. 
It is easy to fall on either side. 
To maintain balance and move 
forward progressively demands a 
cool head, the confidence born of 
right thinking, and what amounts 
to inspiration. 

Necessity of Studying Prospect’s 

Needs 

Once prospects are found they 
must be studied exhaustively. 
What activity are they carrying 
on? Advertising supplies some 
information. Newspapers print 
items of interest. And news that 
has not found print is often vital. 
The good furniture salesman must 
know how to recognize news when 
he sees it, whatever its form. He 
must know how to pin it down in 
his mind when it encounters him. 

The financial capacity of the 
prospect and his credit rating are 
points that can usually be ascer- 
tained if the salesman determines 
to discover them. Observation 
will tell him something of his 
potential buyer’s standard of liv- 
ing—which is quite as vital a 
point in his office as in his home. 
Financial capacity and economic 
level are two signals that should 
prevent the error of attempting 
to sell a $200 desk where a $50 
one is in order, or vice versa. 

The data gathered should be 
kept organized. If a company 
employs some good system, tested 
by experience, the salesman will 
do well to follow it. If not, he 
must make his own system. By 
keeping his facts in order both in 
his record and in his head, he 
will be able to meet his prospects 
intelligently, and avoid the type 
of misplays that lead to near- 
murder when the notorious type 
of sleepyhead at the bridge table 
trumps his partner’s ace. 

Following the _ preliminaries, 
overt salesmanship is in line. 
This may be summed up in one 
word: contacts. Personal visits, 
phone calls, and correspondence. 
In meeting his prospect’s mind 
and feelings competently, as a re- 
sult of knowing the man with 
whom he is trying to deal, the 
qualified salesman will find or 
make many opportunities to 
achieve the four classic steps that 
must be taken to sell: (1) arouse 
interest,—significant interest; (2) 
gain attention—the kind that in- 
cludes respect; (3) stimulate the 
desire to own, or convince as to 
values—motivation emotional, in- 
tellectual, or both; and (4) get 
action—the expressed decision of 
the prospective to become an ac- 
tual purchaser. 





Furniture Forces Set the New 


Pace for Design Protection 


HAT with the arousal of the 

furniture manufacturers, the 
issue of legal protection for orig- 
inal designs in industry is brought 
closer than ever to the office equip- 
ment trade. Up to now, more’s the 
pity, a large proportion of the 
office outfitting group has re- 
mained indifferent to the move- 
ment in business to provide pirate- 
proof shelter for novelties in the 
shape, form, or ornamentation of 
goods. Rather odd, too, this “not 
interested” attitude, seeing how 
dependent most office lines are 
upon the appearance of the wares 
and upon progress spelled in terms 
of successive models. 

Explanation of aloofness in the 
office supply and stationery field 
may be found in the supposition 
that design-security was pecul- 
iarly a problem for a few indus- 
tries. Notably, say, the textile in- 
dustry and allied activities, where 
the shooting started. It has re- 
mained for the furniture people to 
bring home to as many office out- 
fitters as have listened the fact 
that it is important to the rewards 
of ingenuity that exclusive styles 
be kept exclusive. Merely the pas- 
sage by the U. S. Senate of a Bill 
to simplify design-monopoly for 
the design-discoverer was calcu- 
lated to focus attention. The more 
so when it became an open secret 
that the furniture folks had in- 
spired the so-called Vandenberg 
Amendment to the General Copy- 
right Revision whereby design reg- 
istration for industry would be 
made as simple as Copyright for 
the fine arts. 

While the furniture folks may 
have brought up standing the 
office equipment audience on this 
proposition of design protection, it 
is only accurate to say that a 
goodly share of the congregation 
was about ready to arise of its own 
volition. Design-consciousness has 
been sharpening in the trade, of 
late, for several reasons. Switch 
from selling staples solely on serv- 
ice to selling specialties partly on 
style has had something to do with 
it. As witness what has happened 
since portables came to the type- 
writer family. The advent of color, 
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too, has had distinct influence in 
behalf of design sensitiveness. But, 
the big push has come with the 
craze for packaging-for-display. 
Wrappers and containers, goods— 
mounts, pedestals, and holders, all 
depend for eye-appeal upon design. 
By that sign it has become the 
more obviously desirable to fence 
off from imitation the design 
which is capable of standing apart 
as fresh, fanciful, or even freak- 
ish. 

At that, the situation is not so 
simple as saying: “Let’s have de- 
sign integrity,” or “Design finders 
are keepers.” Design protection in 
industry presents a problem. More 
than that, it involves a contro- 
versial issue which has already 
split trade groups in fields not far 
distant from the office equipment 
domain. The cleavage of wish and 
opinion does not seem to carry the 
split down to the underlying basic 
principle. In both camps, most 
hands appear to be agreed that a 
creator of a design that is really 
different ought to be entitled to the 
spoils of discovery if he can capi- 
talize an oddity. Where the ways 
part is on the questions of the ex- 
tent and character of the protec- 
tion to be afforded by Uncle Sam 
as an official pedigreer of designs. 


Design Copyright Instead of 
Design Patent? 


The subject of the debate in 
which furniture executives are now 
taking a hand is whether a quicker 
and easier system of enrollment, to 
be known as Design Registration, 
or Design Copyright, should re- 
place the present institution of 
Design Patent. Fault has been 
found with the latter on several 
counts. Once, the patent proced- 
ure was red-tapey and slow, to the 
exasperation of manufacturers in 
a hurry to get on the market with 
timely novelties. But that bureau- 
cratic deliberation has been rem- 
edied in part. There remains as a 
grievance the rather high cost of 


patenting. And, most pinching to 
all “adapters” and rearrangers, the 
necessity of showing downright 
“invention,” rather than mere 
originality, in order to become eli- 
gible for a patent. 

That there is criticism in some 
quarters does not mean that the 
Design Patent system is not with- 
out its defenders in others. There 
is one school of thought which, 
through thick and thin, has stood 
for the Design annex to our an- 
cestral patent system because the 
stand-patters are convinced that a 
patent affords better protection for 
a design than a simple birth cer- 
tificate which does no more than 
attest the date of inception of a 
particular design. To this nucleus 
of fundamentalists there has now 
been added a goodly number of 
business men who have warmed to 
Design Patent not because they 
love it so much but because they 
love Design Registration, less. 

Representative of this group of 
dissenters are interests in the glass 
industry whose viewpoint may ex- 
tend to office equipment lines via, 
inkwells, desk sets, envelope mois- 
teners, paper weights, etc. The 
attitude of these reservationists is 
that Design Registration may be 
all right for those who like it, and 
want it. But they object to uni- 
versal application of this short-cut 
protection. They prefer to jog 
along, with Design Patent avail- 
able for those who are zealous of 
their special molds, but with no 
obligation upon mass producers in 
the industry to keep track of the 
multitude of “posted” designs that 
might be expected if routine copy- 
right enrollment took the place of 
the present formula of examina- 
tion for patent. 

In consequence of the tug of war 
over which version of design pro- 
tection shall prevail, we have had 
latterly at Washington a modifica- 
tion of the line-ups of the oppos- 
ing teams. In the beginning, the 
anti’s would have none of Design 
Registration. But the passage of 
the Senate Bill carrying the Van- 
denberg Amendment jolted the 
conservatives to a realization that 
it is a near-condition and not a 
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theory of design protective reform 
which confronts them. So, now, 
the bitter-enders are willing to 
compromise. 


Industry-by-Industry Regulation 
The terms of the compromise 
comprise the accommodation de- 
vice known as industry-by-indus- 
try regulation of designs. The pro- 
posal is that Uncle Sam shall sanc- 
tion, if not actually sponsor and 
supervise, a chain of intra-indus- 
trial systems of mutual insurance 
for priority rights in designs. Each 
unit to operate its own private reg- 
istration bureau — an _ internal 
clearing house for designs, much 
on the order of the depositories for 
designs, trade marks, etc. which 
were set up by Code Authorities 
when business had its adventure in 
self-government under the N.R.A. 
At the outset, the concept of this 
honor system to enforce mutual 
respect for design rights envisions 
bureaus intra-industrial in juris- 
diction. But there is a hint in the 
background that if the plan 
works it should be feasible to 
hook up neighboring design-de- 
pendent trade groups in inter-in- 
dustrial arrangements for design 
confirmation by consent. 

Back of any scheme for local 
option, or, should we say, subdivi- 
sional option, in design discipline 
is a plot to win immunity from the 
blanket legislation to which Con- 
gress appears more and more 
drawn. One way to dodge is to 
secure specific exemption. That 
solution is illustrated by the ex- 
emption for the automotive indus- 
tries carried in the Copyright Bill 
as amended in the Senate. But, it 
is realized that a Bill might be 
weighted down by a string of ditto 
exemptions. Hence, the latter-day 
tactics which seek to accord each 
industry the right of self-deter- 
mination on this issue of design 
regimentation. 

With all the going argument at 
cross purposes it is significant 
that there apears to be an in- 
crease in sentiment,—notably in 
the specialty lines—in favor of 
full-fledged Design Copyright or 
Design Registration. As has been 
indicated, trade clans that never 
showed deep concern in the past 
» are bestirring themselves to chal- 
lenge the interests that subscribe 
to the doctrine that all designs 
are common property. The most 
eloquent case in point is that of 
the furniture makers. Senator 
Vandenberg recently stated to the 
writer: “My interest in the de- 


sign copyright amendment was 
chiefly inspired by the great need 


of our high grade furniture in- 
dustry to be protected against 
piracy.” 


Design Referendum Suggested 

On the eve of a Congressional 
campaign, when candidates for 
the U. S. Senate will be going to 
the country, including their con- 
stituents in the office equipment 
trade, for “Yea” and “Nay” ex- 
pressions on pending issues, it 
might be well if every bystander 
could make up his mind for a de- 
sign referendum. It is a foregone 
conclusion that the office equip- 
ment industry will not vote unan- 
imously on this issue. Members 
of the trade are by no means all 
of one mind. Some manufactur- 
ers of standard goods, who have 
no need to create or follow fash- 
ions, do not see the need for any 
restrictions upon design use. On 
the other hand, many retailers 
are holding back. As may be sur- 
mised from the attitude of the 
National Retail Furniture Asso- 
ciation, the Retailers’ National 
Council, ete. The position of 
these dealers is that they are 
perfectly willing for the manufac- 
turers to have some design pro- 
tection. But they want matters 
so arranged that retailers will not 
be held responsible for violation 
or infringement of design copy- 
right by reason of having bought 
stock innocently, not knowing 
that the stock allegedly trespassed 
somebody’s superior rights in the 
designs. 

The manufacturers, for their 
part, insist that, in seeking sanc- 
tuary for original designs they do 
so in a live-and-let-live spirit. 
There is, they declare, no inten- 
tion to clamp down objectionable 
monopolies. No strangling scheme 
that would help the larger manu- 
facturers and drive out the 
smaller manufacturers. Indeed, it 
is pointed out that the small man- 
ufacturers who live by their 
novelties are keener than their 
more opulent brethren for barbed 
wire barriers to keep out design 
rustlers. Incidentally, the furni- 
ture manufacturers explain how 
it is that they have so suddenly 
joined in the hue and cry for de- 
sign protection. According to the 
story told to Congressmen, up to 
ten years ago there was virtually 
no creative designing in the fur- 
niture trade and allied lines. But, 
within the past six or eight years 
design variation and rotation has 
become the habit. Design piracy 
followed in the wake of design 
creation, until now manufactur- 
ers are reported as sustaining 
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losses of anywhere from three to 
fifty per cent due to the copying 
of their pet designs in inferior, or 
at least competitive, merchandise. 
Who Are the Offenders? 

Without trying to slam _ the 
great body of ethical dealers, the 
manufacturers have whispered at 
Washington that the real offender 
in the raiding of designs is a cer- 
tain type of retailer who is armed 
with big buying power. Few if 
any of these smeared retailers are 
straight-line office outfitters. 
Rather is the charge of sabotage 
made against certain large de- 
partment stores that will invade 
any merchandise field for the 
sake of staging a bargain sale. 
The theory is that a chronic cut- 
rate department store executive, 
who can offer sufficient volume to 
make an inducement worth while, 
can always find some not-too- 
squeamish manufacturer on the 
fringe of the industry who will 
copy any design that is brought 
to him on terms that enable the 
pirate to cut prices. To the dis- 
comfort, of course, of the straight 
dealer who has in good faith 
stocked a supposedly exclusive 
line to sell at list. 

While a system of Design Copy- 
right or Design Registration 
might insure richer pickings for 
best-sellers, patterned in the 
vogue, all authorities agree that 
in a line so well grounded as of- 
fice equipment there could never 
be any lack of free-for-all-de- 
signs. There are, in every branch 
of the trade, a great number of 
long-established, conventional, 
accepted models that could not 
be copyrighted under any cir- 
cumstances and which may be 
produced at will by any manu- 
facturer. What the ambitious 
manufacturers desire to do now 
is to secure an exclusive design 
license for the manufacturer who 
conceives something really dis- 
tinctive and original and who in- 
vests anywhere from, say, $2,000 
to $20,000, in the patterns, jigs, 
dies, etc., necessary to bring out 
the featured number. 

Higher Prices for Exclusive 
Designs 

The best guess is that, with the 
mass market for office utilities 
never suffering for free designs, 
there would be slim chance that 
demand in any line would be 
chilled by higher prices, exacted 
for exclusive designs. The rea- 
soning offered at Washington on 
this count is that, what with the 
extensive recourse to favored of- 
fice equipment items for gift pur- 
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poses and for home use, there has 
been automatically recruited a 
very considerable body of con- 
sumers who want something dis- 
tinctive, or desire to conform to 
the latest fad and will readily pay 
the premium asked for a novelty 
not common to all users. Leav- 
ing, at the old price level, good 
goods in plenty for the rank and 
file who think more of cost and 
service than of looks. 

Office outfitters, who have been 
somewhat mystified by the sud- 
denness of the sharp drive within 
the industry to provide shelter for 
original designs, should be let into 
the dual secret of this double- 
quick march. First, came the 
snuffing out of NRA. The Code 
Authority machinery had just 
been revealed as an agency cap- 
able of smoothing the amicable 
allocation of exclusive designs 
when it went out. Hence the rush 
for the only alternative that of- 
fers. Second was the surprise 
sprung, a few weeks since, by the 
Federal Trade Commission upon 
the forces in business which were 
nursing the industry-by-industry 


Grimes-Stassforth’s Installation of Shaw- 

Walker Office Equipment—said to be 

one of the most complete on the west 
coast. 








formula for self-regulation of de- 
signs. 

First of the groups to try the 
clan method was the member- 
ship-corporation known as _ the 
Fashion Originators Guild of 
America. Which body set about 
carrying out a style protective 
program in the field of apparel, 
textiles, etc. Broadly the means 
employed was to enforce respect 
for exclusive designs all down the 
line by bringing pressure to bear 
upon any interest that sold or 
handled, much less _ produced, 
copies of private designs. That 
way of regulation involved the use 
of the boycott and blacklist. And, 
on that score, the Federal Trade 
Commission stepped in with a 
Complaint to end the ride, or else! 
The end of this challenge to de- 
sign control by concerted action 
is not yet. But the uncertainty 
has put new lure in a law that 
would put the Government in the 
business of design pedigreeing. 

Meanwhile there are misgivings 
in administrative circles at the 
capital. Registrar of Copyrights 


William L. Brown, who would be 
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called upon to operate the con- 
templated clearing house for de- 
signs, confesses his uneasiness if 
Uncle Sam is called upon to estab- 
lish the originality and novelty of 
a design before he issues a dip- 
loma. In a crowded line, such as 
office appliances, how can the of- 
ficial censor make sure whether a 
design is new or old. He would 
need a “morgue” of every item in 
the evolution of office equipment. 
Even if such a reference museum 
of prior-art were available for 
search or checking purposes, 
Keeper Brown would need a big 
force, ever on the jump, to de- 
termine within the proposed in- 
terval of seven days, whether a 
fresh candidate for design copy- 
right honors be actually a new 
departure. In lieu of this, there 
is the substitute scheme for sim- 
ple Copyright of designs without 
any search to establish original- 
ity. That would merely place an 
official label on inspected designs, 
leaving title and possession to be 
determined in the courts. 


Offices of Firemen’s Fund Insurance 

Company of Los Angeles—stock desks 

and files selected by F. J. Swan to fit 
exact needs of workers. 
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NTOMODA 


Goes 


HE National Typewriter and 

Office Machine Dealers Asso- 
ciation Convention June 15, 16 and 
17 at Kansas City—the birth site 
of the Association some twelve 
years ago—was a great success. It 
was the first NTOMDA conven- 
tion, so far as is known, to close 
with a profit in money. Financed 
entirely by the proceeds from ad- 
vertising and registration, it set a 
precedent financially on two 
counts, making $414.16 for the As- 
sociation, and producing $76,547.35 
worth of orders for manufacturers 
who advertised in the Convention 
Guide and program—5,300 copies 
of which were mailed out. 

Lamont H. Wood, president of 
the Midwest Typewriter Com- 
pany, Kansas City, and Conven- 
tion chairman, was at the bottom 
of that. On the first day he called 
attention to the box that had been 
prepared for orders, and stressed 
the importance of supporting 
manufacturers who support the 
Association. To make the solicita- 
tion of advertising easier for next 
year, he set up a quota of $60,000 
as a mark to shoot at. The Con- 
ventioneers shot. 

Too much credit for the results 
achieved cannot be given to Mr. 
Wood, whose untiring patience 
and devotion to the job, with all 
its complex human interrelation- 
ships, business angles, and multi- 
farious details were appreciated 
by the assembled convention 
members enough to win for him 


Over the Top 


@ The National Type- 
writer & Office Machine 
Dealers Association Dem- 
onstrated Some Old Truths 
as Well as New Models: 
the Importance of Able 
Leadership, the Power of 
Consistent, Organized Ef- 
fort, and the Reality of 
Common Interests Among 
Competitors—True Values 
Such as These Promise a 
Prosperous Future 


the honor—and the obligations of 
future similar responsibilities—of 
the NTOMDA presidency, by a 
unanimous vote. What he accom- 
plished in making arrangements 
for the convention, and in carry- 
ing it smoothly forward for three 
busy days— meeting unexpected 


obstacles with judicious efficiency, 


and furthering at all times the 
major interests which brought to- 
gether office machine people from 
all over the country —augurs an 
administration which will make 
the next year one of unusual fruit- 
fulness for all concerned. One of 
the assets that will prove most 
valuable will be the support of the 
members who have experienced a 
convincing demonstration of what 
can be done through tenacity of 
purpose, and have put themselves 
on record as behind their new 
precedent to a man. Cincinnati 
was chosen for the next NTOMDA 
meeting. 

The Missouri sun poured down 


its heat in vain upon the conven- 
tion during business hours, thanks 
to the choice of the air-condi- 
tioned Muehlebach Hotel as the 
central point for all activities. 

Registration facilities were 
available on the mezzanine as 
scheduled at 8:30 Monday morn- 
ing. Just inside the tables where 
the delegates received their badges 
were the displays. Represented 
were the Shipman-Ward Manu- 
facturing Company, Underwood 
Elliott Fisher Company, R. C. Allen 
Calculators Inc., Royal Typewriter 
Company, Inc., Peerless Key Com- 
pany and Imperial Manufacturing 
Company, Ames Supply Company, 
Woodstock Typewriter Company, 
L. C. Smith & Corona Typewriters 
Inc., Remington Rand Inc., and 
Allen Wales Adding Machine Com- 
pany. 

At 11:15 Chairman Lamont H. 
Wood called the meeting to order, 
and the association president, Mr. 
Theodore Schafer, president also 
of the United Typewriter Com- 
pany, spoke. His greeting and ad- 
dresses offered at the convention, 
appear elsewhere in this issue. 

The morning session was slow in 
getting under way, what with the 
camaraderie of pleasant associa- 
tions being renewed and the un- 
avoidable belatedness of Hon. Col. 
Ruby Garrett, who on behalf of 
the local Chamber of Commerce 
and the Mayor of the City ex- 
tended a brief but pithy welcome. 

At 12:30 the group left the meet- 
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ing hall for private luncheon in 
one of the Muehlebach’s dining 
rooms. The luncheon that day 
was enlivened by a broadcast de- 
livered by Ex-Senator James Reed, 
in which the Democrat orator 
struck a number of notes not in- 
harmonious in Republican ears. 

Preceding his address and fol- 
lowing it, the convention was en- 
tertained by a five-piece string en- 
semble, whose strains from time 
to time accompanied a rich so- 
prano soloist. 

The ladies’ program for Monday 
afternoon was interchanged with 
the program for Wednesday after- 
noon. 

Following luncheon, Harry E. 
Russell, president, Office Equip- 
ment Company, Des Moines, 
served as chairman. President F. 
S. Cooper of Codo Manufacturing 
Company gave an interesting talk 
on selling carbons and ribbons. 
Milton Weiner, the division man- 
ager of Allen-Wales Adding Ma- 
chine Corporation, put forth fig- 
ures and logic to show typewriter 
dealers why they should benefit 
from reorganizing their sales ac- 
tivities to merchandise computing 
machines also. 

Clyde Jungbluth, Underwood El- 
liott Fisher sales manager, port- 
able division, presented a well or- 
ganized treatment of various ad- 
vertising mediums. W. H. Beck- 
with, advertising manager of 
Royal Typewriter Company, Inc., 
dropped some trenchant dynamite 
on the subject of merchandising. 
R. C. Moore, the last speaker of 
the afternoon, commented briefly 
in his incisive and inspirational 
way on selling quality ribbons and 
invited questions from the floor. 

At seven, three bus loads of 
NTOMDA men and women fol- 
lowed a pair of Kansas motorcycle 
police, sirens screaming, out to the 
Mayfair night club, exponent of 
cuisine par excellence, to dine and 
dance. A floor show replete with 
novelty proved a welcome diver- 
sion. The trick horse and the ma- 
rionettes, the clown who balanced 
his baton on his head, the wooden 
soldiers, the hula girl and all the 
rest, with their almost human in- 
telligence (apologies to the per- 
sonality of the horse!) will be re- 
membered even by those who 
didn’t get home until morning. 

The Tuesday morning program 
highlights were the presiding of 
James P. Ward, Sr., who took an 
opportunity which presented it- 
self to drop some informal tips on 
sales psychology and a few prac- 
tical “do’s and don'ts.” M. S. 


Stevenson, sales manager, portable 
division, Remington Rand Inc., 
after analyzing the competition 
element in portable typewriter 
selling, brought home the question 
“How attractive is our bid for the 
consumer’s dollar?” He stressed 
the feasibility of installment sales 
of portable typewriters. Gordon 
Laurence, assistant to the presi- 
dent, R. C. Allen Calculators Inc., 
developed the topic “Possibilities 
in Adding Machines,” his dispas- 
sionate phrases and quiet voice in 
odd contrast with the positive 
energy of his thought. One sus- 
pects that in his own mind “possi- 
bilities” reads “certainties.” 
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Again the audience adjourned to 
foregather at the Mayfair dining 
room, to enjoy fine food and music. 

Tuesday afternoon most of the 
group devoted to a sight seeing 
trip. Busses—each with a guide 
who had at the tip of his tongue 
a vast miscellany of pertinent 
facts—traversed the city through 
business, residential and recrea- 
tional areas, the conductors deliv- 
ering rapidfire accounts of persons 
and places of interest in the past 
and present. About a dozen hardy 
souls participated in golf. 

Tuesday at 8 P. M. the eleventh 
annual NTOMDA banquet was 
held in the air-cooled Muehlebach 
ballroom made festive by strings 
and masses of gay balloons. A 
dinner fit for a potentate was 
served. With headdress brave in 
bright colors, office machine peo- 
ple turned picturesque for the 
nonce. About the tables sat regal 
ladies, oriental or Egyptian, and 
gallant gentlemen of foreign le- 
gion commands. But the squawk- 
ing balloons and staccato crack- 
lers dismissed all dangers of ex- 
cessive dignity. Music was there, 
and dancing and badinage—a floor 
show of great variety, with per- 
formers of consummate skill; 
acrobatic dancers, a skating team, 
singers, and choral dancing such 
as would not be surpassed any- 
where in the country. NTOMDA 
was out for a good time, and 
NTOMDA had a good time up to 
the bursting of the last balloon. 

Elmer Anderson, of Anderson 
Typewriter Company, Pasadena, 
flew in from California at the 
urgent invitation of Lamont H. 
Wood to join the group Wednes- 
day. The meeting that morning 
brought decisions on two issues of 
major importance — the selection 
of the next convention city and 
the election of officers. A strong 
bid for New York was made by 
delegates who favored holding the 
next meeting there. Invitations 
were read from the Chamber of 
Commerce, other organizations, 
and individuals also, including 
none other than his excellency 
Governor Lehman. 

F. C. Waltz, of Waltz Typewriter 
and Adding Machine Company, 
Cincinnati, presented the appeal 
of Cincinnati, and after some dis- 
cussion the overwhelming major- 
ity voted for the Ohio center. It 
was moved, seconded and passed 
to make the decision unanimous. 

Tuesday the nominating com- 
mittee had announced candidates, 
and reminded the members of 
their right to nominate from the 
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floor. On Wednesday the follow- 

ing slate was presented: 

For president, Lamont H. Wood, 
manager, Midwest Typewriter 
Company, Kansas City, Mo. 

For vice-president, Ernest E. 
Thornton, California Typewriter 
Exchange, Los Angeles, Cal. 

For treasurer, Mrs. Jessie I. Tay- 
lor, Globe Typewriter Company, 
New York, N. Y. 

For directors: 

Irwin Vincent, Western Type- 
writer Company, Topeka, Kan. 

James P. Ward, Sr., Shipman- 
Ward Manufacturing Com- 
pany, Chicago, Il. 

~ Theodore Schafer, United Type- 

writer Company, New York, 
N. Y. 

Harry Russell, Office Equipment 
Company, Des Moines, Iowa. 

W. T. Corney, Thomas & Cor- 
ney, Ltd., Toronto, Ont., Can- 
ada. 

Clarence Bills, Typewriter Sales 
and Service Company, Wash- 
ington, D. C. 

G. S. Cambias, G. S. Cambias 
Typewriter Exchange, New 
Orleans, La. 

Hugh J. Williams, Iowa Supply 
Company, Iowa City, Iowa. 
Elmer L. Young, Young Office 
Equipment Company, Chicago, 

Il. 

W. F. Clausing, International 
Typewriter Exchange, Chi- 
cago, Ill. 

F. C. Waltz, Waitz Typewriter 
and Adding Machine Com- 
pany, Cincinnati, O. 

R. H. Preston, Preston Type- 


writer Company, Knoxville, 
Tenn. 
No other nominations were 


made, and those recommended by 
the committee were elected by a 
unanimous vote. (J. P. McWil- 
liams has been appointed secre- 
tary by President Wood. See page 
28.) 

Following the election, a speaker 
from Governor Landon’s office — 
Edward Rooney—gave a “typical 
prairie” comment upon the pass- 
ing of the now immortal five mil- 
lion baby pigs, and other events 
of the past three years. His talk 
was not primarily an attack on 
others, however; rather a consid- 
eration of national problems and 
the record made by the Kansas 
governor in running affairs in his 
own state. 

A visit to the Art Institute fol- 
lowed, affording those who were 
able to get away one of the most 
pleasurable experiences of the 
convention. After a tour of the 


galleries, tea was served under the 


A Message From 
President Wood 


It is the intention of the presi- 
dent and officers of the National 
Typewriter & Office Machine 
Dealers Association to be of the 
utmost service to every member 
of the organization, and your 
president would like to know of 
any difficulties which you are hav- 
ing in any way which may be 
straightened out through the as- 
sociation. If the sale price of 
portables in your city is not satis- 
factory, please let us know. We 
want to render you the kind of 
service that will help to swell your 
profits during the coming year. 
Your National association officers 
will do their utmost to help you 
get better prices for your mer- 
chandise, rentals, etc., and only 
ask that you give the entire pic- 
ture of your situation. 

We want to double our mem- 
bership this year—and are going 
to render to the members of the 
association every assistance we can 
that will enable them to increase 
their profits. 

Each and every member will 
hear from association headquar- 
ters at least once a month—pro- 
viding information and various 
things to help the membership— 
and in turn we ask that you write 
the president, calling his attention 
to anything in which he can be of 
service to you, Your officers want 
to cooperate with you in all mat- 
ters, and will appreciate your be- 
ing perfectly frank with them. 

If you have anything on your 
mind, don’t hold it back—but pass 
it on to us. Maybe we can help 
you work it out. If you have any 
ideas wherein, with a little help, 
you can increase your profits 
please get in touch with the presi- 
dent or the closest director of the 
association. Consideration will be 
given to every letter which is re- 
ceived. The officers and directors 
want all members to be hard 
boiled with them. Give them cold 
facts, so that they may be in a 
position to render some real 
service. 

Our association amounts to no 
more than its membership, and if 
the members will take a real in- 
terest and cooperate with the of- 
ficers in every way, they will re- 
ceive in return cooperation which 
may be capitalized. 

Lamont Wood, President 
National Typewriter & Office 


Machine Dealers Association 
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trees, and an unexpected treat de- 
veloped—a vocal solo by Mrs. Jes- 
sie I. Taylor, the new treasurer, 
accompanied by a harpist and vio- 
linist from the Kansas City Music 
Club. 

Miss E. Sullivan, of the Kansas 
City Chamber of Commerce, was 
hostess. Her services in this in- 
stance and in making arrange- 
ments for the ladies’ theater party 
won her a warm appreciation. 
Kansas City is to be congratulated 
for its fine civic developments. 

In appreciation of the services 
of the retiring president, Theodore 
Schafer of New York, a handsome 
Eastman Kodak was presented to 
him by the Association Wednesday 
evening. The spirit of good will 
which was sustained throughout 
the three days of intensive work 
and play indicates a wholesome 
fundamental confidence of the 
members in the well being of their 
separate businesses, in their asso- 
ciation, and in the country at 
large as a country—regardless of 
existing problems political, eco- 
nomic, and international. It was 
a good convention. 


NTOMDA Sales Talk Contest 


The sales talk contest held on 
Wednesday afternoon was an 
event interesting from several 
angles. It was something of a 
surprise to see men who earn good 
livings by their ability to beard 
strangers in their dens, and talk 
sales talk to them, hang back in 
selfconscious embarrassment when 
invited to display their talents be- 
fore friends. 

The association put up twenty- 
five dollars award money. It had 
been announced that the competi- 
tion was to be for dealers only, 
and to be judged impartially on 
the merits of the several presen- 
tations. The judges were Clyde 
Jungbluth, Underwood Elliott 
Fisher Company; W. H. Beckwith, 
Royal Typewriter Company; M. S. 
Stevenson, Remington Rand, Inc., 
and John J. McCormick, L. C. 
Smith and Corona Typewriters 
Inc. 

J. T. Boyce, of S. L. Ewing Com- 
pany, Dallas, Tex., presented an 
argument in favor of merchandise 
bearing the dealer’s imprint. H. 
E. Russell, of Office Equipment 
Company, Des Moines, Iowa, took 
issue with him, and spoke in favor 
of concentrating on manufactur- 
ers’ brands, capitalizing on the ad- 
vantages available through na- 
tional advertising. Irwin Vincent, 
of Western Typewriter Company, 
Topeka, Kans., stressed the value 
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of quality merchandise to the 
dealer, and cited an instance when 
he had been able to influence a 
customer for office machines by 
telling a story about quality ten- 
nis rackets. 

The judges divided the prize 
money among the three contest- 
ants, awarding fifteen dollars to 
Mr. Boyce, and five dollars apiece 
to Mr. Russell and Mr. Vincent. 


Convention Grist for 
Merchandisers 


The business card is nothing 
new. But it is still a potent, and 
often a neglected, aid. James P. 
Ward, Sr., supported by Frank 
Cooper, stresses its value as a busi- 
ness getter. Use good cards, pref- 
erably engraved. Cards simulating 
the engraved are available at 
lower prices. 

Frank S. Cooper’s card case, 
made by George E. Mason, c/o 
Bryant and Douglas Stationery 
Company, Kansas City, is a hair- 
trigger outfit, keeping cards ever 
ready and always clean. 

The customer—and you can al- 
ways give your card out when you 
are buying—has a big sales advan- 
tage over those not identified as 
customers. Try it. 

What is your customer’s age—in 
your line of business? It is the 
same as yours only when he knows 
as much about it as you do. Most 
often he is a mere infant—so far 


man’s ear. Either he ought to be 
busy or he can’t be. 

A big display neatly arranged, 
says Elmer Young, with machines 
in good condition, cleaned up and 
repaired, makes a prospective cus- 
tomer think, “They must be do- 
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much money do you make here?’ 
asked Moore. ‘How much is your 
salary?’ That purchasing agent 
looked stunned—horror-struck, or 
something. ‘I'll tell you,’ said 
Moore. ‘You get $1,800 a year. I 
make many times that, and you 
won't talk to me. Now I'm telling 
you that if you don’t talk to me, 
I’m on my way to see the president 
of this company, and I'll tell him: 
‘You've got a purchasing agent 
down there that won't listen to a 
salesman who knows right now 
more than he ever will about car- 
bon.’ The purchasing agent ar- 
gued: ‘But I don’t need any carbon 
paper.’ Moore told him: ‘But that 
is your job—to listen to me if I 
can tell you something you ought 
to know about carbon.’ Well, he 
got his offer; we got an order right 
there. He got it for 500 boxes of 
carbon paper, and there were sev- 
eral more orders for 500 boxes that 
came along. It was a good price, 
too, for I got a nice commission 
on it!” 


Manufacturers on Parade 


The manufacturers’ displays in- 
dicated a variety of viewpoints as 
to how merchandise can be pre- 
sented. Displays ranged from the 
very elaborate to the very simple. 
There was enough variation to 
make all of them appealing in dif- 
ferent ways. 

On the mezzanine floor, extend- 
ing from the registration tables, 


as understanding your goods is 
concerned. Sell him; don’t let him 


The New President and Five of His Prede- 
, cessors, All Present at the 1936 Conven- 
sell you. Getting his age in office tion.—Shown full length is Lamont Wood, 


were ten exhibition booths. Par- 
ticipating manufacturers and 
their representatives were: Ship- 
man Ward Manufacturing Com- 
pany, Chicago, the two James P. 


president-elect. To the left of him is James 
P. Ward, Sr. and at the right is W. F. 
Clausing. Lower, left to right: Arthur B. 
Froehlich, C. Elmer Anderson and Theodore 


equipment terms will help you to 
do that. Harry E. Russell devel- 
oped the idea as proxy for W. S. 


Arant, the shoe merchandiser who 
couldn’t attend. 

James P. Ward, Sr., must have 
“Pyschologist” for his middle 
name. He explained a new rule of 
thumb for salesmen. 

How do you cross your hands? 
Your left thumb on top means you 
are ruled by your heart—the 
heart’s on the left side! Right 
thumbers are ruled by their heads. 
Know yourself and capitalize on 
yourself—know your prospect, and 
win his heart or influence his 
thought. 

When a man sits erect, or on the 
front edge of his chair, don’t waste 
his time and yours. If you can get 
him to lean back he will listen. 

Never say, “I just happened to 
be in the neighborhood.” If you 
didn’t, it’s a lie. If you did, it’s 
too casual to be flattering. 

Never ask, “Are you busy?” That 
annoys the busy man and strikes 
an unpleasant note in the idle 


Schafer. 


ing the business here. They look 
responsible.” 

Fill your windows “chuck full of 
typewriters.” That’s what Lamont 
Wood says—and does. Try it. 

Harry Russell told a good one on 
himself and Red Moore just after 
the latter finished his remarks on 
selling ribbons. Harry heard of an 
insurance company that needed 
carbon paper—this was some time 
ago—and went out to get an or- 
der. “I worked hard to sell them 
500 boxes,” he narrated, “and 
didn’t get to first base. Moore 
came up and said: ‘Why don’t you 
sell them that carbon paper?’ I 
said that the purchasing agent 
wouldn’t listen to me. ‘Where is 
he?’ asked Moore, grabbing his 
grip. Well, when he got there, the 
purchasing agent wouldn’t listen 
to him, either; said he wasn’t in- 
terested in carbon paper. ‘How 


Wards, senior and junior; Under- 
wood Elliott Fisher Company, New 
York, Clyde Jungbluth; R. C. Allen 
Calculators, Inc., New York, Gor- 
don Laurence; Royal Typewriter 
Company, Inc., New York, Wesley 
Beckwith; Peerless Key Company, 
Inc., and Imperial Manufacturing 
Company, Newark, N. J., Otto 
Kretchmer and James Treanor; 
Ames Supply Company, Chicago, 
Hazen Ames, C. G. Tidd; Wood- 
stock Typewriter Company, Chi- 
cago, Bill Mooers and G. C. Mor- 
ley; L. C. Smith & Corona Type- 
writers, Inc., J. J. McCormick, Sy- 
racuse, N. Y.; Remington Rand, 
Inc., Buffalo, N. Y., M. 8S. Steven- 
son; Allen-Wales Adding Machine 
Company, New York, Milton Wie- 
ner. 

Shipman-Ward Manufacturing 
Company showed their Norta 
(plastic) Type Cleaner, Typo Type 
Cieaner, Water Dip Transfers, seat 
pads, typewriter pads, telephone 
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pads, DeLuxe and Utility ribbons, 
revolving typewriter display 
stands, and steel office typewriter 
stands. 

The Underwood Elliott Fisher 
Company display employed flash- 
ing neon signs in green and red 
with the legend, “Underwood Port- 
able, Authorized Dealer,” and 
Signs of the luminous “bubble” 
type advertising the Master Grade 
Underwood, Factory Rebuilt, with 
the commanding injunction “Save 
40%." Four portables and three 
Standard machines were shown. 
The price list of the Wholesale 
Typewriter Company was included 
in the exhibit. 

R. C. Allen Calculators, Inc., of- 
fered a comprehensive showing of 
eight machines, two of the ten-key 
Facit portable style, and models 
No. 66, No. 75, No. 85, No. 95, No. 
3089, and No. 5310E. An attractive 
catalogue — printed on excellent 
stock, full of photographs, and of 
Wire-O binding, was issued to 
dealers. 

Royal Typewriter Company, Inc., 
occupied a corner of the mezza- 
nine, with a display in chromatic 
red, orange and yellow crepe pa- 
per. “Royal Supports the Dealer 
100%” was the caption on a large 
poster which showed a large out- 
stretched hand, each finger keyed 
with a policy point to bear out the 
slogan. Eight portable models and 
one standard were set out. An ef- 
fective display base used, of orange 
wood, faced with polished metal, 
bore the name Royal in silhouette 
letters. 

The Peerless Key Com- 
pany, Inc., and Imperial 
Manufacturing Company 
shared a booth in which 
were placed carbon papers, 
ribbons, platen knob grips 
and typewriter key faces in 
black, green, and white. 

Ames Supply Company 
showed three devices use- 
ful to service departments: 
the Butler type-soidering 
gauge, adaptable to all 
makes of typewriters, the 
Ames Electric Ribbon Re- 
winder, which measures 


Lamont Wood, new NTOMDA 
president, takes over the wheel. 
Delegates will remember Rob- 


inson Crusoe’s Royal Non-Por- 
table. 


yardage, and the Ames Densimeter 
for testing platens. The Ames 
Aristocrat platen—one half inch 
of rubber around a metal core— 
and the ordinary hollow wooden 
platen—were shown in section for 
comparison. The new Ames cata- 
logue described elsewhere in this 
issue was also available. 

Woodstock Typewriter Company 
presented a simple but very effec- 
tive display. Four machines were 
shown against a back drop of 
green, bearing a poster featuring 
a girl champion typist and a fac- 
tory rebuilt typewriter. A dark 
green frieze and white rosettes 
with streamers were employed to 
carry out the color scheme. 

L. C. Smith and Corona Type- 
writers, Inc., exhibited five port- 
able typewriters, including their 
silent model, two L. C. Smiths—one 
silent—and the Corona adding ma- 
chine. 

The Remington Rand display 
had as one of its features the new 
“Rainbow Keyboard” Self-Instruc- 
tor model in French gray. Keys 
are blue, gray, yellow and red. 
Some sixteen machines were 
shown, including an adding ma- 
chine. A new display rack re- 
cently designed provides shelf 
space for a large number of port- 
able typewriters and offers the cus- 
tomer an opportunity to test any 
of them at the proper writing 
height. Appropriate to the display 
were two office chairs—one of 
steel, and one “Sitwel” posture 
chair. A_ steel typewriter table 
was also shown. 
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The Allen-Wales Adding Ma- 
chine Corporation exhibit included 
five machines, one stripped for in- 
spection of its mechanism. Three 
of the hand-operated No.67 model, 
one electric No. 9 and an electric 
No. 11 with wide carriage were 
shown. Thumb-tacked to the wall 
was a photostat of a customer's 
order and a check for $6,736—in- 
teresting evidence of successful 
selling technique. 


McWilliams Is NTOMDA Secretary 


Lamont H. Wood of the Midwest 
Typewriter Company, Kansas 
City, new president of the Nation- 
al Typewriter and Office Machine 
Dealers Association, has appoint- 
ed J. Paul McWilliams as tempo- 
rary secretary for the associa- 
tion. 

Mr. McWilliams is Mr. Wood’s 
own office manager. Their close 
relationship should facilitate 
their coéperating together very 
effectively. 

A new fiscal policy is being 
worked out by Mr. Wood with the 
object of strengthening the asso- 
ciation financially. Having shown 
what he can do in bringing a 
good convention through on the 
right side of the books, the mem- 
bers have a right to expect re- 
sults if they support him as thor- 
oughly as they enjoyed themselves 
at Kansas City. It is his inten- 
tion that thoroughly adequate 
preparation be made toward the 
realization of the members’ desire 
for a paid secretary. He hopes 
and expects to see his suc- 
cessor appoint one at the 
Cleveland Convention next 
year. 

A new ruling has been 
established affecting mem- 
bership cards. These will 
be signed and forwarded by 
the secretary, with dues, to 
the treasurer, who will re- 
turn them to the members, 
signed once more, as offi- 
cial receipts. At the end of 
the year the secretary’s ac- 
count will be checked 
against the treasurer’s. 


In the background is a scene of 

the International Speed Typing 

Contest of last year, won by 
Albert Tangora on a Royal. 
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Some oF THE Vistrors Wuo Took Time Out To PLay at Kansas Crry 


1. L to R: Lee Hausam, Hutchinson Office Supply Company, Hutchinson, Kan.; H. M. Anderson, St. 


Joseph, Mo.; Don McAllister, Geyer’s. 2: 


A. W. Kartous, Ames Supply Company; James P. Ward, Ship- 


man-Ward Manufacturing Company; C. F. Sanders, Guarantee Typewriter Company, Los Angeles; E. E. 


Thornton, California Typewriter Company, Los Angeles. 3: 


F. S. Cooper, Code Manufacturing Com- 


pany; H. E. Russell, Office Equipment Company, Des Moines; Gordon Laurence, Allen Calculators, Inc.; 
R. C. Moore, Columbia Ribbon & Carbon Manufacturing Company. 4: J. E. Lafferty, Underwood Elliot 
Fisher Company; John Gilbert, Office Appliances; John Smythe, Geyer’s Stationer. 


The NTOMDA Golf Game 

The annual golf game has be- 
come an important NTOMDA 
event. It was held on the second 
afternoon while some of the vis- 
itors toured the city and others 
watched the capers of the ponies. 
The event occurred at the attrac- 
tive and sporty course of the Mil- 
burn Golf and Country Club which 
last autumn was the scene of the 
annual tournamant of the Na- 
tional Stationers Association at 
the time of that organization’s 
convention in Kansas City. Asa 
matter of fact arrangements for 
both tournaments were made by 
R. C. Moore, of the Columbia Rib- 
bon & Carbon Manufacturing 
Company, who is a member of the 
club and lives in its vicinity. 
There were some early misgivings 
about the heat which were dis- 
pelled upon arrival. The weather 
was as fine as one could want. 
Some liked the course so well that 
they made plans for a return trip 
the next day. 

Under the influence of ultra vio- 
let rays, dynamic personalities, or 
what have you, two golf balls in 


the course of play exhibited eccen- 
tricity exceptional even for golf 
balls. 

Gordon Laurence drove an iron 
shot out of bounds against a tree; 
it shot back nicely into the fair- 
way, and then provokingly rolled 
on into the lake. What he said 
then is not of record; what he said 
later—that it should have cost him 
three strokes— marks him as a 
man of honest habit, regardless of 
the time element involved. 

Jim Lafferty approached the wa- 
ter with his usual sang-froid, 
whacked his ball with an Irish 
slice, and sent it curling down a 
path neatly around the pond — 
proving that even if Erin doesn’t 
rule the waves, a son of Erin can 
find a way about it. The Irishman 
seldom finds water a hazard. Those 
who distinguished themselves by 
means other than the mere fact 
of their defiance of sunstroke were 
three blind bogey winners—John 
Smythe, first; Gordon Laurence, 
second; and C. F. Saunders, third. 
Low gross winners were “Red” 
Moore, first; E. E. Thornton, sec- 
ond; and Lee Hausam, third. 


The honor of the highest score was 
Jim Lafferty’s. A. W. Kartous got 
the highest nine, and James P. 
Ward, Sr., succeeded in showing 
the greatest difference between 
first and second nines. If players 
had been allowed to contend for 
more than one award, the story 
would have been different. Prizes 
were all golf balls; all were ac- 
cepted with appreciation. 


Convention Souvenirs 

R. C. Allen Calculators, Inc., was 
one of the first on the scene with 
the gift idea. A box of white car- 
nations lay open on a table in the 
firm’s booth, where visitors could 
help themselves. 

Royal Typewriter Company, Inc., 
gave the meeting hall a temporary 
recess spirit by distributing on all 
the chairs tin woodpeckers— 
mounted on tin tree trunks which 
they pecked noisily with no con- 
cern about touch control. 

A “fountain pen” type flashlight 
convenient for inspecting and re- 
pairing office machines was also 
given by Royal. 

The Portable Division of Under- 
wood Elliott Fisher at the big din- 
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ner Tuesday night contributed 
mechanical pencils in white, with 
nickel clips and points, capped 
with bright red enamel eraser 
sleeves. 

Shipman-Ward Manufacturing 
Company issued each convention 
guest a folding nail file, advertis- 
ing Underwood and Royal Type- 
writers, and a_ three-feature 
pocket knife containing blade, 
bottle-opener and corkscrew. 


Shipman-Ward Receives and 
Gives 

The Saturday following the con- 
vention James P. Ward, Jr., of 
Shipman-Ward Manufacturing 
Company, Chicago, announced 
that the firm had received more 
business during the three NTO- 
MDA days at Kansas City than at 
any previous convention attended. 
That indicates a fair sharing in 
the more than $76,500 worth of or- 
ders placed in Lamont H. Wood’s 
order box at the Muehlebach Ho- 
tel. 

On the last afternoon of the 
convention the firm announced 
that the merchandise displayed 
there would be distributed among 


dealers by lot. James P. Ward, Jr., 

served as distributor, assisted by 

John A. Gilbert of Office Appli- 

ances as a neutral party to do the 

drawing. The merchandise given 

away, the dealers represented, and 

the names drawn were as follows: 
Secretarial Stands, one each: 

Office Equipment Company, Harry 
E. Russell, Des Moines. 

Noiseless Writing Machine Service 
Company, John Loser, New York. 

Business Machines Service Com- 
pany, Anton Pohl, Jr., New York. 

Ames Supply Company, H. R. 
Ames, Chicago. 

Wynn Typewriter Company, L. D. 
Simmons, St. Joseph, Mo. 

Wholesale Typewriter Company, 
Joseph Mills, Chicago. 

Elsdall & McCarty, Robert T. Sut- 
ton, Emporia, Kans. 

Rollosson Stationery Company, 
Fred Rollosson, Lake Charles, 
La. 

Midwest Typewriter Company, La- 
mont H. Wood, Kansas City. 
Anderson Typewriter Company, C. 

Elmer Anderson, Pasadena. 

O. D. Morrill Company, O. D. Mor- 

rill, Ann Arbor, Michigan. 
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Chromium-plated electric revolv- 
ing display stand—Typewriter 
Clearing Association, L. H. Witt- 
graf, Minneapolis, Minn. 

Black enamel electric revolving 
display stand—All Makes Type- 
writer Company, Joseph Kar- 
bush, Omaha. 

One dozen De Luxe seat cushions 
—Reliable Typewriter and Add- 
ing Machine Corporation, Ar- 
thur B. Froehlich, Chicago. 

Three De Luxe Typewriter Pads— 
International Office Equipment 
Company, N. B. Rubenstein, New 
York. 

One dozen Norta Type Cleaners— 
Wynn Typewriter Supply Com- 
pany, E. M. Wynn, Kansas City. 

One dozen “Utility” ribbons— 
Nueschafer & Jacobs, George A. 
Neuschafer, New York. 

One dozen “De Luxe” ribbons— 
United Typewriter Company, 
Theodore Schafer, New York. 

One dozen Typo Cleaners—West- 
ern Typewriter Company, Irwin 
Vincent, Topeka, Kans. 

One dozen Typo Cleaners—Type- 
writer Sales and Service Com- 
pany, Frank Marin, Chicago. 


Letter Found at Door of Muehlebach Hotel, Baltimore Entrance 
Printed in the hope that Clarence reads O. A. 


Dear Pal Clarence: 

This NTOMDA which I was tell- 
ing about wasn’t started by Roose- 
velt. After all you was right, but 
we all make mistakes. Of course, 
I won't get any goverment job like 
I was hoping for but I’m having a 
good time and I think maybe I'll 
line up something better. It seems 
like these fellows are making good 
money selling typewriters and 
adding machines and such and if 
they can why can’t I, I ask you. 

Kansas City is some town, if 
they do use milk bottle tops for 
money here. I’m staying at the 
Muleback Hotel which is some ho- 
tel. The weather is funny. It 
seems to be cold nights, and the 
hotel gets nice and cool but when 
you get out its hot as blazes. 

They got a clock on the corner 
here with only one hand, only it 
isn’t a clock but some sort of radio 
dial I guess. Fellow called Har- 
witz tells me they can set it like 
they want to to get hot weather or 
cold, but they mostly keep it hot 
because they like it that way. 

Me and a fellow named Art 
Froehlich and a fellow which has 
my name,—Elmer Young, went to 


one of these here tap rooms and 
saw some smart tap dancing. 

Some of these fellows don’t care 
how late they stay up at night. 
Well, I wasn’t going to have ’em 
think I went to bed with the 
chickens neither, so I stuck 
around. Last night I was up till 
five o’clock in the morning. You 
see I was still hoping I’d get one 
of those goverment jobs, and they 
was all so nice to me. I started 
out looking for the president—you 
know how I’d do, Clarence—and 
they sent me to a man which they 
said was president, but his name 
was Theodore Schafer, and of 
course I knew better than that, 
but I never let on, and he was a 
real nice fellow, and when he 
heard what I was after he sent me 
to a fellow named Anton Pohl, but 
he wasn’t Polish. He was real nice 
too, and from then on I went from 
one fellow to another till it began 
to get kind of late. 

In Kansas City they seem to 
have a strong party, but I got kind 
of mixed up, cause I couldn’t tell 
what party. In one place I run 
into a bunch of party girls here, 


but being a Democrat I just was 
kind of leary of them. 

Well last night when I was go- 
ing around somebody told me a 
fellow by the name of Gordon 
Laurence might help me get lined 
up with a good job—this was be- 
fore I found out there wasn’t any 
goverment jobs in this, and it 
seems like they was just having 
some good natured fun with me. 
You know I never mind showing 
folks a good time. They sent me 
up to the sixth or seventh floor of 
one of those hotels and I had a 
hard time finding him cause they 
was so many folks there, all hav- 
ing a good time. I don’t know but 
I think this Gordon Laurence is a 
Republican. Anyway after I met 
him I was standing around look- 
ing on and one of these here party 
girls snuck up in back of me and 
first thing I know she reached 
around and she patted me right 
on the cheek. She says she was 
somebody’s secretary and she’d get 
me the papers to fill out if I 
wanted a good job,—but all at once 
everybody started laughing at her. 
I sort of backed away but she kept 
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“MR. AND MRS.” 
AT THE CONVENTION 


(1) Mr. and Mrs. James P. 
Ward, Sr., Shipman-Ward Manu- 
facturing Company. 

(2) Mr. and Mrs. H. E. McArthur, 
Nebraska Typewriter Company, 
Lincoln, Nebr. 


(3) Mr. and Mrs. H. E. Russell, 
Office Equipment Company, Des 
Moines, Iowa. 


(4) Mr. and Mrs. O. E. Hazlett, 
Emporia, Kans. 


(5) Mr. and Mrs. Hazen Ames, 
Ames Supply Company. 

(6) Mr. and Mrs. W. F. Claus- 
ing, International Typewriter Ex- 
change, Chicago. 


(7) Mr. and Mrs. Ray Ward, 
Ward’s, Joplin, Mo. 


(8) Mr. and Mrs. Clyde Jung- 
bluth, Underwood Elliott Fisher 
Company. 

(9) Mr. and Mrs. Joseph Bur- 
ton, Underwood Elliott Fisher 
Company. 

(10) Mr. and Mrs. Irwin Vincent, 


Western Typewriter Company, To- 
peka, Kansas. 


(11) Mr. and Mrs. C. F. Sand- 
ers, Guarantee Typewriter Com- 
pany, Los Angeles. 


(12) Mr. and Mrs. George Neu- 
— Neuschafer & Jacobs, New 
ork. 


following me right into a corner. 
She says I must help the party 
along—and next thing I knew— 
now keep this to yourself, Elmer— 
next thing I knew she kissed me. 
Gosh, you know how a man would 
feel—in front of all those people. 
I think the Republicans must be 
pretty hard up for votes. 

Next morning a fellow named 
Jones from Michigan told me it 
was in the Kansas City Star. I 
ran out and got a paper but I 
couldn’t find it. I looked in the 
Journal-Post but it wasn’t there 
either. I think maybe he was just 
lying to me, but I’m watchin the 
papers. It makes me kind of nerv- 
ous. 

But I haven’t done anything out 
of line and they can’t bother me. 
I’ve been having a swell time and 
I’m glad I come even if I won’t get 
and goverment job. 

Yours as always 
Elmer 

P.S. Now you keep mum about 
what I told you. 

P.S. No. 2. We went to one of 
these night clubs last night. I 
knew it was a night club because 
the waiters wore pajamas. They 
pointed out two fellows to me who 
might help me to a job—Jim Ward 
and Harry Ferer, their names was. 
I couldn’t catch them, though, the 
way they was dancing around all 
the time. Maybe I'll see them to- 
morrow. 
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Theodore Schafer, retiring pres- 
ident, was deeply touched by 
NTOMDA'S surprise gift of a Six- 
16 Kodak Junior and handsome 
carrying case. “You could have 
knocked me down with a feather,” 
he declared earnestly. “It’s just 
what I wanted.” And Mrs. Schafer 
was quite as much delighted. As- 
sociation members wish Mr. Scha- 
fer to understand that their satis- 
faction in his pleasure is unam 
...Unamin... Whew! Unani... 
Well, anyway, they’re all glad he 
likes it. 

At the close of the convention 
the New York delegation left for 
J. T. Boyce’s stamping grounds, 
Dallas. (We wish we could give 
those l’s his Texas twist, but it 
just can’t be done in type.) They 
will take in the Texas Centennial. 

Mr. and Mrs. Elmer Young de- 
parted for Excelsior Springs. 

Bill Metzger of the New York 
Royalty was sincerely missed by 
his many friends. NTOMDA sent 
him a wire to tell him so, and 
all wish him speedy recovery. 

Larry McDonough of Royal 
Portable Division — broke all his 
past records for early rising by 
being up at 7:30 the morning after 
the big party Tuesday night—he 
says it was 7:30, anyway. 

Frank S. Cooper of Codo Manu- 
facturing Company knows how to 
read the warp and woof of the 
putting green as well as of inked 
ribbons. A hands-and-kKnees anal- 
ysis, he says, is what puts the ball 
in the cup. 

Art Froelich of Chicago and J. 
G. Doyle of Kansas City were the 
only spirits venturesome 
enough to accept the invita- 
tion of the roller-skating 
team entertaining at the big 
NTOMDA dinner Tuesday 
night. They went for a ride 
round and round, and after 
the whirl each thought him- 
self the leaning tower of 
Pisa. Some of the dimes and 
quarters that went broadcast 
got back to the pockets they 
flew from. Sweepers should 
like roller skaters. 


They Look Too Happy For 
Trouble So Things Must Be 
O.K.—-These four were snapped 
during the convention, L to R: 
Officer FE. K. Bengard, Earl 


Convention Chat 


Lamont Wood and Gordon Lau- 
rence are two who admitted they 
hadn't been able to eat a square 
meal in the three fast days. Lau- 
rence hung over the day after to 
catch a fourteen hour nap. For a 
man who’s been in the game 
eighty-seven years, he’s got plenty 
on the ball. Or was that eight to 
seven years he meant? 

+ * « 

The megaphone artiste who told 
the jaunters all about the big 
buildings on one of the trips about 
town amused the crowd hugely by 
announcing on West Meyer Boule- 
vard that they were “passing the 
home of L. H. Wood on the left, 
whoever he is.” Not without honor 
save in his own street ... Andin 
that bus was Mrs. L. H. Wood her- 
self, who confided to a friend that 
she and the unknown had lived 
next door to each other before 
their marriage, which followed, as 
she phrased it, “a back-yard court- 
ship.” 

Monday noon at luncheon Harry 
Ferer of Omaha waxed reminiscent 
over events dating B. O. A. (before 
Office Appliances). Both he and 
Mrs. Ferer enjoyed the music of 
the string ensemble thoroughly- 
as they apparently enjoyed about 
everything they entered into in the 
convention. 

The fellow who was sent wan- 
dering about on one of the upper 
floors of a K. C. hotel with a sau- 
cer and a bottle of milk didn’t 
seem to know that the “Ames mew 
cat” was the Ames new catalogue. 


* * * 


The soprano luncheon soloist 
picked Elmer Young as the most 
promising audience for “The Little 





OFFICE APPLIANCES 


Old Alice Blue Gown,” and gave 
James P. Ward, Sr., an opportunity 
to show how he felt “When Irish 
Eyes Are Smiling.” They — and 
the crowd—liked it. 


* . * 


JUST FOR FUN 

They had to catch a plane 

For they couldn’t take a train 

And they piled into a cab to make 
the K. C. port, 

But the traffic light was red 

And the traffic coppey said 

One word that made the taxi 
driver pull up short. 


“You’ve got seven packed in tight, 

And you run a traffic light, 

And the laws of Kansas City are 
enforced, by heck! 

Just put your dough away— 

If you’ve got a thing to say 

You can tell the judge tomorrow— 
and just take it in the neck!” 


And they sweated and they fussed 

And they argued and they cussed, 

But the copper’s heart was iron, 
and he had an iron gun; 

Till the fixers* of the gag 

Saw they had it in the bag, 

Decided they had had their sport, 
and let their playmates run. 

*Pick the plotters: W. B. Cratty, M.S 
Stevenson, Ernie Thornton, Lamont 


Wood, Marcus Harwitz (three out of the 


five). 
* * + 


Office Appliances is in possession 
of a small portrait photo of a 
prominent NTOMDA figure, bear- 
ing on its back the note “IOU 
5.00." Whoever presents the most 
convincing proof of ownership 
within thirty days may have it. 

+ 7 > 

Gordon Laurence and an attrac- 
tive young lady occupied the spot 
on the Muehlebach dinner scene 
which shows up in a blur. How 
that man can talk calcula- 
tors! 

When Pete Carroll of New 
York left the meeting hall to 
give an interview to a repre- 
sentative of the Kansas City 
Star, a record for rapid dis- 
appearance was set by either 
the reporter or the NTOMDA 
wag who invented the “call.” 

* * + 

Mrs. James P. Ward, Sr., 

shared in party spirit as the 


Wynn, Wynn Typewriter & Sup- 

ply Co.; Art Froehlich, Reli- 

able Typewriter & Adding Ma- 

chine Corp., and Officer Paul 
Martin. 


JULY, 1936 


In Front of Art In- 
stitute.—Back Row, 
left to right: O. D. 
Morrill, Ann Ar- 
bor, Mich.; J. T. 
Boyce, S. L. Ewing 
Company, Dallas, 
Texas; George Neu- 
schafer, Neuschafer 
& Jacobs, New 
York; W. F. Claus- 
ing, International 
Typewriter Ex- 
change, Chicago; 
Mrs. Clausing; Mrs. 
M. A. Borresen; M. 
4. Borresen, Office 
Equipment Mer- 


one who directed the Hawaiian 
musicians at the Muehlebach din- 
ner to play “Beautiful Lady in 
Their ren- 


Blue” for Mrs. Mills. 


dering of “California Here I Come” 
and “The Sidewalks of New York” 
also won them acclaim from cer- 
tain of the delegates present. 





Well, 
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chandiser, Chicago; 
J. A. Cappon, Of- 
fice Appliances. 
(Second Row) Lee 
and Louis Wood, 
Mrs. A. W. Barlow, 
Mrs. Lamont Wood 
and Mrs. J. A. Gil- 
bert. (Seated) 
JoAnn and Phyllis 
Vincent, Mrs. Irwin 
Vincent, Mrs. C. F. 
Sanders, Mrs. H. J. 
Bethel, Mrs. George 
Neuschafer and 
Mrs. Joseph Bur- 


ton. 


“Vas You Efer in Zinzinnati?” 


ve’ll zee you dare ven 


comes de nexts confenchin from 
NTOMDA. 


Convention Registration 


A 
Ames, Mr. & Mrs. H. R., Ames 
Supply Company, Chicago. 
Anderson, Elmer, Anderson Type- 
writer Company, Pasadena. 
Anderson, H. M., Anderson Type- 
ge Company, St. Joseph, 
oO. 


B 

Bailey, M. E., Royal Typewriter 
Company, St. Louis, Mo. 

Barlow, Mr. & Mrs. A. W., Royal 
Typewriter Company, Chicago. 

Beckwith, W. Royal Type- 
writer Company, New York. 

Bethel, H. emington Rand 
Inc., Kansas City. 

Bonn, A. E., Hanff-Metzger, Inc., 
New York. 

Borresen, Mr. & Mrs. M. A., Of- 
fice Equipment Merchandiser, 
Chicago. 

Boyce, J. T., S. L. Ewing Com- 
pany, Dallas. 

Branham, Don, Branham’s Inc., 
Oklahoma City. 

Buckholz, L. G., L. C. Smith & 
Corona Typewriters, Inc., Syra- 


Burton, Mr. & Mrs. Joe, Under- 
wood Elliott Fisher Company, 
Chicago. 

Button, George, Wholesale eae 
writer Company, New York 


Cc 
Cappon, Jno. A., 


Office Appli- 
ances, Chicago. 

Carlin, Albert, General Office 
Supply, Lafayette, La. 

Carroll, P. J., Globe Typewriter 
Exchange, New York. 

Cassidy, Clarice, International 
Typewriter Company, River 
Forest, Ill. 

Clausing, W. F., International 


Typewriter Exchange, Chicago 
Cooper, F. S., Codo Manufac- 
turing Company, Chicago. 


Cratty, W. B., Remington Rand, 
Inc., Los Angeles. 
Crowder, E, Topeka Type- 


writer Company, Topeka. 


Dowling, J. W., Dowling Type 
Cine Company, Oklahoma 


— ¢ J. G., Doyle Office Equip- 
ment Company, Kansas City. 


Ferer, Mr. & Mrs. Harry, All 
Makes Typewriter Company, 
Omaha. 

Filizola, D., Filizola Office Equip- 
ment Company, Fort Scott, 
Kans. 


Ford, Kenneth, Red Owl Station- 
ery Company, Eureka, Kans. 
Franz, Wm., Royal Typewriter 

Company, New York. 


Frazer, J. C., Crane & Company, 
Topeka. 
Froehlich, Arthur B., Reliable 


Typewriter & Adding Machine 


Corporation, y eee 

Gaar, Keith W., Gaar Brothers 
Typewriter Company, Des 
Moines 

Gilbert, Mr. & Mrs. John, Office 
Appliances, Chicago. 

Gray, T. Remington Rand, 
Inc., San Francisco. 

Hart, V. A., Royal Typewriter 
Company, Sioux City, Iowa. 

Harwitz, Marcus, Regal Type- 


writer Company, New York. 

Hausam, Lee B., Hutchison Office 
Supply & Printing Company, 
Hutchison, Kans. 

Heffron, H. R., Victor Adding 
Machine Company, Chicago 
Hindman, Sam, American riting 
Machine Company, Kansas City. 
Huffman, R. E., Huffman Type- 
writer Company, Aberdeen, S. D. 
Hunter, E. E., L. C. Smith & Co- 


rona Typewriters, Inc., Syra- 
cuse. 
J 
Johnson, W. A., Topeka Type- 


writer Exchange, Topeka. 
Jones, Frank, Jones Typewriter & 
Business Furniture Company, 
Madison. 
Jungbluth, Clyde, Underwood El- 
liott Fisher Company, New 
York. 


K 

Karbush, Joe F., All Makes Type- 
writer Company, Omaha. 

Kartous, A. W., Ames Supply 
Company, Dallas. 

Kissack, Otis A., North Platte 
Typewriter Company, North 
Platte, Neb. 

Kohl, P. L., Ault & Wiborg Car- 
bon & Ribbon Company, Kan- 
sas City. 

Kretchmer, O., Peerless 
Company, New York. 

L 


Key 


Lafferty, J. T., Underwood El- 
liott Fisher Company, New 
York. 

Laurence, Gordon, Allen Calcu- 
lators, Inc., New York. 

Loser, Mr. & Mrs. John, Noise- 


less Writing Machine Service, 
New York. 


a 
Marin, Frank Typewriter 
pg & Service Puente Chi- 


McAlister, Donald, Geyer-Topics 
agazine, New York. 

McArthur, H. E., Nebraska Type- 
writer Company, Lincoln. 

McCormick, J. J., L. C. Smith & 
Corona Typewriters, Inc., Syra- 
cuse. 

McDonough, J. L., Royal Type- 
writer Company, Chicago 

Mills, Mr. & Mrs. Joe holesale 
Typewriter Company, Chicago. 

Mobley, Geo. R., Southwestern 
Typewriter Company, Independ- 
ence, Kans. 

Mooers, W. A., Woodstock Type- 
writer ar any, Chicago. 

Morley, Woodstock Type- 
writer Salter Chicago. 

Morrill, O. D., . D. Morrill 
Company, Ann Arbor. 


N 
David C., 


Geo. A., Neuschafer 
New York. 
& Mrs. Geo. A., 


Neuhaus, Brooklyn, 
i. Be 

Neuschafer, 
& Jacobs, 

Neuschafer, Mr. 


Jr., Neuschafer & Jacobs, New 
York. 
Nichols, R. G., Western Type- 


writer Company, Topeka. 


°o 
O’ Connor, 2; P., Springfield T 
ae xchange, Springfeld, 
o. 


P 
Pelot, J. M., Missouri Typewriter 
Exchange, Sedalia, Mo 
Pettit, H. L., California T 
writer Exchange, Los Angeles. 


Platz, Leslie A., L. C. Smith & 
Corona Typewriters, Inc., Kan- 
sas City. 


Business Ma- 
New 


Pohl, Anton P., Jr., 
chine Service Company, 
York. 


R 
Standard Office 


Rader, A. J., 
Equipment Company, Sioux 
City. 


Randazzo, Robert, General Type- 
writer ap mad Kansas City. 
Rubenstein, B., Addressing 
Machine & Equipment 
pany, New York. 
Ruprecht, Carl H. W., Underwood 
lliott Fisher Company, New 


Com- 


York. 

Russell, Mr. & Mrs. Harry, Office 
Equipment Company, Des 
Moines. 


Ss 
Sanders, Mr. & Mrs. C. F., Guar- 
antee Typewriter Company, Los 


Angeles. 
Schafer, Mr. & Mrs. Theodore, 


United Typewriter Company, 
New York. 

Schroeder, J. H., Remington 
Rand, Inc., Chicago. 

Schulhof, Wm., Office Economics, 
New York. 

Smith, Mrs. Richard L., Waltz 


Typewriter & Adding Machine 
Company, Cincinnati. 

Smythe, John, Geyers-Topics Mag- 
azine, Chicago. 
Stevenson, Ss. 

Rand, Inc., New ork, 
Sutton, Robert T., Eckdall & Mc- 
Carty, Emporia, Kans. 


Remington 


T 
es Mrs. Jessie I., Globe 
sregaemer Company, New 


ghee E. E., California Type- 
writer ‘Exchange, Los Angeles. 

Tidd, C. G., Ames Supply Com- 
pany, Chicago. 

Treanor, a A., Peerless Key Com- 
pany, New York. 

Turner, J. E., Underwood Elliott 
Fisher Company, Kansas City. 


Vv 
Vincent, Mr. & Mrs. Irwin, West- 
ern Typewriter Company, To- 
peka, Kans. 


Ww 

Walker, Wilbert E., Central Type- 
writer vemneet, Wichita, Kans. 

Waltz, F. C., Waltz Typewriter & 

Adding Machine Company, Cin- 
cinnati 

Ward, Mr. & Mrs. 
Shipman-Ward 
Company, ae 
ard, Mr. & Mrs. 
Shipman-Ward 
Company, Chicago. 

Wiener, Mr. & Mrs. Milton, Allen- 
Wales Adding Machine Corp., 
New York. 

Williams, Hugh J. 


ames P., Sr., 
anufacturing 


ames P., Jr., 
anufacturing 


Iowa Supply 


omoene, 3 tae ity, lowa. 
Wittgraf, writer Clear- 
ing Kecontation. inneapolis. 


ood, Mr. Mrs. Lamont H., 
Midwest ae Company, 
Kansas Cit 


“= E. -. Wynn Typewriter 


Supply Company, Kansas 
ity. 
Y 
Young, Elmer L., Young Office 
Equipment Company, icago. 
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Report of The Secretary 


Y report at this time will be 

very brief. It is not very 
long as there has been a limited 
amount of time to accomplish 
some of the things we have de- 
cided to do. 

Regarding prices being upheld 
on portable typewriters, there has 
been a decided change in the last 
few months—prices are higher 
and closer to list price than ever 
before, and most sales now held 
on portables by department stores 
an installment houses feature 
the cheaper type of machine only, 
such as the Junior Models. This 
price cutting condition, however, 
will adjust itself in time and per- 
mit a greater profit in the future 
to all concerned. 

We have been trying, and have 
succeeded a great deal, in inter- 
esting the adding machine com- 
panies in this Association of our- 
selves, and ae they will continue 
in joining with us in making bet- 
ter dealers and better salesmen of 
this type of equipment. 

Dues have not been coming in 
the way they should, and this is 
probably due to the new rate of 
dues which was voted on at the 
last Convention. I believe this 
rate has not been very popular 
with dealer members: however, 
the associate members have 
gladly paid this rate. Since the 


@ By Anton P. Pohl, Jr., Busi- 
ness Machines Service Com- 
pany, New York 




















Mr. Pohl, Jr. 


first of May, we have reduced the 
dues to dealer members to $10.00 
per year. I recommend that ac- 
tion be taken at this Convention 
to really proportion this rate in 
fairness to the smaller dealer who 
wants to belong to the Association 
and cannot afford the higher dues. 

I have kept expenditures down 
to the lowest possible level in or- 
der that we may conserve what- 


ever funds we have at present. We 
have endeavored to send out let- 
ters and notices regularly. 

The least amount of funds that 
will properly take care of this work 
will be $75.00 per month for mail- 
ing, stamps and printing, close to 
$900.00 per year. To _ properly 
carry on the activities of this As- 
sociation, requires at least $1,- 
500.00, exclusive of any salaries to 
any officer. Therefore, at this 
time we should form and discuss 
plans in order to get this amount 
to Be carry on this work. 

ope you all realize my position 
is temporary only, and that one of 
the objects of this year’s Conven- 
tion will be to designate someone 
as a permanent paid Secretary, 
but no one can take this position 
without funds to start. 

We have gone to various trade 
Associations and professional sec- 
retaries and requested their help 
and suggestions. Most of them 
asked too high a price and some 
wished us to subdue our activities 
and join large Associations of 
which we would only be a small 
cog. Whether this would be of 
help to us or not is for you to de- 
cide at this time. 

Thanking you, Iam 

Respectfully submitted, 
ANTON P. POHL, Secretary. 


CONVENTION COMMITTEE EXPRESSES APPRECIATION 


The NTOMDA convention committee, of which the new association president, Lamont 


H. Wood, was chairman, deeply appreciates-the response of the membership to his sug- 
gestion that orders for manufacturers be collected at the convention. Through the 
cooperation of the members, more than $76,500 worth of business resulted. Mr. W ood 
wishes to express his personal gratitude for this demonstration of what the association 
can accomplish, by working together, toward building a harmonious and profitable 
relationship between dealers and manufacturers. 
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Royat Deaters anp Memspers or Royat Orcanization, Att Witn tHe Company 
Untess Ornerwise INDICATED 


Seated, Left to Right: C. Elmer Anderson, Anderson Typewriter Company, Pasadena, 
Cal.; S. M. Steeves; A. E. Bonn, Hanff-Metzger, Inc.. New York, N. Y.; A. W. Barlow: 
W. H. Beckwith, Advertising Manager; J. L. McDonough; William Franz; Harry Ferer, 
All Makes Typewriter Company, Omaha, Nebr. Standing: E. E. Thornton, California 
Typewriter Exchange, Los Angeles, Cal.; R. L. Sullivan; Theodore Schafer, United 
Typewriter Company, New York, N. Y.; M. E. Bailey; R. E. Welch; A. W. Nelson: 
F.S. Woodburn; Irwin Vincent, Western Typewriter Company, Topeka, Kans.; Lamont 
H. Wood, Midwest Typewriter Company, Kansas City, Kans. 
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Convention Address 


LL books on public speaking 

and all instructors on that 
subject say that you should never 
begin a few remarks with an apol- 
ogy. Therefore, I am going to be- 
gin with an apology. In the first 
place, I was in court this morning 
trying to make more or less an 
honest dollar down there, and 
then I had to go down to repre- 
sent the Mayor at a Convention 
that is down here, the Missouri 
State Brotherhood of Locomotive 
Firemen and Enginemen, and now 
I have this meeting over here, and 
I have somebody over in my office 
waiting for me to get out good 
honest dollars as an investment 
for their food for lunch. 

I understand I am here repre- 
senting the Chamber of Com- 
merce and the Mayor of Kansas 
City. Being an Official in both the 
Chamber of Commerce and the 


T is a pleasure to come to Kan- 

sas City to meet with you 
again, and I know you will have a 
pleasant time as Mr. Lamont 
Wood has left no stone unturned 
to make your every minute in 
Kansas City one to be remem- 
bered in years to come; without 
Mr. Lamont Wood's cooperation it 
would have been entirely impossi- 
ble to put on a program such as 
you will have the pleasure of en- 
joying during your stay here. The 
past year has been a trying one to 
us, due to the fact we were finan- 


Address of Welcome 


® By the Hon. Col. Ruby D. 
Garrett 


City, I extend the cordial greet- 
ings of these organizations. I do 
not know a great deal about your 
organizations and association. I 
do know some of the ple who 
are in that organization, and if 
my good friend Wood is a good 
sample, then you can count your- 
selves as having a fine association, 
because we do not have any better 
people in Kansas City than La- 
mont Wood. Everybody likes him. 

I have heard addresses of wel- 
come all over the United States, 
and in Canada. There is not a 
state, a big city in the States of 
the United States where I have 
not been bored to tears by some 
big sweaty individual who tried to 
tell me wherein his city excells all 


President's Address 


® By Theodore Schafer, 
United Typewriter Company, 
New York, N. Y. 


cially unable to carry out the pro- 
gram laid out for us at the last 
convention in Washington. It 
will be our main problem this year 
to make some _ arrangements 
whereby we will be able to carry 
on a bigger and better Association. 
I realize that my year in office has 


the other beautiful cities in the 
United States. I think Kansas 
City is all right, or I would not be 
here, but there is this distinguish- 
ing thing, I think, about Kansas 
City, and that is this: You will 
find as much frankness here, as 
much real _  honest-to-goodness 
cordiality as you will anywhere in 
the world. Whatever you want, 
you let me know, as one of the 
City Officials, and I will see that 
you get it, if it is legitimate. 

We are mighty happy to have 
you here and if there is any serv- 
ice that the City or Chamber of 
Commerce can render to make 
your stay here more entertaining 
or profitable, we will be more than 
glad to greet you. Other than 
that, what is the use of talking? 
We are very happy to have you 
here and I hope you will stay long 
and come back some more. 


not been a howling success; how- 
ever, we have done everything 
possible with the limited funds 
available. 

In closing I wish to thank Mr. 
Wood in our behalf in putting on 
the best Convention we have had 
in years, and also the grand offi- 
cials on the program committee, 
which I am sure you have en- 
joyed reading. Also the chairman 
of the program committee, and 
also the chairman of the speakers 
committee for securing such dis- 
tinguished speakers. I thank you. 


Possibilities in Adding Machines 


OU men have been in the 

typewriter business, all of you, 
for a good many years. You have 
made money on it, and you have 
been’ restricted, unfortunately, 
very largely to the sale of other- 
than-new equipment. Manufac- 
turers for a good many years have 
worried about overhead expense. 
Merchandising can be done effec- 
tively with low overhead through 
dealers if properly directed. 

The subject of my talk accord- 
ing to the program, I think, is 
something like the possibilities in 
adding machines, and my good 
friend, Mr. Wiener, gave you a 
very fine picture of that yesterday. 
I do not know I can add a great 
deal to it. I might have come 
here this morning with a lot of 
charts and surveys which I have 
kept on this industry for a good 
many years, but it is boring and I 
am going to try to sketch very 


= By Gordon Laurence, As- 

sistant to President, R. C. Al- 

len Calculators, Inc., New 
York, N. Y. 


briefly just a very little about the 
possibility of adding machines. 
Let’s go back to the period be- 
fore the war. Starting along about 
1900, we were supplying—the in- 
dustry was supplying—one adding 
machine for each one thousand 
enterprises. Just imagine that. 
Of course, the war brought a great 
impetus and in the post-war boom 
— 1919-1920, we were supply- 
ng one business in one hundred 
with an adding machine. By that 
time, in fact, by the time that 
this organization was founded, go- 
ing back some eleven or twelve 
years ago, something happened in 


the typewriter business. Standard 
typewriters for years according to 
the record went along with a very 
even pace. Standard typewriter 
sales increased in just about direct 
——— with the increase in 
he population of the country. 
There did not seem to be a way of 
making two sales grow where one 
sale grew before until portable 
typewriters were introduced. 

Now, what happened then? We 
had small size; we had low price, 
we had popular appeal, but most 
important of all, gentlemen, we 
had wide distribution. We didn’t 
rely upon sales by salesmen, by 
branch office of the manufacturer, 
we had sales by dealers, which 
meant putting on 3,000 additional 
outlets. And we had a product 
that had a popular appeal. Imme- 
diately about seven or eight mil- 
lion additional prospects were 
presented to the industry, because 
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of the portable’s small size and 
low price. 

Adding machines, during those 
years, were sold almost entirely by 
manufacturers. There was no 
dealers’ distribution. Adding ma- 
chines in those days were large 
affairs; they sat up on high steel 
stands, they had big high key 
boards. They sold at a couple 
hundred dollars apiece, and the 
2,600,000 business enterprises in 
this country did not buy adding 
machines because they cost too 
much money, they were too big 
and they did not have enough use 
for them to make it worth their 
while purchasing. 


Along Came Boom 


Along came the boom times 
1926, "27 and ‘28 and ’29. Adding 
machines for the first time were 
cut down in size; prices were re- 
duced a little bit; dealers distribu- 
tion was brought about and we 
started to supply one business en- 
terprise in one hundred. 

This was a big step from the 
old days. Last year we exported 
one adding machine for each five 

rtable typewriters, and one add- 
ng machine for each six standard 
typewriters. Now I am going to 
make a statement which I fear to 
make. I cannot believe it myself, 
and I am afraid you are not going 
to believe it. But gentlemen, we 
are manufacturing and selling to- 
day one adding machine for each 
two portable typewriters that are 
sold. Adding machines are bring- 
ing bigger money than rtable 
typewriters do and in dollar vol- 
ume there is much more money 
taken in today on adding ma- 
chines than there is taken in on 
portable typewriters. 

That is a very startling state- 
ment. As I say, I can hardly be- 
lieve it myself, but it is true. If 
this is true, is there not something 
for you to think about? The good 
old days of the portable typewriter 
business are gone. When I say 
the good old days, I am talking 
about the days . . . I will just cite 
a little instance of the point I 
have in mind. We used to have 
a very fine dealer in Philadelphia. 
A man came into this dealer’s 
store one day and said, “I want to 
buy a — Corona typewriter.” 
He said, “How much is it?” The 
dealer answered $50.00.” He said. 
“I won’t pay $50.00 for that. I will 
shop around and buy it for $40 or 
$45." The dealer took one hun- 
dred dollars out of his till. “Mis- 
ter,” he said, “if you can buy that 
typewriter for less than $50.00, 
here is a $100.00 bill for you.” The 
customer responded: “If you are 
as sure of that as that, I will take 
the typewriter.” 

The edges have been taken off 
of the typewriter business from 
the standpoint of price and profit 
structure. Mr. Beckwith gave us 
a very nice talk yesterday on that 
subject. It is one of the finest ex- 
positions of that subject I have 
heard for some time. It goes to 
prove, however, that it is a prob- 
lem with us. We can’t help it: 
we have to accept it. So you will 
go along naturally and pay your 
rent with your typewriter business 
you will buy your automobile with 


it, you will make your living out 
of it, but where do you go from 
there? If it is true that as much 
money is taken in on adding ma- 
chines as is taken in on portable 
typewriters, is there not something 
for you men to think about, about 
its further development insofar as 
your business is concerned? 

I told you that I did not like to 
make a speech, I like to get down 
to brass tacks. All the years Ihave 
been in this business I have spent 
attempting to do something to 
help a dealer sell more merchan- 
dise, and I am going to ask you 
to bear with me for a moment 
because I want to make a little 
illustration, and I cannot make 
the illustration except with some 
of my own material. 

I wish I could offer something to 
you that had no manufacturer’s 
name on it. In 1924, when I was 
with the Corona Typewriter, we 
conducted an experiment. In 
those days we had 169 accounts 
in the entire United States. One 
dealer to a town. There was one 
city in the country where we never 
seemed to get our quota of busi- 
ness, and we said we will try put- 
ting two dealers in this town, and 
see what happens. A very bright 
young man who was a very good 
salesman decided he would go into 
business. All he needed was the 
Corona Agency at that time. He 
started from nothing, and today 
he is doing from $125,000 to $150,- 
000 worth of gross business a year. 
I used to go up and see this man 
three or four times a year, and 
develop his promotion campaign 
for the ensuing two or three 
months. There was only one 
thing that this man did. I said 
every time you put a dollar in that 
cash register I want you to send 
out one piece of literature. If you 
send out fifty a day, vou have done 
fifty dollars worth of business, and 
the literature must go out. If you 
do one thousand dollars worth of 
business this year, one thousand 
must go out, and when he got up 
to the volume of one hundred 
thousand dollars worth of busi- 
ness a year he was mailing out one 
hundred thousand pieces of liter- 
ature. It was very difficult to 
trace, but I said you do not have 
to trace it, but if you will do it 
consistently, your business will in- 
crease. You would not know 
where it comes from, but you will 
do more business. 


Can We Afford It? 


Mr. Clyde Jungbluth went into 
this subject yesterday and talked 
on the subject of checking returns 
from advertising. I do not like 
to take issue with Mr. Jungbluth, 
and I am not going to, but I 
would like to make one point in 
support of his plea and perhaps 
slightly in opposition. Of course 
newspaper advertising is the finest 
way in the world to reach the cus- 
tomer. The question is “Can we 
afford it?” You can afford it if 
you do it in the way that brings 
results. Newspaper advertising is 
expensive because you pay for a 
lot of circulation that is no good 
to you. If you could only buy the 
circulation that reaches people 
who are prospects for what you 
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have to sell, that would be fine. 
And newspaper advertising is re- 
sultful if you have a new story to 
tell. Why do department stores 
spend so much money in advertis- 
ing? Did you ever see a store ad- 
vertisement with a lot of words 
and a nice pretty picture? When 
a department store buys space in 
the newspaper, we have something 
to see and they have something to 
say, of a particular price, of un- 
usual merchandise. There is some- 
thing about it when you see that 
advertisement that makes you 
say, “I would like to buy that.” If 
you are going to use newspaper 
advertising be sure you have a 
new story to tell. For fear of say- 
ing something I should not say, 
and to protect myself on this, I 
will not mention any names, but 
there is a dealer in this room who 
is a big user of newspaper adver- 
tising. He said to me yesterday, 
“Gordon, I am going to do some 
big newspaper advertising in the 
month of July.” “Well,” I said, 
“it will have to be awfully good. 
What are you going to say?” “I 
am going to say to the people of 
my town, ‘If you will bring your 
portable typewriter into my piace 
of business, I will clean it and ad- 
just it for you for $1.00.’ That is 
what I mean by news. That isa 
story. It has a lot of appeal from 
the standpoint of price and news, 
so if you are going to use news- 
paper advertising, give the mat- 
ter some thought, and do not 
spend your money unless you have 
a story to tell. 


Prospects Listed 


When you are selling portable 
typewriters you have such a wide 
field. There are so many people 
who use one. I figured out one 
time there were about nine or ten 
million prospects for a portable 
typewriter in this country. Now 
a manufacturer can afford to go 
out and reach ten million people. 
But can you afford to go out and 
advertise to all the people in your 
town or territory who might buy 
a portable typewriter? It is hard, 
but let’s look at the adding ma- 
chine business. There are only 
two places in the United States 
where you would sell adding ma- 
chines. Every single prospect for 
an adding machine is listed in 
your classified telephone direc- 
tory. Every one of them. Now, 
how are we going to get this busi- 
ness? There are only two ways 
and I do not care what the pros- 
pects are. Whether typewriter, 
adding machine, ribbons, etc., you 
first have got to cover all of the 
people within the territory which 
you sell with something to sell 
them. Tell them what your goods 
is, what it costs and something 
about it. Coverage is No. 1. Type- 
writer dealers have worried and I 
have worried with them, because 
they felt they could not afford to 
advertise to all the people that 
they want to sell to. 

This adding machine business 
is so simple by comparison with 
your typewriter business... 
After trying everything under the 
sun, we finally developed some- 
thing entirely new in the way of 
a dealer’s help. I call this, “The 
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Custom Made Letter.” 
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(1) L to R: Tony Pohl, Business Machine 
Service Company, Inc., New York, retiring secre- 
tary N.T.O.M.D.A.; Dean Borresen, Office Equip- 
ment Merchandiser; Ted Schafer, United Type- 
writer Company, retiring president, N.T.O.M.D.A. 

(2) Otto Kretchmer (left) and Jim Treanor 
(right), Peerless Key Company, with Nate Rubin- 
stein of New York. 

(3) L to R: Merle N. Moore, Richard Huff- 
man, R. E. Huffman, Huffman Typewriter Com- 
pany, Aberdeen, S. Dak. 

(4) L to R: L. T. Schreiber, Niagara Dupli- 
cator Company; Joseph F. Karbush, All Makes 
Typewriter Company, Omaha; Pete Carroll, 
Globe Typewriter Exchange, New York; O. D. 
Morrill, Ann Arbor, Mich. 


Any man 


to put your picture on it. 


(5) O. S. Traylor, Ozark Typewriter Company, 
Springfield, Mo. 

(6) Lteo R: C. S. Wengert and H. R. Heffron, 
Victor Adding Machine Company; Harry Ferer 
and Joseph Karbush, All Makes Typewriter Com- 
pany, Omaha. 

(7) L to R: A. W. Kartous, Ames Supply 
Company; E. E. Hunter, L. C. Smith & Corona 
Typewriters, Inc.; J. T. Boyce, S. L. Ewing Com- 
pany, Dallas. 

(8) L to R: Jim Treanor and Joseph Clarke, 
Peerless Key Company; John Loser, Noiseless 
Writing Machine Company, New York. 

(9) L to R: Noel Boulware, W. B. Christian, 
J. J. McCormick, all L. C. Smith & Corona Type- 
writers, Inc. 


To il- 


down to brass tacks, and what 


in this room could come up here 
and say, “I want a letter to send 
out, and I want it to say so-and- 
so.” With our plan of custom- 
made letter, we make your letter. 
We reproduce the same in twenty- 
four hours; we ship it out to you 
in twenty-four hours complete. 
You can change your terms. One 
fellow wants one thing and an- 
other wants another. If you want 
your telephone in the body of the 
letter we put it in; if you want 
your picture on it we will be glad 


lustrate what I am talking about, 
I will pass these around. 

(Mr. Laurence passes out some 
“Custom Made Letters” for the 
consideration of the convention, 
and while this is being done Mr. 
Froelich takes the floor and invites 
any of the convention who might 
be in Chicago on July 27th, to at- 
tend the Typewriter Dealers’ Pic- 
nic to be held at Morton Grove.) 

Mr. Laurence: What is being 
passed around is nothing 
beautiful, but it is getting right 


I am advocating is within the 
reach of every typewriter dealer. 
I am a thorough believer in the 
old adage that “all whiskey is 
good, but some whiskey is better,” 
but I do not believe in the old 
story that all advertising is good. 
I do not believe it pays to adver- 
tise. Why? Because lots of ad- 
vertising does not pay. You men 
are bev to take achance. Un- 
fortunately you are not the only 
Every one in the country 
You spend money 


ones. 
does the same. 
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in the hopes it will bring you in 
riches. But when a manufacturer 
goss out to spend half a million 
Ollars in advertising ...If you 
had that much money, you would 
find it even harder to spend half 
a million dollars on advertising if 
you want to get dollar value for 
every dollar you spend. You prob- 
ably have people coming in to you 
asking you to advertise in church 
programs, this and that, and the 
other thing. Just say “no.” Say 
no to everything that comes 
along. Never buy any advertising 
unless you have an advertising 
idea of your own. If you have an 
idea, back it up and go out and 
work it. My plea is: be practical. 
Then another a What do 
you do when you get in front of a 
prospect? The average working 
day ... Isit not a fact you do not 
robably spend five or ten minutes 
fore a prospect, and probably 
you don’t get a prospect more than 
eight or ten times a day? Think 
of the money you invested, think 
of the time you have spent to get 
before a prospect to make a sale. 
What do you do when you get 
there? My plea on that is this: 
Ask your manufacturer to do it for 
you—no, do it yourself—in some 
way prepare in black and white, 
in pictures, an exposition of what 
it is you have to sell. You have 
a salesman. They turn over rap- 
idly; they're roving commission 
men. Maybe you have girls on 
the floor who do not remain long 
in your employ. How can you con- 
stantly train these people? 


Story in Black and White 


A manufacturer can hire a 
salesman, put him through the 
ee. put him through the school. 

e can train those men to tell 
the same story on every call. You 
have to do the same thing. So I 
say, reach your ple in a way 
that you can afford, and when 
you get there, give them your 
story in black and white in such 
a manner that they can read what 
ou have to present, rather than 
isten to a salesman talk about it. 

So far now, we see as much 
money in dollars in adding ma- 
chines as there are dollars repre- 
sented in typewriters. We have 
discussed a way of presenting the 
story when we get in front of a 
prospect. I talked to a very large 
dealer in the country not very 
long ago, and I said, “How come 
you have not added any of our 
adding machines?” He said, “You 
know, we are in the typewriter 
business. You know we do not go 
into the adding machine busi- 
ness.” I said, “You are in the busi- 
ness to make money. How would 
you like to put on about twenty- 
five thousand dollars gross busi- 
ness?” “You do not mean with 
that little adding machine of 
yours?” I said, “No.” 

I would like to paint a little pic- 
ture if the figures I have shown 
you are true, and I can tell you 
they are. You must accept this 
little illustration as being some- 
thing worthy of your considera- 
tion. In business there are two 
things which take place in every 
office. Things are written, for 


which they use writing machines; 
things are figured for which they 
use figuring machines. If it is 
true that there are as many dol- 
lars taken in on figuring machines 
as there are on at least a portion 
of the typewriter machines, should 
not every one of you men have a 
writing machine department, and 
a figuring machine department? 
What do we mean by figuring ma- 
chines? One hundred or two hun- 
dred dollars is more money than 
the ordinary concern wants to lay 
down for an adding machine. The 
day is here when there are being 
presented to business adding ma- 
chines of the same size, of the 
same type. and at the same price 
as portable typewriters. And port- 
able typewriters almost, not quite, 
double the number of units manu- 
factured. 


Extra Discount 


I could not believe this because 
I did not see it, and I do not think 
you men see it. Manufacturers in 
this line of business have kept the 
information to themselves. Deal- 
ers never have an opportunity to 
sell new figuring equipment. You 
can do business today on almost 
an equal basis between what you 
do on portable typewriters with, 
let’s say, portable adding ma- 
chines. Large typewriters, stand- 
ard typewriters are, I would say, 
ninety per cent sold by manufac- 
turers direct. Dealers have never 
had an epg largely speak- 
ing, to sell new large typewriters, 
and if they did everybody they sell 
to has to have extra discount. 
Every time you sell two you have 
to take in one in trade. You have 
customers to take care of. The 
old price cutting proposition Mr. 
Beckwith told you about yester- 
day is what you get, but adding 
machines are not so tough as that. 
You can sell new adding ma- 
chines, for they are all in the 
same category. Now, we say one 
hundred dollars; one hundred fifty 
dollars or two hundred dollar add- 
ing machines. You haven't the 
cut throat proposition. You have 
not got the tough sales proposi- 
tion, and you have got just the 
same opportunity to sell as you 
have the portable typewriter. That 
is No. 2. 

We have portable adding ma- 
chines, standard machines, and 
cash registers. The cash register 
business in this country is really 
tremendous. I do not expect you 
to pay any attention to what I 
am telling you. I never sold any 
cash registers. There are a few 
men around this country, dealers, 
who have had some experience 
selling cash registers. These men 
having been offered by manufac- 
turers of adding machines a com- 
mission proposition of an adding 
machine, and cash drawer ac- 
count together, having been 
trained to sell high class equip- 
ment, can go out and do the job 
at half the price and it is just a 
shame to them, that is all. It is 
so easy for those men who know 
how to do it that they can sell 
more merchandise in dollars in 
the course of a month’s time on 
cash registers than they ever 
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thought of selling on typewriters. 
I do not expect you to believe me, 
but it is true. That is No. 3. 

This one re won't believe. I 
can hardly lieve it myself. It 
is another machine. They press 
buttons and it goes buzz and buzz, 
and then they turn this—calcu- 
lating machines. I said those 
girls must be smart. They must 
have gone to school for a long 
time. They must be CPA’S, or 
something, running calculating 
machines. Calculating machines 
sold. entirely by manufacturers, 
not sold by dealers, and they sell 
a lot of them. So I got to think- 
ing—a lot of these things are be- 
ing sold, why let the manufactur- 
ing unit go ahead of the whole 
thing? Why can’t dealers sell cal- 
culating machines? Calculating 
machines are so complicated, so 
mysterious, they have been sur- 
rounded with what makes the av- 
erage person say, “I don’t know 
anything about those things. I 
would not even try to use one.” 
Now, gentlemen, you can only do 
two things with figures, you can 
add them together, and you can 
subtract them. Multiplication is 
merely short cut addition, and di- 
vision is short cut subtraction. 

It so we that machines are 
made to do this thing quickly. 
Every smokestack is a prospect 
for a calculating machine. There 
are lots of dollars’ worth of busi- 
ness done on calculating machines 
and typewriter dealers of the 
country have practically passed 
this market up. Not because they 
wanted to, I won’t say that; it was 
not available to them. The busi- 
ness has all been done by direct 
manufacturers’ own salesmen. Not 
so today. We have to do one thing, 
to make the calculating machine 
business a business for typewriter 
dealers. We have to do to the calcu- 
lating machine business what we 
did to the typewriter business. We 
have to put out something that 
compares with the portable type- 
writer in the calculating machine 
field. That is available. If you 
have that why in the world can’t 
the dealers in this country go out 
and take some of this nice sweet 
business that the manufacturers 
have been taking all these years? 
No price cutting business to worry 
about. Not eighteen dealers down 
the street selling the same thing 
and advertising in the newspapers 
for $21.35 or whatever it is. Clean 
business. Portable adding ma- 
chines, standard adding machines, 
cash registers, calculating ma- 
chines. 


One Side of Story 


One side of our story is the writ- 
ing machine equipment and the 
other side of your story is figuring 
machine equipment. If it is true 
that the money is in these other 
fields, should you not go into this 

rofitable business? I say you 

ave to do it, whether you want to 
do it or not, if you want to go 
places. With mostly second hand, 
rebuilt, new portables, you have 
gone along year after year doing 
the same old thing, and where are 
you going from here? Now, I am 
not advocating that you go into 
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selling something that is just a 
possibility, take a chance on 
something. Figuring machine 
equipment today in dollars is 
worth as much to you as type- 
writers, and it is easy to get. We 
are awfully far behind the times 
in this country. The good old 
United States is very backward on 
one thing. We do not know any- 
thing about calculating machines. 
Would you believe it—in a little 
bit of a country like Sweden,— 
there are only 6,000,000 people in 
the whole country, and they are 
mostly fishermen, etc.; the whole 
country does not amount to much 
more than a couple of decent 


states,—and one dealer there sells 
100 calculating machines a month 
—100 calculating machines a 
month at fancy prices, and at 
fancy profits! And you spend lots 
of time worrying and studying 
about selling some second hand 
typewriters, and hoping you'll 
make some money when you get 
through. 

You people have rent, you have 
an overhead for mechanical serv- 
ice anyway. Why don’t you cap- 
italize on the investment you have 
already made to increase your 
volume of business in a profitable 
way? The average man in your 
town, (pointing) and your town, 
and your town, whom you know, 
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—you go to church with him, you 
see him at the Rotary Club, etc. 
It is reasonable to suppose that 
that man would prefer to buy from 
you, all things being equal, than 
he would to buy from a big corpo- 
ration, who sends a high power 
salesman in there once in a while. 
You are entitled to the business. 
You are in the town. You are the 
known man and I say that the 
average business man in your 
town would rather give you the 
business than give it to a stranger. 
You are not only entitled to it, 
gentlemen, but I think it is up to 
the manufacturers to help you get 
that business. 


On the Right Side of the Ledger 


HEN Mr. Wood asked me to 
participate in your program, 
naturally the question arose, 
“Now just what am I going to talk 
about?” Quite naturally the prob- 
lem paramount in our minds is 
“How can the dealer make more 
money in the business in which 
he is now engaged?” The answer 
is—more effective promotion of 
the goods he has to sell, and at 
fixed retail prices already estab- 
lished by the manufacturers. An 
adherence to this policy auto- 
matically increases the number of 
computations on the right side of 
the ledger as compared to the left. 
I believe that we all recognize 
that the day of simply opening a 
store and running it, taking care 
of what business may come our 
way, is over. Today it is not a 
question of whether or not you are 
going out after additional busi- 
ness, because, if you are to remain 
in business, and show a profit, you 
probably will have to go after it. 
The question is by what means 
is it going to be done. There are 
many different activities which 
come under the general heading 
of going out after business, or, to 
use a shorter term, sales promo- 
tion. The suggestions offered here 
are not, however, intended to be 
either complete or final. On such 
a subject as this it is impossible 
to offer definite suggestions with- 
out a considerable knowledge of 
the individual business to which 
they are to be applied. Circum- 
stances alter every case, and while 
general suggestions can be offered, 
from experience of others, their 
application to one’s own business 
must be worked out by each mer- 
chant individually. 

In discussing this matter of 
sales promotion, and more sales, 
I have divided the subject into 
five activities—1, Newspaper ad- 
vertising; 2, Direct mail adver- 
tising; 3, Telephone canvassing: 
4, The outside salesman, and 5, 
Radio advertising. 

Newspaper advertising is per- 
haps the most important and cer- 
tainly the most widely used 
method of sales promotion. In 
every part of the country, in every 
line of selling, successful retailers 
make use of it to a greater or 


= By Clyde Jungbluth, Sales 
Manager, Portable Division, 
Underwood Elliott Fisher 
Company 











Mr. Jungbluth 


lesser extent. Yet in spite of its 
wide use, it is frequently much 
misunderstood, with the _ result 
that a great deal of money is 
wasted on newspaper space be- 
cause of poorly planned advertis- 
ing, with the wrong kind of copy. 
Many a retailer has tried news- 
paper advertising once or twice 
wich almost no results, except a 
bill for space, and has then de- 
cided that such advertising is the 
bunk. Obviously, however, this 
cannot be true when thousands of 
the country’s most successful busi- 
ness concerns go on spending col- 
lectively, scores of millions of 
dollars a year for advertising 
space. The basic rules for the suc- 
cessful use of newspaper advertis- 
ing are not difficult to learn or 
understand. 

Newspaper advertising should 
produce results in traceable sales. 
If it does not, it is folly to go on 
with it. But it is highly important 
as a general effective medium, and 
it should not be overlooked nor 
condemned because a single rly 
planned effort has brought no 
results. 

The best way to find out what 


kind of advertising a _ retailer 
should do is to study the advertis- 
ing of that most successful of all 
retailers and most extensive of all 
retail advertisers—the department 
store—and then apply much the 
same methods of advertising to the 
smaller store. Take a look at the 
department store advertisements 
in any newspaper. Consider them 
for a moment—or let us digress 
for a moment and visualize just 
what success a store of this kind 
would have with all of its natural 
traffic—if it did not advertise. 
Advertising increases traffic 
through the store. Is it not logi- 
cal to assume that a business that 
does not have a natural traffic— 
if it did not advertise, must ad- 
vertise if they are interested in 
increasing the number of entries 
on the right side of the ledger? 

Let’s get back to that considera- 
tion that I mentioned a minute 
ago, concerning department store 
advertising. Please bear with me 
in this consideration, because I 
am fully aware that some —. 
ment store advertising is a bone 
of contention in some commu- 
nities. Nevertheless department 
stores represent a business from 
which we can all take lessons. 

First, you will notice that there 
is always a good picture of the 
merchandise itself. 

Second, that the price is well 
displayed. 

Third, the name and location of 
the store is prominent. 

Finally, observe that there is a 
headline that plays up the price, 
or the merchandise itself, or both. 

Department stores have learned 
after years and years of sales ex- 

rience, that the public is in- 

rested in MERC ISE AND 
PRICES. Rarely do these stores 
advertise without featuring both 
price and merchandise, and then 
only in the case of a special sea- 
sonal showing of style items which 
is aimed to throw an atmosphere 
of auality around the store. 
aus 7 — say “I can’t 
afford full pages of a newspaper 
like the department store. ow 
a an advertisement should I 
run ” 

That depends upon the item ad- 
vertised, and the volume you hope 
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to do with it, in relation to the 
space rates of the newspaper in 
question. Most typewriter retail- 
ers cannot advertise on any such 
scale as does the large department 
store, but an advertisement does 
not need to be large to be effec- 
tive. My suggestion is consider 
some of the smaller advertise- 
ments run by these stores and see 
how they would fit your partic- 
ular situation. 

The question also arises of how 
often should you advertise. Here 
again you cannot hope to imitate 
the department store nor can any- 
one except yourself provide the 
answer to this question. The only 
way to find out is by your own 
experience, starting conservatively 
and increasing the frequency of 
your advertising if it brings suffi- 
cient results. 


Important Part 


The selection of merchandise 
for newspaper advertising is an 
important part of the job. How 
do the department stores do this? 
They select leaders—merchandise 
of excellent value, attractively 
priced, or sold on attractive terms. 
By the advertising of these lead- 
ers people are drawn into the 
store. In this case it is sometimes 
found that the leaders themselves 
do not offer a possibility of suffi- 
cient volume and profit to pay for 
the advertising, but the depart- 
ment store has found that if such 
advertising will bring people into 
the store they will buy not only 
the item advertised but enough 
other merchandise to turn a loss 
into a profit. 

There is another simple and yet 
effective system the department 
store uses constantly. It adver- 
tises a certain item at an attrac- 
tive price, featuring the same item 
in the window to remind the 
passerby, and then makes sure 
that the customer has to walk by 
a great many other merchandise 
displays within the store in order 
to reach the place where the ad- 
vertised item is on sale. The de- 
partment store knows that the 
more of its merchandise the cus- 
tomer sees, the more he will buy 

There is an important point to 
remember about the advertising 
of typewriters in the higher priced 
brackets. You will get better re- 
sults from newspaper advertising 
which states the exact amount of 
the down payments than you will 
by merelv saying “easy terms.” 
Here we have the rule of six of 
newspaper advertising for the 
small store: 

1. Select interesting merchan- 
dise. 

2. Have a good picture made of 
it, or get a good cut or mat from 
the manufacturer. 

3. Play up the quality or value 
in both the headline and the 
text. 

4. Play up the price or the down- 
payment—IN EXACT FIGURES. 

5. Play up the name and address 
of the store. 

6. Codérdinate the newspaper ad- 
vertising with your window and 
interior displays. 

There are many typewriter deal- 
ers who do a strictly neighbor- 


hood business in large cities, and 
who cannot afford, therefore, to 
use space in general newspapers 
whose space rates are based on 
circulation throughout the entire 
city, much of which circulation 
would be of no value to the 
neighborhood retailer. However, 
in such case there are often avail- 
able smaller sectional papers with 
neighborhood circulation usually 
issued weekly rather than daily. 
It may be that you are familiar 
with such a publication in your 
own locality, but have never re- 
garded it very highly. You will 
note, however, that some other 
merchants do advertise in it. Be- 
fore you dismiss such a paper 
from consideration why not ask 
some of these other merchants 
whv they advertise in it, and what 
results they get? It may surprise 
you to learn how effective they 
find such advertising in relation 
to its cost. If other merchants 
in your area find such a medium 
effective it may very likely prove 
so for you. At any rate, it will 
be worth your while to find out. 
Before going on to the next sub- 
ject, may I offer you the services 
of the sales promotion department 
of my division. This department 
is capable, and ready to render 
this service. All you have to do is 
ask for it. 

The next point that substan- 
tially helps the right side of the 
ledger is direct mail advertising. 
“Oh, oh,” you may say, when this 
subject of direct mail is men- 
tioned, “I’ve tried that and it does 
not work.” 

It is true that much money is 
wasted every year in direct mail 
advertising, and the reason is very 
simple. Retailers too often use 
direct mail in a hit or miss man- 
ner, merely taking some of the 
direct mail material supplied by 
manufacturers and mailing it out 
promiscuously to a list of alleged 
“prospects.” Such a system or 
rather lack of system does not 
produce profitable results. 

The first and most important 
thing to do in a direct mail cam- 
paign is to select the right mail- 
ing list. This subject is such a 
big one that it cannot be covered 
entirely here, but there are a few 
simple rules that anyone can and 
should follow. 


Your Own Customers 


The best names you can find for 
your mailing list are your own 
customers. People who have al- 
ready bought goods in your store 
and received satisfactory treat- 
ment are the best prospects for 
another sale. This list of cus- 
tomers should be carefully cared 
for and kept up to the minute at 
all times. Many retailers put lit- 
tle or no effort on their natural 
trading areas, but spread their 
selling efforts too thin by trying 
to take in the whole town. The 
thing to do is to build up a neigh- 
borhood list of homes within an 
easy shopping radius of your store. 
This is a painstaking job, but it 
can be done, by using a city direc- 
tory, telephone book, etc., and 
sorting out the names. Such a 
list is infinitely more valuable 
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than a general promiscuous list 
that includes homes outside the 
buying range of your store. The 
compiling takes time, it is true, 
but no successful mailing list can 
be built up without work. 

You can often reduce the work 
in compiling a neighborhood list 
by getting a list from other stores 
in the same locality who are en- 
gaged in a type of business dif- 
ferent from yours. The corner 
grocer, for instance, knows a lot 
of families who are fairly free 
spenders and who would be ex- 
cellent prospects for a portable 
typewriter. He is also very likely 
to know which ones should be 
avoided as or credit risks. 

Some dealers go on year after 
year sending out hundreds of 
thousands of pieces of direct mail 
material without ever knowing 
whether it pays or not. A return 
government post card inserted in 
a piece of direct mail material 
will cost little money, but it will 
serve to show whether the mate- 
rial is being read and whether or 
not it is doing any good. Such a 
post card should have a place for 
the name and address of the pros- 
pect, and say something like this 
—‘I am interested in learning 
about the Underwood Portable 
Typewriter.” Other items such as 
ribbons and carbon paper, etc., 
can be indicated on the card in 
such a way ‘that the prospect 
might check them. 


Watch for Results 


In making such a test, of course, 
you should not be disappointed if 
you send out two or three hun- 
dred cards and get only a dozen 
or even fewer returns. If you 
spend $5.00 or $10.00 on direct 
mail material which produces half 
a dozen prospects, and one or two 
actual sales of a portable type- 
writer, you should consider it a 
very good return. If you will com- 
pare the sales cost with the profit 
you will find that it is well worth 
while. The thing to watch for and 
to stop is the direct mail which 
produces no results at all. 

Just as in newspaper advertis- 
ing, it is important that direct 
mail should show interesting pic- 
tures of the merchandise and 
feature prices in an interesting 
and enticing way. If the advertis- 
ing is to feature a machine in the 
higher priced brackets the advan- 
tage of a small down payment 
should be stressed. It may some- 
times be that the advertising ma- 
terial supplied by the manufac- 
turers does not carry these retail 
prices. In that case, the material 
should always be accompanied by 
a letter in which the prices and 
terms are interestingly set forth. 

Occasionally a retailer makes a 
profitable use of the old fashioned 
hand bill. This is made up by ob- 
taining a large number of mer- 
chandise cuts from manufacturers, 
featuring merchandise at attrac- 
tive prices, printing the whole 
business on cheap paper, and put- 
ting one in every mail box in the 
neighborhood. Boy Scouts can be 
hired to do the distributing at a 
small cost. It does not take a 
merchant long to know whether 
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CAMERA CAUGHT 
AT THE CONVENTION 


(1) Lamont Wood, Midwest 
a Company, Kansas City, 


mtg) L to R: J. P. O’Connor, 
Springfield Typewriter Exchange, 
Springfield, Mo.; E. E. Hunter, 
L. C. Smith & Corona Typewrit- 
ers, Inc.; Robert Randazzo, Gen- 
eral Typewriter Exchange, Kansas 
City, Mo. 

(3) D. C. Neuhaus, H. M. Storms 
Company. 

(4) G. C. Morley, Woodstock 
Typewriter Company. 

(5) L to R: George F. Mc- 
Inerney, Harland A. Carr, N. S. 
Goodrich, all L. C. Smith & Corona 
Typewriters, Inc. 

(6) J. G. Schroeder, Remington 
Rand, Inc. 

(7) Elmer Young, Young Office 
Equipment Company, ‘=o. 

(8) L to R: Miss E. Sullivan, 
Chamber of Commerce, Kansas 
City; L. A. Platz, Kansas City 
manager, L. C. Smith & Corona 
Typewriters, Inc.; Mrs. R. L. Smith 
(Mary Waltz), Cincinnati. 

(9) C. G. Tidd, Ames Supply 
Company. 

(10) Marcus Harwitz, Regal 
Typewriter Company. 

(11) L to R: K. W. Gaar, Gaar 
Brothers Typewriter Company, 
Des Moines; Mrs. J. I. Taylor 
Globe Typewriter Company, 
York, N. Y.; Larry McDonough, 
Royal Typewriter Company. 

(12) Elmer Anderson, Anderson 
Typewriter Company, Pasadena, 
Calif. 

(13) Ernest Thornton, California 
jue Exchange, Los Angeles, 

alif. 

(14) L to R: Add Atkins, Rag- 
land Office Equipment Company, 
Texarkana, Texas; ned —_ 
Royal Typewriter Com 
Bletken, Underwood Elli ott brisher 
Company. 

(15) H. L. Pettit, California 
— Exchange, Los Angeles, 
Calif. 


or not this type of advertising 
pays. If peo come into the 
store and ask for the merchandise 
he knows he is getting results. In 
closing this subject of direct mail 
advertising may I offer you our 
service. We are equipped to fur- 
nish you with circulars on all 
modelS of Underwood portables, as 
well as blotters,—these circulars 
and blotters to be imprinted if 
you desire. 

The third point in our program 
of sales promotion is telephone 
canvassing. A great many thou- 
sand dollars worth of merchan- 
dise has been sold during the last 
few years through telephone solic- 
itation, although many retailers 
who have heard of this method 
and have tried it, have failed and 
then condemned the whole idea. 

The fact is that it is a method 
of sales promotion which requires 
very careful planning and should 
never be used in a careless fashion. 
First of all you must train a tele- 
phone operator to do this job and 
do it well. In the larger cities the 








42 


telephone company will train an 
operator in the use of the voice 
over the telephone—and this 
training makes a lot of difference 
in the effec‘iveness of the tele- 
phone canvass. 

Having acquired an operator 
with the “voice that smiles” the 
next job is to select merchandise 
and work up a selling talk. If the 
item is a typewriter, with a high 
initial cost, the operator should 
try to make an appointment for a 
demonstration and should stress 
the fact the typewriter can be 
bought on a very low down-pay- 
ment. To do this successfully, you 
may have to trv out four or five 
selling talks before you find the 
one that works. 


No Magic in Phones 


Telephone canvassing sounds 
like an easy and inexnensive 
method of making sales. When it 
works. it is. but there is no magic 
about it. However, if you are will- 
ine to experiment patiently with 
different tvpes of selling talks 
until vou find one that works, you 
may be able to work up a very 
nice telephone business at a very 
low cost. Telephone solicitation 
has sometimes been combined with 
direct mail. The printed message 
is mailed to reach the home to- 
morrow. Then the day after to- 
morrow the telephone canvasser 
calls uv, and in many cases. is bet- 
ter able to get over a selling talk 
because the printed message jis 
right there before the listener. 
This also, is something that should 
be tried out experimentally before 
it is used on a large scale. When 
you are ready to undertake a pro- 
gram of this kind our sales pro- 
motion department is ready to 
assist vou in developing sugges- 
tive telephone sales talks. 

We now come to the fourth 
point in our program of sales pro- 
motion—that of the outside sales- 
man. Unfortunately, this is also 
a subject which cannot be fully 
discussed here. Different mer- 
chandise, different sizes of towns, 
different parts of the country— 
all impose somewhat different sets 
of problems which must be met 
with different means. There are, 
however, a few fundamentals 
which can be considered. 

First of all, the handling of out- 
side salesmen is a question which 
the retailer must answer with 
some degree of success if the 
profitable sale of machines the 
higher priced brackets is to ex- 
pected. You might manage to 
worry along with a slovenly store, 
or without advertising. or even 
with poor window or interior dis- 
play, but you cannot obtain a 
satisfactorv volume of typewriter 
business without salesmen. There 
may be a few exceptions, but they 
are rare. 

“I don’t pay him anything until 
he sells something, so why should 
I worry? If he does not make 
sales, it is his own funeral.” 

Many dealers take that attitude 
toward their outside salesmen, 
whom they pay on a commission 
basis, but it is entirely the wrong 
attitude. You should certainly be 
concerned about your salesmen. 


If they do not make a living, you 
cannot keep them. If you cannot 
keep them, you cannot sell mer- 
chandise, and meanwhile the over- 
head goes merrily on. You have a 
very definite stake in the individ- 
ual success of the salesman you 
hire. A prosperous sales force 
means a prosperous dealer. 

Even though he may be reason- 
ably successful, the man who takes 
a house to house selling job 
usually does not average very high. 
He needs direction and some push 
behind him. Left to himself, he 
is likely to start work at ten in 
the morning instead of eight and 
quit at 3:30 or four in the after- 
noon, instead of five or six. If 
he makes no progress on his first 
two or three calls, he is likely to 
become discouraged and decide to 
lay off for the day. If he makesa 
sale early in the day, he may de- 
cide that is enough for one day 
and stop for that reason. Either 
way the results over a period of 
time are bad. 


Call Every Day 


The way out of this is to insist 
that rain or shine, sales or no 
sales, the salesman must make a 
certain, definite number of “cold 
turkey” calls every day, and turn 
in a report on them that evening 
or the next morning. These re- 

rts, incidentally, make an excel- 
ent basis for the prospect file 
which every retailer should keep. 
If the merchandise is saleable, and 
if the salesman is not a purely 
hopeless case, this persistent dig- 
ging for prospects will produce re- 
sults. Also, it has the happy 
effect of tending to remove the 
larger part of a salesman’s natural 
dislike for cold turkey canvassing. 
If three, or six, or ten of these 
calls are a part of each day’s 
routine, something that the “boss” 
will not permit putting off, the 
salesman will come to take them 
as a matter of course, as a normal 
and regular part of the job. 

This method has been used with 
success in many lines of selling. 
We know a successful insurance 
salesman who has a regular sys- 
tem. Whenever he calls on some- 
one who is a definite prospect, he 
makes three “cold” calls in the 
same office building or neighbor- 
hood. He never shirks this, and 
he never lacks for prospects. 
Automobile dealers frequently use 
this idea as a hard and fast rule 
for their sales force. It works. 
Given a saleable line of merchan- 
dise and a reasonably fertile ter- 
ritory to work in, it will insure a 
liveable rate of income for the 
average salesman. If the dealer 
can keep his salesman prosperous, 
the dealer’s profit will follow suit. 

What commission should he 
pay? How should salesmen be 
obtained? How should they be 
trained? As we said before, we 
cannot tell you all this. The 
answer will differ with nearly 
every line, territory and town. 
But, as we have said before, you 
must know. 

We all recognize that radio ad- 
vertising is expensive but effec- 
tive when attempted on a large 
scale. Many small dealers have 
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been successful in the use of one- 
minute spots on local stations 
either before or after a popular 
program. 

I am not going to elaborate at 
all on the subject of radio adver- 
tising but to pass it on as an effec- 
tive weapon in sales promotional 
activity. 

I have been rambling on here 
at great length but I should like 
to throw into the picture a rule 
which must be followed, and that 
is—Sales Promotion Must Be 
Planned. Sales promotion is not 
a thing that can successfully be 
used by fits and starts. It is one 
of the many phases of business 
operation which grows more valu- 
able as time goes on. The adver- 
tising you have done in the past 
adds to the value of, and helps 
gain recognition for, the advertis- 
ing you do today or tomorrow. 
The cumulative value is lost, or 
rather is never gained, if your pro- 
motion lacks regularity of plan 
and operation. 

Another good reason for plan- 
ning sales promotion expenditures 
and activities is that they cost 
money. You cannot get away 
from that phase of the matter. 
Sales promotion is worth money to 
a business, and it cannot be ob- 
tained for nothing. One type- 
writer and office machine dealer 
may obtain better value for his 
sales promotion dollar than the 
other, but no one has ever been 
able to do the job without cost. 
Since sales promotion does cost 
money. and since finances are the 
life’s blood of your business, it 
should be planned and the ex- 
pense of it figured upon just as any 
other operating expense should 
be planned—like rent and pay- 
rolls. Portable typewriter manu- 
facturers appreciate the necessity 
of promoting portable typewriter 
sales and place at your disposal 
such promotional sales weapons 
as window displays, circulars, cuts 
and mats, and other miscellaneous 
helvs. In addition to this mate- 
rial, and bear in mind, it is ex- 
pensive, they back it up with 
thousands of dollars worth of na- 
tional advertising. This tremen- 
dous expense is absorbed by the 
manufacturer and is done with 
one thought in mind—to help you 
sell more portable typewriters. 


Figure Your Moves 


You are ome to ask—How is 
such a plan to be made? If you 
have never done it before, the 
first time is likely to prove diffi- 
cult. It will probably be a good 
idea to talk it over with your local 
portable representative. The first 
thing to do, however, is to figure 
out what you want to do. If you 
are going to do newspaper adver- 
tising, for example, you _ will 
usually find that the advertising 
department of a good newspaper 
can give you a lot of help in work- 
ing out a plan for a year’s ad- 
vertising. You must remember 
that they are just as much in- 
terested as you are in getting 
results from what you spend with 
them. If the advertising is effec- 
tive, you will go on with it, if not, 
the newspaper has lost a customer. 
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In closing, may I say that there 
are two things that should be said 
about sales promotion—the first 
is this: The only way to start 
on a sales promotion program is 
to start. You will never get any- 
where with it by just thinking 
about it. And, while the manu- 
facturer whose products you han- 
dle can place in your hands help- 
ful ideas, and suggestions, the 
only person who can put these 
ideas into practice in your busi- 
ness and bring them to profitable 
fruition, is yourself. 

The second idea, which is really 
very closely connected with the 
other is this: Be willing to make 
a few mistakes without becoming 


I AM going to take the part of 
merely a salesman on _ the 
street, and tell you what I think 
about selling quality merchandise. 
I started in the typewriter ribbon 
game thinking I was working for 
the manufacturer and later found 
out I was working simply for an 
imprint dealer, purchasing his 
merchandise. I was filled with a 
lot of hot air, and the competitor 
told me we were not making mer- 
chandise at all. But being a hard 
worker, and going out after those 
orders, I managed to make a liv- 
ing. I managed to sell quality 
merchandise. To stress my point, 
I am going to ask you fellows to 
just figure for a half minute 
whether you can get $21.30 from 
the retail trade on typewriter rib- 
bons or not? The most of your 
answers will be “No, you are 
crazy!” Then I will ask you to 
consider another question: what 
you would do with competition 
something like this. (He holds a 
opens.) I would like to know, 
gentlemen, whether any of you 
here have been confronted as yet 
with this competition. 

It is going on. This is the ad: 
“The typewriter silk ribbon at the 
price of cotton ribbons. The es- 
tablished nation-wide price by 
many leading manufacturers with 
full 18 yard silk is $2.00 per rib- 
bon; the 12 yard length, $1.50... . 
This silk ribbon, that is tested 18 
yard length, for $1.00 each. When 
ordering, please specify make and 
size of machine. We offer you 
guaranteed price and quality.” 

Now in my work I find the _— 
gest trouble of our members in 
selling quality merchandise is that 
we think we cannot sell quality 
merchandise. Gentlemen, we are 
selling ~ ny ribbons today at 
$2.25 each. Our $10.00 trade has 
reverted not to $6, $5 or $4 or 
$5.50; it has advanced to $21.50. 
My books are open, at 204 Dwight 
Building, and I will show you. The 
way to sell the quality merchan- 
dise, make the profit, is to go out 
on the street, study the question 
and make the profit. I am not any 
sales manager; I am giving you it 
from the street experience. To 
back up the thoughts that I am 


discouraged. This does not mean 
that you should be careless or 
consider mistakes of no account. 
On the contrary, bend every effort 
to make as few mistakes as pos- 
sible, and especially not to repeat 
the same ones after you have once 
made them. But the point is this, 
even great organizations which 
have used advertising and other 
forms of promotion for years, oc- 
casionally make mistakes. Every 
advertiser, in spite of all his 
planning and careful thought, will 
sometimes be forced to recognize 
that some idea or activity has 
pes to be a “dud.” So will you, 

ut when this happens, do not be 
downhearted about it. These 


Quality Merchandise 


@ By R. C. Moore, Sales 

Manager, Western Division, 

U. S. Columbia Ribbon & 

Carbon Company, Kansas 
City 





Mr. Moore 


giving you, I will cite the fact that 
last year was the best year I ever 
had in the history of my business. 
This year is just exactly, on the 
first quarter, two and one-half 
times ahead of last year, compar- 
ing with what we were last year 
ahead of the best year we ever 
had, which was 1930. I conscien- 
tiously believe that the secret is to 
sell the quality merchandise. To 
sell the merchandise for what it is 
worth, and not give it away. If 
they want cheap stuff, let them 
have it. Let’s go out and get the 
merchandise, but get what it is 
worth. And if we cannot, let the 
other fellow be the sucker. I have 
not written anything on this. The 
best sales message I ever had was 
when I went in and did not know 
what I was going to say! But I 
want to be of service. If you fel- 
lows will ask me a question, I will 
tell you I do not know, or I will tell 
ou what my experience has been 
n the matter. 

You want to know how we sell a 
new customer a $22.00 ribbon. 
That ribbon is pure silk. It is, as 
this advertisement says, eighteen 
yards long. We go and tell 
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“duds” often prove valuable in the 
long run. en it happens that 
some newspaper adve ment of 
yours fails to “click” or you send 
out a mailing which brings in no 
business, do your best to figure 
out what was wrong with it, so 
that you may avoid the error in 
the future. Perhaps you adver- 
tised a product at the wrong time, 
perhaps your illustrations and 
copy were not what they should 
have been. 

In any case, remember that the 
way to start is to start, and the 
errors you occasionally make can 
be turned to account, if you will 
analyze the reason why they were 
errors. 


them what we have found, in our 
survey, the typewriter ribbon will 
do. e demonstrate by showing 
the different degrees of ink, by 
showing them, through the eye as 
well as through the ear, the differ- 
ence in the copy. What it will do 
in manifolding. And then put it 
in there on an honest-to-goodness 
basis. And if that won't get the 
business, we don’t want it. We do 
not give it away; we sell it on trial. 

en I went into this business 
I found it tough to get salesmen. 
It is a tough game, and that is the 
reason we are not getting them. 
After we apply ourselves and go 
into the ng just so long, it is 
established that we want what we 
want, then it is not so hard. We 
are using that silk ribbon today in 
the front. . . it is something new. 
It gets the momentum. We put it 
in where the requirements tell us 
to = it in. We put the 10 yard 
cotton ribbon in. It is the next 
biggest mover, but we sell more 
$10.00 ribbons in the commercial 
field today than we did or do the 
cheaper ribbons all together, and 
our retail o tion here in 
town is the biggest thing outside 
of a factory k in the United 
States. Come down and see it. I 
will not be there, but the clerks 
= show you anything you want 


see. 
The silk ribbon meets the re- 
uirements of the usual office all 
the way through. You machine 
dealers know this silk ribbon will 
give you a better appearance than 
a cotton ribbon. the next ten 
or twelve months, the silk type- 
writer ribbon will be the most 
common ribbon, in my estimation. 
It makes better carbon copies by 
far, and it stands longer wear. 
Of course, when you go to a whole- 
sale grocery house, or ae 
house, where appearance as 
nothing to do with it, it is a dif- 
ferent matter. Naturally, the cot- 
ton ribbon clogs the more, and 
that is a factor in selling the silk. 
The silk outwears the cotton, I 
would say, twenty-five per cent. 
It all comes in about the same as 
hard surface carbon paper; 


e girl will use it longer. 
There was for a while 8 question 
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as to whether or not the eighteen 
yard ribbon would cause trouble in 
the mechanism of a machine. I 
have had one experience, and one 
yyy only, out here, where it 
did cause trouble. That was in 
oe. We took that ribbon 
off of the machine and put it on 
another of the same make, and 
they got two months’ wear out of 
it, where it would not work on this 
customer’s machine. They have 
not caused any more trouble than 
our regular cotton ribbons. 


HE subject of selling ribbons, 

in other words, typewriter rib- 
bons, has a good many angles to 
it, and as Mr. Russell said, I want 
to give a little talk on selling rib- 
bons, not any one particular rib- 
bon or any one particular grade 
of ribbons made by any one manu- 
facturer or any group of manu- 
facturers, and also to give you in a 
few exhibits that I have here, a 
le an inside of the factory end 
of it. 

The factory end is a very impor- 
tant one in the making of good 
ribbons, the same as are the mate- 
rials that go into it. There is in 
the manufacture of ribbons no one 
that makes any of his raw mate- 
rials. The ribbon is a finished 

roduct of certain raw materials 

at are put together by experts. 
The principal materials consist of 
cotton or silk fabrics, color, and 
oils. The principal among these 
three are the ribbon fabrics. The 
best quality of cotton that goes 
into the typewriter ribbon fabrics 
is grown in Egypt. This was 
started quite some years ago and 
was perfected by a Greek. He went 
from Greece over to Egypt to raise 
cotton. 

He noticed, in harvesting this 
cotton, some seeds of exception- 
ally fine quality cane, and being 
an expert in that particular line, 
he secured from these possibly 15 
grains. In 1906 he had a 15 acre 
plot of ground, so you see this in- 
dustry of fine cotton fabrics is not 
very old. They have made good 
grades of cotton a great deal 
longer than this, but the extra fine 
grades really did not come on un- 
til after 1900. There are also qual- 
ities of cotton that are grown in 
the Pacific Islands and also grown 
along the Atlantic Coast, Georgia, 
Florida and the Carolinas, but the 
climate and soil is not adaptable 
as the Egyptian soil and they have 
to import new seeds from Egypt 
every five or six years to keep up 
the quality which in the start is 
not as good as raised in Egypt. 

The fabrics themselves, as you 

bly know, are produced chiefly 

y England. They are woven 
mostly or spun mostly in Man- 
chester, England. This spinning 
and weaving has been handed 
down from father to son and the 
mills themselves are comparatively 
small as compared to the cotton 
mills here. One mill will have a 
certain specification that they will 


To sell the silk ribbon you have 
to train your customers to want 
clearer, finer impressions. As this 
Royal man told you on portables, 
these people do not know what 
they want. We go in and study 
their requirements and put in 
what they need. 

One thought came to me very 
forcibly recently. I would like to 
have you people look at that PWA 
business. What has happened to 
it? Every one of those officials 
wants quality merchandise and 


Selling Ribbons 


@ By Frank S. Cooper, Presi- 
dent, Codo Manufacturing 
Company, Chicago, IIl. 


stick to, and that output of that 
mill will probably be handled by 
one jobber in this country only, 
and probably they will only make 
one particular grade. The finish- 
ing and bleaching is the next proc- 
ess, and that is Mee important. 
That is done to special specifica- 
tions of importers, or it can be 
done in England, whichever might 
be the better, for certain classes 
of the merchandise they want. 

The threads in a piece of cotton 
that go the long way we call the 
warp. The cross, or the short way 
threads, are called the filling or 
the woof. 

I have here a few exhibits of the 
different grades that go princi- 
pally into typewriter ribbons. 
They carry in thread count ap- 
proximately 140 threads to the 
square inch, or up to as high as 
366. The count of the threads 
both ways, that is, the warp and 
the woof, of this particular ribbon 
here runs approximately 160 
threads to the square inch, and I 
might add that there is a toler- 
ance allowed there in specifica- 
tions of approximately 6 to 8 
threads, so at times you might get 
one that would count 164, and then 
again it might count 267. (Show- 
ing ribbons.) This one counts = 
proximately 290 threads to the 
square inch. This one counts ap- 
proximately 308. This one will 
count approximately 330, and this 
one will count approximately 360. 

Now the idea of the higher 
thread count is to have a fabric 
that will hold the correct amount 
of ink to give certain results. 
Therefore, where you have a thin- 
ner ribbon you want more strands 
of thread. The idea of the finer 
weave is to give sharper, cleaner 
impressions. We go from the reg- 
ular typewriter ribbons into those 
for the special work, such as for 
the billing or adding machine and 
the different classes of machines. 
We have a very fine grade for bill- 
ing work which will count approx- 
imately 286 threads to the square 
inch. You go into the one that is 
used in the average commercial 
work, and it will average approxi- 
mately 240. The finer weavings 
will probably measure from six to 
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can’t buy it. I am working on one 
of them personally, myself, and 
do you know what they have 
forced that fellow to do? He has 
been forced to do without goods, 
because we dealers have beat that 
price down so low that according 
to the government rules he cannot 
buy quality merchandise. 

Go out and study the require- 
ments, and put in what they need. 
If they don’t buy that, let the 
other fellow have the business. 


seven thousandths of an inch in 
thickness and one used more 
where they want wear will prob- 
ably measure six to seven and one- 
half thousandths thickness. The 
cloth as it is received by the rib- 
bon manufacturer is checked very 
carefully. 

The thread is gauged with an 
instrument that measures to a 
very small fraction of a thou- 
sandth of an inch. (Taking the 
little machine in his hand.) The 
little needle there indicates the 
thickness exactly, after you re- 
lease the pressure of opening it 
and putting the cloth between the 
points there. That (ribbon) meas- 
ures exactly three and three-quar- 
ter thousandths of an inch in 
thickness. This is all checked 
carefully to make sure it is right. 

The cloth next is counted, that 
is, the number of threads, both 
warp and woof. This little instru- 
ment here is used. This part is 
a very strong magnifying glass 
which I think magnifies about six 
times. There is a little needle 
point which will point to each 
thread as you go across the fabric, 
and you can see it very distinctly. 
This little rod here is a gauge to 
gauge the colors. These colors 
that are used in a typewriter ink 
can be varied. You have your oil 
soluble colors and you have your 
dry colors. You can use either one 
or a combination. The oils that 
are used are either vegetable, ani- 
mal or mineral, or a combination 
of two of them, or a combination 
of three, whichever way you want 
to work it out to carry certain col- 
ors; some oils will carry one cer- 
tain class of colors better than 
others. The combination of these 
is very important for getting the 
results that you want to secure on 
certain classes of work. 

I have here an exhibit showing 
three distinct grades of ink. 
Pretty hard to see them out there. 
No. 1, No. 2 and No. 13, they show 
the different classes of ink that 
can be made and still give en- 
tirely different results in exactly 
the same fabric. The No. 1 is a 
fairly speedy write. The No. 2 is 
good where you want a fairly clear 
write, and the No. 13 where you 
want a very sharp write. These 
are made under the same condi- 
tions, that is, the same pressure 
and the same amount of ink are 
put into the fabrics. 

I will be glad to have any of you 
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AS THEY PAUSED TO POSE 


(1) Hugh J. Williams, Iowa Sup- 
ply Company, Iowa City. 

(2) L te R: James P. Ward, 
Jr., Shipman-Ward Manufactu 
Company; Bill Mooers, Woodstoc 
Typewriter Company; F. C. Waltz, 
Waltz Typewriter & Adding Ma- 
chine Company, Cincinnati. (The 
man who sold the convention on 
Cincinnati.) 

(3) Frank Cooper, Codo Manu- 
facturing Corporation. 

(4) Wilbur E. Walker, Central 
Typewriter Company, Wichita, 
Kansas. 

(5) L to R: S. M. Steeves and 
M. E. Bailey, Royal Typewriter 
Company; F. E. Marin, Typewriter 
Sales & Service, Chicago; William 
Franz, Royal Typewriter Com y. 

(6) F. Brickell, Brickell pe- 
writer Company, Joplin, Mo. 

(7) H. J. Bethel, Remington 
Rand, Inc. 

(8) L to R: Jim Lafferty, Un- 
derwood Elliott Fisher Company; 
Harry Ferer, All Makes Typewriter 
Company, Omaha, Nebr.; Ed Conk- 
lin, Underwood Elliott Fisher Com- 


pany. 

(9) J. E. Turner, Underwood El- 
liott Fisher Company. 

(10) Gordon urence, Allen 
Calculators, Inc. 

(11) Lto R: R.A. Ward, Wood- 
stock Typewriter Company; L. H. 
Wittgraf, Typewriter Inspection 
Company, Minneapolis; A. W. 
Carter, Allen-Wales Adding Ma- 
chine Company. 

(12) S. S. Raskin, Allen Calcu- 
lators, Inc. 

(13) Pete Carroll, Globe Type- 
writer Exchange, New York. 

(14) L to R: A. W. Barlow; C. 
Elmer Anderson, Pasadena; Mrs. 
Barlow; V. A. Hart: R. G. Nichols; 
H. E. McArthur, Lincoln, Nebr.; 
Mrs. McArthur, all Royal Type- 
writer Company or Royal dealers. 

(15) George Neuschafer, Jr., 
New York. 


examine any of these exhibits I 
have here and ask any questions 
you might want to later on. 

In the examining of the fabric 
itself I also have some exhibits 
here in photographs. I have three 
different classes of fabric here that 
have been photographed and mag- 
nified thirty times. In the process 
of making the cloth itself some 
manufacturers may differ to quite 
some extent, but I have heard a 
good many say ours has a very 
strong twisted fabric. I have yet 
to examine a typewriter ribbon 
that has had any quality at all 
that had a twisted fabric, and that 
is shown very clearly in these ex- 
hibits. 

The best fabric is a fabric that 
is combed out very carefully by 
experts. As it is combed out, it is 
not twisted at all, and you can see 
that very clearly in these exhibits. 

Examining the fabrics is done 
for one reason alone, and that is 
to get uniformity. Uniformity in 
the ribbon business is very essen- 
tial. You get a fabric that is not 
properly woven or properly bleach- 








46 


ed and it will not hold the ink as 
it should, and the fabric, after all, 
is simply a reservoir for the ink. 
A poor fabric will not hold the ink 
as it should; it will give it up too 
fast and you will have blurry work. 
To keep uniformity, it is very im- 
portant to see that your fabric is 
up to standard in every way. 
Now the average typewriter rib- 
bon is twelve yards in length, and 
I believe the most sold universally 
will probably count in the neigh- 
borhood of 290 threads to the 
square inch. A half inch ribbon 
12 yards long in that particular 
class will weigh approximately a 
quarter of an ounce and contain 
approximately a quarter of an 
ounce of ink to make what we call 
a medium inked typewriter rib- 
bon. A medium inked typewriter 
ribbon will probably fill 75 to 90 
per cent of the demands in the 
typewriter ribbon game. 


Things to Consider 


When you refer to medium ink 
you really have to take into con- 
sideration machines that have 
pica type and machines that have 
elite type. The medium ink rib- 
bon for an elite type will neces- 
sarily have to be a little lighter 
inked for pica type. You do not 
have a spread of type in the pica 
machines, and the closer outlines 
call for a little bit cleaner ribbon. 
This also can be accomplished by 
using the higher thread count 
which gives a thinner fabric. In 
the thinner fabric, with higher 
thread count, you can put thinner 
ink, and as a result you will get a 
little better wear. 

To keep the quality where it is 
needed in the selection of fabrics, 
there are necessarily rejections on 
quality. I recall that just two 
months ago we had a rejection of 
fabric, and the importer said: 
“That comes within the tolerance 
that should be allowed. Go ahead 
and use it.” 

Two weeks ago we had a rejec- 
tion of a shipment of 237 dozen 
ribbons and it was all this fabric. 
We deal with reliable houses, as 
most of the manufacturers do, and 
the importer made it good, but 
nevertheless that proves we have 
been watching, we know possibly 
just as much as the importer of 
the fabric what the fabric will do, 
because we study the ink, and we 
know how it should act. That cost 
is considerable, not only to the im- 
porter, but it also costs us too. 

Now this cloth that is rejected 
is turned back to the importer, and 
naturally he does not want to lose 
on it any more than he has to, 
and he sells it out in special lots. 
I think we all know what this 
chain store competition is, and it 
has been the experience of lots of 
surveys that have been made in 
picking up these ribbons at ran- 
dom, around different places, to 
find a good deal of this cloth that 
has been rejected, and turned 
back to the importers, sold to these 
other channels. In the process of 
making, this cloth is slit at the 
ends of the wide bales, which run 
approximately 36 to 39 inches 
wide. It is pulled through these 
slitters, and the cloth does not lie 
straight. Now the cloth itself is 


absolutely straight; it has to run 
straight in warp and woof or it 
will not make a good typewriter 
ribbon. There was a survey made 
quite some time ago in _ this 
cheaper class of business, and 
there was an article written on it 
that would be of interest to you 
all. The purpose was to make an 
analysis of the different speci- 
mens, not to make comparisons 
necessarily. 

Specimen lots, each of one dozen 
ribbons, were purchased at retail 
in three different cities at varying 
times, New York, Chicago, and 
Pittsburgh, all within 90 days. 
That was at the time this article 
was being prepared. In New York, 
one dozen ribbons were purchased 
at various stores of the chain. In 
these it was found that the cloth 
varied from a count of 264 to 308 
threads to the square inch. The 
cloth was noticeably crooked. 
When woven it was all right, but 
after the process of bleaching and 
slitting it was all rejected. That 
is, most of it was counted before 
it left the jobber’s place for the 
manufacturer of typewriter rib- 
bons. 

The thickness of the cloth varied 
from 45 thousandths to six thou- 
sandths of an inch in thickness. 
The ink varied from a little, or 
light ink, to heavy ink. 

Now going back to these exhibits 
here, of the cheaper ribbon that is 
handled, on up to what might be 
termed the higher grade (only in 
the higher grade as far as the 
thread count is concerned, not on 
account of the cotton). 


Ribbons Years Ago 


One dozen ribbons were pur- 
chased in one store of the same 
chain in Pittsburgh. Examina- 
tion disclosed that the count car- 
ried from 256 to 312. As in the case 
of the New York ribbon, the cloth 
was crooked, indicating the same 
to be end cuts. The ribbons were 
quite curly at the edges. 

Now, years ago, typewriter rib- 
bons were all made with what is 
now known as the selvage edge 
fabric, or woven edge. That means 
in the half inch there is a long 
strand of the cotton that is used 
that goes back and forth across. 
Today, except for special purposes 
where in a special class of ma- 
chines there may be very strong 
tension, the ribbons are all gum 
edged. They have that gumming 
down to a science. In fact, on 
these ribbons here you can hardly 
see the gumming on them and 
still, in the ordinary use in a type- 
writer, they will not fray. If the 
ribbon vibrator is not working 
properly and does not carry the 
ribbon high enough, and the type 
strikes across the edge, they will 
cut the edge and the ribbon will 
fray. They do that on a woven 
edge too, so there is really no ad- 
vantage in having a woven edge 
ribbon. They have never been 
made that count over 230 counts 
to the inch. We start our cheapest 
ribbon as a rule where the woven 
edge ribbon left off. so that we get 
very much better fabric as far as 
the class of work is concerned. 

Referring to the ribbons picked 
up in Pittsburgh, the thickness of 
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the cloth varied from 325 thou- 
sandths up to 550 thousandths of 
an inch. It says here—“Respon- 
sible ribbon manufacturers are in- 
clined to believe that three hun- 
dred twenty five thousandths is 
unlikely to last on the average 
typewriter.” A good many people 
are ready and willing to sacrifice 
wear for neat clean work, and 
there are a good many ribbons of 
that class sold. 


Cloth Count Varies 


The inking varied from extra 
light to heavy. Ribbon length 
fluctuated from 13 to 18 yards. 
The point there is that the manu- 
facturer who is reliable has equip- 
ment to assure that his ribbons 
will not vary 3 inches one way of 
the 12 yards. This fabric picked 
up is made by concerns that are 
not reliable manufacturers, and 
do not have the equipment to wind 
the ribbons in the same length. 

In Chicago, an analysis showed 
that the cloth count varied from 
220 to over 300. I have not seen 
a count that counted that low for 
some time. That the cloth was 
material composed of end cuts 
was indicated by its crookedness. 
The cloth’s thickness varied from 
four thousandths to ten thou- 
sandths. 

I do not know how any further 
points could: be given as to the 
class of merchandise that you are 
apt to find in the sale of those 
cheaper ribbons. I think each 
manufacturer more or less has his 
own way to ink his ribbons. Some 
saueeze it out, some apply it on 
rollers, some paper it, and they 
have a thousand and one ways, 
but the processes are all more or 
less similar. 

I believe that covers pretty thor- 
oughly the manufacturing end of 
ribbons that might be of interest 
to you, but I think also what en- 
ters into the selling of ribbons to a 
great extent is the complaints you 
get. How are you going to handle 
those complaints? What makes 
them? Well, a typewriter ribbon 
goes on a typewriter. I think if 
the experience of the average 
salesman is like ours, he will go 
in and some one will explain about 
a ribbon, he will start making ex- 
cuses of what might have ha 
pened, and he never thinks of the 
typewriter. Well, the typewriter 
is very important, and the two 
principal things, I think, on the 
typewriter are the ribbon mech- 
anism and the platen. The ribbon 
mechanism would include the 
vibrator. The ribbon mechanism 
is very important from the stand- 
point of the evenness with which 
the ribbon will travel across the 
machine. If this is sluggish and 
the ribbon does not travel evenly, 
the type will cut through it, espe- 
cially is this true where the platen 
is used for billing purposes, and it 
is fairly hard. The ribbon mech- 
anism should be checked very 
carefully where a complaint on 
ribbons is raised, to see if it is in 
good working condition. The 
platen, I believe, is the main of- 
fender, and this is a replacement 
item, just the same as ribbons and 
carbons. Platens season down 
and harden, and if not replaced 
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within a reasonable time the 
rough surface will cause the type 
to cut the ribbon. 

Now I do not know,—I am not 
a typewriter mechanic—but they 
tell me the type are adjusted to 
hit “the surface of that platen 
broadside, I would call it. Now 
when the platen becomes pitted, 
and is not flat, and is not smooth, 
the type cannot hit it broadside, 
and it cuts the ribbon. The age 
should be watched carefully. I 
believe the average salesman has 
found that the platen is a very 
important thing and often can be 


T is really an honor to be elected 
to this position, and in looking 
over the list of officers, it just 
seems to me that it is a marvelous 
gang to work with. I am going to 
be tough this year. I am going to 
be tougher, I promise, than any 
man you have ever had, because 
we want to really put everybody to 
work. Every member and every 
officer ... and I just trust that 
you will all codperate with us, and 
if you will, we will try to have just 


corrected. A good many of the 
troubles the complainant has had 
can be overcome with a little ear- 
nest consideration. 

Now if there is any discussion, 
or question that any one would 
like to ask, that I do not seem to 
have covered, I would be very glad 
to have them asked, in regard to 
the points that have been brought 
up or might have been missed. 

In the selling of ribbons there 
are a good many methods used. 
In the past years, I think, chief 
among these have been what is 
called a testing machine. The 


Acceptance Address 


@ President Lamont H. 
Wood, Midwest Typewriter 
Company, Kansas City 


a real convention next year. We 
have talked for some time about 
putting over the Association in a 
big way; that takes a long time. 
One man, two men or three men 
can’t do it. It takes some time, 
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ribbon is held in two little clamps 
in this machine, and then it is 
pounded in one stop to make 50, 
or 100, or any number of impres- 
sions you want to make, and the 
ribbon does not move. Well, I do 
not know, it may be pretty good. 
A good many still use it, I guess. 
There is unquestionably a certain 
amount of value to a manufac- 
turer in checking his merchandise. 
We value a testing machine a 
great deal more from the manu- 
facturing end than we do from 
a sales end. 


and about two or three years ago 
they began—about three years 
ago. If we can just keep that ball 
rolling and just push it over the 
hill, we are going to get some 
ages There is one thing I would 
ike to ask in all sincerity, that if 
any of you have any troubles or 
any chips on your shoulders, or do 
not like something, I wish that you 
would write me about it. I will 
coéperate with every one of you 
to the fullest extent. 


Does a Dealer Cross a Bridge? 


HE topic I chose is “Does a 

Dealer Cross a Bridge?” which 
does not make a lot of sense un- 
less I add a few words to it, and 
say: “That bridge I am talking 
about 1s Price Cutting.” I am not 
going to say a word about adver- 
tising. I think we all know pretty 
well the general thoughts we hold 
on that. I do not want to go over 
material that has been covered, 
but I am going to tackle this 
subject, and give it to the point 
of view of the typewriter dealer. 
That point of view, very briefly, 
and very bluntly, I think, is the 
dealer feels that nine times out 
of ten price cutting leads to noth- 
ing but a lower profit. 

I want to say before I start, 
however, that occasionally there 
are times when you have to cut 
prices for a short period. I don’t 
particularly like to say that, but 
it’s true. A case was called to our 
attention not so long ago in a city 
back East where four dealers came 
to us and said—‘You’ve told us 
that it would be to our advantage 
to maintain prices on Royal port- 
ables, and we have maintained 
them. 

“But a number of our competi- 
tors are cutting prices right and 
left on their portables, and are 
taking our business away from us. 
What are we going to do about 
it?” To these dealers we said, 
quite frankly—‘“There is only one 
thing you can do: Beat them at 
their own game. Cut prices—lower 
than they are cutting them. Go 
right down to $31.75 if you have 
to. But show them that they 


@ By W. H. Beckwith, Ad- 
vertising Manager, Royal 
Typewriter Company 
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can’t take business away from you 
and that you are going to meet 
them all the way down the line, 
and that you are all going to end 
up by nobody making any money. 
That will clean up your price-cut- 
ting picture!” They tried it, gen- 
tlemen, and it did exactly as we 
predicted. 

Fortunately, a situation as seri- 
ous as this and as far developed 
as this does not often occur. Most 
price-cutting comes into the pic- 
ture for one reason, and that rea- 
son is that a dealer feels he will 


get more business by slashing 
prices $2.00, $3.00, $4.00 or $5.00. 
A corollary of this is the feeling 
that a customer comes into a store 
determined to buy a portable at a 
certain price, and will not buy 
unless the dealer brings his price 
down to meet the customer’s 
ideas. 

To put it bluntly, gentlemen, 
both of these ideas are false. 

Let me show this to you. I'm 
going to ask this gentleman sit- 
ting right down here in front of 
me about what he would expect 
to pay for a good electric refriger- 
ator. 

(Asks question—gets answer 
from $150.00 to $200.00) 

About $150.00 to $200.00. That’s 
fair enough. Now let me ask this 
gentleman on my right what he’d 
expect to pay for a good radio set. 

(Asks question—gets no answer 
because nobody knows) 

Now I want you to notice, 
entlemen, that each of these men 
ave allowed themselves a spread 

of approximately $25.00 in what 
they would be willing to pay for a 
refrigerator or a radio. d their 
answers are typical of the average 
refrigerator and radio line. Just 
as typical of them as an answer 
as to the approximate cost of a 
portable typewriter would be if 
you asked nine out of ten people 
who are out on the street passing 
the entrance to this hotel this mo- 
ment. Or, if you asked the next 
nine out of ten ple who came 
into your store when you get back 
home from this convention. 

The average portable buyer does 
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not know what a portable type- 
writer will cost him within certain 
general limitations. He’s_ pre- 
ared to pay, let’s say, between 

00 and $45.00. Or, between 
$45.00 and $35.00. But he hasn't 
got any clean-cut, concise, specific 
ideas—down to the last penny 
of what he is going to have to pay 
for that machine. And what’s 
more, he doesn't particularly care 
what he is going to have to pay 
for it, as long as he knows that 
the price is fair. Because he is a 
darned sight more interested in 
getting a machine that will do a 
job for him, that will stand up 
for him, that will give him the 
quality and the value that he 
wants in it, than he is in saving 
50c, 75c or $1.00. 


False Conception 


I ask you therefore, gentlemen, 
if a couple of dollars price dif- 
ference is going to mean anything 
to this man? And you'll check 
with me that nine times out of 
ten it won’t. Therefore, I say why 

when you're not going to im- 
press the buyer to any appreci- 
able degree—go out and advertise 
and cut price, and take a beating 
on your profit by doing it? 

Let me bring up another point. 
I said before that some dealers 
try to adjust their prices to what 
they feel is a conception of the 
price that the customer wants to 
pay. This attitude is a conception 
just as false as the previous one. 
Gentlemen, that buyer doesn’t 
know what he wants to pay and 
nine times out of ten if he men- 
tions price when he first comes 
into your store he’s guessing just 
as much about that price as you 
are guessing about him. 

Suppose he savs he wants to 
pay about $30.00 for a tvpewriter. 
That tells you right off the bat 
that he doesn’t know much about 
typewriters or about typewriter 
prices and it’s your cue to step 
right into the picture and say 
“$30! I’m sorry but we don’t have 
any machines at that price. You 
can’t get a real typewriter for 
$30.” Then follow this right 
through by sizing him up. See 
how he looks. Figure out what 
he can afford to pay for a ma- 
chine. If he looks like a top-price 
prospect, bring out the $62.50 and 
show it to him. If he doesn’t look 
as though he can spend $62.50, 
bring out the $37.50 Junior. 

Of course, to some extent, you 
are still guessing on this, but it 
is easy enough to swing up to a 
higher priced model with the 
phrase “Mr. Jones, before you go 
I want you to take a look at this 
other model because I'll feel that 
I haven’t done my duty by you 
unless I show it to you,” and get 
him on the dotted line for the 
model that gives you the biggest 
profit margin 

That’s why Royal has pro- 
vided you with a complete line of 
portable typewriters: The Royal 
Junior portable at $37.50 for your 
people who cannot afford to pay 
more; the Royal Standard port- 
able at $49.50 for the great major- 
ity of your customers; and the 
Royal De Luxe portable at $62.50 


with every feature there is to offer 
on a portable typewriter for cus- 
tomers who want the best regard- 
less of price. 

It all comes back, gentlemen, to 
this picture of the customer. You 
and I are pretty close to the type- 
writer field. For the greater part 
of our business lives we've been 
talking typewriters morning, noon 
and night. You and I are con- 
scious of 50c or $1.00 price dif- 
ferentials. They mean a lot to 
us ... because we are so wrapped 
up in this business that a differ- 
ence like that hits us squarely 
between the eyes. 

But that isn’t true with your 
customer. He’s not as close to 
this typewriter picture as we are. 
He isn’t quite sure what he is 
going to have to pay for this ma- 
chine any more than you or I are 
as to what we would have to pay 
for a radio or a refrigerator. This 
difference of 50c or $1.00 doesn’t 
smack him down the way it would 
smack us down; I think in that 
psychology, in the psychology of 
the fact that it is only natural 
for you and me to feel that the 
customer looks upon a portable 
as we look upon it, in the fact that 
we are inclined to pre-judge the 
customer, lies our natural stress 
upon this matter of price. 

Possibly we are inclined to form 
pre-conceived ideas about the cus- 
tomer. Possibly you are inclined 
to make up his mind for him... 
to jump at conclusions... to take 
this guess of his on price as a 
definite conviction on his part. 
rather than the guess which it 
actually is. 

There is a _ very interesting 
article in the June issue of “The 
Office,” which points out, among 
other things, that a 6% price 
cut on a $50.00 article cuts your 
profit 16°37, and requires a 20° 
increase in sales to offset the loss 
on the price cut. Or, cutting price 
$10.00 makes a 551!2° profit cut 
and requires increase in sales of 
128°% to offset that loss. 

These figures give you an in- 
sight into the futility of any en- 
deavor to increase sales by cut- 
ting prices, and this futility is 
emphasized when it’s recognized 
that there’s no need to cut these 
prices. 


Royal’s Policy 


It has always been Royal’s 
policy that what is best for the 
consumer is best for the dealer. 
and what is best for the dealer is 
best for the manufacturer. That’s 
why we have always held to a 
policy of exclusive dealer distri- 
bution for our portable line. 
That’s why all our advertising is 
geared to say—‘“Go into the dealer 
store. Or, send in this coupon 
and we'll pass this coupon on to 
your local dealer.” And, that’s 
why we have never put out our 
own salesmen, or put portable 
quotas on branch salesmen, or at- 
tempt to sell direct-by-mail. 

This same idea applies as 
strongly to you as it does to us. 
What’s best for the consumer is 
best for you. 

Estimates today are that six out 
of ten consumers are purchasing 
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portabies either by or for stu- 
dents. The seventh is probably a 
traveling salesman. The eighth 
may be a teacher. The ninth a 
club woman. The tenth a busi- 
ness man. 


Telling Arguments 


These people will not buy port- 
able typewriters because they can 
get them for 50c or $1.00 off. They 
will buy them because and when 
you point out to them that this 
portable means higher marks in 
school ... or hours saved in doing 
homework .. . or successful busi- 
ness careers ahead. These are 
today’s telling sales arguments, 
and these arguments will bring in 
more business in one week if you 
put a real merchandising job be- 
hind them, than all your price- 
cutting arguments will bring you 
in a month. You may say—sup- 
pose these people can’t afford 
portables .. . suppose they can’t 
pay for them—how am I going to 
sell them if I don’t cut prices? 
Well, the simplest answer to that, 
gentlemen, is that any price cut- 
ting you can afford to make won't 
bring that machine within the 
range of their pocketbook. And, 
the simple soiution is—if that 
question bothers you—to go to in- 
stalment sales. I understand 
there’s a lot of arguments pro and 
con on instalment selling. But, 
personally, I'm not going to get 
into it—except to say this... 
that instalment selling in itself 
will never sell a portable type- 
writer. And any manufacturer 
that bases his entire advertising 
campaign and merchandising 
campaign on the ultimate goal of 
instalment selling itself, is hurt- 
ing you far more than he’s help- 
ing you. Use instalments, if you 
must. But if you do, use them 
only as a means to making it pos- 
sible for margin line customers to 
pay for that portable after you’ve 
sold them on the idea that they 
need a portable, and that you 
have the portable they need. 

Very pertinent to this entire 
question of price-cutting, gentle- 
men, is the place that this Na- 
tional Association fits in the pic- 
ture. Let’s be very frank about 
this. I think that Royal's atti- 
tude on dealer support is suffi- 
ciently well-known so that our 
motives will not be misconstrued 
when I ask what is this National 
Association doing about this prob- 
lem? You, gentlemen, are the 
leaders in the typewriter and office 
machine dealer field. The prob- 
lem of price-cutting is your prob- 
lem. It is not the problem of the 
manufacturers. What is your 
Association doing about it? Are 
your local meetings covering the 
proper subjects, bringing up for 
discussion and frankly handling 
the problems that are facing you 
today? Are you on the level with 
your neighbor—or behind the 
scenes are you fostering price 
cutting? There, gentlemen, is 
plain talk, but in the final analysis 
this is your problem concerning 
your own interests and not the 
manufacturers’. 

There’s my message, gentlemen! 
Forget this idea of price-cutting 
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as a means to greater volume. It 
will never get it for you. Only 
one thing will. And that thing is 
the adaptation of modern mer- 
chandising methods to a modern 
market. And the nucleus of those 
modern merchandising methods is 


recognizing that people are buy- 
ing portable typewriters for dif- 
ferent reasons than they bought 
them ten years ago, and recog- 
nizing that they do not know 
themselves what price they will 
have to pay for a portable type- 
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writer and, accordingly selling 
them so strongly on these new 
reasons why they need a portable 
that, in their desire and their 
haste to get it, they will go and 
forget all about this question of 
price. 


Merchandising Adding Machines 


WILL start off by telling you a 

little story. A man went out to 
make a demonstration of a type- 
writer to his school-board, and 
after he got through with his talk, 
one of the members came up to 
him and said, “Well, I think we 
are going to give you the order. 
There is one thing I like about 
your talk. You told the truth. 
You said you did not know how 
to make a speech, and that is 
right.” So he got the order. 

I do not know that I will be able 
to tell you much on how to sell 
an adding machine, because that 
is rather a simple proposition, but 
I would like to say something 
about the value of an adding ma- 
chine, which I think should lead 
to sales. 

I think I can do that rather 
dramatically when I read you 
these figures. The net income of 
a certain manufacturer the first 
quarter of 1936 amounted to $828,- 
661.00 as compared to $719,043.00 
in the same period of 1935. An- 
other company showed a net prof- 
it of $341,750.00 as compared to 
$196,775.00 in the same period of 
1935. Another $829,755 compared 
to $400,829 in 1935. Another $519.,- 
671 compared to $432,715.00 in 1935. 
In February 3029 adding and cal- 
culating machines were shipped 
from the United States with a to- 
tal value of $366,630.00, compared 
to 2329 units valued at $275,559 in 
the same month of 1935. This 
compares with $270,064 worth of 
portable typewriters and $619,657 
worth of standard typewriters in 
1935. In other words there were 
$366,000 worth of adding and cal- 
culating machines as compared to 
$275,000 worth of portable type- 
writers. 

Now, I only give those figures 
to give you a little thrill, I guess. 
I think that is one of the finest 
purposes of figures. Everybody 
wants to know how much more 
business he did today than yester- 
day, and how much more he made 
this year than last. There is only 
one way you can arrive at those 
figures, and that is take a pencil 
and paper or take an adding ma- 
chine and add it up that way. All 
these figures I have quoted have 
been obtained through the use of 
adding machines and calculators. 

I bring this point up because I 
personally am a great believer in 
office machine dealers handling 
the entire line of office machines, 
if possible. I would like to picture 
it this way. I do not think you 
build a typewriter just building the 
letters from A to Z. You would 
hardly leave the numerals off. You 
cannot make a report of the finan- 
cial condition of any operations 
without the figures. 

The typewriter and the duplica- 
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tor are the machines that are used 
for all work. Typewriters of 
course are fundamental, and so 
are the duplicators, of course, for 
making a number of copies. The 
adding machine and the calculat- 
ing machine are the machines that 
take care of the numeral work. If 
these articles are so closely con- 
nected in the operation of any 
business, is there any reason why 
they should not be connected in 
their sales? 

I want to say a word about what 
the particular company that I 
represent has been doing in con- 
nection with teaching just exactly 
the points that I am trying to bring 
out—not only our company, but 
quite a few other companies. It 
develops that in many towns all 
over the country there are quite a 
number of merchants, if you care 
to call them that, or salesmen, 
who are seeing the light of the of- 
fice equipment business in the 
manner that I am trying to de- 
scribe. They are not typewriter 
dealers. They sell typewriters, lots 
of them, but as a whole the type 
of business that I am trying to de- 
scribe generally handles a type- 
writer or an adding machine or 
calculating machine on an exclu- 
sive basis. In other words, they 
in that town represent a certain 
typewriter; they represent a cer- 
tain adding machine, or certain 
calculating machine. Now the re- 
sult of that type of selling is to 
build up, in my opinion, this busi- 
ness which is the thing we are in- 
terested in. Not only build up the 
business, but make business which 
is more interesting. Where you 
have a dealer or two or three in 


a town with the exclusive agency 
of any article in this line, they 
eliminate the practices which have 
grown into the typewriter business. 
I mean the cut throat—cat and 
dog selling as you might call it. 
Take the service end of the busi- 
ness. Where a man has an exclu- 
sive agency for an article, he is in 
a position to demand a fair price 
for service work. 

Now there is competition of 
course in this type of selling. One 
man has one make of an article, 
but real salesmanship is devel- 
oped, not price yon > I do not 
mean that these same dealers need 
to dispense with selling second 
hand machines, but here is the 
benefit of this type of selling. 

First of all, the man is complete- 
ly protected on any efforts of his 
he might put in. Second, in our 
case and in others, the merchant 
comes to be expert in the servic- 
ing of these machines, that is, of- 
fice equipment. He is not left just 
to do a screw-driver-and-fiddle- 
around-business with the thing, 
and fix it the best he can, but he 
becomes an expert service man on 
each one of those particular ma- 
chines. He is also helped by the 
assistance of District Managers, 
such as myself, who are becoming 
a lot more frequent than they 
were, and are paying visits to 
these merchants every thirty to 
= days. 

These merchants, if they are 
honest, are not compelled to in- 
vest a lot of money in their busi- 
ness. They are supplied machines 
on a consignment basis. They 
have no object therefore in going 
out and buying something and 
selling it for just a dollar or two 
more than they bought it for in 
order to get their money back out. 
They are also assisted with very 
good advertising, which is planned 
as a whole. 

Now the best evidence of the 
trend in this direction I have in- 
dicated is this. I am a little new 
on this job. I have just been out 
and about covered thirteen states 
once, but here are some of the 
names of business houses that I 
have noticed: Office Equipment 
Company; Business Machines 
Sales Company; General Office 
Machines Company; The Office 
Shop; Business Equipment, Inc. 
Some of them have opened up sur- 
prisingly and others have already 
seen the light as I am trying to 
show it. 

One dealer employing this 
method is one of the most success- 
ful, I think, in the United States 
in a town of over 200,000. 

Now, my thought is that there 
seems to be a new t of selling 
being developed, that is, at least it 
is becoming apparent to me. If that 
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is the case, it seems to me that 
there are many dealers who are 
now selling just typewriters, and 
are known as typewriter dealers, 
who could be educated to sell add- 
ing machines, dictating machines, 
duplicating machines, and calcu- 
lating machines, and of course 
that is the job that I have. Of 
course, it is a job that is an ex- 
pense to the manufacturers who 
are making this type of equip- 


ment, but it is a job they are try- 
ing to form. 

Now, adding machines, which 
of course are the thing I am nat- 
urally interested in, are, as I said 
before, not difficult to sell. In 
other words, if we find that a man 
who is selling typewriters has a 
certain clientele that have confi- 
dence in him, they will allow him 
to sell adding machines and cal- 
culating machines as well as type- 
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writers and other office machines. 
We used to call this the Type- 
writer Dealers Association,—Na- 
tional Typewriter Dealers Associa- 
tion. I happened to be the sec- 
ond or third Secretary and Treas- 
urer. The name was changed to 
the National Typewriter and Office 
Machine Dealers Association. Per- 
sonally, I would like to see it 
changed to the National Office 
Machine Dealers Association. 


The Value of N. T. O. M. D. A. Conventions 


T would be altogether out of 

order for me to say more than 
just a few words. I have attended 
a few of your conventions, not all 
of them, but at each one I have 
learned something from your de- 
liberations, from your gatherings, 
from the aay you have de- 
veloped. I can think back a few 
years to one particular meet- 
ing where your chairman, at that 
time, made one very pertinent ob- 
servation and I put that down at 
the time as the most valuable 
thing that I had ever heard at one 
of your Conventions. I think I 
can still say that to me it seems 
yet to be the most valuable. And 
it amounted in substance to this: 

You gentlemen come to these 
gatherings. First of all you are 
members; you come here to be 
helped and to help others, and you 
go through these various meas- 
ures and considerations that you 
hope will develop a better set of 
conditions in the typewriter in- 
dustry, and you greet each other 
after a fashion. Maybe we are 
sincere in it, maybe we are genu- 


HE program says my subject 

is selling portable typewriters. 
That is a big subject, and I had 
some hesitation on talking to you 
people on as big a subject as that. 
It might be said it covers a multi- 
tude of sins. There are people in 
the street who think it does. I 
would not dare to get up here and 
admit any sins myself, but I do 
want to emphasize a point of view 
in selling portable | pape that 
has been neglected by a good many 
dealers. First, with regard to 
competition. 

There is a lot of talk about 
competition, and I do not think 
we all mean the same. Some of 
us in our company feel that the 
development of the portable busi- 
ness has been some way handi- 
capped by confusion of thought. 
I am speaking of my own com- 
pany. I began by not accusing 
any other company or dealer, but 
we think there has been in the 
years past some confusion in our 
own thoughts about competition 
with portable typewriters as in 
comparison with adding machines. 
We know all of us that the type- 
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ine and maybe we feel all we pro- 
fess here, and then when we get 
back home and the old competi- 
tive grind starts all over again, 


Selling Portable Typewriters 


@ By M. S. Stevenson, Sales 
Manager, Portable Division, 
Remington Rand, Inc. 


writer is a necessity. The office 
typewriter does not have to com- 
pete with other articles in the of- 
fice. Every business man knows 
he has to have a typewriter, or as 
many as are necessary to operate 
his business. That is an estab- 
lished fact, and has been for many 
years. 

In the portable market, that is 
not true. Competition in the of- 
fice machine is between the sev- 
eral makes, new and rebuilt ma- 
chines, but in the portable ma- 
chines, it is wholly a different 
problem. The program is not be- 
tween typewriter people, the deal- 
ers, but between the portable type- 
writer, which is desired by the av- 
erage family, and other items 
which are competing for the con- 
sumer’s dollar. That means what 
we have really struck is not com- 
~_~ between typewriter men, 

ut that competition. For that 


and we begin to think that—well, 
I have to look after myself and 
you may be inclined to forget 
some of the altruism, some of the 
cooperative competition that you 
learned here, and thus to an ex- 
tent nullify some of the good that 
your convention could and should 
otherwise do. 

But five or six years ago ata 
meeting of this body Mr. Ward 
did say to you, when you met 
your competitor in the conven- 
tion or anywhere else, greet him. 
Smile genuinely to him, be decent 
with him and almost every time 
he will be that way with you. In 
that spirit you will carry back 
with you to your work in various 
home cities some good, some 
practical good that has come to 
you from your fellowship and 
friendships here. I greet you and 
wish you still greater success in 
this association. There are still 
greater possibilities for it. If I 
had time I would like to talk to 
you about it, but we will let it go 
with the repetition of my greet- 
ings to you and my well wishes. 


reason we do sincerely believe 
that whenever any portable ad- 
vertisement appears it helps our 
business greatly. We literally 
cheer when we see, for instance, 
the Corona ad recently run, 
“Can you typewrite, my _ chil- 
dren?” We felt it sold a lot 
of typewriters for us. We feel 
when we advertise in the air or 
in the papers we sell a lot of 
typewriters, not only for us but 
for all the portable manufactur- 
ers. We have taken letters and 
checked them, and we know in 
those cases how many resulted in 
the sales of our typewriters and 
how many resulted in the sale of 
others. 

We are not upset about that be- 
cause we know we benefit from 
the other fellow’s advertising. 
The only point I am making is 
that the competition is for the 
consumer’s dollar, and we as yet 
have not done a job in that re- 
spect. 

The portable field is established, 
even more than it was years ago, 
but we are still, we think, failing 
to do the job we would like to do 
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with the development of that 
market. 

I have been amazed at this Con- 
vention to have dealers speak 
rather discouragingly of that 
portable sales volume. We all 
know that portable sales have 
grown tremendously. I do not 
know of any article in this coun- 
try, the sales of which have in- 
creased so much in relation to 
those of past years. We think 
that a lot of the failure on the part 
of some dealers to share in those 
sales is their failure to take full 
advantage of deferred payments. 

I realize that what I am about 
to say about easy terms will be 
considered heresy or worse in 
many quarters. The plain fact is, 
however, and it has been proven 
by many concerns on a host of 
other articles that buyers on terms 
do not concern themselves espe- 
cially with the total cost of what 
they buy. They do not ask for 
cut prices. There is often but lit- 
tle relation between the cash price 
at which an article is sold and the 
price at which that same article 
is sold on deferred payments. 
Concerns featuring easy terms 
very often spend hundreds of 
thousands of dollars advertising 
merchandise without ever men- 
tioning the price of an article in 
their advertising. It is a proved 
fact that, within reason, the aver- 
age instalment purchaser is pri- 
marily interested in how much he 
has to pay a month—not in how 
much the total comes to at the 
end of the contract. In every city 
in the United States today you will 
find dozens of articles being sold 
at list prices by instalment houses 
at the same time that cash stores 
are cutting prices on the very 
same items. The instalment pur- 
chaser understands and appreci- 
ates the reason why he must pay 
a premium for buying on an ex- 
tended contract. Moreover, he 
just hasn’t the cash and can’t pay 
the cash price, even if it is below 
the time price. 

My company has given a lot of 
thought to this problem and has 
long advertised Remington Porta- 
bles on terms as low as ten cents 
a day—or $3 a month. Frankly, 
a number of dealers have been 
critical about our policy, even 
though we have offered to carry 
their deferred payment paper for 
them. I think that there have 
been some good reasons why deal- 
ers have been unwilling to turn 
their deferred payment contracts 
over to us, and I am now working 
on a plan to improve that situa- 
tion. But I am also convinced 
that along with the good reasons 
there have also been some very 
bad reasons. A lot of dealers have 
simply not taken the trouble to 
develop their sale of typewriters 
on deferred payments. Some deal- 
ers make the mistake of meeting 


cash prices even where they give 
deferred payment terms. A good 
many dealers feel they do not have 
sufficient capital or other facilities 
to handle their own paper and yet 
are unwilling to turn it over to 
the manufacturers or to anyone 
else because of vague fears of 
losing contact with their custom- 
ers. Isn’t it true that the worst 
possible contact with a customer 
is to keep asking him for money? 
They should be glad to have some- 
one else do this work for them. 
These are what I consider bad 
reasons for limiting the amount 
of deferred payment business you 
put on your books. 

I am no authority on the his- 
tory of deferred payment selling 
nor the handling of deferred pay- 
ment accounts. However, I tnink 
that if we will look around us we 
will find that in a number of in- 
dustries, such as the automobile 
industry many dealers were handi- 
capped by insufficient capital until 
a plan was worked out to enable 
them to dispose of their deferred 
payment contracts at a reason- 
able price. The same evolution is 
going to be necessary in the type- 
writer industry. In response to a 
recent letter from me, a good 
sized dealer recently wrote me 
that he believed our taking over 
of deferred payment contracts 
from dealers represented an un- 
warranted assistance to the “fly- 
by-night” dealer. I do not think 
this is so. I believe on the con- 
trary that the practice tends to 
improve the retail prices actually 
obtained for typewriters, so that 
all can make a fair profit. 

I am amazed at how often some 
of the old-time dealers in this in- 
dustry complain about their poor 
sale of typewriters when sales of 
all manufacturers are sky-rocket- 
ing. Certainly all of us know that 
the market for portable typewrit- 
ers is growing by or and bounds. 
Why not grow with it? Selling on 
easy terms and turning in the con- 
tracts to the manufacturer is part 
of the answer. 

But selling portables on easy 
terms has another great advan- 
tage in addition to increasing 
sales and profit per sale. It is 
always a constant amazement to 
me to observe how much dealer 
business is concentrated on $49.50 
models. The old well established 
typewriter dealers have for the 
most part never sold many junior 
models. They know enough about 
typewriters to be able to trade 
their customers up to a complete 
typewriter. But many of them 
stop right there. They don’t go 
on and sell typewriters at $62.50, 
$67.50, $72.00 and $79.50 in any- 
thing like the volume possible. 
Yet there is less price competition 
in these higher priced models than 
in the $49.50 field. Is not a 
large part of the answer the fail- 
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ure to sell on terms, due partly to 
reluctance to turn over the paper 
to the manufacturers? 

We have conducted some very 
definite tests along this line with 
our own sales ple in several 
cities. Right in New York, for in- 
stance, where there is certainly 
more price cutting than anywhere 
else in the country, we have a 
good-sized, successful and profita- 
ble operation which sells at retail 
and without ever cutting a price 
as many noiseless portables as 
they sell of our $49.50 models. 
And they also sell plenty of models 
7, 8, and 9 at $72.00 and $79.50. 
The sales of these higher priced 
models pay liberal commissions. 

We are proving every day that 
these higher priced sales can be 
made at list and can total in 
number greater than the sale of 
both $37.50 and $49.50 models 
combined. Surely typewriter deal- 
ers are sufficiently able to get this 
business for themselves and to re- 
alize the profit it offers. 

In sum, I propose that we 
should: 

1. Meet the fierce competition 
that is — waged for the con- 
sumer’s dollar by advertising 
more and more with emphasis on 
easy terms in order to lessen 
price cutting. 

2. That we should follow the 
lead of other successful industries 
by taking full advantage of the 
opportunity to turn over contracts 
to the manufacturers. 

3. That we should use easy 
terms not only as a means of sell- 
ing more typewriters, but also 
higher priced models. 

I realize fully that there is noth- 
ing new in what I have said. In 
fact, had all of my comments 
been new, I should be afraid that 
they might not be true. But even 
though I have said nothing new, 
it would truly be a new develop- 
ment for some dealers to offer 
terms of 10c a day, turn in the 
contracts to the manufacturer and 
to realize these profits afforded by 
such sales. 

Speaking for my company, may 
I say that we regard easy terms 
as of great importance, and are 
determined to codperate with 
dealers for the maximum develop- 
ment of their business. 

Our plans are laid on the basis 
of a growth more rapid than has 
yet been seen. Our own intensive 
experience with terms of 10c a day 
dates back only about three years, 
but it has convinced us of the 
great importance of easy terms. 

Now that really is the essence 
of what I have to say. I do feel 
in some way that we ought to look 
at the portable market and port- 
able competition as being a prob- 
lem of competition for the con- 
sumer’s dollar, and we ought to 
think about ways of widening that 
market. We ought to advertise 
aggressively for that market. 


Here endeth the detailed report of the-Eleventh Annual 
Convention of the National Typewriter & Office 


Machine Dealers Association, held in 


Kansas City, Mo., June 15, 16 
and 17, 1936 
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G-F EQUIPS FIREMAN’S FUND COMPANY 
CHICAGO OFFICES 

The General Fireproofing Company recently made 
a major installation of office furniture when it com- 
pletely equipped the new Chicago offices of the Fire- 
man’s Fund Insurance Company at a total cost of 
$30,000. 

The installation was made under the direction of 
S. M. Buck and W. W. Wadell, western manager and 
general agent of the insurance company respectively, 
in the Insurance Exchange building where the Fire- 
man’s Fund Company has taken modern, air-condi- 
tioned quarters after occupying a suite in a former 
location for eighteen years. 

Steel desks and tables, G-F aluminum chairs for 
every employe, steel map cases and more than 1000 
drawers of G-F super-filers comprised the major part 
of the big installation. 

According to Mr. Buck and Mr. Wadell, one of the 
principal advantages of the installation noted was a 
considerable saving of space. Although the new loca- 
tion has a floor area of 1800 square feet, considerably 
less is required due to the compactness of the G-F 
super-filers and Allsteel four-legged desks. 

The new quarters were opened April 1 with a recep- 
tion for insurance men of the central west district. 
Since that time Mr. Buck has shown the offices to 
office managers and engineers. 

“This installation is an exemplification of what may 
be done toward saving space and to develop the maxi- 
mum efficiency of clerical and executive help through 
proper appointments,” Mr. Buck declared. 


Ovo Scenes AND Op Serrincs Yrecp to New 


Old offices and furniture before modernization took 


place. 
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SHIPMAN-WARD SELLS BURGESS PAD 

The Shipman-Ward Manufacturing Company, 4401 
Ravenswood Avenue, Chicago, has been appointed dis- 
tributor of the Burgess acoustic typewriter pad, suit- 
able for all makes of typewriters and adding machines. 

The pad is covered by basic patents held by C. F. 
Burgess Laboratories, Inc. It embodies the principles 
employed in the production of Sanacoustic tile and 
Perfatile—covered by the same patents—used in the 
construction of sound-proof telephone booths, of radio 
studios, offices, airplane cabins—in short, wherever the 
nuisance of sound must be overcome. 

The Burgess acoustic typewriter pad has a metal 
top, perforated with sound-reducing holes. It is used 
on a specially designed pad of felt. Sponge rubber 
desk grips are provided. 

Dealers can secure information as to substantial dis- 
counts by writing the Shipman-Ward Manufacturing 
Company. 

— al 
ALLEN-WALES OPENS FACTORY BRANCH 


On June 1 the Allen-Wales Adding Machine Corpo- 
ration opened a main factory branch for sales and 
service at 76 Varick street, New York, N. Y. 

At the same time it was announced that the Demar- 
est Sales Company, Inc., formerly distributor for Allen- 
Wales in New York City, has retired from the adding 
machine field and E. J. Demarest has been appointed 
manager of the Allen-Wales New York branch. 

After the two important events were completed W. J. 
Pickering, president of the company, sailed aboard the 
Queen Mary on June 5 for an extended business trip 
through Europe. 





FrremMen’s Funp Insurance Company's CHicaco Orrices 


New offices with complete installation of up-to-date 


equipment by General Fireproofing Company. 
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Above—-L EF Portable Divisions That Are 

Motorized—-a delivery truck in Columbus, 

O., and a float with a loudspeaker in 

Texas, used in El Paso’s “Million Dollar 
Shopping Day.” 


At left—Harrison’s, 1317 Market Street, 





. : ~~ - ~ 
we -2-th-tel i ~ Philadelphia, displays Autopoint and 
5 the “Big Six” easel in a colorful window 
presentation. 


Kendrick-Bellamy Company of Denver, Colo. Ar- 
ranged a Higgins Ink Window for the meeting of 
the Rocky Mountain Regional Section of the Na- 
tional Stationers Association. Drawings in Higgins 


Ink by Dr. Bertha DeWolfe. 
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SHANER & KNAUER CELEBRATE HALF-CENTURY 

Fifty years ago two young men in Atlantic City 
opened a small and modest job printing store. It was 
with mingled feelings—the enthusiasm of youth and 
the quite natural wonder as to the future—that they 
laid in their not too plentiful stock and waited for 
their first customer. 

The young men were Joseph L. Shaner and Arthur 
Knauer. The year 1886. Some time prior to that date 
Mr. Shaner, with Ellsworth Bard, had purchased a job 
printing business from the estate of William Holdzkom. 
Incidentally it was during this phase of the business 
that they published the first Atlantic City directory. 

In 1886 Mr. Bard wanted to sell out and travel to 
California and Mr. Knauer, who had returned to At- 
lantic City after working in the government printing 
office at Washington, accepted the offer and thus began 
the partnership of Shaner & Knauer which was re- 
cently celebrated by the firm with both of the partners 
taking an active and joyful part in the ceremony. 








Joseph L. Shaner Arthur Knauer 


Whatever forebodings the young men may have had 
were quickly dispelled, for the business prospered from 
the first. There were a few setbacks; some lean years; 
but the partners carried on and, on one occasion, 
they refused to discontinue business when the build- 
ing in which their plant was housed was ordered moved 
a considerable distance to make way for a new struc- 
ture. 

Both partners recall with amusement how they Kept 
the presses running by forcing the electric linemen to 
shift the connections constantly until the building was 
set down on its new foundations. 

In 1899 the firm moved into a three-story brick build- 
ing, which is the present home of the company. At 
that time they added a line of business and office 
stationery. Occupying at first only the first floor the 
partners subsequently leased the upper stories as the 
business expanded to include a complete line of office 
furniture and steel filing equipment. 

Today both partners are still active in the manage- 
ment of the flourishing business and both have sons 
working in the establishment. Frank L. Shaner is in 
charge of the office furniture and steel filing equip- 
ment department and Carroll H. Knauer is an assistant 
to his father in the printing department. 

The celebration of this partnership which has en- 
dured for half a century was held on June 6. For 
days the establishment in the Guarantee Trust build- 
ing annex swarmed with visitors and well-wishers, fel- 
low merchants and representatives of many of the 
largest companies in the office equipment industry. 

Indicative of the respect in which the two pioneers 
are held by local merchants was a number of advertise- 
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ments which appeared in the Atlantic City Press bear- 
ing the sincere congratulations of a score of other 
business firms in Atlantic City on the remarkable record 
of enterprise and initiative made by the two men. 

As part of the celebration several companies with 
which Shaner & Knauer has done business for five 
long decades utilized an entire page of the same news- 
paper to advertise their lines which the fifty-year-old 
company represents at the seaboard resort. 

These included The General Fireproofing Company, 
Ace Fastener Corporation, A. Hartung & Company, 
Globe-Wernicke Co., W. H. Gunlocke Chair Company, 
C. Howard Hunt Pen Company, L. E. Waterman Com- 
pany, Joseph Dixon Crucible Company, Eberhard Faber 
Pencil Company, Boorum & Pease Company, Thomas 
A. Edison, Inc., Neenah Paper Company, E. F. Hauser- 
man Company, Diebold Safe & Lock Company, Alma 
Desk Company, Berger Manufacturing Company, Na- 
tional Blank Book Company and the Parker Pen 
Company. 

To these Office Appliances adds its sincere congratu- 
lations to the two men in the establishment of what 
is probably a record-breaking partnership. It is to be 
hoped that were such things possible, this journal 
might again offer its felicitations when another half 
century has rolled by. 


> 
RUSSELL NEW PRESIDENT OF ROTARY 


Horace M. Russell, head of the Russell Printing Com- 
pany, Amarillo, Texas, was honored by local business 
men recently when he was elected president of the 
Amarillo Rotary Club. 

In referring to the election, Wheels, the official Ro- 
tary publication in Amarillo, said: 

“Our new president, as you all know, is Horace Rus- 
sell. We made an honest attempt to get a statement 
from him for this issue, but the fact that he has been 
out of town made that impossible. So we recommend 
to next week’s editor that said statement be obtained 
and duly put into imperishable type.” 

Mr. Russell attended the International Rotary con- 
vention in Atlantic City on June 22 to 26 after which 
he spent a week touring through Indiana, the former 
home of his parents. 

Although not having the full benefits of the Hoosier 
birthright Mr. Russell has the blessing of the Hoosier 
entail which, in combination with the beneficiencies 
conferred by birth under the Lone Star, may account 
in part for his successful career in the field. Some 
Texans insist that the Lone Star birthright is all em- 
bracing. It may be so. 


> 
UEF NOW UNDER ONE ROOF IN NEW YORK 


With the moving of its city sales and service de- 
partments to the new general office location at 1 Park 
avenue, the entire organization of the Underwood 
Elliott Fisher Company in Manhattan is now housed 
under one roof. 

The move completes the consolidation of all UEF 
offices, some of which were formerly located at 342 
Madison avenue while the city sales and service de- 
partments were at 63 Vesey street. 

In addition to the street floor and other space on 
lower floors of the building the Underwood Elliott 
Fisher Company also occupies the entire twelfth floor 
where the executive and general offices are located, 
and part of the eleventh floor. 

A complete description of the new quarters at 1 Park 
avenue, together with a page of pictures, was pre- 
sented in the May issue of Office Appliances. 
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SomME OF THE Exnuisits At THE Rockrorp Business SHOW 
(Reported in the June Issue on Page 52) 


(1) Mid-City Stationers, Ine. 

(2) Rockford Printing and Supply Company. 

(3) Royal Typewriter Company. 

(4) Registration booth maintained on the Rockford 
Chapter of the National Association of Cost Accountants, 
sponsors of the show. 

(5) Miller-Bryant-Pierce Company. 

(6) Dickinson Secretarial School exhibiting Woodstock 
typewriters. 

(7) MeFarland Office Equipment Company. 

(8) Rockford Typewriter Service Company. 

(9) Remington Rand, Inc., typewriter and accounting 
machine divisions. 

(10) Remington 
records divisions. 


Rand, Ine., visible 


furniture and 


In addition to those pictured above, displays were shown 
by the following: Burroughs Adding Machine Company, 
International Business Machines Corporation, Felt & Tar- 
rant Manufacturing Company, Stromberg Electric Com- 
pany and WROK radio station. 

According to A. A. Thorsell of Mid-City Stationers, 
Inc., and chairman of the publicity committee, the show 
drew visitors from trade centers within forty or fifty 
miles of Rockford. Of the 3500 who were present during 
the four days the show was in process, May 25, 26, 27 and 
28, 1100 were registered as buyers. 

The show was widely advertised in newspapers and by 
direct mail. Announcements were made at meetings of 
business service organizations. The publicity campaign 
was relatively inexpensive and highly effective. 
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The Combined Length of Service of These Four Ladies Is 164 Years.—All this totaled time they have spent in the 

service of the Globe-Wernicke Co., and have thereby set a record for women in industry. Their names and length 

of service follow: L to R: Rose McCormick, 41 years; Matilda Murray, 35 years; Kate Landman, 37 years; Ger- 

trude Kent, 51 years. Miss Murray is cashier in the general offices while the others are employed in the paper 
goods division. 





Each of These Eighteen Employees of the Globe-Wernicke Co., Has Worked for This Company for From Thirty-five 

to Fifty-one Years.—Their combined service averages forty years for each member of the group. Their names and 

vears of service are: Lto R, front row: Bernard Jacobs, 38; Matilda Murray, 35; Rose McCormick, 41; George 

Pohlman, 51; Getrude Kent, 51: Kate Landman, 37; Louis Pohlman, 43; Theodore Temaat, 39. Rear Row: Fd- 

ward Jacobs, 39; Thomas Hearn, 43; Jacob Schaller, 41; George Vosmer, 37; Jacob Grieshaber, 36; Frank Lem- 
mel, 35: Edward Arend, 38: Elmer Salt. 39: Fred Duerstock. 38, and Harry Liebel, 37. 


G-W HONORS VETERAN EMPLOYES 


Executives, sales representatives, and other members 
of The Globe-Wernicke Co., gathered for an annual 
meeting at the company’s general offices and factory at 
Cincinnati, O., June 1, 2, and 3. Field representatives 
from all over the country, and managers of wholesale 
branches in New York, Chicago, and Washington were 
present. 

In charge of the meeting was H. C. Anderson, general 
sales manager, J. S. Sprott, president, D. B. Morrow, 
secretary and treasurer, F. A. Schultz, vice president in 
charge of production, and other executives spoke. 
Achievements in improving products, plant, and equip- 
ment during the past year elicited much enthusiasm. 

Eighteen veteran factory and office employes were 
honored at a special dinner. They represented service 
for periods of from thirty-five to fifty-one years. Miss 
Gertrude Kent and George Pohlman, with records of 
over half a century in the organization, were presented 
engraved gold watches by President Sprott. 

In 1885 when these two employes started their ca- 
reers, the firm was known as the Globe Files Company. 
It occupied small rented quarters in a down-town fac- 
tory building. Today The Globe-Wernicke Co.,isamong These Two Set a Record of Distinction by Their Half-Century 


the largest producers of office equipment and supplies ‘Service Marks.—L to R: President J. S. Sprott, who presented 
the two record holders with gold watches at a testimonial dinner 


in the world. It has a factory with over twenty-six ; . 
: ‘ given these veterans, and the record-holders themselves, Miss 
acres of floor space, and dealers in practically every Gertrude Kent and George Pohlman. 
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The Eighteen Young Old-Timers Were Honored by the Globe-Wernicke Co., for Holding Service Ranging From 


Thirty-five to Fifty-one Years. 


by President J. S. Sprott, salesmen and factory representatives. 


Come to pay homage to these veterans of service are company executives, headed 


The party was held in Cincinnati on June 1. 





Here Are the General Offices and Factory of the Globe-Wernicke Co., Today. 


-This huge plant represents the head- 


quarters of one of the largest manufacturers of office equipment and supplies in the country. ' 
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Another Old-Timer.—This picture was made fifty-one years ago 
when the Globe-Wernicke Co., was the Globe Files Co., and oc- 
cupied a small space in this building then owned by Thomas 
Kelsall. The products at that time were a few items for the sta- 
tionery trade. Today the plant shown above in another picture 
manufactures more than 4,000 items for offices, including steel 
and wood office furniture and hundreds of stationery items. 


city and town in the United States, as well as in many 
foreign countries. 

Mr. Sprott spoke in part as follows: 

“If workers in every enterprise of sound character 
throughout the United States had rendered service 
comparable to that of this group of eighteen persons, I 
do not hesitate to say to you that many of the prob- 
lems faced by the American people would have been 
eliminated long ago. 

“If every member of our political divisions, social and 
commercial organizations had rendered a like service, 
can you imagine a bank failing, a factory closing its 
doors, or the various divisions of our government with 
such debts as they now have? Failure has never been 
associated with loyalty and faithful service, and it is 
just as far away from them today as it has ever been.” 

A. S. Wright, veteran from New Jersey, recounted 
many of his experiences as a salesman during the last 
quarter of a century. The loyal support of the pro- 
duction workers was pledged to the sales force by M. 
Zakem, who presented gifts to several employes on 
behalf of their fellow-workers. 

A summer sales contest that may be justly described 
as unique has sent the sales representatives out into 
their fields with a new enthusiasm. Substantial cash 
prizes will be shared with veteran factory workers by 
the salesmen making the best records during June, 
July, and August. 
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UNIQUE DESK OF WOOD AND STEEL 


Gunn Furniture Company, Grand Rapids, Mich., has 
produced a new desk built of wood and steel, the Tres- 
tleWood. 

Combining these materials, the manufacturers point 
out, produces several advantages. Strength and rig- 
idity can be achieved, together with lightness and the 
character and beauty of real wood. Designed to be 
shipped unassembled—to be put together in half an 
hour with a screwdriver as the only tool—the new 
desk is made up of component parts, any of which can 
be replaced in case of damage in service. The pro- 
ducers state that replacement parts will be available 
from stock, and that their cost will often be less than 
the usual costs of repairing and finishing. 

Four spot-welded assemblies of steel, analogous to 
the sides of the pedestals of the ordinary desk, are 
fastened to the top with screws. Back and side panels 
of plywood fit into grooves in the top, and are locked 
in place by metal corner posts. These are the only 
metal parts visible in the assembled desk. The bottom 





TrestleWood Desk by Gunn 


New 


assembly is also grooved to receive the panels. Legs 
are screwed in. An all-steel lock governing all drawers 
at once is operated by a key in the center drawer. 

Knocked down, the desk comes in a carton only six 
inches deep, other dimensions depending upon the size 
of the desk top. The shipping weight is said to be 
about sixty-five pounds less than the weight of the 
usual crated desk. 

An Italian renaissance model in walnut is now in 
production. It will be finished with walnut burl or 
mahogany with crotch trim. Other models will soon 
be available; a full line is being planned. The manu- 
facturers state that the new desk is completely pro- 
tected by patent. 

a ™ 
ALLEN’S NEW PLUS ADDING CALCULATOR 

A new type of adding calculator equipped with all 
modern features and weighing only six pounds in its 
case has been placed on the market by the S. W. Allen 
Company, Orange, N. J. 

The new machine, which has been named the “Plus” 
is equipped with the new lightning keyboard, a special 
feature of the Allen Company manufacture. The slo- 











gan adopted for the Plus machine is, “Half as big 
twice as fast!” 

Enclosed in a dustproof Bakelite case the machine 
is of the following dimensions: eight and three-quarter 
inches wide, six inches deep and four inches high. It 
is equipped with forty-two keys arranged in five tiers 





Allen’s Plus Adding Calculator 


and laid out in alternate blocks of black and white for 
easy visibility. 

Featuring speed and accuracy the Plus is of simpli- 
fied precision construction with a balanced depression 
stroke which reduces error. This adding calculator 
adds up to 9,999,999.99. 

Further details of the new Plus may be obtained by 
writing to the Allen Company’s home offices. 

—__—<—__ — 
REMINGTON RAND’S ASTROLOGICAL KEYBOARD 

Something drastically new in the ever-widening scope 
of the typewriter is the astrological keyboard No. 3270 
which has recently been added to the catalogue of 
Remington Rand, Inc. The No. 3270 has increased to 


Astrological Typewriter Keyboard 


5000 the number of special keyboards available on Rem- 
ington typewriters. 

The new keyboard was created by Remington Rand 
typographical experts working in codperation with 
some of the foremost astrologers in the country. In ad- 
dition to the ordinary alphabet and numerals the key- 
board contains all the commonly used astrological sym- 
bols and may be operated without conflict by anyone 
accustomed to the standard keyboard. 

—-——~o - | 
STURGIS POSTURE CHAIRS FOR EXECUTIVES 

The Sturgis Posture Chair Company, Sturgis, Mich., 
has introduced two new chairs, to be sold at different 
prices, designed for junior executives. 

No. 295-DS is upholstered in genuine leather of sev- 
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eral colors, including enamels. Rubberized curled hair 
is used for the seat and back cushions which are re- 
spectively three and one-half and two and one-half 
inches deep. The arm construction is new in idea, and 
is said to be not only attractive in appearance but 
well-engineered for strength. 

Seat height can be varied from seventeen and one- 
half of twenty-one and one-half inches. The back 
can be adjusted for the comfort of any size individual 
in thirty seconds. No tools are required, and adjust- 
ments can be made permanent. 

The base of the chair is of one and one-fourth inch 
tubular steel, all joints welded to make a rigid struc- 
ture. The metal parts, enameled, are finished in a 
variety of colors. 

In chair No. 245-DS, less expensive materials are 





Sturgis Executive Posture Chair 


used for upholstery: either leather or artificial leather. 
Sturgis Posture Chairs are sold exclusively through 


dealers. 


INDEX FOR FRENCH PHONES 
Frank A. Weeks Manufacturing Company, 311 Broad- 
way, New York, has produced a new index of black 
enameled steel to slip on the stand of the French 
type telephone. The index has a cardboard cover 
stamped in silver, which can be supplied bearing ad- 
vertising matter. Pages are die-cut tabbed, of buff 





French Telephone Index 


cardboard. The index can be attached without tools. 
Refills and memo pads are available. Prices will be 
quoted, on inquiry, by the manufacturer. 
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BATES ALL-METAL DATE STAMP 
A new dating stamp, said to be completely automatic 
and all-metal, has been produced by the Bates Manu- 
facturing Company, 30 Vesey Street, New York. 





JAN 18 1935 


Bates All Metal 
Date Stamp 


Four levers in one side of the device make the neces- 
sary changes in type easy to achieve. The type itself is 
arranged to meet the date needs of each day for the 
next twenty-five years. 

The manufacturers state that they have a supply of 
advertising matter in red, white, and black ready to re- 


lease to dealers. 
=~ 


FIXED-BED TYPEWRITER DESK BY Y AND E 

A new typewriter desk offered by Yawman and Erbe 
Manufacturing Company, Rochester, N. Y., is built in 
six styles, each with a permanent recess for the ma- 
chine. The new design is for office workers who use 
typewriters constantly through the day—for example 





Yawman and Erbe’s New Fixed-Bed Typewriter Desk 


in transcribing departments—and gain little if any ad- 
vantage from drop-head desks. When the day’s work 
begins, the operator using one of the new desks has only 
to remove the usual Fabrikord cover. 

Two of the new style desks are available in stock. The 
other four can be supplied promptly to order. All are 
members of the regular “Y and E” No. 7800 Steel Desk 
line. They are finished in olive, mahogany, or walnut. 

————<>—____— 
RADIO “BELFONE” SYSTEM VERSATILE 

The Bell Sound Systems, Inc., 61-63 East Goodale 
street, Columbus, O., has announced the development 
of a new low-priced, intra-department communicating 
system, the new product to be called “Belfone.” In- 
corporating certain principles of radio, using an ampli- 
fier, microphone, and loudspeaker, it permits the trans- 
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mission of voice from one department to another. With 
a box, approximately the size of the smallest midget 
radio, placed on the desk or counter, one just flips a 
key and talks in a normal voice. Amplified and received 
by a combination of loudspeaker and microphone, the 
person at the other end distinctly hears and replies. 
A volume control and two different types of loud- 
speaker permit the voice received to be of any degree 
of loudness for the quick communication with a per- 
son stationed either at one point or various places in 
a department. More than one loud speaker can be 
used. Even though a person may be standing twenty- 
five or more feet from the receiver, his reply, in a nor- 
mal voice, will be picked up and transmitted. By a 
combination of two or more units a wide variation of 
systems can be accomplished. One station can talk to 
any one of a number of stations by means of a selector 
key. Also, with a multiple hookup, there can be a num- 
ber of simultaneous conversations. Floyd W. Bell is 
president of the company, and the new “Belfone” is 
now being offered through radio jobbing channels. 
Plans for advertising and sales organization setup are 
being made.—AK 
‘ ~— 
PORTABLE AIR CONDITIONER BY CARRIER 


An air conditioner is now available for sick rooms, 
offices, small shops or homes—a movable unit which 
can be put where it is most needed as circumstances 
vary, as it is self-contained. The maker is Carrier 
Engineering Corporation, Newark, N. J. It will be sold 
nationally through the company’s dealer organization. 

Somewhat larger than a three-drawer letter-file, it 
measures forty inches in height, thirty-six in width, 
and eighteen in depth. Utilizing an air-cooled con- 
denser, with a capacity of about three-quarters of a 
ton of refrigeration, it is encased in steel finished in 
dark walnut. 

The unit must be placed beneath a window. A duct 
connection brings in outside air for condensing pur- 
poses and for ventilation. It can be connected with 
any standard floor or baseboard electric outlet. A num- 
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Carrier Portable Air Conditioner 


ber of standard household voltages, including direct 
current, may be used. Cooled dehumidified air is cir- 
culated at the rate of 250 cfm by a centrifugal fan. 

The engineers of the company state that a single 
unit can serve from 1500 to 3000 cubic feet of space. 


OFFICE APPLIANCES 
Larger spaces can be conditioned by using multiple 
units. The cabinet may be equipped with casters so it 
can be moved from one place to another. 

Anticipating a large market for this type of equip- 
ment, the company plans an intensive sales promotion 
campaign through its dealers. The new self-contained 
portable summer air-conditioner marks one of the first 
steps of the company into the lower priced field of 
distribution. 

Misia 
GW ANNOUNCES NEW “ADVANCE” LINE 

Including a variety of styles and sizes to meet prac- 
tically every business need, a new and attractive line 
of Advance steel desks and tables has recently been an- 
nounced by The Globe-Wernicke Co., Cincinnati, O. 

Featured by light weight and sturdy steel construc- 
tion, the new items have been manufactured to com- 
bine beauty, efficiency and economy. H. C. Anderson, 





Top is double pedestal flat top 
Lower: Single pedestal typist desk. The pedestal 
at right contains box drawer and large storage or filing 
drawer. 


GW’s “Advance” Line. 


desk. 


general sales manager, in speaking of the Advance line 
said: 

“We are extremely proud of the new line because it 
represents a decided improvement in design, construc- 
tion and finish. Because of the many special features 
of these numbers they are particularly adapted to gen- 
eral commercial use.” 

The various pieces are finished in durable Duro-Velv 
finish while the tops are of tough, hard-tempered ma- 
terial which provides an excellent hard-writing surface. 

> 
NEW WIRE-O DIARY 

Boorum & Pease Company, 84 Hudson avenue, Brook- 
lyn, N. Y., manufacturer of blank books and looseleaf 
devices, has brought out a new Standard Weekly Re- 
minder, Wire-o bound (Standard Diary No. 706). The 
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cover is of substantial fabrikoid, levant-grain, with 
edges turned and rounded to prevent wear. Five and 
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Boorum & Pease’ New Wire-O Diary 


one-fourth inches wide and seven and one-eighth 
inches long, it contains handsome mottled waste leaves 
and pages printed from newly cast type of attractive 
design. Dealers can secure information about it by 
writing the company. 
iil 
DAVID KAHN, INC., SELLS PEN MARKER 


David Kahn, Inc., North Bergen, N. J., is distributing 
a machine for marking pens. It is said to possess a 





Pen-Marking Machine Engraves Letters on 
Fountain Pens 


unique feature in that its imprints can be proof-read 
as they are made. It has an automatic heating unit 
under thermostatic control. 

It is reported that the device was subjected to ex- 
haustive tests before the corporation placed it on the 
market. 

Simple of operation, and seldom in need of repair, 
it is said to be economical and suited to the needs of 
small or middle-sized commercial houses. It imprints 
individual names. 

—— 


CARTER “SELF-STARTING” MUCILAGE SPREADER 


Five improvements have been made by the Carter’s 
Ink Company, of Cambridge, Mass., in their mucilage 


61 


and dispenser, according to a report just received. 
Patent applications cover the new developments. 
First, the mucilage itself has been bettered. Said 
to adhere quickly and permanently, it is of an unusu- 
ally heavy body—a consistency feasible for practical 
purposes because of the new speader which has been 
designed. The spreader is described as self-opening 
and self-starting. The manufacturers indicate that 
the user is no longer under the necessity of breaking 
a sealed opening with the fingers, and priming the tip 
for application; the new spreader is said to operate 
immediately. “Positive flow control” permits the user 
to apply the adhesive with one stroke in generous or 





New Carter’s Mu- 
cilage Container 
and Spreader 
sparing measure. And the flexible flap of the spreader 
makes possible a brush action convenient for covering 
large surfaces. 
—_—_.g——___—_- 


ASCO CENTER DRAWER TRAY 


A new addition to the Asco line of steel office equip- 
ment manufactured by the Art Steel Company, Inc., 
300 East 145th street, New York, is the recently an- 
nounced Asco center drawer tray. 

The tray is equipped with ten handy compartments 
which are accessible and orderly spaces for pencils, 
pins, clips and other items. Made of good grade fur- 
niture steel the tray is nineteen inches wide, seven 
and one-half deep and one and one-half high. It is 
finished in attractive olive green. 

Dealers and others desiring further information and 





Ten-Compartment Center Drawer Tray 


prices on the new Asco tray may obtain additional data 
by communicating with the company’s home offices. 


— -——<e—___—_ 
“BUNA” FOR GERMAN ERASERS 
A German chemical company, J. G. Farbenfabriken, 
has produced a synthetic rubber suitable for erasers. 
It is called “Buna,” and is of two qualities, hard and 
soft. Buna is not affected by oil, and its production 
(Turn to page 169, please) 
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Selling Office Equipment and 
Stationery in Netherlands India 


By A. W. Lauw Zecha, Lawsion Zecha & Company. 
Soekaboemi and Batavia, Java 


— popularity of American office equipment and 
Stationery in Netherland India arose during the 
World War when the European countries, particularly 
Germany and England, were busily involved in fight- 
ing. Before that time, American office equipment was 
generally little known in this market, except for type- 
writers. Today, strange as it may sound, some articles 
of office equipment, like typewriters, adding machines, 
steel files, cash registers, from America have taken the 
place of those manufactured in Europe, and my opin- 











Mr. Zecha 


ion is that it will be a tough job for the European 
manufacturers to re-establish their popularity. It was 
really due to American manufacturers that the stand- 
ard typewriter with the four-row keyboard was first 
introduced into this part of the world. Typewriters, 
adding machines, steel files, cash registers are prac- 
tically all of American manufacture. The reason for 
this is that American manufacturers are constantly 
introducing new features which are great improve- 
ments. There are, however, a few European makes 
which are quite popular, such as a German portable 
typewriter, a German cash register and a duplicating 
machine, but the bulk of the business in the said arti- 
cles goes to America. As far as safes are concerned, 
America does not seem to make much headway here. 
Probably this is owing to the fact that in Holland 
there is a long established safe factory whose products 
are well-known to all nationalities in Netherland In- 
dia. Maybe another reason is that there have never 
been such severe fires here which could be compared 
with those of America to induce people to buy Amer- 
ican safes. 

In respect to general stationery business, the goods 
are mostly imported from Europe. Japanese station- 
ery wares are now crowding into the market and are 
seriously competing with other makes. Of course, 
there are some known American stationery lines also, 
but I believe there could be more. The only leading 
American article in the stationery line in Netherland 
India is the fountain pen. Even this, too, meets with 
very keen competition from Germany and Japan. The 
advantages America has over other countries with re- 
gard to its fountain pen business are the ever-chang- 
ing models and colours, and the attractive new fea- 
tures, not to forget the clever advertisements which 
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never fail to attract the buying public. Nevertheless, 
there are obstacles to overcome in these directions 
also, for the Japanese are always ready to imitate and 
sell at a much lower price. This is one of the causes 
why American stationery goods in general fail to sell 
well in this part of the world. It is virtually impos- 
sible to compete with Japanese makes since against 
even the cheapest model of American fountain pen 
the Japanese offer pens at prices fifty per cent lower. 
On the other hand, no matter how attractive and beau- 
tiful the Japanese pen is made to look, its selling price 
would never reach the same level as that of the Amer- 
ican pen because those who can afford to pay would 
naturally look for the American make, due, as said be- 
fore, to the clever advertising. The Japanese either 
advertise very little or not at all. Therefore, many 
other good American stationery lines have a chance 
to come into this market only if the manufacturers 
are willing to advertise like the fountain pen makers 
are doing. As the readers will agree with me, when 
one can produce a good article, one must also dare to 
tell the world about it. 

Netherland India depends mostly upon agricultural 
products. When these fetch good prices, the country 
enjoys prosperity, and, naturally, the reverse is true 
when world markets are weak. At present, the market 
is bad, because of the depression which has lasted 
longer than was expected, with the consequence that 
much economizing prevails all over the Archipelago. 
However, when the depression is over, and the world 
demands for tropical products increase, it goes with- 
out saying that the buying barometer will automati- 
cally rise. And if America anticipates entering this 
market to reap any benefit from the buying wave, it 
should start right now gradually to introduce its com- 
modities, make them known and be ready for the good 
times. The fact that sales now may be small even at 
best, should not necessarily be cause for pessimism or 
a decision to remain out of the market. As the saying 
goes: “First come, first served.” 

—_—___—_ 
STENOGRAPHIC CONTEST IN ESPERANTO 

The Institute of Stenography of an International 
Language (Stenografa Instituto Totmonda) is organ- 
izing a shorthand contest of international language 
between all of the adepts of the Duplpye-Flageul 
system. There are six sections in this contest: 
Stenographic penmanship, metagraphic penmanship, 
stenography, stenographic drawings and post card 
stenography. Entries in this contest will be open 
until August 15, 1936. 

All individuals knowing this international language 
may wish to take part in the contest. The rules, pub- 
lished, by the “Fluganta Skribild,” will be sent free 
to any individuals who ask for them in the inter- 
national language to Stenographa Instituto Tutmonda, 
9, Boulevard Voltaire, a Issy (Seine, France). 

Those internationalists who do not know the adapta- 
tion of the international language will be able to ask 
at the same time for this adaptation, which will be 
sent for 1 franc, 50 centimes in postage stamps. 

emai " 
UNCONVENTIONAL TESTING OF MARINE FINISHES 

Travelers passing varnish and paint manufacturing 
plants often note on the factory roofs “paddles” of 
wood, painted and varnished. These are test pieces 
to determine the resistance of the finish to the 
weather. The DuPont Magazine printed an illustra- 
tion of test paddles hung on a ship going to the Arctic 
regions, where the finishes will be exposed to low tem- 
peratures and driving snow. 
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Sketches from a Traveler 


Abroad 
By J. G. Nolph, dr. 


Special Correspondent 
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“HEAVENLY HAWAII” 
SLANDS of tradition, islands of quaint courtesy and 
unforgettable salutations. Typical of all ship- 
board life, the hour of arrival is crowded with a myriad 


questions . . . “How does one say Hello”? .. . “What 
is good-bye in Hawaii’? “What means thank 
you”? etc. Steamer employees have assumed an al- 


most mechanical treatment of these eternal questions 
and the answer is the symbol of the Island Heaven, 
“Aloha.” And in all the world of the Seven Seas one 
finds not another language so nearly spoken in a single 
word. Aloha is used for no less than sixty words and 
its melodious frequency is recognized as the character- 
istic theme song adopted by the very winds that cool 
this tropical paradise. 

As a cross roads for Occident and Orient, Hawaii 
enjoys an unparalleled degree of prosperity reflected 
in every phase of the glorified panaroma presented. 
This mid-Pacific metropolis is actually teeming with 
the gentle drone of prosperity remembered as B. C., 
in America, (before the crash). 

Some thirty years ago Honolulu, which is the com- 
mercial center of the Islands, proudly boasted of its 
great firm then known as The Waterhouse Company. 
One would have difficulty in finding a branch of any 
business not represented by that firm. In 1933 this 
landmark organization dissolved all negotiations and 
reorganized under three subsidiary companies that 
control the major business equipment affairs of the 
Islands. The off-spring of this famous business house 
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are known as the Metal Equipment Corporation, Ltd., 
Tabulating Service Bureau, Ltd., and the Business 
Machine Corporation, Ltd. The executive board of 
the parent company is well represented in the monitor- 
ing unit of the new branches. Stanley Taylor is presi- 
dent and general manager of the three companies and 
is now in America on an extensive buying tour. Don- 
ald M. McArthur is treasurer while Walter G. Peterson, 
well-known executive in Hawaii, is vice-president and 
general manager of all three companies. 

The island territory covers about 7,000 square miles 
and as is the case in the majority of tropical coun- 





Here is Mr. Nolph When He Arrived in the 
Philippine Island Before Commencing the Leg 
of His Journey Which Took Him to the Ha- 


waiian Islands. 


tries, about 95 percent of the equipment used must 
be steel due to the termites’ attack on wood. 
Importance of Good Will 

Good will in a community is of paramount impor- 
tance especially when that community is bordered by 
a sea on all sides and thus restricted. Hundreds of 
Honolulans felt they had lost a personal friend when 
the old Wall & Dougherty clock disappeared from 
Bishop street a few years ago. It had been there since 
World War days. Big, friendly and reliable, with 
broad, easily-read face, it was a landmark. As a 
real bit of community service, the Honolulu Paper 
Company has installed a new giant modern clock 
near the original site. A flood of “thank you” mes- 
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Personnel of Alexander Bros., the Underwood Typewriter 
Company Agency at Honolulu, H. T. 
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Sages have already arrived for this community gift 

A conversation with F. P. Alexander, manager of 
the Underwood Typewriter Company proved enlight- 
ening on affairs Hawaiian. This capable representa- 
tive came to Hawaii prior to 1924 when he took over 
the management of the typewriter department for the 
old Waterhouse Company, Ltd., then agents for the 
Underwood Typewriter Company. The department 
was then doing about $40,000 retail sales in Underwood 
typewriter equipment. Slowly came expansion and the 
addition of Underwood Elliot Fisher equipment and in 
1930 the annual volume peaked at $100,000. 

Some eighty-five percent of all business done in 
Hawaii is based on price and volume of the sugar 
produced there. The Islands are strictly a one crop 
farming country, notwithstanding all of the publicity 
received from the pineapple industry. Seventy percent 
of the population in Hawaii is Oriental and thus many 
of the employees are Oriental. During the past three 
years this company has worked out a method of cov- 
erage of the outlying Islands of the group and are 
well pleased at the new increases shown. The Alex- 
ander Brothers Company represent several other office 
equipment lines in the territory, including The Dicta- 
phone Corporation and the Niagara Duplicator Com- 
pany. The writer learned that the Underwood type- 
writer used by Floyd Gibbons, noted war correspond- 
ent, was wrecked while he was leaving the Orient, so 
he wired the Underwood Elliot Fisher Company to have 
a new machine sent to him and delivery was made in 
Honolulu by Fred Alexander. 

A great number of Honolulu business men have ar- 
rived there as a result of the business which their 
home offices were doing with the Islands from the 
mainland. It was this manner of contact that brought 
to the Islands E. Reid Higgins, manager of Remington 
Rand, Inc. Mr. Higgins was born in Ohio and has 
been with the Remington company for sixteen years 
He is a veteran of the World War and served for eight- 
een months in France. This well known business 
equipment representative is today director of the 
Honolulu Rotary Club and a member of the Chamber 
of Commerce. Remington activities are operated as a 
branch of the California Remington Company. The 
writer was advised that “Office Appliances” was con- 
sidered the organization bible and is completely 
digested by all employees each month. Government 
business is on the increase for their firm and exclusive 
installations have been made at the auditors and tax 


computators offices quite recently. The noiseless 
Remington has gained great popularity. A recent in- 
stallation for the Bishop Trust Company included 


twenty-five Remington noiseless machines with an 
additional sale of eighteen to the Bishop estate. The 
writer was told of a coming business show to be held 
in Honolulu sponsored by the National Association of 
Cost Accounts. 

The Honolulu Paper Company is also representative 
for the Royal Typewriter Company, Inc. About a year 
ago an excellent sale was completed to the Navy Yards 
in Honolulu by the Honolulu Paper Company. Com- 
plete Globe-Wernicke partitions were installed costing 
more than $10,000. The same company has remained a 
leader in the Y. and E. sales campaign with No. 1 posi- 
tion for six months now having blanketed 250 percent 
of their set quota. 

Many comments were directed at the writer concern- 
ing the Hawaiian consideration as an export territory. 
The home offices should certainly consider it as home 
territory. The outlet divisions are not in favor of being 
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classified as in export territory. Almost every office 
explained that the home offices are so sold on the idea 
of Hawaii as an export center that most of the letter 
communications are received with 5c postage when 
only the conventional 3c U. S. is required. 

The inter-island office equipment business is carried 





More Scenes in Hawaii Seen Through the Eyes of Mr. 


Nolph._.(Top) Lihue plantation office installed by the 
Metal Equipment Corp. (Center) Stow-Davis executive 
suite in the office of Manager Renton at the new EWA 
building. (Lower) Main office of the Ewa sugar planta- 
tion with a complete installation of Yawman and Erbe, 
including a stainless steel kick-plate. The wood is genu- 
ine monkey pod. It is the only installation of its kind 
in the world. 


on through the medium of airplane transportation and 
has operated successfully for eight years without a 
single accident. The old system of boat commuting 
required a full day and night loss of time while the 
present system covers the same distance in two hours. 

A clever publication under the title of “Hopaco” is 
published monthly by the Honolulu Paper Company. 
It carries interesting stories of romance in the industry 
and includes helpful information concerning new 
books, plays, etc. A recent issue tells an interesting 
story of the exploitation of the Darnell casters that 
have been installed in many places in the Islands. 
Who says there is no romance in industry? The story 
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of the Darnell caster is full of romance with capital R. 
The moving picture set that recorded the first great 
sound recorded kiss of Garbo was rolled on a set of 
Darnells. In Honolulu too, for the elaborate new band- 
stand on the roof garden of the famous Alexander 
Young Hotel rolls easily into any position on Darnell 
wheels of rubber. 

Just as modern field and mill practices have an im- 
portant part in the production of an unusually high 
grade of raw sugar in Hawaii, so does modern office 
equipment serve to facilitate the proper administration 
of a large plantation of the tropics. 

Modern Office Equipment for Sugar Plantations 

Ewa Plantation Company, for which Castle & Cooke, 
Ltd., are agents, is one of Hawaii’s largest sugar pro- 
ducers. It is equally as well known for its efficiency 
of operation. Consequently, when Ewa completed its 
handsome new administration building recently, its 
many departments were equipped not only with the 
latest type of office furnishings, but numerous other 
features designed for utility and comfort, pleasing to 
the eye, and invaluable to the alert and progressive 
office manager. 

The project of fitting these many offices in the at- 
tractive new building with modern equipment was 
assigned to the Honolulu Paper Company, which 
codéperated with Hart Wood, architect, and finished 
the job to the complete satisfaction of the Ewa man- 
agement. 

Y. and E. equipment is also well represented in the 
various large Hawaiian plantations. Like the mid-west 
farmer who built palatial barns, silos and sheds for 
his livestock before modernizing his family’s two-room 
shack, Waialua Agricultural Company has at last gone 
fully modern. Thirty-eight years now, Waialua has 
been blessed with an exceptionally fine succession of 
managers. Several world records in per acre sugar 
production stand to its credit. The plantation is the 
most efficient that money can buy. All in all, Waialua 
ranks as one of Hawaii’s population leaders. 

Having attained that position, the management 
finally decided last year it might afford to move out 
of the little old headquarters office shack in which it 
has been housed all these years. Sugar men are “hard- 


boiled” and very exacting in their demands for prac- 
tical efficiency in all equipment in field, mill or offices. 
Paper 


The Honolulu Company can feel justifiably 
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proud, therefore, in the selection by Castle & Cooke, 
Ltd., agents for Waialua, of Yawman and Erbe office 
equipment throughout the plantation headquarters 
building. Each detail was worked out with the archi- 
tect as to interior plans and structure. The finished 
result is not only pleasing aesthetically but is also 
practical to the ’nth degree. This is the second Y. 
and E. installation ordered by Castle & Cooke for the 
plantations they represent. 

To a dyed-in-the-wool American that has lived 
through the stress of the economic conditions of the 
past five years, Hawaii is a whirl of prosperity, though 
by comparison they too have felt the mark of the de- 
cline. The perspective today is, however, certainly on 
the upward swing and a feeling of optimism predomi- 
nates in the Islands. 


—_—_<——_—_—_ 


STATIONERS ACTIVE IN CIVICS AND CLUBS 


A writer in The British Stationer discussed the com- 
mercial value of encouraging members of the store 
selling staff to take an interest in local activities and 
civic development. This affords opportunities to make 
personal contact with prospective buyers. Naturally, 
sales assistants in a store cannot make personal con- 
tacts during their working hours but this stationer en- 
courages his staff to take an active part in local or- 
ganizations and movements which fit in with their 
personal inclinations. For instance, one is an enthu- 
siastic member of the local motor and motorcycle club, 
another plays in the local football team, a third is very 
keen on a political organization for young people. Not 
only does such a hobby keep them fit and happy, but 
it helps them make many personal acquaintances so 
that they can greet many customers by name and take 
a personal interest in them. In addition, as I have a 
jobbing printing department, my assistants are able to 
bring in useful orders, as most clubs, etc., are glad to 
have someone among their members who can handle 
the printing necessary for meetings, social functions, 
and so on. As an inducement to my assistants to be- 
come members in local organizations in that way I 
pay all or part of their membership subscriptions, and 
allow them time off when I can reasonably do so. Of 
course, their business interest has to be dealt with 
tactfully, and not introduced too obviously, but the 
idea pays very well on the lines I have said. 


English Typists Set Royal Record.—In a 
recent typing contest in Great Britain, 
sponsored by the London News-Chronicle, 
first, third, fifth and seventh places were 
won on Royal typewriters. This is a pic- 
ture of the fifty finalists twenty-two of 
whom used Royal typewriters. 








TYPING EFFECT ON CHILD WRITING 


The British Stationer commented on a discussion in 
an American educational publication, in which the 
claim was made that English and French school chil- 
dren are much superior to children in the United States 
as regards handwriting. 

It is suggested that the increased use of typewriters 
in the United States may be the cause of the marked 
deterioration of handwriting noticeable there over re- 
cent years. The point is an interesting one, as will 
be recalled that I referred a little while ago to an 
American typewriter concern that was advertising a 
machine with “colored animals and letters” keyboard 
layout especially for young children. The American 
comment on the quality of English children’s hand- 
writing is interesting, and to my mind indicates that 
the writing of American children must be terribly bad. 
I believe that the time is ripe for a movement to revive 
interest in handwriting as an art. Attendance at 
recent exhibitions of calligraphy shows that the in- 
terest is there and only needs quickening. If it were 
aroused naturally stationers would benefit largely. 

a 

GOOD ATTENDANCE AT VIENNA SPRING FAIR 

Commerce Reports states that the United States 
Commercial attache at Vienna reported that the Thir- 
tieth Annual International Fair held this spring at 
Vienna was participated in by about 2,700 firms from 
twenty-one countries, with several foreign countries 
represented officially. The number of foreign visitors 
in attendance showed an increase of more than twenty- 
five per cent over the past three years. 

The usual features of the fair were supplemented by 
several special exhibits, such as agricultural and forest 
products, Austrian inventions, modern wood utilization, 
road building, gas and electricity in households, and 
art craft. There were many displays of automobiles 
and motorcycles. A fairly large number of American 
products was on display, including typewriters and of- 
fice machinery. 

Many exhibitors reported that the sales results of 
the fair were satisfactory, and exceeded on a number 
of products, those of previous fairs. 

<< 
PAPER TECHNICIANS MEET AT STOCKHOLM 

The pulp and paper industries of Sweden, Norway, 
Denmark and Finland will be represented next Sep- 
tember in a meeting at Stockholm of engineers, chem- 
ists, and technical managers. Machinery and instru- 
ments recently developed for use in this field will be on 
display, and there will be an exhibit of periodical lit- 
erature that treats the industry and those allied to it. 
An invitation to participate has been received by Office 
Appliances from C. H. Halldin, Svenska Pappers- 
Och Cellulosa-Ingeniorsforeningen, S. Blasieholms- 
hamnen 4 A, Stockholm. 

Foreign journals are to be shown to stimulate an in- 
creased interest in them, including the advertisements 
of foreign manufacturers not represented in these 
countries. Papers will be read by scholars and well 
known engineers at the meeting, and industrial tours 
have been arranged. 

ninitienitillintemamres 
SPAIN INCREASES TELEPHONE USAGE 

Spanish American Trade, the publication of the 
American Chamber of Commerce in Spain, commented 
on the number of telephones installed in Spain as an 
index of business volume. This comparison is offered 

‘Ten years ago Spain had 90,000 telephone installa- 
tions. Today there are 233,000, and in five years will 
have 500,000. 


OFFICE APPLIANCES 


THE MECHANIZED OFFICE 


The South African Printer and Stationer reminisced 
on the radical changes wrought in office practice 
through the adoption of machines to accomplish the 
routine tasks of modern business. Many men and 
women can remember when the typewriter was the 
only mechanical device used in the office, except, per- 
haps, for the copy press operated by a messy office boy. 
There was a brief interval between the copy press and 
the more modern roller copier. Addressing machines 
now do the routine of mailing. Box files have disap- 
peared before the more convenient and sanitary steel 
filing cabinets. Duplicating machines are a necessity, 
and a host of minor equipment contributes to the effi- 
ciency of office operation. 

Mechanization of the office has brought greater com- 
fort and convenience to the personnel. The thought 
is expressed as to what advances will be made within 
the next thirty years. 

~~ 


LONDON TELEGRAPH FEATURES THE QUEEN MARY 


In the issue of May 25 the London Daily Telegraph 
contained a sixteen-page supplement commemorating 
the maiden voyage to America of the Cunard White 
Star ship “Queen Mary,” Great Britain’s largest liner. 
The copies, of which one was addressed to Office Ap- 
pliances, were brought over on the ship. 

Replete with pictures and outstanding facts about 
the giant vessel, the supplement also devoted space to 
noteworthy figures and records of passenger ships of 
other days which, in their respective times, were indi- 
vidually hailed as “Queen of the Seas.” 

But the greater part of the supplement is dedicated 
to the new vessel, its bridge appointments, fire control 
room, lifeboats, accommodations, speed, and a two- 
page, fourteen-column cross-section of the liner, to- 
gether with a large photograph of its commander, Sir 
Edgar Britten. 





Showing "Em How in Singapore.—T. T. Malleson, foreign 
sales director of the Royal Typewriter Company, giving 


a demonstration on the Royal for the benefit of the Roneo 
organization, Royal dealers in Malaya. The scene is the 
Adelphi hotel in Singapore. 
> 


BLOTTER LONGEVITY 


“Print,” the newsy house organ of The Wrenn Paper 
Company, Middletown, Ohio, commented on the blotter 
advertising of Theodore Roosevelt in his early cam- 
paigning days. “Teddy” knew the value of printers’ 
ink, and the effective way to use it in a political cam- 
paign. He used blotter stock instead of the conven- 
tional cards, and made his messages stick because 
they had utility. 
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Finding Selling Spots in Display 
By Ena Fitzgerald 


OST storekeepers have a general idea of the value 

of a particular window (or portion of the in- 
terior) for the display of certain types of goods. But 
how many in America, England, or in fact in any coun- 
try, have worked out the exact selling power of every 
square foot? 

How many have so thoroughly tested every part of 
their window space over a lengthy period of time, that 
they are able to forecast very closely the sales of vari- 
ous stock exhibited? 

A stationery store in Leeds, England, has carried out 
these window space tests so minutely that specializa- 
tion in office equipment has reached a very high stand- 
ard. Waste is almost entirely eliminated, stocks are 
more than usually fluid, and customers owning every 
type of office in many parts of the city are unusually 
loyal to a store where selling has reached the rank of 
high art. 

















Harold Dinsdale Edmand Dinsdale 


The stationery store of J. Dinsdale, Ltd., 6 New Sta- 
tion street, Leeds, has no striking position or frontage. 
It is, in fact, slightly off the main routes of this large 
industrial city of some half-million population. But 
among its many customers are numbers of prominent 
architects, engineers, lawyers, commercial artists, mer- 
chants, schools, and every type of business and pro- 
fessional man. 

A Man’s Shop 

It is known as a “man’s shop” since about ninety-five 
per cent of the customers are men, although the occa- 
sional woman customer is treated with extreme court- 
esy and attention. During a somewhat lengthy call at 
this interesting store only one woman entered beside 
myself to dozens of men. Harold Dinsdale, the man- 
aging director, smilingly told me they did not seek to 
attract women customers for their specialized lines 
as they were more prone to quibble at prices. However, 
he gave very sincere praise to women travelers calling 
from manufacturing houses, adding that travelers in 
office equipment, whether men or women, were a very 
fine body of people and worth a good deal better treat- 
ment than they often got during their rounds. 

All publicity schemes and displays are in the hands 
of Edmund J. Dinsdale, son of the managing director, 
and it is he who sees that customers are kept regularly 
informed of the latest and most reliable office equip- 
ment. Booklets of use to special trades and profes- 
sions are regularly issued, well illustrated and easy for 
reference. 
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“Change your displays” is a slogan that has taken 
strong hold of English storekeepers in most trades. 
Edmund Dinsdale has proved that it is not always to 
be relied upon. In fact, he is strongly against it for 
their kind of stationery store. He finds there is a 
diminished selling value attached to constantly 
changed displays. He has proved over and over again 
that a display which will not sell well the first week will 
be a success the second. Sometimes the success is not 
won till even the third week. 

He never features startling or “stunt” displays. He 
closely follows the rules of the tested window positions 
for certain articles. For instance, fountain pens always 
sell well when shown at the side of the window near 
the door, but guide books or drawing boards do not. 
Rather high up at the back of the second window is 
the tested selling space for drawing boards. 


Creates Even Trade 


It is quite likely that exact selling spots for articles 
in windows would not be at all the same for most 
American or English storekeepers. The point is, how- 
ever, that in neither country generally is window test- 
ing carried to such a fine art as in this moderate-sized 
Leeds business. It has made trade much more even all 
the year round, and far less subject to unaccountable 
whims of the moment. 

There is a large pen repair department attached to 
Dinsdale’s, Ltd. There is also a separate printing works 
in another part of the city where the carefully designed 
booklets, circulars, text books, etc., useful to engineers, 
architects, builders, etc., are printed. Business letter- 
heads are another big feature, as well as business cards 
of every description. 

Maps needed by surveyors, notaries, hikers, etc., oc- 
cupy an important section in the store. 

Many Americans visiting Leeds (one of the big North- 
ern centers for the wholesale clothing, engineering, 
leather and printing trades in particular), are well 
acquainted with this quiet-looking stationery store off 
the main thoroughfare which is like no other in this 
large area of Yorkshire known all over the world as the 
West Riding. Its ever-smiling principal, Mr. Harold 
Dinsdale, has been wise enough to retain the best of 
stolid, old-fashioned methods of dignified trading and 
to ally them to the best of modern sales research. It 
is infinitely suited to the stolid and solid character of 
the North of England, a point which has appealed more 
than once to American friends. In a sense, Leeds may 
be said to have something of a cosmopolitan air, owing 
to the university which attracts students from all over 
Europe, to study its specialized textile research work. 

When I asked Mr. Dinsdale how he regarded the com- 
petition of the large chain store against the private 
trader, he said he believed no storekeeper specializing 
in commercial stationery and office equipment should 
be afraid of the “chains,” if he plans carefully to hold 
his customers by really personal service and by using 
foresight in offering him best values in his particular 
profession or trade. 

Some little time ago this store celebrated its fifty- 
year jubilee, having been founded by the present man- 
aging director’s father in a very small way in another 
part of the city. It moved to its present address about 
forty-four years ago. 

sextcistiiimialtata tines 
LEIPZIG FAIR DATES ANNOUNCED 

Featured by the showing of 6000 exhibits, the annual 
Leipzig Fair will be held this year from August 30 to 
September 3, according to officials of the Leipzig Trade 
Fair, Inc., at the New York headquarters. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the 


offices of this journal their headquarters. 


The staff at the main office, 417 South Dearborn Street, Chicago, 


and the staff at the branch in charge of C. H. Everly at 1601 Pershing Square Bldg., Pershing Square, 42nd 


St. and Park Ave., 


New York, will be happy to be of any possible service. 


While the facilities at New York 


are not so many as at Chicago, there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mr. Vincent Jackson 


United States manufacturers traveling to London are cor- 
dially invited to call upon Vincent Jackson at 22 St, An- 
drew street, Holborn Circus, London EC4. Mr. Jackson’s 
association with the trade and his contacts with its organ- 
izations afford him information valuable to those desiring 


to cultivate the British market. 


In subscription matters, 


O. Viborg-Larsen, Dalforet 16, Copenhagen, Denmark, is 
the authorized representative of Office Appliances in the 
British Isles 


Delay in transit results in the presentation of the 
following letter, dated May 12, 1936, and intended for 
the June issue, in the present number of Office Appli- 
ances. 


London, May 12, 1936. 
“No News Is Good News” 

The fact, however, that there is very little of out- 
standing importance to report this month (June), it 
is not exactly helpful to the writer of your London 
Letter! As a matter of fact, one must frankly admit 
that during the last few weeks the progressive upward 
trend of business has had a check. That does not 
mean that there is any question of pessimism, and 
probably our statisticians will tell us that every graph 
line showing a rise on the “sales chart” has a break in 
it somewhere. 

It is a fact that in nearly all trades there is a slight 
falling off of orders, and the only conclusion one can 
come to is that the international situation in Europe 
and the north of Africa is weakening confidence in 
world trade revival. 

As a matter of fact, during the past few weeks I have 
come in contact with an unusual number of members 
of our trade and generally speaking they report good 
business. However, any slackening off in general trade 
is found sooner or later to have its repercussions in the 
office appliance industry, although, as I said above, 
there is no feeling of pessimism, but just wonderment 
as to why there should be this check. 

Last month (May) I related something of the Comp- 
tometer organization in this country. This month 
(June) I am sending you a composite picture of their 


various schools. My friend Mr. H. C. Davidson, the 
general manager of Felt & Tarrant, Ltd., Comptometer 
distributors in this country, tells me that he is off to 
the States in a few days time. Comptometer have a 
pretty live organization here and believe me, Mr. Da- 
vidson allowed no grass to grow under his feet! 

Towards the end of last month (April), Exhibitions 
of Business Efficiency, Ltd., ran a show at Leeds, at 
which quite a number of the leading members of the 
trades exhibited. These provincial exhibitions, while 
not on the big lines of the London exhibitions organ- 
ized by the Office Appliance Trades Association, do give 
an excellent opportunity for increasing sales. 

The other day I had occasion to go in and see Mr. 
E. A. Trefzger on a personal matter. Over a very 
pleasant cigar (cigars are not so plentiful in this coun- 
try, so excuse me mentioning this treat!) Mr. Trefzger 
told me something of the progress that the Underwood 
Elliott Fisher Company continues to make. I do be- 
lieve I left imbued with some of the enthusiasm Mr. 
Trefzger must instil into his own sales staff! 

I have heard rumor that our old friend, Mr. Joseph 
Halsby, of Protectograph fame, is hoping to get a trip 
to the States on The Queen Mary shortly. Mr. Halsby 
wants a “break” very much, and I am sure it is going 
to do him a whole heap of good. 

In closing, I should like to mention a happy incident 
that occurred recently in my own company’s London 
office. My father, Mr. E. Jackson, the London sales 
manager, has completed forty years service with Ken- 
drick & Jefferson, Ltd., a pretty long inning. 

At a recent sales conference my father was pre- 
sented, quite unexpectedly, with a small oil painted 
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portrait of himself. The portrait was the spontaneous 
effort of a member of the London sales staff, Mr. Kelly- 
Farrell, and the rest of us were only too delighted to 
purchase a suitable frame so that the gift could be 
made as a mark of appreciation and respect of the 
London staff. At the same London conference, it was 
very nice to have with us our chairman, Mr. Fred Jef- 
ferson, and our director of sales, Mr. J. Reid Adam, so 
that altogether it was a great day for “the old man.” 
VEJ 


London, June 9, 1936. 
Monthly luncheons of the Office Appliance Trades 
Association were renewed this week. Mr. Edgar Smith, 
the chairman of the association, presided. We had a 
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distinguished guest in the presence of Mr. Warren L. 
Hoagland, vice-president and foreign sales manager of 
L. C. Smith & Corona Typewriters, Inc. Mr. Hoagland, 
with whom I had a few minutes’ chat, is apparently 
over in this country on one of his periodic visits. 

After the luncheon, the chairman introduced a very 
interesting and controversial subject, viz—Whether we 
should so alter our rules and constitution so as to 
bring in such firms who do not manufacture or market 
office appliances as strictly understood, as, for example, 
air-conditioning plant, specialists in office and factory 
lighting, conveyors and the like. 

Coupled with this suggestion was a further one that 
it would be advisable in the interests of all concerned 
to change the title of the association and the name of 
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our exhibitions if we did:decide to widen the group of 
membership. 

Mr. Edgar Smith pointed out that this was not in the 
nature of a general meeting, but a matter for discus- 
sion only, without any voting. The publicity commit- 
tee under the chairmanship of Mr. A. J. Cummings 
(Gestetner) had persisted in bringing this matter be- 





This Happy Group Participated in the 1936 Business Tour to 
Germany Sponsored by the Firm of Block & Anderson, Ltd., 
London, England. 


fore the executive who, quite frankly, had not given 
much encouragement to the idea. It was obvious from 
the tone of the meeting that there are divisions of 
opinion, but as one who listened to the speeches, I 
came away feeling that for the time being at any 
rate, no steps would be taken by the executive to bring 
forward a definite resolution to alter either the con- 
stitution of the association, or its title. There are, of 
course, a number of side issues involved in this matter. 
The association is in the habit of organizing, not only 
London, but a series of provincial exhibitions. While 
London does not present much difficulty in the way 
of halls, the Provinces do provide problems at times. 
If, therefore, the association increases its membership 
there would be a corresponding increased demand for 
space, which could not really be met in many of the 
provincial towns. 

In 1935 a questionnaire was circulated and the result 
showed a balance in favor of widening the scope of 
exhibitions. It is realized also that we shall shortly 
have to consider one of the largest halls in London for 
a business exhibition. This means increased respon- 
sibility and expense, and it would obviously lighten 
the burden if the membership and number of exhibi- 
tors increased. 

Quite a number of members expressed the opinions 
of their respective companies. To take one or two 
points raised, Mr. H. E. Styles (L. C. Smith & Corona 
Typewriters), a member of the publicity committee, 
was most strongly in favor of looking ahead, having 
courage to widen the appeal of our exhibition. His 
point was that business men, whether interested in 
offices or factories, would be more attracted to visit 
the exhibition if the exhibits touched all sides of office 
and factory efficiency. Mr. Styles agreed that very 
great care would have to be taken in the alterations 
of the title and constitution, because some of those 
present had suggested that we might find ourselves 
being controlled by those outside the office appliance 
industry. Mr. S. C. Downes (Accounting & Tabulating 
Corporation of Great Britain) reminded the meeting 
that our trade was strictly speaking a “recording ap- 
pliance” association. He advocated keeping strictly 
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within these limits. If people were interested in light- 
ing and air-conditioning, they could examine all these 
products at their appropriate exhibitions. Mr. A. F. 
Borahem (Burroughs Adding Machines) had asked, 
among other questions, what enquiries had been made 
about the New York Business show. Did this confine 
itself strictly to office appliances? Mr. H. E. Styles, 
in replying, stated that this show did provide wider 
scope for visitors than our own business exhibition. 
One way and another, the executive of the association 
had been provided with a number of diverse opinions. 
As I have already said, I do not think any drastic move 
to make a change will take place just yet. 

An interesting situation appears to have arisen in 
connection with the infringement of patent of loose 
leaf binders belonging to Moore’s Modern Methods, 
Ltd. Apparently our friends have for many years sup- 
plied their binders to a government department in 
Egypt, who now propose either to make the binders 
in Egypt, or put their manufacture out to tender. Mr. 
Chadwick Moore is himself in Egypt for an action 
pending in the Egyptian court. Meanwhile, of course, 
it would be as well that all manufacturers of loose leaf 
fittings “watch their step” in case they get enquiries 
from Egypt. 

For several years now, my friends Block & Anderson, 
Ltd., have been running, very successfully, a business 
tour in Germany about this time of the year. 

Another tour was arranged for last month, when the 
party consisted of twenty-one, including executives of 
such well-known firms as Associated Equipment Co., 
Boots Pure Drug Co., Ltd., Electric & Musical Indus- 
tries, The Gramophone Co., H. M. Nautical Almanac 
Office, Horlicks Malted Milk Co., Ltd., Imperial Chem- 
ical Industries, Ltd., Pearson & Dorman Long, Ltd., 
J. Lucas, Ltd., Southern Railway Co., and Tootal Broad- 
hurst Lee Co., Ltd. The party was under the guidance 
of Mr. A. G. J. Anderson and Mr. W. E. Block, direc- 
tors of Block & Anderson, Ltd. 

The party first proceeded to Berlin, where they spent 
four days. They then went on to Chemnitz and then 
to Braunschweig. Among the institutions, factories 
and offices which were visited were the department in 
Berlin handling the postal banking cheques through 
the country, the Siemens factory, the Kunstseide Arti- 
ficial Silk Combine factory and of course the Bruns- 
viga and Ormig factories. The Continental Typewriter 
& Adding Machine (Wanderer-Werke) were also vis- 
ited and obviously created considerable impression. I 
hear there are about 6,500 men employed here and that 
the company possesses a museum of typewriter ma- 
chines starting from the very first typewriter invented 
in the last century. Mr. Block tells me the weather 
was not too kind, but for all that, I gather from others 
that it was a very enjoyable and instructive trip. The 
accompanying picture taken on board the boat com- 
ing back suggests that the party was pleased with the 
reception they had everywhere. 

Without commenting on the cause, it is good news 
to see from this morning’s papers that the number of 
unemployed is the lowest it has been for six years. 
This is largely the result of plans to increase our arma- 
ment!—VEJ 

a 
HONOR TO FRENCH OFFICE EXECUTIVE 

Le Chef de Comptabillté (Paris) announced that M. 
Ch. Lamar, an active member of the French company 
of Office Executives, has been named a Knight of the 
Legion of Honor. That gentleman has recently re- 
turned from Indo-China. Congratulations are ex- 
tended 
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EXECUTIVES RESPOND TO COLOR SCHEMES 

Business (London) reported on the policy of a manu- 
facturing and selling organization which aimed to 
keep the key executives in fettle by periodical changes 
in office layout and decoration. Reference was made 
in the article to a “four wall complex,” indicating that 
these executives were apt to go stale in their accus- 
tomed environments. Periodically the offices were re- 
decorated with a new color scheme, and the office lay- 
outs changed. 

There’s a thought here for office equipment sales- 
men, who might advocate such color scheme changes 
to liven up a jaded viewpoint, with the occasional pos- 
sibility of introducing new furniture now and then to 
bring greater comfort and convenience to the key men 
of an organization. 

—_—_—>———_ 
POSTER STYLE 

The Irish Printer quoted Dwight Reynolds, art direc- 
tor of an Indianapolis advertising agency, on poster 
styles: “When we criticize England’s posters for a 
seeming lack of persuasiveness and selling appeal, and 
the publication of advertisements for their tendency 
toward tricky layouts and punning captions, we are 
merely trying to judge them by American standards, 
and are forgetting that these very qualities which ap- 
pear to be defects constitute a style the British people 


like and appreciate.” 
>. 
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This Attractive Exhibit Was Placed in the Milan International 
Business Show by E. Levi & Company, Milan, Italy—The show 


was held from April 12 to 27 and attracted thousands of visitors 
from all over Europe. 
> 
INTERNATIONAL STENOGRAPHIC CONGRESS AT 
LONDON 


Administraetive Arbied (Rotterdam) reported that an 
international congress for the stenographic profession 
will be held at London the first week in August, 1937. 
Information regarding this congress can be secured 
from the Hon. Secretaries, International Shorthand 
Congress (1937), 39-41 Parker street, London, England. 


Tiffin Party Given By T. T. Malleson of 
the Royal Typewriter Company to the 
Sales Staff of the Shanghai Office of the 
Office Appliance Company, Ltd., China, at 
the Metropole hotel, Shanghai, May 16. 

In the center of the table is a Royal type- 
writer entirely constructed of flowers. 
Nine nationalities are represented in the 
picture. Mr. Malleson is in foreground at 
right. At extreme right is P. S. Widdup, 
managing director of the Office Appliance 

Company. 
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OFFICE EQUIPMENT TRADE DIRECTORY 
PUBLISHED IN HOLLAND 

H. J. den Boer, Baarn, Netherlands, has just pub- 
lished the second edition of De Veer’s Vraagbaak, a 
directory of the office equipment trade in Holland. 
The directory was compiled and arranged by B. W. 
de Veer, who is known throughout the Netherlands as 
one of the staff writers of “Neveka” a Dutch journal 
of the commercial stationery and office equipment 
industry. 

The De Veer’s Vraagbaak is an inclusive work of 350 
pages containing a humber of illustrations and giving 
specific information as to the sources of supply of 
products sold by office equipment and stationery firms 
in Holland. The presentation permits quick and easy 
reference. The major part of the book is devoted to a 
list of trade names in alphabetical order. If the trade 
name does not clearly indicate the product an ex- 
planatory word is included. Included in the list are 
many American-made products distributed by agents 
in Holland. 

Other lists such as trade marks, watermarks and 
special information pertinent to the trade are also 
included. 

sihtieccieliiaiaieaai 
ITALY TO FOUND MUSEUM OF BOOKS 

A museum of books is to be established in Italy, ac- 
cording to an item in Papier-Zeitung (Berlin). The 
ruler wished to direct the eyes of the world to the 
Italian printing industry as an important factor in the 
practice of typography, printing and binding. The Ber- 
lin background of Papier-Zeitung prompts a sugges- 
tion that while Italy is not the home of the printed 
word, that country aims to acquire leadership in the 
“art preservative of all arts.” 
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PANORAMIC VIEW OF THE OFFICE 

L’Uficio Moderno (Milan) published a word picture 
of the modern office, describing the functions of the 
various machines which contribute to the efficiency 
and comfort of the personnel. The list of devices for 
office service includes the typewriter, dictating ma- 
chine, duplicating machine, adding, calculating and 
bookkeeping machines, satistical devices, correspond- 
ence classifiers, copy presses, and carbon paper. 

OS 

ANNUAL CONFERENCE OF BRITISH GREGG BODY 

The annual conference of the National Gregg Asso- 
ciation of Great Britain was held at Hastings, England, 
May 29-June 1. A varied program was carried out, in- 
cluding an address by Dr. John Robert Gregg, founder 
of that school of shorthand. 
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GILBERT SAILS FOR ENGLAND 

A bon voyage party was given English Gilbert of the 
Metwood Office Equipment Company, New York, N. Y.., 
by his partner, Moe Turman on June 24 at the Village 
Nut Club, Greenwich Village. Mr. Gilbert sailed on 
July 1 

Invited to the event were a number of neighboring 
dealers and city representatives. These included Jo- 
seph Galen, Peerless Steel Equipment Company; Cord 
Allen and Mr. Roscher, Globe-Wernicke Co.; Harvey 
Bright, Bright Chair Company; Irving Levy, D. Burger 
and A. Burger, Art Steel Compafty; Joe Wallace and 
Myrtle Desk Company, and H. A. Clemetsen. 

Mr. Gilbert and his family sailed aboard the SS Stat- 
endam. He plans to visit the scenes of his childhood, 
particularly the orphanage where he spent his early 
days. As a token of appreciation for the care he re- 
ceived there he is taking full baseball equipment for 
the present inmates of the institution. Mr. Gilbert 
will also spend some time at the Globe-Wernicke fac- 
tory where he received his early training. 

—— 
L. A. TIMES OUTFITS WITH STEELCASE FURNITURE 

Acting through the Southern California Safe Com- 
pany of Los Angeles, the Metal Office Furniture Com- 
pany, Grand Rapids, Mich., recently made a fine in- 
stallation of 350 Steelcase desks in the offices of the 
Los Angeles Times. 

The deal was handled by Carl G. Firmin in Los 





Installation of Metal Office Furniture Company Equipment in 


the Offices of the Classified Advertising Department of the 
Los Angeles Times.—Top: Telephone desks in active use. Bot- 
tom: Salesmen’s desks. 


Angeles who spent several days figuring the type and 
quantity of the equipment needed in the newspaper’s 
classified advertising department. 

According to Mr. Firmin the Los Angeles Times re- 
cently moved into a new building which, together with 
the equipment installed cost a total of $4,000,000. 
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DALTON (GA.) HOLDS IVAN ALLEN DAY 

Following a proclamation of Mayor Oliver R. Hardin, 
the town of Dalton, Ga., held Saturday, June 13 as 
“Ivan Allen Day” in honor of the man who donated 
the land for the Fort Mountain Park to the state of 
Georgia. 

Officials of the forestry department, accompanied 
by prominent citizens from a number of nearby com- 
munities, unveiled a tablet in honor of Mr. Allen at 
the peak of Fort Mountain, fourteen miles east of 
Dalton. 

A huge crowd attended the ceremony at the moun- 
tain peak. The crowd, composed mainly of citizens 
and officials of Dalton, Ellijay, Ringgold, Calhoun, 
Rome, Cartersville, Jasper, Ga., and Canton and Ben- 
ton, Tenn., was swelled by a large delegation of friends 
from Atlanta which was headed by Mayor James L. 
Key and Delegation Chairman W. B. Hartsfield. 

Mr. Allen was born in Dalton and as a boy climbed 
many times to the top of Fort Mountain. In later life 
he purchased considerable ground surrounding the 
summit to fulfill an ambition to see the territory pre- 
served as a park. 

Who built the scientifically laid-out fort which still 
partly stands on the mountain top will probably never 
be known. The fortification is of stone and has twenty- 
nine firing pits and two lookout towers. While some 
historians are inclined to credit the substantial siege 
center to De Soto, a Cherokee Indian legend insists 
that the fort was erected by a mysterious white race 
which antedated the Cherokees. Still another school 
discounts the De Soto theory on the grounds that he 
passed through the section on a rapid march which 
did not permit of any delay. 
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BROTHERS TO CONDUCT PARKIN COMPANY 

Prepared to maintain the fine principles and prac- 
tice established at the founding of the business of their 
father, the late John H. Parkin, whose recent death is 
reported elsewhere in this issue, H. W. and William 
Parkin have assumed control of the Parkin Printing 
and Stationery Company, of Little Rock, Ark. 

Mr. H. W. Parkin, chosen president of the company, 
is in charge of the printing department and sales of 
the organization while his brother, William, is serving 
as vice-president in charge of the furniture and ma- 
chine equipment divisions of the business. 

The former began his connection with his father’s 
company when he graduated from college ten years 
ago. When the firm incorporated in 1932 he was ap- 
pointed vice-president but left one year later to take 
a position as sales manager of the Watson Rubber 
Stem Tube Company of Indianapolis, staying with that 
concern until 1935. In November of that year the 
Watson Company, of which the Parkin firm was a 
stockholder, was sold to the United States Rubber 
Company and Mr. Parkin resumed the vice-presidency 
of his father’s organization. 

Mr. William Parkin has been affiliated with the com- 
pany since 1933. Prior to that time he entered the in- 
surance business in Oklahoma after finishing college. 
Both brothers plan to expand the business and hope 
within a few years to cover the entire state. 

The Parkin Printing & Stationery Company is one 
of the largest office equipment houses in Arkansas, 
having grown steadily and rapidly since its founding 
in 1899. 
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Views of the Recent Business Show Held by John C. Streibich 
Company, Peoria, Ill., and Described in the June Issue of Of- 
fice Appliances._Reading from top: 1. National Blank Book 


exhibit; 2. Yawman and Erbe exhibit; 3. General furniture dis- 
play; 4. Streibich executives (standing L to R): H. P. Reichel, 


F. A. Weber, Alex Furst, W. B. Roberts, John D. Wilson, R. O. 
Becker. (Seated) Mrs. Wilson and Mrs. Qualman. 5. Manu- 
facturers’ representatives (standing), Ben Williamson, Kilzum 
Co.; Elmer Krumweide, G. J. Aigner Co.; F. M. Barton, Shel- 
byville Desk Co., Mr. Blout, Burroughs A. M. Co.; C. W. 
McKee, Menasha Products Co. (Seated) Ike Cornish, Yaw- 
man and Erbe; Fred Robb, National Blank Book Co.; Mr. 
Gregory, Heyer Corp., and Mr. La Vallee, Bickett Co. 
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HARPER EXHIBIT HIT OF AVOCADO SHOW 


L. C. Harper, head of the Harper Typewriter Com- 
pany, 140’ South Greenleaf avenue, Whittier, Calif., 
recently hit upon a novel and unique idea in advertis- 
ing when he exhibited the various lines of office ma- 
chines and equipment at the thirteenth annual Avo- 
cado Show at Whittier. 

The Avocado show is the only one of its kind in the 
world and yearly attracts thousands of visitors to 
Southern California. And so it was that Mr. Harper’s 
exhibition, something out of the usual run of booths 
usually seen at an exposition of this nature, was sub- 
jected to considerable attention on the part of the 
visitors. This exhibition of office machinery at a horti- 
cultural show brought in a large amount of business 
including a substantial order from the Whittier police 
department. 

Mr. Harper launched his business in January, 1934. 
From 1917 to 1929 he was connected with the service 
department of the Dalton Adding Machine Company. 
When that concern merged with Remington Rand, 
Inc., he transferred to the latter organization with 
which he stayed until branching out on his own behalf. 

At the present time the Harper Typewriter Company 
is distributor for Remington portable typewriters and 
Remington adding machines, Underwood portables, 
Speed-O-Print duplicators, Allen-Wales adding ma- 
chines. The firm also carries a complete line of office 
machine and cash register supplies and is equipped 
to do service work and to rent machines. 

—_—-—-~<p— _- 
EAGLE OPENS CHICAGO OFFICE 

For the purpose of taking care of the business of the 
Middle West and to meet the increasing demand for 
the company’s products, the Eagle Pencil Company, 
New York, last month opened an office in the Field 
building, Chicago. 

The new office is under the management of Robert 
B. “Bob” Overend who personally supervised the in- 
stallation of a fine suite of furniture including a large 
and up-to-date showcase equipped with indirect light- 
ing which runs practically the length of the office. In 
this is a complete and attractive display of Eagle 
products, including fountain pens, pencils, pens, auto- 
matic pencils and erasers. 

Working Chicago and the surrounding territory Mr. 
Overend has five salesmen. They are B. Brohm, Arthur 
Armstrong, Charles Davis, Harry Heymann and Bill 
Sahm. Miss Natalie Krause, secretary to Mr. Overend, 
completes the staff of the Chicago office. 

Mr. Overend explained that the Chicago branch will 
not carry stock. He said: 

“The new office will be a sales office only and no 
stock will be carried here. Our business has been 
steadily increasing in the Middle West territory to 
such an extent that it was thought advisable to main- 


tain a sub-headquarters here.” 
—_——_——_—_ 


CHANGES IN “CONKLIN” EXECUTIVES 

E. C. Folsom, president of The Conklin Pen Com- 
pany, Toledo, Ohio, has announced the election of 
Harris McIntosh as vice-president and general man- 
ager and the election of Tom Emerson, the company’s 
sales manager, as vice-president. 

Mr. McIntosh moved to Toledo from New York sev- 
eral months ago. He brings a comprehensive and suc- 
cessful experience in business management to his new 
position. 

Before Tom Emerson’s appointment as sales man- 
ager several years ago, he had charge of the company’s 
San Francisco office. 
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Purnell Walter Bender 


E. A. 


GENERAL FIREPROOFING EXECUTIVES ADVANCED 
In accepting a position with the Carnegie-Illinois 
Steel Company, A. C. Adams left a vacancy in The Gen- 
eral Fireproofing Company of Youngstown, O., which 
has resulted in changes affecting six executives. The 
following brief accounts of the men involved demon- 
strate the policy of the organization to recognize merit 
in their own staff members. As G. C. Brainard, presi- 
dent, comments on this recognition of their continuous 
and successful efforts in the company’s behalf, “the 
promotions are also in line with our policy to fill im- 
portant positions from within our own ranks.” 
Edward A. Purnell started as a mail boy twenty-two 
years ago. After some service as an estimating de- 
partment clerk, he was transferred to the sales de- 





D. W. McClure L. B. MeCarthy 


partment, where he occupied in turn about all the 
positions afforded there. He became in succession man- 
ager of contract sales, assistant sales manager, and 
sales manager. Now he is vice president in charge of 
sales. 

Walter Bender entered the organization in 1918. 
From chief clerk he was promoted successively to the 
positions of paymaster, shipping and warehouse fore- 
man, production manager, superintendent, and gen- 
eral superintendent. His present position is vice presi- 
dent in charge of operations. 

George R. Farrell has served since 1914, when he be- 
came a clerk in the traffic department. The steps of 
his advancement were his roles as assistant manager 
of the order department, secretary to the general man- 
ager, traffic manager, manager of the warehousing and 
shipping department, production manager, manager of 
Multi-run sales and filing, purchasing agent, and 
finally vice president in charge of purchases. 

A. J. Ball in 1915 was a clerk to the foreman in the 
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press room. Subsequently he entered the engineering 
department, and then become clerk of the order de- 
partment. Entering the sales department, he became 
district sales manager in Iowa, Nebraska, Texas, and 
Oklahoma, served as branch manager in St. Louis, and 
finally became agency sales manager. From this posi- 
tion he was advanced to be manager of desk sales, and 
assistant manager in charge of furniture sales. His 
present position is general manager of sales of the 
furniture division. 

D. W. McClure entered sales work for the company 
in 1924. His advance led him through the positions of 
manager of Multi-run sales, Cleveland branch man- 
ager, and assistant sales manager in charge of con- 
tract work, to his present post of general manager of 
sales of the contract division. 

Leon B. McCarthy began his career in 1904 as a ma- 
chinist apprentice. After mastering his trade he be- 
came successively foreman of the tool room, superin- 
tendent of Plant No. 2, and assistant general superin- 
tendent. Now he is general plant superintendent. 

Other changes in the organization are also of in- 
terest. Harvey Hutchinson, manager of the Cleveland 
branch office, on leave of absence because of illness, 
has been succeeded by H. A. Brainard, formerly dis- 
trict sales manager in the New England states. How- 
ard Palmer, who was serving as a salesman in Boston 
(son of L. G. H. Palmer, manager of the Boston branch) 
will carry on the work formerly done by Mr. Brainard. 
C. R. Jamison, formerly a salesman of the Cleveland 
branch, is to become district sales manager, filling the 
position vacated by the death of C. D. Parnham, re- 
ported in last month’s Office Appliances. 


— = 
WILSON-JONES ADVANCES E. F. BUENGER 


Edward F. Buenger, associated for ten years with the 
Wilson-Jones Company of Chicago, has been promoted 
from his position as general factory superintendent to 
a vice presidency. 

In 1919 Mr. Buenger was factory superintendent for 
the Tatun Company, which was merged with the 
Wilson-Jones Company in 1926. He is well known in 
the industry as an authority on manufacturing prob- 
lems of loose leaf production, and his friends extend 
him congratulations for the recognition he has just 
been accorded. 

—" = 
PRICE CHANGES 

The American Writing Machine Company, Inc. of 
New York, announces a change in its prices for re- 
covered platens, effective July 1. The price reductions, 
states one of the company’s officials, in no wise effect 
the quality of either material or work, 
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DENVER UNIVERSITY STAGES OFFICE EQUIPMENT 
SHOW 

Nearly 4,000 interested visitors attended the biennial 
exhibition of modern labor-saving office appliances 
sponsored by the University of Denver, held recently 
in the auditorium of the University School of Com- 
merce, Denver. 

Invitations announcing the exhibition were sent to 
heads of corporations, public service companies and 
business men. With the invitations were tickets of 
admission to be distributed to heads of departments 
and others employed in modern business offices. 

Special letters were mailed to colleges in and around 
Denver, inviting teachers of modern business methods 
to attend in a body, with their classes, on some special 
day or evening during the week. 

These invitations to student bodies were not coufined 
to classes in institutions of higher learning, but in- 
cluded those in high schools, and business colleges. 
Students and teachers from practically every high 
school and business college in Denver and nearby towns 
paid at least one visit to the show, which was open each 
day and evening for one week. 

Machines on display included all lines of labor-sav- 
ing office equipment. Representatives of each company 
exhibiting were present each day and evening to oper- 
ate machines and answer questions regarding special 
appliances. They demonstrated by practical illustra- 
tion how each machine would facilitate handling of 
any special kind of office work in which visitors might 
be interested. 

Among the typewriting machines on display were 
the Remington Standard, Noiseless and Portable. L. C. 
Smith & Corona and Royal also had complete lines on 
view. 

Remington Rand also showed the dual posting ma- 
chine and the Remington electric adding machine. 

The Monroe calculator and the Marchant calculator 
also had a complete line on display. 

The National Cash Register Company exhibited a full 
line of machines, as did the A. B. Dick Company, The 
United Autograph Register Company, The Todd Pro- 
tectograph, The Ditto duplicating machine and the 
visible filing system. 

Measured by attendance and interest displayed this 
year’s show of office equipment was, in the opinion of 
exhibitors and visitors, the most successful of its kind 
so far held in Denver. 


Permanent Parker Pen Display at Babson Institute. 

The Parker Vacumatic motorless motion display, 
was honored recently when it was accorded perma- 
nent exhibition at the Babson Institute at the an- 
nual business show of that organization. The 
awards of the Babson Institute are not given by a 
committee but by the votes of the hundreds of 
persons who attend the exhibition. The approval 
of the Parker display shown by those attending the 
exposition was equalled by that of dealers in all 
parts of the country who have installed the motor- 
less display in their windows and on their counters. 
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CALIF. SCHOOL STAGES FINE BUSINESS SHOW 


The latest development in office machines, supplies 
and equipment was recently brought before the peo- 
ple of Northern California through the second annual 
Business Show, sponsored by the Merritt Business 
School, a unit of the Oakland, Calif., public schools. 

The Merritt educational center is unique in that it 
is a standard business college operated by the public 
school system without cost to the student. The school 
has a definite policy of training young people for posi- 
tions and helping them find employment in the com- 
munity. A system of calling on business firms from 
time to time is used while certain teachers are given 
a daily assignment of part-time teaching and part- 
time calling on firms to sell them the services of quali- 
fied students. 

The students entered into the work of staging the 
business show with enthusiasm. They worked in co- 
operation with the exhibitors in distributing tickets 
and calling attention of the business people of the 
community to the show. When the doors opened 
visitors found a number of the students acting as effi- 
cient demonstrators of the various machines on display. 

The purpose of the show from the standpoint of the 
schools was to give the students experience in selling 
and demonstration, and to make many fine contacts 
with business firms and business men who visited the 
exposition. Preparatory work for this objective was 
done by the school representatives who called on vari- 
ous firms with invitations to exhibit their merchandise 
and, at the same time, ascertain their needs with regard 
to office and store help. 

Among the firms which exhibited their office ma- 
chines at the show were: 

Addressograph-Multigraph Corporation, Burroughs 
Adding Machine Company, Dictaphone Sales Corpora- 
tion, A. B. Dick Company, Ditto, Inc., Thomas A. Edison, 
Inc., Felt & Tarrant Manufacturing Company, Friden 
Calculating Machine Company, Hedman Manufactur- 
ing Company, Hadley Business Forms Company, Mar- 
chant Calculating Machine Company, Niagara Dupli- 
cator Company, Ohmer Cash Register Company, Pa- 
cific Manifold Company, Remington Rand, Inc., Royal 
Typewriter Company, Selectograph Company, Stand- 
ard Duplicator Company, Milo Harding Company, Todd 
Company, Underwood Elliott Fisher Company, United 
Autographic Register Company, Woodstock Typewriter 
Company and the Yawman and Erbe Manufacturing 
Company. 


MIRACLE PEN 
writes two ways 
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At right: Buffalo Savings Bank Celebrates 
Ninetieth anniversary—Three Remington 
Rand aluminum frame museum cases display 
old signature books, documents, and account 
books that show the bank’s connections with 


Buffalo history. 


Below: Pioneer and Wearever Writing Im- 
plements made by David Kahn, Inc., North 
Bergen, N. J., are displayed in this window 
by Perry Stationery & Printing Company, 


New York. 
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STATIONERY CO. inc 


C. Douglas Wilson Company, Green- 
ville, S. C., recently equipped with 
Globe-Wernicke furniture—a counter- 
height unit, six steel desks, waste- 
baskets and other accessories supplied 
by The Office Equipment Company. 
The president, William King, is well 
known in the south, particularly for 
his merchandise displays. 
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GIRL SETS SPEED TYPING RECORD 

A new international typing record was hung up 
last month when Miss Gioconda Zumpano, Salt 
Lake City, typed 106.7 words per minute at the In- 
ternational Commercial Schools Association contest 
in Chicago. 

The event opened on June 25 at the Sherman 
hotel and was the fourth annual contest to be 
staged by the association. 

By setting the new record, which previously was 
106 words a minute, Miss Zumpano, a student of the 
Henager Business college in Salt Lake City, won 
first place in the open business college contest. 
Other winners were: 

Miss Marjorie Eisenegger, Cleveland, ninety-two 
words per minute in the open high school contest; 
Miss Olive McDonald, Seattle, seventy-seven words 
per minute in dictating machine contest; Miss 
Christine Colucio, Chicago, first place in machine 
calculation; Miss Gladys Carlson, Chicago, first 
place in dictating machine transcription in the 
business personnel division. 

Complete details of the entire event will be pre- 
sented in the August issue of Office Appliances. 
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THE GUEST BOOK 

W. S. Kendall, Kendall’s, Inc., Stockton, Calif., lifted 
our latch string on June 1, to our benefit. Mr. Ken- 
dall’s optimism is tonic. He was traveling by automo- 
bile and expected that his mileage record would reach 
8,000 by the time he was once again in the familiar 
haunts of Stockton. On his way east he took the 
middle route through Utah, Nevada, Nebraska, Iowa 
and Illinois. He stopped at Youngstown, Ohio, to visit 
the General Fireproofing factory. From there he pro- 
ceeded to Gettysburg and then spent some time in 
Washington, D. C., Philadelphia, Baltimore and New 
York. Part of his time was devoted to business, in- 
cluding visits to office equipment dealers in the various 
communities through which he passed. At the time 
he visited us he was looking forward with pleasure to 
a trip to Baraboo, Wis., the town of his nativity. His 
route then lay westward with stops at Yellowstone 
Park, Seattle and Portland, before arriving home. 


Leland S. Graff of the George B. Graff Company 
signed the Guest Book on the third. He had a few 
hours to spare between trains while on a quick trip 
from Boston to the Pacific Coast. He found business 
too active to permit him to be away for more than a 
brief period and expected to complete his long jaunt 
in two weeks. The trip might be called one of busi- 
ness and pleasure, the pleasure being in accomplishing 
the business. 


Byron K. Elliott of B. K. Elliott Company, artists’ 
supplies, Pittsburgh, affixed his signature to the Guest 
Book on June 4. In Chicago to attend a special meet- 
ing of one of the organizations in his field. 


G. W. Stapleton of Corry-Jamestown Manufactur- 
ing Company signed the Guest Book on the sixth. He 
was wearing seven-league boots, having hurried to 
Chicago from the Southwest with perfectly good in- 
tentions of stepping to Madison and then to California. 
While in Texas for several days prior to the opening 
of the Centennial he was impressed with the elaborate 
plans made to entertain the hosts of visitors, many of 
whom had arrived early so as to be on hand at the 
opening. He spoke well of recent progress made by 
the Corry-Jamestown Company and its dealers. 


W. J. Black, manager of the Do/More Chair Com- 
pany, Elkhart, Ind., and T. L. Kornmann affixed sig- 
natures to the Guest Book on June 15. Elsewhere in 
this number is a notice of Mr. Kornmann’s appoint- 
ment as Do/More division manager in Chicago. “Sales 
of Do/More posture chairs steadily increasing,” said 
Mr. Black. “The importance of correct seating and its 
value to business becoming more and more appre- 
ciated.” 


Dave Agnew, “Ditto” manager in Pittsburgh, in Chi- 
cago upon special business with his company, looked in 
upon us on June 16. And left us with the impression 
that the office equipment industry is faring well in the 
Pittsburgh area. “The marks of the high waters in the 
spring are pretty well obliterated,” said Mr. Agnew. In 
repairing the damage improvements were made in 
many store fronts. On account of location “Ditto” 
quarters were unaffected by the flood. 


A. A. Thorsell of Mid-City Stationers, Inc., Rockford, 
Ill., privileged us with a pleasant call on June 20. He 
was in Chicago on business concerning record equip- 
ment necessary to put into operation the recently in- 
augurated Illinois Permanent Registration bill. He 
was full of enthusiasm for the Rockford business show, 
to which reference was made in the June issue. Mr. 
Thorsell was in charge of publicity for the show. The 
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results indicate that he did an excellent job. Pictures 
of the exhibits, which he brought with him to Chicago, 
are reproduced elsewhere in this issue. 


Jack Hallam inscribed his name in the Guest Book 
on June 22. Following a short period of inactivity, Mr. 
Hallam is now planning to return to his old territory 
and call upon dealers in Michigan, Ohio, Indiana, Ken- 
tucky and West Virginia and the western portions of 
Pennsylvania and New York. He was making arrange- 
ments to take on some lines in addition to those of the 
Indiana Desk Company and the William Schollhorn 
Company, which he now handles. 


Louis E. Hanson, Pacific Desk Company, Los Angeles, 
looked in upon us on June 22. Mr. and Mrs. Hanson 
set out awheel from Los Angeles on May 30 for a trip 
east and a visit with relatives at Morristown, N. J. 
While vacation was the chief object of the trip, Mr. 
Hanson looked in upon the manufacturers of some of 
the lines of which the Pacific Desk Company is the 
distributor in Los Angeles and vicinity. “Everything 
going pretty good in California. Los Angeles, an al- 
ready important manufacturing point, is destined to 
become a great producing center.” 


Alex Patterson, Birmingham, Ala., southern manager 
for All-Steel-Equip Company of Aurora, gave us the 
pleasure of a call June 27, having spent most of the 
week at the company headquarters. Mr. Patterson is 
enthusiastic over the addition of the line of the Aurora 
Metal Cabinet Company recently taken over by “All- 
Steel-Equip.” “Business in the south first rate,” said 
Mr. Patterson. “Steel furniture in something of a 
flourish. Outlook encouraging.” Conversation with 
Mr. Patterson is stimulating. And persuasive. A care- 
ful observer with considerable experience in the in- 
dustry. And with the southern folksy spirit which pro- 
motes confidence and makes conversation easy. 


—- - — =~ 
SHIPMAN-WARD CARRIES WHOLE HEYER LINE 


Motivated by requests from all over the country for 
equipment and supplies to meet duplicator needs, the 
Shipman-Ward Manufacturing Company, 4401 Ravens- 
wood avenue, Chicago, has accepted the appointment 
by the Heyer Corporation, 911 West Jackson boulevard, 
Chicago, manufacturers of stencil and gelatine dupli- 
cators and supplies, to serve the office equipment trade 
as an authorized wholesale distributor for the com- 
plete Heyer line. 

Shipman-Ward Manufacturing Company is now in 
a position to fill any need for stencil or gelatine dupli- 
cators or supplies from stock, and can ship orders im- 
mediately. 

—__ ~-- ——_ 


CHAIN STORE MEASURE BECOMES LAW 


The Robinson-Patman bill, regarded as a check on 
chain store activities, became law June 20 under the 
signature of President Roosevelt. 

Significant provisions are those designed to prevent 
discrimination between those who purchase like quan- 
tities and qualities of goods from manufacturers, and 
those to eliminate false brokerage and false advertis- 
ing allowances. 

—_—_—>_—_— 


MOYER COMPANY MOVES 


Earl H. Moyer has taken offices on the second floor 
of the Brunson building, 145 North High street, Colum- 
bus, Ohio, for his sales and service rooms for business 
machines and office equipment, having formerly been 
located at 331 South High street for many years——AK 
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ARNOLD APPOINTED UEF GENERAL SALES 
MANAGER 

W. F. Arnold, whose entry into the office equipment 
field dates back to 1917, last month was appointed gen- 
eral sales manager of the Underwood Elliott Fisher 
Company to succeed F. F. Wright who has been seriously 
ill. 

Mr. Arnold was named assistant general sales man- 
ager in February but immediately assumed the duties of 
acting sales manager due to the illness which forced 
Mr. Wright to abandon his desk. 

Joining Underwood Elliott Fisher in 1928 Mr. Arnold 





Arnold 


W. F. 


early demonstrated his ability in the sales field and 
won an enviable reputation. He was then called to 
the UEF home offices and made assistant to Mr. Wright. 

In speaking of the new appointment which became 
effective June 1, Vice-president M. S. Eylar said: 

“About three years ago at our urgent request Mr. 
Wright left the position of Pacific District manager and 
took the position of general sales manager which he 
has held with distinction since that time. 

“In recent months Mr. Wright’s health has been such 
that he has been away from the office and his duties 
have been performed by Mr. Arnold. 

“Mr. Wright’s health is now sufficiently recovered to 
enable him to become active again in a few months 
and it is his request that he be allowed to accept his 
old position of Pacific district manager.” 

Mr. Arnold who, at thirty-eight becomes one of the 
youngest top executives of Underwood Elliott Fisher, at 
one time was contact man for the New York advertising 
firm of Lord & Thomas. Through this connection he 


gained a helpful insight into problems of advertising, 
merchandising and sales promotion. 

Meanwhile, it was explained by company officials, 
supervision of Pacific district activities will be under- 
taken by J. C. Young, branch manager at San Fran- 
cisco. Mr. Young will hold the position of acting dis- 
trict manager until Mr. Wright goes to the west coast 
to assume command in the latter part of August. 

Another change reported by UEF Company heads 
was that of W. M. Coffman, Pacific district manager, 
who was transferred to the western district in a simi- 
lar capacity to fill a vacancy created by the request 
of district manager R. B. Buswell that he be allowed 
a leave of absence because of poor health. Last month 
Mr. Buswell celebrated thirty-five years of service in 
the UEF organization and as a fitting climax to this 
splendid record, the western district turned in a re- 
markable volume of sales in his honor. 

In speaking of Mr. Buswell’s request for temporary 
relief from duty, General Sales Manager Arnold said: 

“It is our sincere hope and desire, as we know it must 
be of everyone who has met Mr. Buswell, that a few 
months of ‘play’ will strengthen him and make it pos- 
sible for him to resume active service with the com- 
pany.” 

When news of the above changes in the staff reached 
the Pacific coast early in the month revealing that 
Mr. Coffman was to be transferred to Chicago, more 
than 300 citizens of San Francisco gathered at the 
Fairmont Hotel on June 4 for a testimonial banquet in 
honor of the UEF official. In a short speech of thanks 
to the Bay City business men, Mr. Coffman revealed 
that despite his transfer, he would continue as a direc- 
tor of the famous Shrine football team, a position 
he has held on the Pacific coast for many years. 

Mr. Coffman’s career, which began in 1910 when he 
landed in San Francisco as mate of a small schooner 
with $1.40 in his shoe, has been a varied one. Leaving 
the sea forever, he sought employment at the San 
Francisco Y. M. C. A., then under construction. He got 
a job, but it was with a shovel and broom. When the 
building was completed Mr. Coffman convinced the 
“Y” officials that they needed a swimming director. He 
was given the job because no one thought to ask him 
if he could swim, which was just as well, because he 
couldn’t. Despite this slight drawback, however, he 
recognized talent in others and brought to the fore 
many stars of the present-day swimming world. 

His next job was that of manager of the Sutro Baths, 
then he became a Market street jitney driver. This 
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was followed by his entry into the office equipment 
field and his rapid rise to the position he now holds. 

Honors similar to those accorded Mr. Coffman were 
heaped upon Mr. Arnold on the occasion of his ap- 
pointment as general sales manager when twenty- 
three of his friends in the home office made him the 
guest of honor at a luncheon at the Vanderbilt hotel 
in New York. 

The affair was held on June 19 and was attended by 
President Wagoner, Vice-presidents Eylar, Strohm and 
Lentz, Assistant General Sales Manager Seely, Secre- 
tary-Treasurer Duncan, Comptroller Baines and sev- 
eral division sales managers. 

At the conclusion of the luncheon the assembled 
officials presented Mr. Arnold with a beautiful gold 


watch, chain and pocket pencil. 
~o 


SNYDER JOINS PARROT CORPORATION 


Harry D. Snyder, who has been active in the sta- 
tionery field for more than thirty years, last month 
announced his connection with the Parrot Speed 
Fastener Corporation, 3718 Northern boulevard, Long 
Island City, New York. 

Mr. Synder began his career as advertising manager 
for the W. H. Hoskins Company, Philadelphia and, fol- 
lowing several years with that firm, became advertis- 
ing manager for the William Mann Company of the 
same city. His next connection was with Acco Prod- 
ucts, Inc., as Philadelphia manager. Some time later 
he was called to the company’s home office in Long 
Island City where he took charge of the executive op- 
eration of the organization under President Fred J. 
Kline. 

Following Mr. Kline’s death Mr. Synder continued 
as treasurer and general manager of Acco Products 
until 1934 he was forced to take a long leave of absence 
due to ill health. He now returns to active duty as 
manager of the Parrot Speed Fastener Corporation’s 
supply division recently created by President Jack 
Linsky. Because of Mr. Synder’s broad experience in 
the paper fastener field he will direct his attention 
and efforts to the Speedway file fastener and its varied 
applications. 

Office Appliances joins Mr. Synder’s host of friends 
throughout the country in congratulations upon his 
restored good health and his return to activity in the 
field with which he has been so long connected and 


predicts his success in the new engagement. 
——__<>——_—_ 


DO,/MORE APPOINTS KORNMANN CHICAGO 
MANAGER 


The Do/More Chair Company, Inc., Elkhart, Ind., has 
announced the appointment of T. L. Kornmann as 
division manager at Chicago, the offices being Suite 
248, 35 East Wacker drive. 

Practically all of Mr. Kornmann’s business career 
has been in the office equipment field. He started as 
a young man with Ihling Brothers Everard Company, 
Kalamazoo. His last connection before taking up the 
new work having been several years with the Reming- 
ton Rand organization. He brings a fine experience 
to the new job. He is an intensive cultivator and has 
high enthusiasm for the advantages of posture chairs. 
“Physical fitness” is his favorite subject of which, in- 
cidentally, he is a good example. “One who sits right,” 
said Mr. Kornmann, “will walk right and will even eat 
right. Correct seating is much more than comfortable 
seating. Its influence is more far reaching than the 
average person is aware.” 

Mr. Kornmann’s keen interest in correct posture to 
promote physical fitness by which the day’s work is 
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made more pleasant and comfortable and the worker's 
efficiency increased, coupled with his executive capac- 
ity and sales technique would appear to ensure his suc- 
cess in the new work. 

—_———_——_ 
SCHWABACHER-FREY TO HANDLE WIRE-O 
BINDING 

The Schwabacher-Frey Company of Los Angeles and 
San Francisco last month was appointed licensee for 
Wire-O binding following the installation in its Bay 
City plant of all the necessary machinery and equip- 
ment for manufacturing this product. 











EXCUSE US, PKEEASE 


LORD PLENDER’S BUSINESS CONNECTIONS 
GARBLED 


In the caption of a picture showing Lord Plender 
presenting a Royal typewriter to a youth with an out- 
standing record in the Pitman chain of colleges used 
in the May issue of Office Appliances, we inadvertently 
referred to him as head of the Visible Writing Machine 
Company, Ltd., the British representative of the Royal 
Typewriter Company. 

This statement was in error. Lord Plender is in no 
way connected with the Royal Typewriter Company. 
He is senior partner of Deloitte, Plender, Griffith & 
Company, a firm of chartered accountants of 5 London 
Wall buildings, Finsbury Circus, London, which main- 
tains uffices throughout the British Empire and sixteen 
other countries including the United States, with offices 
in New York, Boston and Chicago. 

a a ea 
THE RIGHT MAN BUT THE WRONG FIRM 


In presenting a page of pictures in the June issue 
taken during the Belleville convention of the Illinois 
Booksellers and Stationers Association, we inadvertent- 
ly labeled Paul Buckwalter as a member of the Boorum 
& Pease Company instead of his rightful firm, the Na- 
tional Blank Book Company. 

Our old friend Paul is a grand person and the Boorum 
& Pease Company is a grand organization and in all 
probability both felt flattered at the inference of the 
error. Nevertheless Paul works for the National Blank 
Book Company and expects to be working there for 
some years to come. 

We're sorry. 





=e 
MISPLACED AND MISSPELT 


In a story in the May issue our mental cogs slipped. 
both geographically and typographically, when we 
listed Frank “Hasslett” as manager of the Royal Type- 
writer Company Philadelphia office. 

This double-header error also reflected upon Jack 
Wolle, who is the very capable manager of the Phila- 
delphia branch office, while Mr. Hassett—and NOT 
Hasslett—is manager of the Harrisburg, Pa., branch. 
We apologize to both gentlemen. 

ee 
ONE LITTLE ZERO 

An elusive zero was the cause last month of an error 
which crept into an otherwise correct account of in- 
stallations and new dealers of the Shaw-Walker Com- 
pany. One sentence in the story, which appeared on 
page 42 of the June issue, declared that the Shaw- 
Walker Company’s lines comprise 400 items when it 
should, of course, have read 4,000 items, We’re sorry 
about that missing zero. 
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CURRENT CORPORATION STATEMENTS 

The Scoville Manufacturing Company has declared 
a dividend of twenty-five cents quarterly, payable July 
1 to stock of record June 15. (Chicago Tribune, May 
25, 1936.) 

Horder’s, Inc., declared a dividend of fifteen cents 
quarterly payable August 1 to stock of record July 20 
(Chicago Daily News, June 20.) 

Remington Rand, Inc., reported today April net in- 
come of $277,330, after charges and taxes, the largest 
for that month in the company’s history, and com- 
paring with $193,930 in April, 1935. 

Domestic and foreign sales ran 24.3 per cent ahead 
of April, 1935, and the total sales for May were twenty 
per cent over the same 1935 month, the company said. 

James H. Rand, Jr., president, said, “the slight de- 
crease in May sales from the April level was the result 
of shutdowns of several of the company’s manufactur- 
ing plants during the last week of the month.” 

Excepting the Tonawanda and Syracuse, N. Y., and 
Middletown, Conn., plants, which are now being con- 
solidated, the Cincinnati plant is the only one now af- 
fected by strike conditions, the company said. 

The special meeting of the stockholders called to 
consider a reclassification of the preferred stocks has 
been postponed to July 14, when the annual meeting 
will be held. (Chicago Daily News, June 17.) 

> + > 

One new share of common stock on the basis of 
each ten held may be purchased by common stock- 
holders of Underwood Elliott Fisher Company at $75 
a share, 66,644 shares being available. Stockholders of 
record June 15 may subscribe up to July 6. Payments 
will be in full or in three equal installments, without 
interest, due respectively on the date of subscription, 
on September 4, and on November 4. The 27,050 out- 
standing shares of 7 per cent preferred stock will be 
retired by the proceeds of the sale; the balance remain- 
ing will be devoted to general corporate purposes. Hay- 
den, Stone & Company has underwritten the issue. 

The company’s 7 per cent cumulative preferred stock 
has been called for redemption September 5 at $125 a 
share and accrued dividend. 

Unchanged dividends of $1.75 on the preferred shares 
and ten cents on the common shares of The General 
Fireproofing Company for the current quarter were 
declared by directors, payable July 1. Financial circles 
reported that earnings of the company for the first five 
months of 1936 were greater than for the entire year 
of 1935. Sales of metal office furniture following the 
flood was in part responsible for the increase, it was 
said.—_ AK 

> > > 

Art Metal Construction Company has declared a 
dividend of twenty-five cents, payable June 30 to stock 
of record June 22 (Chicago Tribune, June 15, 1936). 

International Printing Ink Corporation has declared 
a dividend of twenty-five per cent quarterly, payable 
August 1 to stock of record July 13. (Chicago Daily 
News, June 23, 1936). 

The Wilson-Jones Company yesterday reported net 
income of $340,125 for the first nine months of its 
fiscal year ended May 31. This compares with $325,236 
for the same period of the preceding year, an increase 
of $14,889. The earnings are equivalent to $2.49 per 
share on the 136,400 shares of common stock outstand- 
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ing, compared to $2.39 a share on 136,140 shares out- 
standing a year ago. Net sales for the first nine 
months of the current fiscal year increased eleven 
per cent over those of the same period last year, while 
net sales for the current fiscal year were about the 
same as the corresponding period in the preceeding 
year. 

Remington Rand, Inc., of New York City has filed a 
registration statement under the securities act of 1933 
covering 345,20814 shares of $1.00 par value common 
stock which it proposes to sell to present stockholders 
in specified allotments until March 1, 1939. 

“The estimated net proceeds of $9,408,226,” the state- 
ment said, “will be applied to the purchase or redemp- 
tion of outstanding or proposed preferred stock of the 
corporation, if any. In the absence of such preferred 
stocks the proceeds will be used to retire outstanding 
funded debt.” 

The new stock is to be offered to common stock- 
holders of the company through stock subscription 
rights designated as Series A, B, C and D, which will 
entitle them to purchase at $27.50 a share one share of 
new stock for each four shares held at any time after 
September 1, 1936, to and including March 1, 1939. 
(Chicago Tribune, June 25, 1936). 

TODD JOINS FIBROIN STAFF 

Charles Todd, who has had many years of experience 
in the duplicator supply field both in the retail and 
wholesale markets, last month joined the sales staff of 
the Fibroin Stencil Corporation and took over the ter- 
ritory of Marshall Love who resigned to enter other 
lines. 

Mr. Todd’s mid-west territory will include Texas, 

















Charles Todd 


Oklahoma, Arkansas and Louisiana where he is at 
present introducing to dealers the new Fibroin Gold 
Bond stencil, according to officials of the Jacksonville, 
Fla., corporation. 
—_— 
ILLINOIS FAIR TRADE ACT UPHELD 

The Illinois fair trade practices act passed at the 
last regular session of the legislature was sustained as 
constitutional by an opinion of the Illinois Supreme 
Court June 10. 

The Joseph Triner Corporation of Chicago had ob- 
tained permanent injunctions from the Circuit Court 
December 24 to restrain a dealer from selling goods 
at less than the price fixed by the wholesalers’ price 
list. These injunctions were affirmed by the state 
Supreme Court, which declared that the object of the 
act was the protection of property interests of pro- 
ducers and dealers in good will established by trade 
names, trade marks, and brands. 
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STRIKE MAY BRING CONSOLIDATION 
OF REMINGTON RAND PLANTS 

The recent strike of a part of the Remington Rand, 
Inc., factory employes may result in the closing of 
three plants and the distribution of their machinery 
among the fifteen remaining factories. 

At the time of going to press the three plants which 
were most affected by the strike and which may be 
dismantled are the factories at Syracuse, N. Y., Middle- 
town, Conn., and Norwood, Ohio. According to news- 
paper reports the company plans to transfer from these 
plants “desirable and experienced” employes to the 
other factories. 

The strike began in the last week of May at the 
Syracuse plant, according to an article in the June 6 
issue of News-Week. The cause, according to the same 
source, was a series of demands of the Remington Rand 
District Protective Council including (1) company 
recognition of the unions, (2) a twenty per-cent wage 
increase and (3) a forty-hour week with no overtime. 

After H. T. Anderson, representing President James 
H. Rand, Jr., refused these terms at a meeting with 
union leaders the latter ordered employes of the 
Syracuse plant to refuse to answer a strike poll ques- 
tionnaire which the company was conducting. Offi- 
cials of the company promptly countered by closing 
the plant for a two-week “vacation.” 

Mayor Rolland B. Marvin of Syracuse made an effort 
to end the dispute and, following several telephone 
conferences with Remington Rand officials, told the 
workers the plant would be reopened if they would 
answer the questionnaire and would agree to the dis- 
charge of sixteen men. Union representatives refused 
this offer and the sixteen men, described by Vice- 
president John A. Zellers as “trouble makers,” were 
forthwith fired. 

Mayor Marvin then arranged a poll in which the 
workers were to mail their ballots to the mayor’s office. 
Of the 1800 employes, 400 sent in their votes which 
overwhelmingly favored the company. But even be- 
fore the ballots were counted the Council called the 
strike, it is said. 

Remington Rand Inc., within a few days pur- 
chased space in Syracuse newspapers in which they 
outlined their side of the situation and said that em- 
ployes were better off now than in 1929 because they 
were working forty-eight hours with time and a half 
for overtime. An employe, it was explained, receives 
108.3 per cent of his 1929 pay envelope while his cost 
of living is only 78.8 of the 1929 level. 

Late last month the company opened the Syracuse 
plant and a considerable number of men returned to 
work. At the same time officials of the corporation 
declared that the number of requests for reinstatement 
are increasing daily. 

Coincident with news dispatches of June 16 which 
said factory guards had been removed from the Ilion 
plant, it was reported that space was being made for 
adding machine equipment expected from the Nor- 
wood, Ohio, plant. 

scien 


CHARLIE JOHNSON JOINS HANSON COMPANY 

C. A. (Charlie) Johnson, who has been associated 
with the book and stationery trade for the past twenty 
years, has become a representative in the Denver- 
West trade area of the J. L. Hanson Company, 552-554 
West Adams street, Chicago, makers of the Ideal line 
of scrap books, albums, guest books, etc. 

Mr. Johnson, native of Chicago, reports from the 
west coast, where he is developing business with a 
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brand new fall line of Ideal merchandise, that mer- 
chants are demanding larger quantities and higher 
qualities of goods than they have bought for several 
years. 
——_——=>-__—_ 
BUFFALO HOUSE HOLDS BUSINESS SHOW 

A business show staged at Buffalo, N. Y., by the 
Eagle Stationery Corporation, 32 South Division street, 
in connection with the enlargement and decoration of 
its store attracted nearly 400 visitors, who came to see 
the modern office equipment offered by the manufac- 
turers represented by the Eagle company. Special 


displays were arranged on the second floor for The 








Two Views of the Eagle Stationery Company's Business Show. 
—Top: Four model offices which enabled the business man 


to see how Shaw-Walker desks would look in his office. Bot- 


tom: Part of the general displays section. 


Shaw-Walker Company, The National Cash Register 
Company, Executab Corporation, International Busi- 
ness Machines Corporation, Wilson-Jones Company, 
Stationers Loose Leaf Company, and the Lincoln Sales 
Company (Klenzair). Most of these companies had 
factory representatives in attendance to explain the 
operation of the systems and devices shown. 

More than 2,100 feet of space has been added to the 
furniture display on the second floor, where the “Sky- 
scraper” line of The Shaw-Walker Company was dis- 
played. The four model offices which were a feature 
of the display challenged the interest of visitors to 
the show. 

The present expansion marks a further step in the 
growth of the Eagle Stationery Company since its 
founding in 1922. Since its inception the company 
has been under the able direction of Charles A. Smith, 
president; Charles D. Cristmann, vice president and 
treasurer; and Edward H. Geisendorf, secretary. 

In addition to the furniture and stationery store and 
printing plant at 31 South Division street, the company 
maintains a large store—called the “Hoole” branch— 
at 950 Main street. At the present time the company 
has twelve salesmen on the street and a total payroll 
of more than thirty employees. 
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NEW AMES CATALOGUE AT CONVENTION 

The new Ames Supply Company catalogue shown to 
dealers at the NTOMDA convention was described by 
Hazen Ames as the most complete ever issued by the 
company. 

It is an excellent example of Yood book making of 
the commercial type. Bound in stiff blue ripple covers, 
it has the feel of sturdy construction. It opens and 
lies flat, easy to consult. The paper is of excellent 
quality, and in make-up and type it represents a good 
print job. Indexed front and rear, it contains also 
sixteen tables of contents for the different sections in 
which parts and supplies for different machines are 
segregated. These tables are printed on heavier paper 
than the rest of the text, and are of distinctive colors. 

The new catalogue contains a good many items not 
listed in previous issues—including a new line of add- 
ing machine parts. 

Dealers interested in securing copies may address the 


company at 564 West Randolph Street, Chicago. 
—_—_—_—<> 


OAKVILLE ISSUES CIRCULAR SERIES 

Carrying out the theme of advantages to be gained 
through the use of proper fastening devices, a series 
of six circulars has recently been published by the 
Oakville Company, division of Scovill Manufacturing 
Company, Waterbury, Conn. 

The circulars, printed on behalf of the company’s 
Yellow Box line, deal with the saving which can be 
effected in time, trouble, merchandise and money. 
This thought is borne out by the circulars which bear 
the titles, “Clip Minutes,” “Pin Down the Minutes,” 
“Fasten Fast,” “Pinch the Seconds,” “Why Tacks Time 
and Effort,” and “Clamp Down on Lost Time.” 

Sized six by three and one-quarter inches, the covers 
are attractively designed and there is a definite rela- 
tionship throughout the entire group. 

Dealers who handle the Oakville Yellow Box line may 
obtain samples of the circulars by applying to the Oak- 
ville representative in their territories or by writing 
direct to the company’s home offices. 

—> 
NEVA-CLOG ISSUES BROADSIDE 

Illustrating and describing the latest group of dealer 
helps which the company is offering the trade, a new 
and attractive broadside has recently been issued by 
Neva-Clog Products, Inc., Bridgeport, Conn. 

In addition to reproducing in colors many of the 
Stapling machines manufactured by Neva-Clog, the 
broadside also carries pictures of blotters, an eight- 
page folder, pocket catalogue for salesmen and a num- 
ber of striking display cards. 

The mailing piece points out that all of these dealer 
aids are available and may be obtained on request. 
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HARPOLD JOINS HANSON COMPANY 
With more than twenty years experience at his com- 
mand during which he has worked in several sections 
of the country, E. G. Harpold last month became a 
member of the J. L. Hanson Company, Chicago. 
Mr. Harpold began his career in the stationery field 
under the late James A. Dorsey, president and founder 


—— 








FE. G. Harpold 


of the Dorsey Company, at Dallas, Texas. For a short 
time he worked for the Cargill Company, at Houston 
and then joined the Dameron-Pierson Company where 
for twenty years he was buyer and manager of the 
stationery department. 

When the Southern Travelers Club was formed Mr. 
Harpold was appointed corresponding secretary. At the 
Atlanta convention in April the organization gave him 
a gold watch as a farewell gift. Despite his busy career 
Mr. Harpold also found time to be actively identified 
with the New Orleans Stationers Association. 


~ 
PITTSBURGH STENCIL COMPANY PLAN IS 
HELP FOR DEALERS 

A new plan which was created as a special means 
of assisting dealers throughout the country has re- 
cently been launched by the Pittsburgh Dry Stencil 
Company, Pittsburgh, Pa. 

According to J. Rogers Flannery, sales manager of 
the company, the plan consists of a direct mail adver- 
tising campaign aimed at the dealer’s prospective cus- 
tomers. Each of the prospects of the dealer for whom 
the plan operates is sent attractive circulars of an in- 
teresting and instructive nature which stress the 
quality of the dealers merchandise and the advisa- 
bility of buying. 

At the same time Mr. Flannery reported the com- 
pletion of the Pittsburgh Dry Stencil Company’s new 
catalogue which is off the press and is available for 
dealers. 


A. Espenscheid Company, Peoria, UL, show 
an attractive display of Stein Bros. Manufac- 
turing Company's business cases. 
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Seen and Heard 
in Southern California 


By Hobart W. Martin 
230 Avenue D, Redondo Beach 


 aprecced business in general is satisfactory is the view 
entertained by Harold W. Wright, the able manager 
of the Domestic Trade Department of the Los Angeles 
Chamber of Commerce. “By that,” said Mr. Wright to 
Office Appliances’ reporter, “I do not mean that the 
ship of trade is proceeding upon an even keel. There 
are fluctuations; one month business is active and 
seems to promise continued increase, but the next 
month it may be quiet, relatively speaking. The figures 
up to the present indicate that the sum total will be 
well ahead of last year’s results. 

Almost precisely the same opinion was voiced by 
several men prominent in the office equipment industry 
of Los Angeles. Nobody, however, ventured an opinion 
as to the reason behind this condition. 

= > * 


June is the first of the vacation months—yes; they 
do take vacations in California, even though it is re- 
puted to be the world’s playground. Did I say “reputed 
to be’? Pardon me, native sons and daughters and all 
others residing within the boundaries of the common- 
wealth. The remark was merely that old reportorial 
caution coming to the fore. Yes, yes, gentles all— 
of course it is. Nowhere else—but pshaw! Load up 
the gasoline wagon and prepare to spend your vacation 
here. 

The reporter made a goodly number of calls last 
month, and in several instances he was greeted with: 
“Sorry, but Mr. So-and-so is visiting in the east—has 
gone trout fishing—is enjoying the air of the moun- 
tains, etc., etc. And more power to ’em. May they 
all come back, tanned and fit! 

* . * 


Huntington Park Concern Takes Smith-Corona 
Dealership.—The Industrial Printing and Stationery 
Company, R. V. Campbell, owner, 6136 Pacific boulevard, 
Huntington Park, California, has been appointed dealer 
for that city and surrounding territory for the entire 
line of Smith-Corona products, including L. C. Smith 
and Corona typewriters, Corona adding machines, type- 
writer supplies and the “Vivid” duplicating machines 
and supplies. The appointment was made a few weeks 
ago by Manager C. J. Harris of the Los Angeles branch 
office of L. C. Smith & Corona Typewriters, Inc., 533 
South Spring street. 

Mr. Campbell took over the ownership and manage- 
ment of the Industrial Printing and Stationery Com- 
pany at Huntington Park in 1929. The store was then 
at 6128 Pacific boulevard—a small establishment. In 
1932 the organization moved to its present premises. 
In addition to the main store Mr. Campbell has opened 
establishments in outlying towns—one at 110 Locust 
street, Long Beach; another at 224 East Center street, 
Anaheim, and on April 29 he opened an office furniture 
store at 218, 220 and 224 East Third street, Los Angeles, 
for the sale of the Art Metal Construction Company’s 
steel office furniture and accessories, Mr. Campbell’s 
company having been appointed agent for the Art 
Metal Construction Company for Southern California. 
In addition to Art Metal he will handle certain non- 
competing lines. 

The Industrial Printing and Stationery Company 
handles at its main store and the two outlying ones 
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first above named rebuilt typewriters of all makes, 
all types of portables, and conducts at its main store 
a capitally equipped service and repair department. 
The company has the exclusive agency in Southern 
California for the ring books and binders of the Mc- 
Millan Book Company; for the Eversharp pens and 
pencils of the Wahl Company; the Weeks line of filing 
supplies, and Reliance pencils, together with many 
other items constituting a well-rounded office supply 
stock. 

Three and a half years ago the business of the In- 
dustrial Printing and Stationery Company was housed 
in a small store indifferently stocked with papeteries 
and fancy stationery. Mr. Campbell had spent eight 
years in the service of the Los Angeles branch of the 
H. S. Crocker Company, during four years of which 
period he was manager of their Long Beach store. On 
taking over the Industrial he immediately began build- 
ing up his lines and expanding the business, realizing 
that the successful business is the growing one and that 
there is no money to be realized from would-be cus- 
tomers who have to be turned away. 

Today the Huntington Park store of the Industrial 
consists of main store, balcony, service and repair de- 
partment and warehouse with a total of something 
under 20,000 square feet of floor space. 

On May 18 Mr. Campbell left for New York and other 
eastern points on a business and pleasure trip. He is 
scheduled to return July 1. 


Mr. Ecclestone Makes a Suggestion.—H. A. Eccle- 
stone, chief of the Southern California branch of 
Remington Rand, Inc., calls attention to the fact that 
the automobile companies have important assembling 
plants in Los Angeles, and suggests that the typewriter 
companies profit by the example. He observed that 
the American Writing Machine Company had such a 
plant in Los Angeles before the war and were quite 
successful with it, but so many typewriter concerns 
were drafted for the production of war supplies that 
the plant was closed down. Los Angeles, says Mr. 
Ecclestone, is the center of a great and growing in- 
dustrial and agricultural area. Less than half a cen- 
tury ago the city was a thriving metropolitan center 
of 60,000 people or thereabouts. Today it is a real 
metropolis of a million and a half people; has an out- 
let to the sea and is surrounded by a diadem of smaller 
cities, all enjoying healthy growth. 

The typewriter business is encouraging, remarked 
Mr. Ecclestone. The branch of which he has charge 
has run ahead of its sales quota every month this year. 
He advised dealers and salesmen to quit talking 
politics and talk turkey. 


* . * 


Huntington Park Woman a Successful Stationer.— 
Mrs. Lute P. Thorbus of Huntington Park, California, 
is accounted one of the successful stationers of the 
Southern California district. Her late husband, Will. 
C. Thorbus, who died in the spring of 1930, was an 
able business man who kept his wife posted on their 
affairs, making her a partner in fact as well as in name. 

Mr. Thorbus is credited with having established the 
first facsimile letter plant in Chicago. It was located 
in the Ogden building at Clark and Lake streets. He 
carried on this work in connection with a prosperous 
printing business which at one time employed thirty- 
five people. 

Early in his career Mr. Thorbus married Miss Lute 
Parish. The wedding took place in Chicago. Mrs. 
Thorbus is now owner and manager of the store which 

(Turn to page 134, please) 
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WHOLESALE STATIONERS CONVENTION 

Attended by an enthusiastic and record-breaking 
crowd which overflowed the many hotels of the city, 
the annual convention of the Wholesale Stationers 
Association was held in the Hotel Statler at Detroit 
on May 25, 26 and 27. 

The delegates arrived to find an ideal program of 
business sessions and entertainment features worked 
out for them by a number of committees under the 
direction of President E. M. Berry and his aides. Noth- 
ing was forgotten, exhilarating and educational trips 
to nearby points of interest, merchandise exhibitions 
and a golf tournament being the highlights of the 
pleasant and successful three-day meeting. 

The convention opened with a call to order by Presi- 
dent Berry of Loring, Short & Harmon, Portland, Me., 
followed by the president’s annual address. After the 
reading of the report of Secretary-Treasurer H. C. 
Whittemore and the appointing of committees, R. A. 
Maish, of the Dennison Manufacturing Company, de- 
livered the vice-president’s annual address followed 
by a talk on “catalogue building and sales promotion 
material” by Professor A. Bacourt, of the University 
of Detroit. 

The afternoon session was called to order by Chair- 
man M. G. Pierpont, Loewy Drug Company, vice- 
president of the association, who introduced the follow- 
ing speakers and their subjects: “Legislation—In 
Effect and Pending,” by Morris Popper, attorney; 
“Loose Credits,” by Howard S. Sanders, executive credit 
adviser, Stationers & Publishers Board of Trade, Inc.; 
“Certified Wholesaling—What it Means—Its Progress 
to Date,” by Secretary Whittemore; “Aids for the In- 
dependent Retailer,” by E. G. Stacy, sales promotion 
manager, Spencerian Pen Company. 

Adjournment of the business session brought about 
the opening of a merchandise exhibit held in a ball- 
room adjoining the one which housed the convention 
meetings. It was arranged that the doors of the ex- 
hibit were open whenever the convention was not in 
session. Some of the Detroit stationers called to see 
the merchandise on display. 

On Tuesday morning the wholesalers and the manu- 
facturers meetings were opened simultaneously with 
C. F. Schwarz, Schwarz Paper Company wielding the 
gavel at the former and R. A. Maish presiding at the 
latter gathering. The wholesalers meeting was a round 
table forum for the discussion of many subjects, in- 
cluding “New ventures in sales promotion,” “Giftwares, 
a fertile field for profitable volume,” “Can the service 
wholesaler meet low-mark-up competition?” and “Are 
wholesalers becoming retailers in buying—are they ful- 
filling their functions as wholesalers in selling?” 

The manufacturers meeting also was an open forum 
devoted to distribution problems. The members also 
conferred on the value of association trade news, co- 
operating with the certified wholesaling program and 
the nomination of second vice-president for 1937. Both 
meetings ended early for the delegates to take part 
in a trip to Greenfield Village. 

The trip through Greenfield Village and Edison 
Museum which occupied the second afternoon was a 
treat. After having an excellent luncheon in the 
Dearborn Inn, the party went to the Edison Institute 
Museum. There the visitors were pleasantly surprised 
to find Henry and Edsel Ford and some others who 


On THE Opposite Pace: Curious Sicut-Seeinc Visitors AND 
Dececates Looxinc TuHines Over at Henry Foro’s GREENFIELD 
Vittace Durinc CONVENTION 


1. Harry L. Short, Columbian Art Works Company and Oak- 
ville Company; Ham. Kendrick, American Pencil Company: 
Don Whitcomb, Paper Supply Company, Minneapolis; Ray 
Croasdale, Roaring Springs Blank Book Company. 

2. Horace Van Dorn, Joseph Dixon Crucible Company; Guy 
Hills, Seneca Falls Rule & Block Company; Mr. Sutherland; 
Jack Bainbridge, Bainbridge, Kimpton & Haupt; Colonel 
William Nelson Pelouze, Pelouze Manufacturing Company. 


3. Typical transportation in the village: on driver's seat, Don 
Whitcomb, Paper Supply Company, Minneapolis. The white 
hat shelters Ray Croasdale. 


1. G. M. Clute, Mohican Pencil Company; Mrs. Ellingsworth., 
Chicago; A. L. Salomon, New York; Mr. Ellingsworth. 


5. Mrs. Jim Moir; Mr. Moir, Brown Brothers Ltd., Toronto; 
E. J. Huott, Frank A. Weeks Company; J. J. McDonough, Ply- 
mouth Rubber Company. 

6. Leaving the Greenfield Village Church: Howard Sanders, 
Stationers & Publishers Board of Trade; E. M. Berry, president, 
Wholesale Stationers Association; Sherman Parmenter, American 
Crayon Company; Hamilton Kendrick, American Pencil Com- 
pany; A. J. Pfaff, Joseph Dixon Crucible Company; Charlie 
Ramsay, Ever Ready Calendar Manufacturing Company; A. P. 
Gooding, Loring, Short & Harmon; Horace Van Dorn, Joseph 
Dixon Crucible Company; Jack Bainbridge, Bainbridge, Kimp- 
ton & Haupt; Bill Donneliy, Modern Stationer. 

7. C. E. Vieth and H. U. Bittman, A. W. Faber, Inc.; L. 
Frankenstein, Acme Paper Company, Detroit; L. T. Goldberg, 
David Kahn, Ine. 

8. M. G. Pierpont, Loewy Drug Company, Baltimore; Mrs. 
Harold Whittemore; H. C. Whittemore, secretary-treasurer. 
Wholesale Stationers Association; Paul J. Wielandy, Blackwell. 


Wielandy Company, St. Louis. 

9. The Dearborn Inn, where lunch was served. 

10. E. G. Stacy, Spencerian Pen Company; Bob Wood, Ester- 
brook Steel Pen Manufacturing Company: Fred Jennett, Denni- 
son Manufacturing Company. 


11. Miss Moriarty, Washington, D. C.; Harry Tehan, Charles 
M. Higgins & Company; Ann Smith, New York. 

12. Hale! Hale! The gang’s all here: Joseph D. Hale, Rite 
Rite Company; Ralph Hale, Milton Bradley Company; Ted 
Hale, The Wahl Company. 

natie 
were about to leave the building as the stationers 
entered. 

The Museum shows various steps of progress in 
agriculture, textiles, steam engines, electrical equip- 
ment, transportation and other major divisions. Con- 
siderable interest was manifested in mechanical equip- 
ment on display which was used by earlier generations. 

From the Edison Institute, the party was conveyed 
in stage coaches and other horse drawn vehicles to 
Greenfield Village. The name Greenfield comes from 
Greenfield township, the birthplace of Mrs. Henry 
Ford. 

The convention party was interested in such attrac- 
tions as Clinton Inn, the chapel of Martha-Mary, the 
Lincoln courthouse, the Menlo Park group, Stephen 
Foster’s birthplace, Smith’s Creek Depot and various 
others. These mostly are original buildings which 
have been moved to the village. Many waited in front 
of Sir John Bennett’s jewelry shop to see the four 
effigies, Gog, Magog, the angel and Father Time ham- 
mer out the chimes at the nearest hour, which proved 
to be five o’clock. Some were a bit tired from so much 
walking, but all were well repaid for the trip. 
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The Wednesday session was a general meeting at 
which the election of officers was the principal event. 
A report on “Shaping the program for 1936” by Secre- 
tary Whittemore and the reports of committees were 
heard and then the following officers were elected: 





President: E. M. Berry, Loring, Short & Harmon; 
first vice-president, M. G. Pierpont, Loewy Drug Com- 
pany, Baltimore; second vice-president, J. E. Moir, 
Brown Brothers, Ltd., Toronto, Canada; third vice- 
president, R. A. Maish, Dennison Manufacturing Com- 
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pany, Framingham, Mass.; secretary, H. C. Whittemore, 
250 Fifth avenue, N. Y. 

Elections to the board of control were as follows: 

For the wholesalers: A. L. Salomon, A. L. Salomon & 
Company, New York; William G. Whittemore, Ameri- 
can News Company, Inc., New York; H. L. Chandler, 
Adams, Cushing & Foster, Inc., Boston; J. P. Moriarty, 
E. Morrison Paper Company, Washington; M. D. Wittel- 
shofer, Beecher, Peck & Lewis, Detroit; M. G. Pierpont, 
Loewy Drug Company, Baltimore; C. F. Schwarz, 
Schwarz Paper Company, Lincoln, Neb.; J. G. Bain- 
bridge, Bainbridge, Kimpton & Haupt, Inc., New York. 


Br} \} 
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The annual banquet was the high point of the con- 
vention. Andy Maish of Dennison Manufacturing 
Company was the toastmaster. While there was no 
long address, the officers and others who took part 
in the preparation of the program were called upon 
and made brief remarks. The principal entertainment 
was furnished by the Ford Motor Company. It con- 
sisted of the Dixie Eight, a double quartette of colored 
male singers, two tap dancers and a soprano soloist. 
These performers are in frequent demand for programs 
of various sorts and broadcast from a Detroit studio. 
Souvenirs from Autopoint Company, Rite Rite Com- 
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Anove Views Were Taken Write Devecatres, Vistrors anp Tuer Lapres Were Visiting Henry Foro’s GREENFIELD 


VILLAGE 


Reading from left to right—1. Charles Consodine, Wallace 
Pencil Company; T. Harris Keon, Mohican Pencil Com- 
pany. 2. Mrs. Jim Moir, Toronto; Harry Tehan, Charles M. 
Higgins Company. 3. Sherman Parmenter, American Crayon 
Company; Charlie Ramsay, Ever Ready Calendar Manufac- 
turing Company. 4. M. O. Wittelshofer, Beecher, Peck & 
Lewis, Detroit; Mrs. Merwin Pierpont, Baltimore. 5. Visitors 
on the village square: some convention delegates waiting 
to see the effigies strike the hour at Sir John Bennett's 
jewelry shop. A. L. Salomon, New York; Larry Schmidt, 
Taylor Atkins Paper Company: Leo Wertheimer, Joseph 
Redegeld Company; Harry J. E. Block, General Pencil Com- 


pany; E. G. Stacy, Spencerian Pen Company; Bob Wood, 


For the manufacturers: W. W. Sunderland, Western 
Tablet & Stationery Corporation, Dayton; R. A. Maish, 
Dennison Manufacturing Company, Framingham, 
Mass.; G. F. Griffiths, Noesting Pin Ticket Company, 
Inc., Mount Vernon, N. Y.; Charles Wadsworth, Ameri- 
can Lead Pencil Company, Hoboken, N. J.; Julius Kahn, 
David Kahn, Inc., North Bergen, N. J.; H. J. MacNeill, 
Binney & Smith Company, New York. 


Esterbrook Steel Pen Manufacturing Company; Ted Hale. 
The Wahl Company; Louis A. Cox, Miller Bros. Pen Com- 
pany; T. A. Reindl, Peerless Key Company; J. P. Moriarty, 
E. Morrison Paper Company, Washington; Edgar M. Berry, 
Berry Paper Company, Portland, Me. Sitting beside Mr. 
Berry was A. P. Gooding, of Loring, Short & Harmon, Port- 
land, Me. The camera missed most of him. 6. Mrs. Hoyt, 
Miller Paper Company, Syracuse; Howard Sanders, Stationers 
& Publishers Board of Trade. 7. Mrs. C. N. Cahill; Mr. 
Cahill, Autopoint Company. 8. Carl Lang, Binney & Smith 
Company; J. B. Kemp, Ever Ready Calendar Manufacturing 
9. Norman Pearce, Eberhard Faber Pencil Com- 


Company. 
Alfred Berolzheimer, Eagle Pencil Company. 


pany; 


pany and FirBalsam IncenceCompany were distributed. 

Many valuable prizes were given at the convention. 
Tuesday evening in connection with the merchandise 
exhibit, Harry Yager, sales manager of David Kahn, 
Inc., won the biggest prize of all, a new Ford V8. Other 
prizes were given at this same event and many more 
at the Monte Carlo party and following the golf tour- 
nament. 
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FLASHLIGHTS FROM THE CONVENTION Hatt 

Reading left to right: 1. Harry Short, Oakville Company and 
Columbian Art Works; G. F. Griffith, Noesting Pin Ticket Com- 
pany; Thomas B. Jordan, Organization Service Corporation; 
R. B. Vail, Vail Manufacturing Company. 

2. Jim Moir, Brown Bros. Ltd., Toronto; Paul Wielandy, 
Blackwell-Wielandy Company, St. Louis; Lou Tavernier, Fulton 
Specialty Company; A. L. Salomon, A. L. Salomon & Company. 

3. Rear: Howard Sanders, Stationers & Publishers Board of 
Trade; Mrs. M. G. Pierpont, Baltimore. Front: Leo Wertheimer, 
Joseph Redegeld Company. Showing variations in stature of 
three popular visitors. 

1. Harry Tehan, Charles M. Higgins Company; Sidney Collins, 
\utomatic Pencil Sharpener Company; Andy Maish, Dennison 
Manufacturing Company: R. Norman Brown, Brown Brothers 
Ltd., Toronto. 

5. J. E. Smeed, Sioux Falls Paper Company; Mrs. Marge Moir, 
Toronto: Albert McLane, Spencerian Pen Company. 

6. G. H. Griffith and Irving P. Favor, Koh-Il-Noor Pencil 
Company. 

7. J. B. McElroy, W. F. Scarborough, Weber Costello Com- 


~~ Kahn and Harry Yager. David Kahn, Inec.; Mrs. 
J. E. Neary. Jim Neary, Geyer’s Stationer. 

9. Three salesmen and two Poppy ladies who had just re- 
lieved the gentlemen of some of their silver: Charles Davis, 
\utomatic Pencil Sharpener Company; Ann Yuster; Harry Nott, 
Milton Bradley Company; Annabel Stillwater; Charles Under- 
wood, Fulton Specialty Company. 

Numerous souvenirs were distributed. First was a 
five by eight Ever Ready calendar pad which included 
a complete program of the convention and tickets to 
the various events. Others were Trussell memo books; 
Autopoint pencils and siren whistles; Rite Rite pencils 
including a special one for ladies; the Dennison handy 
desk set of small stationery articles; A. W. Faber pencils 
and an incense burner made by Fir Balsam Incense 
Company. Brown Brothers Ltd., Toronto, distributed 
two color Autopoint pencils on which was printed an 
invitation to the association to hold its 1937 conven- 
tion in Canada. 

While not on the program the convention visitors 
were treated to two cocktail parties, one furnished by 
Binney & Smith Company, the other by The Ameri- 
can Crayon Company. 

The golf tournament was held the third afternoon 
at the beautiful Franklin Hills course. Many partici- 
pated. For the ladies and delegates not interested in 
golf an outing was arranged which included a trip to 
Belle Isle, Detroit’s famous island park along Lake St. 
Clair, Grosse Point boulevard and other points of in- 
terest. Some passed up both the golf game and the 
outing in favor of a trip through the River Rouge 
plant of Ford Motor Company. 


Convention Exhibits 

American Art Clay Company showed modeling clay 
and crayons. 

Automatic Pencil Sharpener Company showed the 
company’s full line of pencil sharpeners and bulldog 
clips. 

Autopoint Company showed Autopoint and Realite 
pencils, leads, erasers, the Gits-nife, calendar pads and 
stands, leather sets, note books, etc. 

C. E. Bradley Corporation showed penholders, black- 
board pointers and other articles. 

Charles D. Briddell, Inc., displayed various styles of 
desk calendars, ash trays and name plates. 

Dennison Manufacturing Company displayed many 
of the products in the Dennison line, including the 
Dennison desk set with its miniature book-like com- 
partments for clips, adhesive tape, patches, labels, etc. 

Ellingsworth Manufacturing Company exhibited 
binders and covers for school use and for catalogues. 

Esterbrook Steel Pen Manufacturing Company dis- 
played steel pens, fountain pens, ball bearing clips, 
Drawlet poster colors, penholders and desk sets. 
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|. Reading from left to right: Ray Fritz, member of golf 
committee: Julius Kahn, David Kahn, Inc.; Lou Tavernier, Ful- 
ton Specialty Company; Mr. Liscomb, Detroit News Company, 
also member of the committee. 

2. Jim Moir, Brown Bros. Ltd., Toronto; C. N. Cahill, Auto- 
point Company; Bob Wood, Esterbrook Steel Pen Manufactur- 
ing Company. 

3. Harrie Copeland, Wilson-Jones Company; Monty Wittel- 
shofer, Beecher, Peck & Lewis; Harry Yager, David Kahn, Inc.; 
W. G. Whittemore, American News Company. 

4. L. R. Schmidt, Taylor-Atkins Paper Company; Charles Un- 
derwood, Fulton Specialty Company; H. C. Sorenson, Ray 
Urmston, J. S. Staedtler Company. 

5. Ray Croasdale, Roaring Spring Blank Book Company; W. 
\. Rucker, Parker Pen Company; F. L. Townsend, Des Moines; 


Glolite Corporation showed Glolite Christmas tree 
table lamps. 

A. M. Greenblatt Studios displayed a line of book 
ends, fountain pen sets, statuary and ash trays. 

Graeme Harrison Products, Inc., featured adhesive 
tape and adhesive cement. Also Keyglo, a combination 
key case and flashlight. 

Charles M. Higgins & Company displayed drawing 
inks, writing inks, paste, glue and sealing wax. 

M. Hohner, Inc., showed harmonicas. 

C. Howard Hunt Pen Company exhibited Boston pen- 
cil sharpeners, steel pens, lettering pens and show card 
colors 
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Norman Pearce, Eberhard Faber Pencil Company. 

6. Fred Christenson, S. E. & M. Verrion Company; J. J. Me- 
Donough; J. E. Naud; R. Norman Brown, Brown Brothers. 
Ltd., Toronto. 

?. Sherman Parmenter, American Crayon Company. 

8 H. J. MacNeill, Binney & Smith Company; E. L. Mayer, 
(American Crayon Company; H. J. Henry, Dennison Manufac- 
turing Company; R. T. Gemmell, Binney & Smith Company. 

9. Mr. and Mrs. Irving T. Oberfelder, Frankel Carbon & Rib- 
bon Manufacturing Company. 

10. Howard Sanders, Stationers & Publishers Board of Trade: 
Ben Josephson, Josephson Manufacturing Corporation; H. Schul- 
man; Morris Popper, attorney. 

ll. Ray Weissenborn, General Pencil Company; Julius Kahn. 


David Kahn, Ine. 


David Kahn, Inc., featured fountain pens, pencils, 
pen and pencil sets and leads. 

Robert Keller Ink Company displayed a line of inks 
under the name of SphINKS. Also paste and mucilage. 

Kolar Kraft Company featured a line of drawing inks. 

Lynn Paper Products Company featured adding ma- 
chine rolls, cash register rolls and other roll papers, 
including the Aristocrat lintproof adding machine roll. 
Rolls were shown single, two-ply, three-ply and car- 
bonized. An animated cartoon display added to the 
interest. 

Mohican Pencil Company showed pencils in various 
styles and colors. 
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Moore Push Pin Company featured a wide variety of 
push pins, thumb tacks and map tacks. 

Moviematic Camera Corporation showed Moviematic 
camera, a low priced instrument for motion pictures or 
stills. 

National Tinsel Manufacturing Company showed tin- 
sel, ribbons, candles, etc. 

Noesting Pin Ticket Company featured paper clips, 
paper fasteners and staples. 

Norma Pencil Corporation exhibited Norma four- 
color mechanical pencils ranging in price from $3.50 up. 

Novelart Manufacturing Company featured social 
stationery. 

Parrot Speed Fastener Company exhibited Parrot 
speed fasteners and staples, Speedway file fasteners, 
Speedo index tabs, rubber finger tips, typewriter keys, 
plastic type cleaner, binder clips, etc., and distributed 
a new catalogue of the complete line. 

Pelouze Manufacturing Company showed the Pelouze 
line of scales in spring and beam types for letters and 
parcels with capacities ranging from one pound up to 
fifty pounds. Included were scales which compute 
exact postage on all classes of mail matter. 

Reyburn Manufacturing Company displayed labels, 
tags, seals, crepe paper, Reytrim corrugated display 
materials, etc. 

Rite Rite Manufacturing Company exhibited Rite 
Rite pencils in various grades, long and short leads and 
erasers. 

Scripto Manufacturing Company featured Scripto 
magazine pencils, leads and erasers. 

Spencerian Pen Company displayed Spencerian steel 
pens and fountain pens. 

S. S. Stafford, Inc., featured inks, adhesives, furniture 
polish and other articles. 





Paper Making A La Rube Goldberg.—This clever exhibit, in 

which all the characters move in their job of making paper 

as it is never made, was a feature of the Wholesale Stationers 

convention and was a great attraction among the delegates 

and their ladies. It was installed by the Lynn Paper Products 
Manufacturing Company. 


Testrite Instrument Company exhibited thermome- 
ters, magnifying glasses and microscopes. 

Universal Camera Corporation featured the Univex 
camera with models selling from fifty cents to one dol- 
lar fifty. 
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The Veit Company featured the Veco line of celluloid 
index tabs. 

The Wahl Company showed a fine assortment of 
Wahl pens, Eversharp pencils and leads. 

Weber Costello Company displayed a line of globes 
for commercial and school use, crayons, blackboard 
erasers and other items. 

Frank A. Weeks Manufacturing Company had a fine 
display of stationers’ hardware including ink stands in 
many styles, calendars, moisteners, sponge cups, tele- 
phone indexes, paper knives and other articles. 

West Bend Aluminum Company displayed aluminum 
products including small table lamps and ash trays. 

Western Tablet & Stationery Company featured 
Spiral bound note books, social stationery and a school 
line. 

Wilson-Jones Company exhibited blank books, memo 
books, binders for school use, order books and columnar 


pads. 
————-<>—__—- 
PENN-MA-VA NAMES COMMITTEE MEMBERS 

Following its annual meeting at Harrisburg on May 
20, the Penn-Ma-Va Club has issued a list of members 
who have been appointed to various committees. Those 
named are: 

Hotels: George Harscheid, chairman; W. E. McClellan, 
H. Von Frank, Walter T. Ridgeway. 

Publicity: Ben Wachtel, chairman; J. Kip Edwards, 
William E. Hough, Paul W. Cheney. 

Membership: Edwin J. Moore, Sr., chairman; Ernest 
H. Eilers, A. Stanley Wright, Paul E. Gundacker. 

Entertainment: John J. Kerns, chairman; N. E. Bay- 
non, Robert T. Gemmel, Ben Wachtel, A. W. Williams, 
Stanley M. Woodruff. 

Educational: H. L. Guth, Nelson Bushnell, Harry Te- 
han, George Purvis. 

National Convention: George Harscheid, chairman; 
C. P. Nicolai, W. E. Hough, David E. Price, Jerry Savage. 

At the same time President Arthur J. Petersen issued 
the following message to the club membership: 

“At our meeting in Harrisburg on May 20 you elected 
me head of our Travelers Club. I deeply appreciate 
the honor and thank you most sincerely. You have my 
earnest assurance that my motive power in office shall 
be a vigorous intent to offer you the very best service 
it rests within my ability to give. I must ask your 
patience, your backing and your gracious help. Above 
all, I must have your frank opinions and candid 
criticism.” 

amend 
PHILADELPHIA STATIONERS OUTING 

The Philadelphia Stationers Association outing was 
held at the Baederwood golf course at Abington Town- 
ship, Pa., on Thursday, June 25. 

For the golfers there was a champion eighteen hole 
course and five splendid courts for tennis players. Quoit 
players and horseshoe pitchers also found plenty of 
room for their respective activities. 

The affair was arranged under the direction of Chair- 
man Ed. Eisenstein assisted by Arthur E. Petersen, Ben 
Wachtel, Nelson Bushnell and Mike Casey. 

——<>—_—_-. 
CLEVELAND MACHINE DEALERS MEET 

The Cleveland Typewriter and Adding Machine Deal- 
ers Association held their regular monthly meeting at 
Hotel Allerton. There was the usual good attendance 
and prior to the business session dinner was served. 
There was a general discussion of ethical practices, 
advertising and other matters. It was decided to hold 
the annual picnic in July and invite all members of 
the trade and their families—AED 
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0. E. M. INSTITUTE MEETS 
The two-day convention of the Office Equipment 
Manufacturers Institute at the Statler hotel, Buffalo, 
N. Y., on June 4 and 5 was one of the most satisfactory 


and successful ever held by the organization, credit for 


which in a large measure was attributed to Remington 
Rand, Inc., through the untiring efforts of Vice-presi- 
dent C. F. Price. 

The meeting was opened on Thursday morning with 
roll call which was immediately followed by the read- 
ing of reports of President W. R. Greenwood, Vice- 
president P. D. Wagoner for the industrial executive 
committee, Vice-president W. R. Hickok for the sales 
executive committee, and Treasurer F. F. Wright. 


OFFICE APPLIANCES 


plans do you follow for speeding up or maintaining 
sales volume during the summer months,” by C. W. Cro- 
foot, sales manager, American Sales Book Company; 
“A house organ. Its most effective use within your own 
organization and with prospects,” by M. V. Miller, gen- 
eral sales manager, Royal Typewriter Company; “The 
value of sales contests. How do you conduct them?” 
by George D. Whiteford, National Cash Register Com- 
pany. 

In the afternoon session the delegates were addressed 
by W. K. Page, vice-president, Addressograph-Multi- 
graph Corporation; M. S. Eylar, vice-president, Under- 
wood Elliott Fisher Company; W. H. Mathews, sales 
manager, typewriter division, Remington Rand, Inc.; 





CGourers AND Some Orners at THE Orrice Equipment MANurFActurers Institute Meetine, Burrao, N. Y. 


1. Stanley Irvine, Batten, Barton Durstine & Osborn Advertis- 
ing Agency, Buffalo; C. F. Price, vice-president, Remington 
Rand, Buffalo; H. V. Widdoes, sales manager, systems division, 
Buffalo; E. D. Taylor, secretary, Office Equipment Manufacturers 
Institute, New York, N. Y. 

2. C. F. Price, vice-president, Remington Rand, Inc. and host 
of meeting, Buffalo, N. Y. 

3. Hugh Smith, sales manager, Yawman and Erbe Manufac- 
turing Company, Rochester, N. Y.; H. A. Hicks, sales manager, 
adding machine division, Remington Rand Inc., Buffalo, N. Y.; 
W. H. Matthews, sales manager, standard typewriter division, 
Remington Rand Inc., Buffalo, N. Y.; Max Miller, executive 
sales manager, Royal Typewriter Company, New York, N. Y. 

4. S. J. Foote, The Todd Company, Rochester, N. Y.; C. J. 
Huber, Shelby Sales Book Company, Shelby, Ohio; S. D. White- 
fort, National Cash Register Company, Dayton, Ohio; R. P. 


A feature of the first meeting was the adoption of 
a resolution proposed by F. W. Nichols, vice-president 
and general manager of the International Business Ma- 
chines Corporation, urging the city of San Francisco to 
reset the date of its proposed World’s Fair, slated for 
1939, because of a conflict of dates with a similar event 
planned for New York in the same year. 

The balance of the morning session was devoted to 
the following speakers and their addresses: “What 


Templeton, American Sales Book Company, Niagara Falls. 

5. Max Miller, general sales manager, Royal Typewriter Com- 
pany, New York, N. Y.; Robert Reid, Thomas A. Edison, Inc., 
Orange, N. J.; Harry Hicks, sales manager, adding machine divi- 
sion Remington Rand, Inc.; Nelson C. Durand, vice-president, 
Thomas A. Edison, Inc., Orange, N. J. 

6. E. D. Taylor, secretary, Office Equipment Manufacturers In- 
stitute, New York, N. Y.; R. E. Owen, eastern district manager, 
Dictograph Products, New York, N. Y.; W. H. Matthews, sales 
manager, standard typewriter division, Remington Rand, Ine., 
Buffalo; Hugh Smith, sales manager, Yawman and Erbe Manu- 
facturing Company, Rochester, N. Y. 

7. The Inquiring Reporter (C. H. Everly) as caught unawares 
by R. E. Owen of Dictograph Products. Mr. Owen picked up 
Mr. Everly’s camera while he was listing names of some in other 
snaps. 


N. C. Durand, vice-president, Thomas A. Edison, Inc., 
and F. J. Yawman, president, Yawman and Erbe Manu- 
facturing Company. 

Following the adoption of a resolution instructing 
the secretary to send a message of congratulation to 
L. C. Stowell, past president of the Institute, upon his 
appointment as executive vice-president of Underwood 
Elliott Fisher Company, President Greenwood an- 
nounced the next meeting of the organization would be 
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held in New York City during the week of October 19— 
the week of the National Business Show. 

On Thursday evening a dinner was held at which 
Remington Rand, Inc., was host. In addition to local 
branch and agency managers of member companies 
there were present the following Remington Rand 
officials: S. M. Knapp, vice-president; F. W. Parker, 
treasurer; J. E. Reynolds, general purchasing agent. S. 
P. Irvin, Buffalo representative of Batten, Barton, Dur- 
stine & Osborn, advertising agents, was also a guest. 

Vice-president Price, acting as toastmaster, intro- 
duced S. M. Botsford, executive vice-president of the 
Buffalo Chamber of Commerce. Mr. Botsford welcomed 
the visitors to Buffalo and then spoke at length upon 
the difficulties faced and overcome by all industry 
during the depression. He followed this with an inter- 
esting review of local industry and gave an historical 
résumé of the start of Buffalo industry through the 
opening of the canal many years ago. 

R. J. Johnson, vice-president of Time, Inc., was the 
next speaker whose address “Let’s Accept Challenge” 
was a review of his work and some of the problems en- 
countered during the time he was relief administrator 
of Pennsylvania. He urged that everyone think 
“straight,” do their utmost to develop proper person- 
nel in government and take a personal interest in pub- 
lic affairs. 

Mr. Price next introduced F. J. Brett, comptroller of 
the Niagara Hudson Power Company. Mr. Brett spoke 
on the common interests of public utilities and the office 
equipment industry. They both, the speaker explained, 
have production to look after and they both have about 
the same sales, advertising and other problems. 

At the conclusion of the speeches Mr. Greenwood rose 
to offer his sincere thanks to Remington Rand, Inc., 
for the unstinted and tireless efforts of Mr. Price and 
other company officials which made possible such a 
successful meeting and splendid banquet. 

In a short session on Friday morning the organization 
was addressed by Don Caton, eastern sales manager, 
Standard Register Company, and R. E. Owen, eastern 
sales manager of the Dictograph Products Company. It 
was Mr. Owen, incidentally, who carried off a hand- 
some personal visible record case which was donated 
as a special prize by Remington Rand, Inc. 

On the last day many of the visitors took advantage 
of an opportunity to play golf at the Park Country Club 
at Williamsville where they enjoyed a glorious day. 

Member companies represented at the meeting were: 
Addressograph-Multigraph Corporation, American 
Sales Book Company, Ltd., Burroughs Adding Machine 
Company, Dictaphone Corporation, Dictograph Prod- 
ucts Company, Inc., Thomas A. Edison, Inc., Harter 
Corporation, International Business Machines Corpora- 
tion, National Cash Register Company, Postage Meter 
Company, Remington Rand, Inc., Royal Typewriter 
Company, Standard Register Company, Stromberg 
Electric Company, The Todd Company, Underwood El- 
liott Fisher Company, Woodstock Typewriter Com- 
pany and the Yawman and Erbe Manufacturing Com- 
pany. 

eS 
SQUARE CLUB MEETS 

The regular monthly meeting of the Stationers 
Square Club of Greater New York No. 576 was held on 
June 18 in the Greeley Room of the Hotel Governor 
Clinton. There was a good attendance and, following 
a dinner at 7 o’clock, the assembled members discussed 
business which had accumulated since the last meet- 
ing. 
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DISTRICT NO. 1 CONVENTION 


With the registration reaching a record-breaking 
total of over 400, the Regional District No. 1 of the 
National Stationers Association held the most success- 
ful convention of its history at Providence, R. I., on 
June 25 and 26. 

The two-day conclave came to order with an opening 
address by Regional Governor W. R. Dolliver. This 
was followed by an address of welcome by J. Walter 
Wilson, president of the Rhode Island Association, who 
told his listeners that inasmuch as the state was cele- 
brating its tercentenary it was fitting that the regional 
meeting should take place in Providence. 

Arthur King, president of the Boston Stationers As- 
sociation, extended the good wishes of his organization 
and complimented the convention committee on the 
fine program of business sessions and entertainment. 
Leo Burt, president of the Connecticut Valley Asso- 
ciation, and John Brooks, president of the New Eng- 
land Travelers Club, also brought messages of con- 
gratulation from their respective organizations which 
were received with interest. 

“Financing of Conventions” was the keynote of an 
address by former Regiona) Governor Al Rebhan, in 
which the speaker presented a pian for financing meet- 
ings such as that at which he was a speaker. He re- 
ferred to a convention as an investment and not an 
expense, and recommended the appointment of a 
committee on finances at regional meetings. 

At the conclusion of his address there was a general 
discussion and a committee was appointed to report on 
the matter. 

The next speaker was Charles P. Garvin, secretary 
and general manager of the National Association. His 
address touched upon conditions in the country and in 
the industry. He said the office equipment business 
as a whole is well organized and is stepping forward 
through the sale of highly-specialized products. 

“Sales education is increasing,” Mr. Garvin said, “and 
interest in the work is growing. We find there is noth- 
ing to replace the commercial stationer and so the 
stationer will thrive and continue to stay in the pic- 
ture.” 

The speaker concluded by reading a part of the 
Clayton Act in its recently revised form and pointed 
out that individuals can now make complaint on cer- 
tain types of competition direct to the Federal Trade 
Commission instead of instituting court action. 

In the afternoon there were held separate meetings 
for dealers, manufacturers and travelers at which Mr. 
Wilson, R. A. Maish and Mr. Brooks respectively pre- 
sided. 

A highlight of the dealers meeting was an address 
on “Credit Problems” by Howard Sanders, Stationers & 
Publishers Board of Trade. 

A dinner dance given in the evening under the 
auspices of the Stationers Association of Rhode Island 
and Southern Massachusetts, was a riot of fun, the 
principal feature of which was “Snap Shots,” a clever 
and entertaining act arranged and stage-managed by 
Miss Lurena Adams, Providence Paper Company. 

For this event the head table was arranged to repre- 
sent a giant canoe in which everyone wore a fanciful 
costume and sang an appropriate parody on several 
popular songs. 

Those who took part in this event were A. Grace 
Kehoe, Charles Parenteau, Millie C. Braman, Earl Rid- 
ing, Janet Archibald, Master Billy Dodd and Miss 
Adams. 

A full and complete report of the convention will be 
contained in the August issue. 
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COLLEGE STORES ASSOCIATION CONVENTION 


Final plans have been made and preparations com- 
pleted for the fourteenth annual convention of the 
National Association of College Stores which will be 
held in Cincinnati from July 12 to 16. 

According to Donald G. Lyman, secretary of the asso- 
ciation, the headquarters will be established in the 
Netherland Plaza hotel where all of the business ses- 
sions will be held. Following is a program of activ- 
ities arranged by the various committees: 

Sunday, July 12. Registration and, at six o'clock, 
combined supper and meeting of the association offi- 
cers and directors. 

Monday, July 13. Reports of President Walter A. 
Baude and Executive Secretary Lyman at 9:30 a.m. 
Lunch in, and inspection of, Cincinnati’s new terminal 
at 12:30 o’clock, and president tea and tour of Cin- 
cinnati University campus at 3 o’clock. At 5 p.m., din- 
ner will be held, followed by a visit to the zoological 
gardens. 

Tuesday, July 14. Business meeting at 9:30 a.m., fol- 
lowed by a tour of the Procter & Gamble plant and 
a visit by river to the famed Coney island resort. 

Wednesday, July 15. Business session at 9:30 a.m. 
Luncheon will be held at noon followed by visits to 
Taft museum, American Book Company, the Rockwell 
pottery and a general tour of the city. At 7 o’clock 
the annual banquet will be held with an excellent pro- 
gram of entertainment and dancing. 

On Thursday morning there will be a final meeting 
at which will be held the annual election of officers 
and the closing of all unfinished business. 

‘ ~ 
HONOR McLEOD AT BANQUET 

Nearly one hundred members of the stationery indus- 
try gathered at the Governor Clinton hotel in New 
York on May 21 in honor of Donald McLeod, who has 
obtained a lengthy leave of absence from the Spen- 
cerian Pen Company and will open an office at Buffalo, 
N. Y. 

Harry Yager, David Kahn, Inc., did a fine job as toast- 
master and called upon several speakers including Wil- 
liam I. Halsey, Esterbrook Pen Company; Lou Taver- 
nier, Fulton Specialty Company; W. G. Whittemore, 
American News Company, and F. T. Blakeman, Spen- 
cerian Pen Company. All of these speakers are old 
friends of Mr. McLeod and in fitting praise gave a brief 
resume of the part he has played in the stationery in- 
dustry in New York City. 

In reply Mr. McLeod gave his sincere thanks for this 
evidence of friendship and goodwill and said that the 
hardest part of taking up his new duties was that of 
being forced to leave behind his friends of many years. 
He was then presented with a fine wrist watch. 

Before the assembled guests were introduced to At- 
torney Ed. O’Reilly, the speaker of the evening, tele- 
grams were read from Harry Tehan, Charles M. Hig- 
gins & Company; Harry Lynn, Esterbrook Pen Com- 
pany, and Joe Strauss, Automatic Pencil Sharpener 
Company, expressing regret at their inability to attend 
the dinner. 

ST. LOUIS STATIONERS TO STAGE PICNIC 

The Stationers Association of Greater St. Louis has 
completed plans for an all-day picnic and outing which 
will be staged on Saturday, August 8, at the Pavely 
Farm in St. Louis County. The event will include a 
number of contests for which prizes will be given, gifts 
for the children and dancing from four to nine o’clock 
in the evening. 
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CINCINNATI OA MANAGERS OUTING 


The Office Appliance Managers Association of Cin- 
cinpati, O., held an annual outing at the Summit Hills 
Country Club, Fort Mitchell, Ky., June 8. Present were 
over thirty guests, representing leading firms of greater 
Cincinnati. 

G. W. Bailey of the Dictaphone Corporation, A. H. 
Schmitt of Gilman Fanfold Company, Howard Verbit 
of Postage Meter Company, and Frank Brading, of The 
Bostitch Company, had charge of arrangements. 
Guests and members participated in golf, swimming, 
quoits, baseball, and card playing. C. W. Hamilton, 
sales promotion manager of Globe-Wernicke Co., and 
president of the Association, was toastmaster at the 
dinner served in the clubhouse. 

Recognition of successful outing achievement was 
accorded, with prizes, as follows: Golf, J. Steidle, Na- 
tional Cash Register Company; W. A. Keller, General 
Electric Company; F. Brinker, Milson Company, and 
Clarence Rossell, Monroe Calculating Machine Com- 
pany. Quoits: E. G. Groll, Fifth Third Bank & Trust 
Company. Bridge: Mr. Waters, Richardson Company, 
Other activities: Stewart Garrison, Union Central Life 
Insurance Company; Leo Taylor, Addressograph Sales 
Agency; A. H. Schmitt, Gilman Fanfold Company; and 
D. Kinsey, Art Metal Construction Company. 

ceuingialiiedibiten 
PHILADELPHIA STATIONERS VISIT 
POLAR FACTORY 


Featured by a group visit to the showrooms and 
factory of the Polar Manufacturing Company at 401 
North Broad street, the Philadelphia Stationers Asso- 
ciation held its regular monthly meeting on May 28. 

After a short business meeting and a dinner the 
seventy dealers and their salesmen were taken to the 
Polar Company plant where they listened to an inter- 
esting and instructive talk by President M. R. Landes. 
This was followed by a constructive demonstration 
by Factory Superintendent H. M. Getty who showed 
the methods of manufacture and the various machines 
in operation. 

A special feature of the factory tour was the exhibit 
of suppliers of the Polar Company which included a 
display of leather by the Lackawanna Leather Com- 
pany, the Armstrong Cork Products Company and the 
F. P. Woll Company, manufacturers of curled hair for 
upholstery. Before the tour ended the assembled deal- 
ers listened to a short address by C. B. Grove, repre- 
sentative of the Armstrong Company. 

eH 
PINE TREE STATIONERS MEET 

An all day meeting interspersed with sport and 
social events was held at the Elmwood hotel at Water- 
ville, Maine, by the Pine Tree Stationers Association 
on June 2. The gathering opened in the morning 
hours and concluded with a dinner at seven o’clock. 
The large number of dealers who attended were issued 
passes for a trip through the Hollingsworth & Whitney 
Company mill in Winslow and the Keyes Fibre Com- 
pany plant at Waterville. Guides accompanied the 
visitors on both trips and explained the many phases 
of the manufacturing of the plant’s products. 

Following a lunch at the hotel, several of the asso- 
ciation members took part in a golf tournament at 
the Waterville Country Club. The dinner in the eve- 
ning was featured by the appearance of the Hon. F. 
Harold Dubord, Ex-Mayor of Waterville, who delivered 
an interesting address on the Social Security Act, fol- 
lowing which the meeting was opened for the round 
table talk and a general discussion of matters of in- 
terest to the stationers. 
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HORDER PICNIC DRAWS GREAT CROWD 

With the blaring of auto horns, shriek of whistles, 
and vigorous bray of toy trumpets, a motorcade of 
five great busses led by a sound truck and escorted 
by some hundred private cars, bore a thousand men, 
women, and children northward through Chicago to 
Horder’s Annual Picnic at St. Paul’s Park, Forest Pre- 
serve, Morton Grove, Ill., the Saturday morning of 
June 13. Balloons—yellow, red, blue, and green— 
bobbed and danced in the wind, and small American 
flags fluttered gallantly as the fleet swept on its way, 
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One tent was a Red Cross hospital, supervised by Miss 
Bullard, trained nurse—a proper precaution against 
possible accident or illness. 

A picnic without children—and picnic children with- 
out a clown—would be an anomaly. Horder’s had two 
of the professional jovialists—G. Gillard and his son, 
though they were called mostly by other names. 
Dressed in identical yellow pierrot costumes, topped 
with ridiculous tiny straw hats, their faces white with 
black designs, they could be told apart in two ways. 
You can tell a man from a boy—and the father had 





CAMERA SHOTS OF A 


1. The clown leading a parade. mostly youngsters, to 
the truck with the souvenirs. 

2. The little tots start the races. 

3. Walter Snelling giving instructions for parade to 
the park by means of a loud speaker system installed 
in the truck. 


immune to the checks of traffic lights by virtue of holi- 
day privilege. 

The Forest Preserve was soon reached, and busses 
and cars were run into their places with military 
despatch. They had to be, and the way they were 
handled was a credit to the spirit of the group. 

Before the last cars had arrived, two tents were go- 
ing up, stakes driven and canvas stretched by assigned 
crews who knew just what they were to do, and did it. 


Horper’s Houipay 


4. Mr. and Mrs. E. Y. Horder at the heart of the 
picnic festivities. 

5. Matt Dillon distributing souvenirs to the rising 
generation. 

6. Start of the tie-tying contest. 

7. Three-legged men after a race. 


a brass thumb tack (publicizing office supplies) stuck, 
if you believe what you see, in the end of his nose. 
Both had trumpets. Between the father’s efforts to 
entertain, and the son’s, to help or hinder, the chil- 
dren got the best of the bargain. 

“Now, boys and girls, how many of you would like 
to see me break my neck today?” 

The enthusiastic response was staggering, and the 
slow notes of a dead march tooted by clown junior did 
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not comfort papa. But presently the truck loaded 
with gift bags for the children was in readiness, and 
they were led by their pied piper on a march through 
the woods. En route, who should fall in but E. Y. 
Horder himself, crouching to approximate the height 
of a child under twelve. He did not receive a gift bag, 
for he was soon discovered, and given three rousing 
cheers instead. Acknowledging this expression of good 
will, he diverted attention from himself by having 
Mr. Clown lead the children in the singing of “Amer- 
ica,” and giving three cheers for this, the country of 
Mr. Horder’s adoption. The gift bags contained twenty 
items sure to delight. Toys, tickets for refreshments, 
candy, and of course such stationers’ articles as are 
essential for the proper culture and happiness of small 
children—paints, paste, colored pencils, etc. 

After the gift bags were distributed, a nine-inning 
baseball game drew the crowd to the field where Hor- 
der’s team defeated the Wis-Ill Club, nine to three. 
The men on the winning team were awarded mer- 
chandise orders worth two dollars apiece at Marshall 
Field's. 

Following the game, Mr. Clown and a group of more 
serious-minded officials ran off the races for the chil- 
dren. Then came a race for boys and a race for girls, 
contestants under twelve years of age, three prizes 
being awarded boy winners, and four to girls. And 
then it was time for lunch—picnic lunch in the shade 
of great trees. Coffee and milk were served at the 
tables by the refreshment committee. 

At one-thirty races were resumed: a leap-frog race 
for errand boys; a hundred yard race for men: a sev- 
enty-five yard dash for ladies; sack races—one of 
which was won by the Flying Clown, who was smart 
enough to pull a bag over each leg; a “wheelbarrow 
race” in which wives were privileged to push their 
husbands ahead in the world as hard as they pleased, 
or could; a somersault race for boys under sixteen, 
three-legged races for men and for women, a manu- 
facturer’s representatives’ contest, in which each was 
introduced to a new “line” which bore a marshmallow 
at the end, to be captured by more or less expert 
manipulation of teeth, lips, and tongue. Then came 
a contest for married couples in which wives competed 
in untying, and re-tying, the neckties of their respec- 
tive (own) husbands. One of the best events—and 
they were all good—was a fifty yard race for men 
over forty. 

After the races, Horder’s Stores met Horder’s Ware- 
house in a hotly contested baseball duel of seven in- 
nings, which ended thirteen to eight in favor of the 
Stores. Members of the winning team received mer- 
chandise orders as prizes. 

Devotees of that precision art, horse-shoe pitching, 
amused themselves under the trees throughout the 
day. A competition was carried on from eleven in the 
morning until three. There was also much informal 
playing at baseball on the grounds. 

From four in the afternoon on, prizes were distrib- 
uted by lot, fifty-four in a general drawing, and twelve 
each for men and for women separately. Following 
this, gifts were distributed to all who had not received 
any prizes. 

A dance orchestra played in the pavilion. 

In a bus loaded with men, women, and tired but 
contented children returning city-ward at six, an em- 
ployee of long service revealed in conversation the 
fine loyalty that has been built up in the organization 
as a result of personal regard for the man who is its 
head. As the picnickers reached their individual stop- 
ping places on their way home, their parting with the 





OFFICE APPLIANCES 


Horper’s Picnic «nN Pictures 

1. Gathered round the Picnic Board—Here may be seen, start- 
ing with Elmer Krumweide, G. J. Aigner & Co., (standing) and 
going counter-clockwise around the table, Russell Carpenter, 
Sanford Ink Company, facing the lunch; Chuck Lofgren, Sanford 
Ink Co.; Mrs. Krumweide; Bill Boyd, Acco Products Inc.; 
Mrs. Harry Balch; Harry Blach, Quality Park Envelope Co.; 
Herb Walsh, Southworth Co.; Miss Mildred Walsh; Ben Powell, 
\. W. Faber, Inc.; Gordon Kickels, The Globe-Wernicke Co.; 
Mrs. Ralph Maneval and Ralph Maneval, A. W. Faber, Inc. 

2. L. to R.: Mr. and Mrs. Bill Smith, Bill Weber, Ace Fastener 
Co.; Joe Hildreth and Miss Muller. 

3. L. to R.: Karl Castle, Weis Manufacturing Company; E. 
G. Harpold, J. L. Hanson Company. 

4. L. to R.: Harry H. Shaffer, Mrs. J. A. 
Anderson. 
5. L. te R.: Walter Snelling, F. P. Seymour, E. Y. Horder. 

6. Mrs. Harry Blach and Mrs. Harold Atwood. 

7. Front Row, L. to R.: I. Penn, Belle Greenwald, Evelyn 
Dorf, Esther Perod. 

8 Two clowns with Mrs. F. P. Seymour and her daughters, 
Betty (left) and Dorothy. 

9. Mr. and Mrs. Fred W. Steadman. 

10. Little Joan McGrath, sharing the spotlight with Wm. J. 
Goodman; Guy Hamlin, McMillan Book Company, and Matt 
Dillon. 

ll. L. te R.: Bill Dalton, Noesting Pin Ticket Co.; Harry 
Horder, Bill Schuster, National Blank Book Co. 

12. L. to R.: Bob Pinney, H. L. Fellowes, Bankers Box Com- 


Anderson, John 


pany. ; 
13. L. to R.: F. P. Seymour, Ed. Shapiro, Mrs. Seymour, Art 
Philipp. ; y ; 
14. Eight Consodines—Charley Consodine, Wallace Pencil 


Company: Mrs. Consodine and their six daughters. 

15. L. to R.: Fred Coggin, Sun Rubber Company; and Mrs. 
Coggin. 

16. L. to R.: Bill Sahm, Eagle Pencil Company; W. D. Com- 
stock, G. J. Aigner Company; Charley Mueller, Joseph Dixon 
Crucible Company. 

17. L. to R.: Wally Keans, Elmer E. Long, John Kirwan. 

18. Joe Hildreth and Mrs. E. Y. Horder. 

19. R. G. Norton and his family. 

20. The Wis-Ill Club Soft Ball Team—Front Row—L. to R.: 
John Hanly, Leo Stein, Ben Powell, Bill Boyd, Harry Balch. 
Norman Pearce. Rear, L. to R.: Ralph Maneval, Harold Atwood, 
Gordon Kickels, John Pydlek, Elmer Krumweide, Russell Car- 


penter, Carl Lang. 
21. L. 


to R.: Billy Kinney, Mrs. Pearce, Norman Pearce, 


Eberhard Faber Pencil Company. 


group took on all the characteristics of family part- 


ings. 


Picnics are family affairs, and the Horder picnic 


showed that Horder’s is a family organization. 
It is appropriate to mention here that this social 
event fostering codperative spirit was itself an expres- 


sion of codperative spirit. 


Horder’s acknowledged on 


their printed program the support of their manufac- 


turer friends listed below. 


Acco Products Inc. 

Acme Fastener Corporation 
Acme Shear Co. 

Acme Staple Co. 

Aigner, G. dz Co. 

Ajax Box Co. 

Albemarle Paper Mfg. Co. 
All-Steel Equip 

Amberg File & Index Co. 
American, Brass Co. 
American Lead Pencil Co. 
American Manifold Products Co. 
American Writing Paper Co. 
Anderson, John B. 

A. P. W. Paper Co. 

Art Steel Company 

Automatic Pencil Sharpener Co. 
Autopoint Co. 

Badger Paper Mills 

Bankers Box Co. 

Bates Manufacturing Co. 
Binney & Smith Co. 

Blaisdell Pencil Co. 

Cardinell Corporation 

The Carter’s Ink Co. 

Central Paper Co. (Muskegon) 
Clarotype Co. 

Clauss Shear Co. 

Collette Mfg. Co. 

Columbian Art Works 
Columbia Steel Equipment Co. 
Cooke and Cobb Co. 

Daly, John H. 

Davol Rubber Company 
Dennison Manufacturing Co. 
Dixie Vortex Cup Co 
Dixon, Jos., Crucible Co. 
Downey, C. L. 


Dresner, S., & Co. 

Eagle Pencil Co. 

Eastern Manufacturing Co. 

Edwards & Deutsch Co. 

Esterbrook Steel Pen Mig. Co 

Ever Ready Calendar Mfg. Co 

Faber, A. ., Co. 

Faber, Eberhard Pencil Co 

Faries Manufacturing Co 

Fee and Stemwedel 

Field, Alfred, & Co. 

Flambeau Paper Co 

Fox, Geo. E., Co. 

Funk and Wagnalls Co. 

Gibson Art Company 

Globe Office Cleaning Contractors 

The Globe-Wernicke Co. 

Goodrich Rubber Co., The B. F. 

Handy Roll Company 

Hanson Scale Co. 

Hanson, J. L., Co. 

Harris, J., & Co. 

Heyer Corporation 

Hoosier Desk Company 

Hotchkiss Sales Co. 

Hunt, C. Howard, Pen Co. 

Ideal School Supply Co. 

I. D. L. Manufacturing Co. 

Imperial Methods Co. 

om Chair wean 
alamazoo Stationery Co. 

Knight Leather Products. Inc 

Kohinoor Pencil Co. 

Kwikstik Company 

Lawson, F. H., Co 

Leon, M. 

Lendzion Leather Goods Co 

McMillan Book Co., The 
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Manning Bowman Co. 
Marber Co. 
Merriam, G. & C., Co. 
Midland Paper Co. 
Mid States Gummed Paper Co. 
Mitchell’s Lunch Car 
Moore Push Pin Co. 
Nagel Chase ~.. Co. 
Nassau Sponge Co 
National Vulcanized Fibre Co 
Noesting Pin Ticket Co. 
Oakville Company 
Parker Pen Co. 
Patten Paper Co. 
eae arbon & Ribbon Mfg. 
o. 
Peerless Key Company 
Pelouze Manufacturing Co. 
Pictorial Paper Package Corp. 
uality Park Envelope Co. 
and McNally Co. 
Roberts Numbering Machine Co 
Russia Cement Co. 
Rustcraft Publishers, Inc. 
Sanford Manufacturing Co. 
Scholihorn, Wm., Co 
Sengbusch Self Closing Inkstand 


Co 
Sheaffer, W. A., Pen Co. 
Smead Manufacturing Co. 


Spencerian Pen Co. 
Staedtler, J. S., Inc, 
Stationers Loose Leaf Co. 
Stein Brothers Mfg. Co. 
Sun Rubber Company 
Superior Type Company 
ablet & Ticket Co. 

pa a Leng me & eageeetien 
United States Env 
Vail Manufacturing = 
Valley Paper Co. 
Van Cleef Brothers 
Victor Safe and Equipment Co. 
Volland, P. F., Co. 
Wahl Company 
Wallace Pencil Co. 
Watab Paper 
Waterman, L. 
Weber Costello a 

eber, F., Co. 
Weeks, Frank A., Mfg. Co. 
Weil, Chas. P., & Son 
Weinman Brothers 
Weis Manufacturing Co. 
Westcott Rule Co. 


Westinghouse Electric Supply Co. 


White and Wyckoff 
Whiting Plover Paper Co. 
Whitman Publishing Co. 
Wilson-Jones Company 





Workman Manufacturing Co. 


Smith, S. K.. Company 
Yawman and Erbe Mfg. Co. 


Smokador Mig. Co. 

The members of Horder’s staff who were appointed to 
various committees were: 

Prizes: W. L. Snelling, Ruth H. Rosie, John Lyng, 
Marguerite Higgins, Marjorie Folkerts, Claire Carrigg. 

Reception: A. J. Peters, C. H. Carlson, George W. 
Bassing, T. White, Cecelia Bredt, Stanley Ohlman, B. 
Estelle Parks. 

Refreshments: Marguerite Higgins, J. J. Lyng, W. L. 
Snelling, Ruth H. Rosie, Anthony Peters, John M. 
Amato, Edward Shapiro, Charles Bird, Homer Schulen- 
burg, A. J. Krelle, Benjamin Gerber. 

Grounds: George Weygant, Leo B. Hendrick, Charles 
H. McElwain, Roland Faulk, Kenneth Todd, Walter 
Leverentz, Matt Rauen, George Kuhfuss. 


> 

PARROT HOLDS TERRITORIAL CONFERENCE 

A territorial sales conference of the Parrot Speed 
Fastener Corporation was held at the Wholesale Sta- 
tioners convention in Detroit. 

The meeting was held under the supervision of Jack 
Linsky, president of the corporation; Carl Kaufman, 
mid-western representative, and Donald McLeod, who 
was recently appointed to represent the Speed Cor- 
poration at Buffalo, N. Y. 

According to D. Donald Rowe, advertising manager 
of the firm, plans were made for active sales coépera- 
tion with the trade on ali of the lines manufactured 


by the company. 
———~<>__—_ 


CHICAGO TYPEWRITER DEALERS STAGE 
ANNUAL PICNIC 

Members of the Chicago Typewriter Dealers Asso- 
ciation, their families and friends attended the annual 
outing and picnic of the organization on Saturday, 
June 27 at Morton Grove. Basket lunches, baseball 
games and other amusements for adults and children 
were features of the event. 

A detailed account of the picnic together with 
pictures of many of those present will be presented 
in the August issue of Office Appliances. 

a iedalianinas 
BISSELL TO HEAD CANADIAN BUSINESS 
ASSOCIATION 

At a meeting of the organization held last month, 
D. E. Bissell was elected president of the Canadian 
Business Equipment Manufacturers Association, To- 
ronto, to fill the vacancy caused by the recent death 
of the late R. A. MacDougall, according to W. O. Det- 
weiler, the association secretary. A. T. Hunt was 
elected vice-president and H. D. Clark was elected 
director at the same meeting. 
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OKLAHOMA STATIONERS MEETING 


Informal discussion of the problems in the office 
supply field, touching both manufacturer-dealer re- 
lationship and retail competitive conditions, character- 
ized the well-attended convention of the Oklahoma 
Stationers’ Association, held at the Huckins Hotel, in 
Oklahoma City, June 12, with R. G. Attaway, of Tulsa, 
presiding. 

Routine business, quickly disposed of at the morning 
session, was climaxed by the unanimous adoption of 
the report of the nominating committee, resulting in 
the election of new officers as follows: 

President: Charles H. Wigger, Wigger’s, Inc., Okla- 
homa City;first vice-president: Clark Field, Field Sta- 
tionery Company, Tulsa; and second vice-president: 


























J. L. Wren 


Charles H. Wigger 


Harry Bowman, Bowman Stationery Company, Mus- 
kogee. 

Mr. Wigger is also president of the Oklahoma City 
Stationers’ Club and was first vice-president of the 
State Association, the past season. At the close of the 
afternoon session, Mr. Wigger was installed in his new 
office. He selected J. L. Wren, vice-president and gen- 
eral manager of Western Bank and Office Supply 
Company, Oklahoma City, to serve as secretary of the 
Association during his term of office. Mr. Wren is 
also secretary of the Oklahoma City Stationers’ Club. 

The nominating committee, appointed by Mr. Atta- 
way was composed of J. L. Wren and Clarence E. Page, 
Oklahoma City, and James Constantine, Tulsa. 

Discussion culminated in the association’s abandon- 
ment of the time-honored custom of passing resolu- 
tions as being unproductive of results, and adopting 
instead a collective agreement that each member write 
individually to the manufacturers, whose exclusive 
lines he handles, setting forth his needs as to discounts, 
commissions, margin of profit, and the like. 

Chief discussion centered on the advisability of 
recommending that discounts be increased to forty 
per cent, based on the same basis as the present thirty- 
six per cent; and of asking that discounts allowed the 
large user and contract buyer be curtailed, or dis- 
continued, or that a minimum of fifty per cent of such 
allowances be borne by the manufacturer. 

Twenty-seven were guests of the Oklahoma City 
Stationers’ Association at a 12:30 o’clock luncheon, 
served in the Huckins Hotel “Dungeon.” 

Among those attending the sessions were: Harry 
Bowman, Bowman Stationery’ Company, Muskogee; 
Jim Swisher, Bartlesville Stationery Company, Bartles- 
ville; Raymond B. Nunery, Bawco Office Supply Com- 
pany, Chickasha; Lee Cromwell, Cromwell Press, Enid; 
Ted Warkentin, Southwest Printing and Stationery 
Company, Lawton; Forrest Thomas, Thomas Office 
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Supply Company, Pauls Valley; L. B. Stark, Schall- 
Stark Office Supply Company, Ponca City; Pat O’Bryne, 
Shawnee Office Supply Company, Shawnee; Robert 
Cook, Cook Stationery Company, Okmulgee. From 
Tulsa, James Constantine, Palace Office Supply Com- 
pany, Alfred Stites, Field Stationery Company; Fred 
Downs, Downs-Randolph Office Supply Company; and 
R. G. Attaway, Tulsa Stationery Company; and from 
Oklahoma City, Don Branham, Branham’s Inc.; Bill 
Doyle, Doyle Office Supply Company; Mike Bryan, 
Mike Bryan, Office Supplies; H. E. Manly and Delbert 
G. Barkley, Manly Office Supply Company; Clarence E. 
Page, H. Dorsey Douglas, Jr., and F. H. Martin, of 
Clarence E. Page Inc.; Welton D. Cook and Frank M. 
Hughes, Standard Office Supply Company; J. L. Wren, 
Jess Beck, and Sam Plant, Western Bank and Office 
Supply Company; Charles H. Wigger, Wigger’s Inc.; 
Ralph Moser and Noel Thane, Carpenter Paper Com- 
pany; O. W. McKowen, Western Newspaper Union, and 
M. B. Mayer, Schiff-Mayer Company. 

Most of the afternoon session was turned over to 
two speakers, representing the Steel Furniture Insti- 
tute—E. A. Keeling, of the Art Metal Construction 
Company, Jamestown, N. Y., and Henry G. Bentson, 
Bentson Manufacturing Company, Aurora, Il. 

Mr. Keeling explained the circumstances surround- 
ing the formation of the Institute and read the names 
of the twelve manufacturers of steel office furniture, 
sponsoring the organization and its program. The 
meeting with Oklahoma Stationers was one of a series 
of eighty such meetings, being held in key-cities of 
the country, by eight teams out of the Institute, Mr. 
Keeling explained. Only a few of these scheduled 
meetings remain to be held, he said. 

“One thing we are trying to do,” Mr. Keeling further 
explained, “is to strengthen stationers’ organizations 
where groups are showing some degree of activity, and 
to assist in forming organizations in sections where 
there are none. 

“Every manufacturer recognizes the fact that he 
cannot live and prosper unless dealers also can live and 
prosper, and he realizes also that the co-operation of 
each is needed to accomplish the desired end,” Mr. 
Keeling concluded. 

Mr. Bentson read a paper prepared by officials of the 
Steel Office Furniture Industries Institute, which he 
said is exactly the same as papers being read at eighty 
similar meetings with stationers, sponsored by the in- 
stitute. The paper, described as being “a frank dis- 
cussion of problems in the steel office furniture field 
affecting manufacturer and dealer, including merchan- 
dising problems,” set forth the purpose of the institute, 
its aims, and plans for exerting a stabilizing influence 
in the steel office furniture field. 

Points spotlighted in the Institute’s discussion in- 
cluded among others: (1) The establishment of a uni- 
form discount (on direct sales) to dealers, as was re- 
quired under NRA codes, has proved the most satis- 
factory method of dealing with discounts. This has 
been tentatively set by the Institute at fifteen per cent. 
(2) A consistent policy to both consumers and dealers 
on delivery place is desirable. (3) Under Federal law, 
manufacturers cannot control the resale price of their 
products, and cannot force compliance with suggested 
prices, therefore voluntary co-operation must be relied 
upon to stabilize resale prices. (4) Group organizations 
of office supply dealers, which should include every 
dealer in the field, working in co-operation with the 
Institute, can accomplish these desired objectives. 

Each manufacturer in the Institute, read Mr. Bent- 
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son, has gone on record as backing certain principles, 
among them: (1) A policy of selling direct only on 
published prices and conditions. (2) Local associations 
should include all dealers in office equipment. (3) 
Buying power of a dealer who rates a discount shall 
be published. 

Among points emphasized in suggesting that dealers 
exemplify certain merchandising precepts looking to- 
ward increasing sales of quality merchandise, were: 
Full price merchandise serves a purpose as well as 
cheaper merchandise. Cheap merchandise should not 
rate the same service as that given quality merchan- 
dise. Quality merchandise carries an adequate profit 
for dealer and salesman. Different grade products 
should be definitely labeled (notation injected that 
manufacturers are contemplating issuing a series of 
labels for this purpose). Show the top grade first. 

It was suggested that each dealer concentrate on 
high grade merchandise, mindful, however, that prod- 
ucts in the various price ranges are indispensable to 
adequate stock. 

Following Mr. Bentson’s part on the program, Mr. 
Keeling answered questions asked by the dealers, rela- 
tive to the Institute’s proposed program. 

An expression of appreciation from the Oklahoma 
Stationers’ Association was tendered Fred Downs, 
Tulsa, for his splendid work in behalf of the associa- 
tion, as governor of the eighth district. 

Mr. Wigger’s short talk following his installation as 
new President, included a promise of an active state 
organization with frequent regional meetings through- 
out the state-—EVH 


ZELLERS ADDRESSES SALES EXECUTIVES 

The new president of the Sales Executives Club of 
New York—elected recently on a write-in balloting— 
John A. Zellers, vice president and general manager 
of Remington Rand, Inc., addressed the annual con- 
vention of the National Federation of Sales Executives 
at St. Louis May 29. 

Stating that business has succeeded in working itself 
at least half way out of the depression, Mr. Zellers 





John A. Zellers 


pointed out some of the salutary effects it has brought, 
and commented on the role that has been played by 
sales executives. He discussed briefly the problems 
and promises of present increasing activity, including 
the opportunities and obligations resident in the de- 
velopment of international trade. Touching employ- 
ment, he remarked on the serious attitude he has ob- 
served in young men seeking jobs, and stressed the re- 
sponsibility business must assume to help them that 
they may carry on for themselves most effectively in 
the future. 

Advertising, he said, like merchandise, is subject to 
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changes in styles. It must be “appropriately related 
to the product and to its market.” Each form is good 
in its place. Of the advertising executive’s duties he 
said in part: “It does require intelligence and dis- 
crimination to select the best medium for conveying 
your message to the public. It is the sales executive's 
constant task to keep this arm of his operations always 
in accord with the chief purpose of his campaign. He 
has plenty to do always. He must watch his customers 
and make sure that they are kept satisfied. He must 
watch his salesmen and his managers to see that they 
are kept busy. He must watch his products to see that 
they are kept up to the mark. He must watch his 
shipments and deliveries. He must watch his collec- 
tions and credits and keep the credit man out of his 
hair. He must watch his advertising and successfully 
find his way through the media presented by all of his 
able colleagues in the advertising field.” 

In addition to his responsibilities as president of the 
Sales Executives Club, Mr. Zellers is vice president of 
the Advertising Club of New York. 

> 
NEW YORK STATIONERS HOLD ANNUAL MEETING 

With Henry Frank presiding in the absence of Presi- 
dent Caracci, the annual meeting of the Stationers 
Association of New York was held on Monday, June 
8, at the Cafe Loyale in New York City. 

A record crowd attended the meeting and listened 
to addresses by various speakers on matters pertaining 
to the industry in the eastern section. Robert Jonas 
of the Oxford Filing Supply Company spoke at length 
on problems peculiar to local conditions. Referring 
to differences of opinion between dealer and manu- 
facturer, the speaker said that such difficulties only 
tended to create confusion in the market and con- 
cluded his address by defining a successful dealer as 
one who was “moving a fair amount of merchandise, 
paying his bills promptly and making some money.” 

The next speaker was Robert Reichman of Mooney’s, 
Inc., who spoke briefly on the value of association 
membership. He said that the activities of associations 
and the constant intermingling of dealers and manu- 
facturers produced a better understanding within the 
trade. For this reason, the speaker pointed out, every- 
one connected with the industry should give whole- 
hearted cooperation to the Association. 

After W. H. Greenleaf spoke on the value of asso- 
ciation from the consumer’s standpoint, Mr. Frank fol- 
lowed with an academic and practical discussion of 
“Profits—The Essential Element of Business.” 

Before the meeting was adjourned, the following 
men were elected to the board of directors: Louis 
Caracci, J. J. O’Brien, George H. Bayer, Sol F. Flock, 
Robert Reichman, and E. J. McDonough, elected to 
fill a two-year vacancy. 

~ 
WINNIPEG STATIONERS BEGIN GOLF SERIES 

The opening game for the “Luckett” and “Savoy” 
golf trophies was played by members of the Stationers 
Association of Winnipeg on June 3 at the Tuxedo Golf 
Club. The weather was ideal and the course in perfect 
shape for the event. 

Five foursomes teed off for the first flight of the 
series, the honors for the day going to the following: 

Clare Livesley and Vernon Nobbs tied with a low 
net of 72 and qualified to play off in the final for the 
annual trophies, and Bert McAllister took the low gross 
with an 85. Other recipients of prizes were Herb Greg- 
ory, Mat Esdale, Cliff Smye and Eric Jeanfavre. 

The second qualifying game is to be played at the 
Elmhurst Golf Club on Tuesday, July 7. 
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On rue Oprosite Pace—Horver Gorr Outinc.Two Officials 
and Their Guests and the Winner of the Silver Trophy Donated 
by Harry Horder, surrounded by members of the Horder Bow!l- 
ing League and their friends, who participated in the Bowling 
League's tournament at Vernon Country Club. All are in the 
Horder organization unless otherwise indicated. Reading left to 
right: 

1. C. H. Carlson; F. C. Hawkins, guest; A. P. Hoffman, Na- 
tional Vulcanized Fibre Company; Harold Hawkins, Stationers 
Loose Leaf Company. 

2. C. H. Bird; A. Melohn; S. Dini; Ben Powell, A. W. Faber, 
Inc. 
3. E. J. Floun; R. Martin, guest; A. J. Hedman; A. K. Moore. 

4. Ed. Shapiro; Ralph Maneval, A. W. Faber, Inc.; Harry 
Hegg: John B. Anderson. 

5. Leo. Stein, Stein Brothers Manufacturing Company; Walter 
Snelling. 

6. F. White; John Smythe, Geyer’s Stationer. 

7. Harry Balch, Quality Park Envelope Company; Russell Car- 
penter, Sanford Manufacturing Company. 

8. Norman Pearce, Eberhard Faber Pencil Company; Tony 
Peters. 

9. James P. O'Connor, George White. 

10. Fred P. Seymour, vice-president, Horder’s Stationery Stores 
and Al Skibbe, sales manager, Associated Stationers Supply Com- 
pany, with Charles C. Carpenter (right) and George Herrmann, 
The Heyer Company, guests. 

ll. Charles Consodine, Wallace Pencil Company; Harold At- 


wood, Eberhard Faber Pencil Company. 
12. Two Charleys—Two Pencil Men—Charley Consodine, Wal- 
lace Pencil Company: Charley Mueller, Joseph Dixon Crucible 


Company. 

13. O. T. Stahl, Dr. Seat Chemical Company; Jerry Isador, 
Crown Office Supply Company. 

14. Ed Murdoch; Art. Way; John Kirwan. 

15. G. S. Westlake, Ajax Box Company; P. D. Lloyd (winner 
of silver cup donated by Harry Horder, holding trophy in his 
hand); Bill Adams, Gibson Art Company. 

16. M. M. Morrissey and H. H. Dobey, Parker Pen Company; 
L. D. Ackley, Stenotype Company. 

17. Harry Mueller; Homer Schulenburg; Harold Haugen: 
George Cormack, Wilson-Jones Company, about to sink a putt. 

18. John Sutton, K. M. Todd, Al Kennedy; K. Schultz. 

19. William Goodman; Bill Cox, Carter's Ink Company: 
Albert Krelle; Lon Hancock. 

20. M. F. Eggert; J. A. Peck; S. H. Ohlman; A. L. Lovig. 

21. Bob Overend, Eagle Pencil Company: Bill Boyd, Acco 
Products, Inc.; Elmer Long; Bill Sahm, Eagle Pencil Company. 

22. A. Corbino; Urby Hobbs; Ben Gerber: Art Mosher. 

23. Harry Calvin, Wilson-Jones Company: Tom Bledsoe, Auto- 
point Company; Erle Steinbeck, S. K. Smith Company. 


EE 


HORDER’S GOLF OUTING 

With eighty-five players participating in the event, 
the second annual golf tournament of the Horder’s, 
Inc., Bowling League was held at the Vernon Country 
Club, Deerfield, Ill., on June 7. 

There were seventy-one prizes offered for the con- 
testants and when the smoke of battle cleared away 
the first twelve winners and their prizes were as fol- 
lows: 

Philip Lloyd, Horder trophy and suede jacket; Wal- 
ter Snelling, sweater; Homer Schulenburg, camera; 
William Boyd, Wahl desk set; Al Melohn, duffle bag; 
Sylvio Dini, golf bag; Karl Schultz, brassie; Tommy 
White, fountain pen set; Jesse Peck, Sheaffer lifetime 
pen set; A. J. Krelle, leather duffle bag; George Boehn, 
Parker pen set, and Urby Hobbs, Parker pen set. 


ii 


DOMORE HOLDS N. Y. SALES MEET 
On June 19 and 20 the DoMore Chair Company, Elk- 
hart, Ind., held a sales meeting in the New York offices 
of the firm. Heading the two-day event were General 
Manager H. B. Williams and Secretary Frank B. Fields. 
Among branch managers who attended the confer- 
ence at which several matters of importance to the 
sales organization of the company were discussed were 
J. W. Black, Chicago; A. E. Heidenreich, Detroit: 
W. H. Shortlidge, Pittsburgh; Estes Brand, Washing- 
ton; R. C. Averyt, Baltimore; E. S. Pierce, Hartford, 
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and Harry W. Merrill, Boston. Others present who 
are prominently identified with the industry included 
C. R. Thomas and J. B. Cardwell, of A. Pomerantz & 
Company, DoMore distributors, Philadelphia; E. A. 
Smith, DoMore supervisor for upper New York state, 
and George Whitney, DoMore field man. 
—_—_—_< 
WIS-ILL CLUB ACTIVITIES 

Officers and members of the Wis-IIl Club of Chicago 
last month practically suspended all other activities 
in order to combine their efforts on making a success 
of the second annual “stag” golf tournament to be 
held at the Westward Ho Golf Club on July 10. 

Norman Pearce, of Eberhard Faber, in charge of the 
season golf schedule, worked overtime making arrange- 
ments for a record turnout when the teeing-off starts 
at 12 o’clock noon. In addition to making scores of 
personal calls Mr. Pearce issued hundreds of bulletins 
and reminders. The club membership as a whole 
aided the work by voluntarily distributing the bulletins 
to dealers and others in the industry. 

Those intending to play in the tournament are urged 
to make their reservations early. The ticket cost is 
$3.50 and includes green fee, locker fee and banquet 
for which there will be a program of entertainment. 

The six teams in the softball league have completed 
the first series of games, each having met every other 
team once. Horder’s, McClurg and Reliable are tied for 


OFFICE APPLIANCES 


first place, each having won four games and lost one. 
The remaining teams stand in the following order: 
Marshall-Jackson, Wis-Ill Club, Stevens, Maloney. The 
Wis-Ill Club and Horder’s played the first game of the 
second round at the Horder picnic. Horder’s won. 


—— 


IOWA STATIONERS FORM ASSOCIATION 

At a meeting held in Cedar Rapids on June 2 a large 
group of stationers formed the Iowa Stationers Asso- 
ciation and elected officers for the current year. Those 
appointed to head the new organization are: 

Jim Parrott, Matt Parrott & Sons Company, Water- 
loo, president; Gordon Barger, Morris Sanford Com- 
pany, Cedar Rapids, vice-president, and Wilbur F. Can- 
non, Fidlar & Chambers Company, Davenport, secre- 
tary-treasurer. 

Headed by B. J. Bristoll and Joe Popple, president and 
regional governor respectively of The National Sta- 
tioners Association, the Iowa dealers formed a com- 
mittee which sent out letters to every commercial sta- 
tioner in the state inviting them to gather at Cedar 
Rapids to discuss the formation of an association. 

According to Secretary Cannon a record number of 
stationers attended the meeting and expressed enthu- 
siasm over the association. Many said they were al- 
ready making plans to attend the national convention 
in Chicago in September. 





Some or Tuose Wuo ENJoyvep tHe CoNNeEcTICUT VALLEY STaTIONERS AssociaTION Gotr OuTING May 21. 
(See Pace 68, June Orrice AppLiIANcEs) 


1. Left to right: H. M. Palmer, General Fireproofing Com- 
pany; A. C. Shearman, Wilson-Jones Company: H. A. Brainard, 
General Fireproofing Company; J. E. Feeley, Springfield Office 
Supply Company. 

2. M. E. Wheeler, American Pencil Company; J. T. McLaugh- 
lin, Globe-Wernicke Co.: George McGlade, Acco Products, Inc. 

3. Tom Stonhouse, W. A. Shaeffer Pen Company; Percy 
Jacobs, John R. Rembert Company; Tom Stonhouse, Jr.; I. D. 
Lehman, Lehman Brothers. 

4. E. E. Smith, E. A. Kramer Company; Ralph Newell, 
Plimpton’s; Leo Burt, Burt & Jeffers; Otto Cavanaugh, Plimp- 
tons. 

5. Jas. R. Armington, Mohican Pencil Company. 

6. F. L. Jeffers, Burt & Jeffers; Cal Cameron, Browne-Morse 
Company. 


7. J. W. Wilson, Preston & Rounds Company (president. 
Providence Stationery Association); Steve Mason, Mason 
Preston; W. R. Dolliver, Providence Paper Company; J. O. 
Bonney, E. L. Freeman Company. 

8. R. C. Scheppach, Bradley & Scoville; Paul Dell, F. S. 
Webster Company; G. W. Hackbarth and G. Anderson, Bradley 
& Scoville. 

9. Jack Mullaney, Burt & Jeffers; John E. Brooks, Spencerian 
Pen Company; Ted Hargan, Yawman and Erbe Manufacturing 
Company; Garry Dell, Acco Products, Inc. 

10. H. R. Libutzke, W. W. Conlin, Plimpton’s; Guy Hart, 
Joseph Dixon Crucible Company. 

11. W. B. Keppie, Eaton Paper Company; D. D. MacDonald 
and Ford Chidsey, Bradley & Scoville; Harry Ferry, National 
Blank Book Company. 
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SomE OF THE GOLFERS AT THE CuHico Outinc Were Too Tay ror THE CAMERA 


l. Left to right: E. M. Kolar, Kolar Stationery 
Company, Chicago; W. E. (Bill) Smith, Ace Fastener 
Corporation; Bill Tynan, S. S. Stafford, Ine. 

2. George Cormack, Wilson-Jones Company. 

3. Bob Vojta, Frank Mashek & Company; Ralph 
Maneval, A. W. Faber, Inc.; John Davidson, David- 
son-Pearsall Company, Aurora, Il. 

4. Eldon Just, Just & Son, Chicago; Clark Roland 
and Eric Behmer, Marshall-Jackson Company, Chi- 
cago; Herb Walsh, Southworth Company. 

5. C. H. Rogers, guest; Cless O. Burras, Oak Park, 
Ill.; R. M. Robinson, Office Equipment Company, 
Michigan City, Ind.; H. O. Atwood, Eberhard Faber 
Pencil Company. 

6. Harry Rohrbach, guest; Ernie Lund, Englewood 


CHICO CLUB OPENS GOLF SEASON 

The first golf game of the season of the Chico Sta- 
tioners Club of Chicago was held on June 17 at the 
Navajo Fields Golf Club at 123rd and Ridgeland ave- 
nue. 

More than fifty members of the organization at- 
tended the meeting at which Ernie Lund, of the Englc- 
wood Blue Print Shop, was the host. A record was set 
when it was learned that every company member of 
the club was represented at the game and at the ban- 
quet which followed. The Wis-Ill Club of Chicago was 
also well represented. 

In the evening the members held a banquet at 
which everyone present was required to stand up and 
identify himself. While approximately half of the vis- 
itors settled down to card games when the dinner 
ended, more than twenty of them, headed by Gordon 
Kickles of the Globe-Wernicke Company organized 
and played a softball game which was later called on 
account of darkness. 

——— 
LOUIS COHEN AGAIN HEADS FORT SMITH LIONS 

At a weekly luncheon meeting the Fort Smith, Ark., 
Lions Club recently re-elected Louis Cohen president. 
He has the distinction of having been sought out by 
two nominating committees; each requested him to 
succeed himself in office. Mr. Cohen is president of 
the Fort Smith Office Supply House. 


Blue Print Shop, Chicago; W. F. Weber, Ace Fas- 
tener Corporation; R. B. Vail, Vail Manufacturing 
Company. 

7. Tom Gillice, Rockwell-Barnes Company; Harry 
Balch, Quality Park Envelope Company; Norman 
Pearce, Eberhard Faber Pencil Company; N. Malm. 
quist, guest. 

8. Hy Linden, Ace Fastener Corporation; Arnold 
Berglund, Joseph Dixon Crucible Company; Lou 
Wingert, General Pencil Company; Jack Lenehan, 
Wilson-Jones Company. 

9. G. F. Blaul, Morgan Stamp Works, Chicago. 

10. Rudy Janovsky, Wilson-Jones Company; M. 
Rosenthal, Wicker Park Stationers; Leo Gould, Wil- 
son-Jones Company. 


FRANK WATERMAN IS GUEST OF DALLAS 
STATIONERS 

F. D. Waterman, president, Waterman Pen Company, 

Jast month was the guest at a luncheon of the Dallas 

Tex.) Stationers Association held in the Hotel 
Adolphus. Mr. Waterman was introduced to the as- 
sembled members by President H. S. Owens, who ex- 
plained that the guest of honor was in Texas for the 
purpose of supervising the installation of his company’s 
exhibit at the Texas Centennial Exposition. 

—_—__>——_—__ 
NEW YORK TYPEWRITER DEALERS DISCUSS PLANS 
FOR A SUMMER OUTING 

Featured by the laying of tentative plans for a pro- 
posed summer outing, the regular monthly meeting of 
the National Typewriter and Office Machine Dealers 
Association of New York was held June 3. 

After Chairman of the Convention Committee Jim 
Lafferty, portable division of the Underwood Elliott 
Fisher Company, discussed matters pertaining to the 
Kansas City convention, the assembled members were 
introduced to J. L. W. Aveling who sailed June 5 for 
The Hague where he will establish himself as a manu- 
facturer selling to the trade. Mr. Aveling spent many 
years in San Francisco studying the mechanics of type- 
writers and is thoroughly experienced in the office ma- 
chine field. 

The meeting was adjourned after President Peter J, 
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Carroll expressed the pleasure of the group in the pres- 
ence of the ladies at the meeting. 


_ 


NATIONAL COMPANIES ASSOCIATION MEETING 


The National Association of Dictating Machine Com- 
panies is scheduled to open its annual convention at 
Columbus, Ohio the first week in July. 








(1) J. Kip Edwards, Joseph Dixon Crucible Co., Washington, 
D. C.; Harrie Copeland, Wilson-Jones Company, Elizabeth, 
N. J.: Jerry McEvoy, Acco Products, Long Island, N. Y.; 
W. J. Pyle, Wilson-Jones Company, Elizabeth, N. J. 

(2) Lte R: Harry Hebb, Spencerian Pen Company, New York 
City; E. L. Snyder, C. H. Hunt Pen Company, Camden, N. J. 

(3) Lto R: A. E. “Pete” Petersen (New president Penn Mar 
Va) Oxford Filing Supply Company representative, Brook- 
lyn, N. Y.: J. J. Kerns (new vice president, Penn Mar Va) 
Stationers Loose Leaf Company, Philadelphia, Pa. 

(4) Lte R: Miss Dorothy Hale, The Office Equipment Com- 
pany, Harrisburg, Pa. 

(5) Mrs, Edna Steinhauer, The Office Equipment Company, Har- 
risburg, Pa. 

(6) Mrs. Frank Laskowski, Harrisburg, Pa. 

(7) Lte R: Stanley Woodruff, Weis Manufacturing Company, 
Haddon Heights, N. J.; Davey Price of Eagle Pencil Co. 


int 


Some or tHe Harry Devecates anv Visitors at THE HaArrissurRc, 
Pact 
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According to Robert Cramond, president of the 
organization, delegates from every section of the coun- 
try will attend the meeting, a highlight of which will 
be the appearance of a number of speakers who will 
address the assembled delegates on timely subjects and 
problems of the industry. 

A complete report of the convention will be con- 
tained in the August issue of Office Appliances. 


Pa.. Recionat Meetinc, Rerorrep 1n THE JUNE ISSUE ON 
66 


(8) L to R: Joe Obstfeld, Markwell Manufacturing Company, 
New York City; H. C. Hooks, Moore Push Pin Company, 
Wayne Junction, Philadelphia, Pa. 

(9) Lteo R: W. F. Block, and Reg. M. Tussing, Victor Safe & 
Equipment Company, North Tonawanda, N. Y. 

(10) L te R: J. S. Sprott, The Globe-Wernicke Co. and Ray 
Laskowski, Harrisburg, Pa. 

(11) L te R: R. V. Cole, Cole, Harding & James Company, 
Richmond, Va.; Nelson Bushnell, Alvah Bushnell Com- 
pany, Philadelphia (newly elected Vice-President Penn 
Mar Va Club). 

(12) A. S. Wright, The Globe-Wernicke Co., Cincinnati, Ohio. 

(13) Lte R: H. H. Lansill, R. Franz, Parker Pen Company, New 
York and Ben Wachtel, Parker Pen Company, Philadel- 
phia, Pa. 


1] 
1] 
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SmitH-Corona BrRancu Service Supervisors CONFERENCE 


Back row, left to right: Ward Miller, Syracuse, order 
department; W. C. Rodger, Syracuse, works manager; 
E. E. MeNally, Syracuse, sales manager, vivid division; 
V. V. Ayer, Syracuse, manager, exchange machine and 
service division; William Wiley, St. Louis; William 
Kuffert, Detroit; John Hallman, Atlanta; E. L. Smith, 
Syracuse, assistant to the president; C. U. Homan, Wash- 
ington; R. Degener, Chicago; E. J. Moshier, Syracuse, 
research department; C. F. Metzger, Syracuse, sales man- 
ager, adding machine division; E. E. Hunter, Syracuse, 


SMITH-CORONA OFFICIALS HOLD CONFERENCE 

A six-day conference of eleven branch service super- 
visors and executives of the home office was held at the 
Syracuse plant of L. C. Smith & Corona Typewriters 
Inc., on May 11 to 16. 

Several business sessions were held at the plant at 
which matters of importance to the organization and 
plans for future expansion were thoroughly outlined 
and discussed. One day was devoted to a visit and in- 
spection of the Cortland and Groton plants of the com- 
pany. 

On Thursday, May 14 the entire party attended a 
dinner at the Syracuse Yacht and Country Club given 
by H. W. Smith, president of the company. Mr. Smith 
and each of the out-of-town men spoke briefly. 

——~—— 
ASCO EMPLOYES HOLD OUTING 

Employes of the Art Steel Company, Inc., New York, 
gathered at Blasberg’s Grove in Hawthorne, N. J., on 
June 6 for a day’s outing. 


branch sales manager; J. J. McCormick, Syracuse, as- 
sistant sales manager, portable division. 
Front row: H. P. Davy, Syracuse, manager, sales divi- 
sion; Otto Gathman, Syracuse, factory service; C. D. 
Corwin, Groton, works manager; E. P. Buffinton, Syra- 
cuse; V. H. Davidson, Syracuse, vice president; H. W. 
Smith, Syracuse, president; A. F. Brodhog, Minneapolis; 
A. W. Buckwell, Boston; L. S. Kelsey, Oklahoma City; 
T. L. Seeburger, Los Angeles; William Steck, Kansas 
City; J. C. Coburn, Groton, Corona service. 


Following a buffet luncheon the events opened with 
a baseball game between the office force and the shop 
employes of the company. The diamond was a bit 
rough, the sun was hot and the players were enthu- 
siastic. The office team went down in defeat before 
the onslaught of the shopmen. 

Several other sport events including novelty races 
occupied the balance of the afternoon and at dusk 
the merrymakers trooped to the pavilion for dancing, 
a good chicken dinner, and distribution of prizes. 

————_—>————_- 
ILLINOIS RIBBON DEALERS MEET 


The regular semi-annual meeting of the Illinois 
Carbon Paper & Inked Ribbon Dealers Association was 
held June 2 in the Green Room of the Hamilton Club, 
Chicago. 

A record crowd greeted President Fred W. Neely, Fred 
W. Neely Company, when he called the meeting to 
order and called upon the chairmen of the various 
committees to read their semi-annual reports on 





Art Steel Company Outing 
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At the Harter Sales Conference, Sturgis, 

- June 18, 19 and 20.—Top: Harter 

3fles Organization and some dealer 

agents. Bottom: Group of twelve from 

the Globe Furniture and Stationery Com- 

pany, Chicago, who attended the con- 
ference. 


progress made by the association for the first six 
months of 1936. The optimistic tenor of the reports 
was gratifying to officials of the organization as was 
the statement that several new members had been 
added to the roster while a substantial number of 
new prospects was being considered by the membership 
committee. 

Before the meeting adjourned Mr. Neely said that 
plans were being completed for the association’s semi- 
annual outing which will be held at the Medinah 
Country Club on a date to be announced later. Eight- 
een holes of golf, a banquet and distribution of prizes 
will be the highlights of the event. 


> 
ST. LOUIS STATIONERS TO STAGE PICNIC 

The stationers of Greater St. Louis are planning a 
gala picnic on August 8 at the Pevely Farm in St. Louis 
County. There will be prizes for the winners of con- 
tests, dancing, orchestra music and refreshments. 

All stationers, their employes, and manufacturers’ 
representatives are invited to come, according to 
Charles T. Spalding, president of the Stationers As- 
sociation of Greater St. Louis, which is sponsoring the 
big affair. Non-members are cordially invited to come 
to the picnic, he said. Every one who comes may bring 
their families or sweethearts. Each one is asked to 
bring a basket supper. Drinks of all kinds will be 
served at the Pevely Farm. 

The dance program will run from 4to9 p.m. There 
will be horseshoe and racing contests, and soft ball 
games. Children will be given presents. 

Donations for the prize fund will be received by 
A. J. Bartens of the Shallcross Printing & Stationery 
Company. He stated that a cash remittance or some 
item which is not handled in the stocks of stationers 
will be acceptable for the prize fund. 

There will be no admission charge to the Pevely 
Farm.—HB 
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HARTER HOLDS CONFERENCE AND OUTING 

Attended by executives, district managers, distribu- 
tors and salesmen, a three-day outing and business 
conference was held by the Harter Corporation, Sturgis, 
Mich., at Sturgis and Klinger Lake on June 18, 19 and 
20. 

The sales meeting was an enthusiastic gathering 
and the visitors listened with interest to Evan Harter, 
president of the company, as he outlined sales and 
merchandising plans for the second six months of the 
year. 

During the various sessions which were sandwiched 
in between pleasant recreational periods and events, 
both the posture and the executive lines of the Harter 
Corporation were discussed at length. At the same time 
a new series of steel office chairs, to be known as the 
Universal suite, was announced. The Universal is the 
third suite in the executive line, the others being the 
Columbian and the Artweld. 

In addition to the Harter staff, salesmen of the 
Globe Furniture & Stationery Company of Chicago, 
were also visitors at the conference and outing. They, 
with the balance of the party, were entertained at the 
Klinger Lake Country Club and at the country home of 
Mr. Harter, and toured the company factory. 

The final event of the convention was a golf tourna- 
ment which was followed with a chicken dinner at the 
clubhouse. Several prizes were awarded. 


RS Se 
INDIANAPOLIS CLUB ELECTS OFFICERS 

The Stationers Club of Indianapolis held its annual 
election of officers at a meeting called on May 12. 
Those named to head the organization were: 

John Kautz, Kautz Stationery Company, president; 
Chris Weis, Thornton-Levey Company, first vice-presi- 
dent; Alvin Barkham, Levey Printing Company, second 
vice-president; Harry Shockley, Bramwood Press, 
treasurer, and Al Snyder, Stewart’s, Inc., secretary. 
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VIOLIN TALKS 
BUSINESS 


A supreme craftsman was old Stradivari, 


who long ago set an all-time standard of 
quality. Quality! We have great affection 
for that word here where Mimeographs are 


made. It is our watchword. And back of the 
fine products we deliver are an organized re- 
sponsibility and an unmatched service. That’s 
why the Mimeograph turns out all kinds of 


quality form-letters, graphs, maps, ruled forms, 
etc., i 


at high speed and low cost 


For latest par- 
ticulars, write A. B. Dick Company Chicago, or 


see classified telephone directory for local address 
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Ricunt—N. Y. Srationers 12:30 Crus OvuTING 


1. Left to right: Lou Wachtel, American Pencil Company: 
Nat Kremer, Kremer Company; Jack Walder, Boorum & Pease 
Company; Ben Goldberg, Goldberg Brothers; L. E,. Farm, 
American Manufacturing Concern. 

2. Harry Tehan, Charles M. Higgins Company; Phil Coulter, 
Eastern Tablet Manufacturing Company; L. E. Farm, American 
Manufacturing Concern; Howard Shoemaker, Eberhard Faber 
Pencil Company; Lou Caracci, Norwood Company. 

3. H. Von Frank, Oakville Company; Ben Goldberg, Goldberg 
Brothers; H. Erne, C. Howard Hunt Pen Company; Leo Wert- 
heimer, Redegeld Company. 

t. Jack Weir, Tower Brothers; L. C. Milton, Bainbridge, 
Kimpton & Haupt; D. N. Briggs, Sun Rubber Company; W. A. 
Mitchell, Bainbridge, Kimpton & Haupt. 

5. Ed Dooley, Wilson-Jones Company; Charles Rynell, Oxford 
Filing Supply Company; George Meinhilder, Atlas Stationery 
Company; Al Ficks, Wilson-Jones Company. 

6. C. Clem, H. K. Brewer & Company: M. Libien, Libien 
Press: G. Nolan and V. Handy, American Pencil Company; J. 
Hempling, Silver Stationery Company. 


12:30 CLUB HOLDS OUTING 


With 112 enthusiastic and happy members present, 
the Stationers 12:30 Club of New York held its annual 
outing on June 11 at the Staten Island Elks Lodge. 

The event started with a “High Noon” breakfast fol- 
lowed by every form of sport the stationers could de- 
mand. Golfers and others were forced to cease their 
activity for a short time because of rain but the after- 
noon was clear and they again took the field until eve- 
ning when the dinner bell called them to the dining 
room where President Harry Tehan arose to announce 
there would be no speech-making. This edict was ably 
seconded by Toastmaster Popple. 

The affair was arranged by an entertainment com- 
mittee composed of Louis Caracci, chairman; and 
Howard Christie, Ed. Bridge, Jr.. Howard Shoemaker, 
Louis Wachtel and Louis E. Farm. 

es Oe 
GLOBE-WERNICKE HOLDS PICNIC 

Accompanied by their families, employes of The 
Globe-Wernicke Co. held their annual picnic on June 
20 at Coney Island, a famous amusement park near 
Cincinnati. 

So that every employe of the large organization 
could participate in the event both the offices and fac- 
tory were closed for the day. In addition to a boat ride 
to and from the resort and all of the various attrac- 
tions of the place, the program included contests and 
races topped by a baseball game between the Globe- 
Wernicke team of the Norwood Industrial League and 
a picked team of employes who trimmed the regulars 
by a score of five to one. 

a 


CHICAGO DICTAPHONE BRANCH 
HOLDS CONFERENCE 


The Chicago branch of the Dictaphone Sales Corpo- 
ration held an all-day conference on June 13 in which 


a 
“ge it 
fe oe 


s 
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a number of officials and members of the sales staff 
participated. 

The morning session was held in the company offices 
at 64 East Jackson boulevard where a number of spe- 


Chicago District Dictaphone Sales 
Conference 
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"NOW IS THE TIME FOR ALL GOOD MEN 
TO COME TO THE AID OF 74/5 PARTY |" 





COME TO THE AID of that bright and cheery little party who carries the burden of office 
work. Give her a chance to get her work done, quickly, with less fatigue, before 5 p. m. 
It’s a platform that pays well—as many an executive has found who has bought from 1 to 
100 of those fine new efficient Silent Smith typewriters. Here’s a silent machine that’s also 


a standard machine. Hence, SILENCE WITHOUT SACRIFICE 


—and heres a typewriter you can take of any rugged, standard quality. Ask for a trial demonstration! 
on your knee 
a . 
iS 
© SMITH & CORONA TYPEWRITERS INC — SYRACUSE NEW YORK 


THE FIRST 
PORTABLE 
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—ask your Pana'ma man! cial guests were introduced by Manager A. E. Black- 
stone. Maurice I. Pickus, Compass Sales Company, 
concluded the meeting with a short address on “Why 
I Like the Dictaphone.” 

With the noon adjournment the delegates went to the 
Blackstone hotel for luncheon in the English Room. A 
highlight of the luncheon was an excellent musical and 
| entertainment program given by members of the Dic- 
taphone organization. 
In the afternoon the meeting was resumed in the 
| company offices and L. E. Frailey, of the Dartnell Cor- 
K | poration, was the guest speaker who gave an inspira- 
| tional and helpful talk. The remainder of the after- 
K E y | noon was given over to matters pertaining to the Chi- 
cago branch. 

HIN K —_ 

. oe STEEL FURNITURE MEETING IN KANSAS CITY 
unti I it's While typewriter dealers and manufacturers were in 
. | + d convention June 15 at the Muehlebach Hotel, Kansas 
~ ti ize City, local stationers and some from nearby cities par- 
ticipated in a meeting under the auspices of the Steel 

Furniture Institute. The typewriter group met in the 

grand ball room, the stationers on the same floor. 

Some of the typewriter dealers who are also stationers 

left their convention for one afternoon to hear the 


PANAMA ink is 
Alll utility, whether 
it's on carbon tissue 
& you buy it as 


PANAMA 
CARBON 


For 

more copies, 
non -fading, 
easy reading. 














—or in ribbon fabric | 
& you buy it as 


PANAMA. 
RIBBONS 


for more originals 
and full rich “*paper | 


coverage” 





or in a can, 


labeled 


PANAMA 
Duplicator 
Ink 


Trouble -proof 





At the Steel Furniture Institute Con- 
ference in Kansas City.—1. Pete Jamer- 
son, Gallup Map Supply Company, Kansas 
City, Mo.; Jack Laws, The Globe-Wer- 
nicke Company; C. J. Weitz, Consoli- 
dated Printing Company, Salina, Kans. 
2. Harry Bentson, Bentson Manufacturing 
Company. 3. Jack Crow, Hall Stationery 
Company, Topeka, Kans. 4. J. G. Henry. 
FE. A. Keeling, and John Keeling, all of 
Art Metal Construction Company. 


MANIFOLD SUPPLIES COMPANY program of the steel meeting which was conducted by 


Manufacturers of E. A. Keeling, sales manager of Art Metal Construction 


PANAMA and BEAVER Company and Henry Bentson of Bentson Manufactur- 
188 THIRD AVENUE BROOKLYN, N. Y. ing Company. According to comments from various 


forform letters 
that don’t look 
that way. 


© IT’S PANAMA PIGMENT THAT COUNTS: 
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Exclusive Underwood Champion Keyboard 
Touch Tuning .. Individual Key Adjustment 
Long Line Space Lever 

More Readable Line Finder and Paper Scales 
Paper Centering Scales 

Large Cylinder Knobs 

New Type Rubber Vacuum Feet 

Writing Line Indicator 





OONOURWDND w 


Variable Line Spacer 


Famous Underwood Touch and Action 


3° 













— 
— 


Overnight-type Carrying Case ; 
af 


——— 


— 
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Underwood's High Standards of Precision 
M f t Underwood produces 
otal adele stig — and sells more type- 


writers than any other 
manufacturer in the 


Greatest Portable value...made ; 
’ world. It’s good busi- 
in the World's Largest Type- ot women Se eo 
writer Factory ...by the Type- 


writer Leader of the world. 


— 
1) 






Portable Typewriter Division 
UNDERWOOD ELLIOTT FISHER COMPANY 
Typewriters... . Accounting Machines .... Adding Machines 
Carbon Paper, Ribbons and other Supplies 
One Park Avenue, New York, N. Y. 
Sales and Service Everywhere 


Underwood Elliott Fisher Speeds the World’s Business 


The New *49°.... 


UNDERWOO UNIVERSAL 


_— 


PORTABLE 





S 
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Under the “BIG TOP” or 





ees ee 
@ CLYDE BEATTY, world-famous lion 
trainer, makes the king of the jungle 
A L U M | N U M O F F l C E C H A | R S his ble setbiat with a light-weight GF 
— be Aluminum Chair. Even the mightiest of 
animals can’t cope with the strength of 
GF construction. 
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under the “BIG BOSS’ 


GF ALUMINUM CHAIRS 
NEVER LET YOU DOWN 


@ Long before Clyde Beatty discovered the happy combination of lightness and 
strength in GF Aluminum Chairs, GF dealers discovered that they were steady, 
sturdy weapons in the battle for profits. 





@ To start with, the chairs are right! They’re strong, light, designed scientifi- 
cally for perfect posture. Their clean, modern appearance makes a worth-while 
improvement in any office. Long life absorbs their cost many times over. So, of 
course, they please the customer. 


@ The GF line is kept as up-to-date as today. GF dealers are never called on to 
dispose of ‘‘antiques.’’ But when they’re called on to answer seating problems, 
GF Aluminum Chairs are always ready with the latest answer. And profits are 
always at the big top. No wonder dealers like them! 


@ Why not let GF Aluminum Chairs capture a lion’s share of profits for you? 
Never a better time. Never a better product. Write for free catalog. 


THE GENERAL FIREPROOFING COMPANY, YOUNGSTOWN, OHIO 


WINDOW SHOWMANSHIP OF GF ALUMINUM CHAIRS 
ALWAYS CREATES INTEREST... BRINGS RESULTS 





S. ©. Toof & Co., Memphis, Tenn., tells the outside world about CF Aluminum Chairs and GF Metal Business Equipment with this hand ind disple; 
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DOWN GO THE PRICES 
ON RECOVERED PLATENS 


Effective at once, in all Branches, American Writing 
Machine Co. announces a new, reduced schedule of 
prices on recovered platens. This means greater 
Dealer profit yet in no way affects the unequalled 
quality nor the prompt service which has always 
distinguished these platens. 


\s a typewriter man, you know that the recovers of AWMCO are the 
finest and most satisfactory the market affords. Made for any office 
machine that uses platens and in a variety of densities to suit specific 
needs. They are positively NON-HARDENING. Only the finest grade 
crepe rubber is used—the same grade that is now used on many new 
machines. And the only recovered platen pinned with countersunk 
steel pins. The whole process is under laboratory supervision and 
control and the most modern scientific precision instruments used. 
Back of every platen is the experience of years of knowing how. And 
back of every platen is the unqualified guarantee of AWMCO. 

Act now and profit by these new low prices. If you do not have the new 
price list send the coupon at once. 


AMERICAN WRITING MACHINE CO. 


374 BROADWAY NEW YORK, N. Y. 
ESTABLISHED 1880 








American Writing Machine Co. 
374 Broadway, New York, N_Y. 


Send me at once the new low price list 


on your recovered platens. 


AG RR Re TODAY! 
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dealers the gathering prepared the way for better co- | 


operation in the sale of steel equipment. 

This one day meeting was one of many being held 
in different parts of the country with representatives 
of manufacturers presenting the program. William 
Hoge, who has conducted some of them, was present, 
but on this occasion as a spectator, happening to be 
in Kansas City at the time. 

a ea 
CHICAGO OFFICE APPLIANCE MANAGERS GATHER 
AT GLEN OAK 

The Office Appliance Managers Association of Chi- 
cago enjoyed a golf outing at the Glen Oak Country 
Club on the afternoon of Friday, June 5. The course 
is one of the finest in the Chicago district and was 
thoroughly enjoyed by the entire party. The game was 
followed by a steak dinner. The weather was perfect. 


=~ & 


Some Office Appliance Managers Association Members at Golf 
Outing.—Top Row, Left to Right: Donald Oakes, Postage Meter 
Company; E. L. Capehart, International Business Machines Cor- 
poration; John Gilbert, Office Appliances; M. G. Hoffman; Clark 
L. Hayes and Walter J. O'Donnel, International Business Ma- 


we bw) 


chines Corporation. Bottom Row: Wm. Eismann, Nelson Eis- 

mann Company; Harry Cross, Dictaphone Sales Corporation; 

James T. Stewart, W. S. Gilkey Printing Company; A. E. Black- 

stone, Dictaphone Sales Corporation, and Harry Shifflette, 
Marchant Calculating Machine Company. 


For some of the group it was the first game of the sea- 
son. The course is difficult and scores were a bit higher 
than they might be elsewhere. 

The association expects to hold two or three more 
outings during the summer. W. D. Lawrence, of Felt 
& Tarrant Manufacturing Company, is president of the 
organization; A. E. Blackstone, of Dictaphone Sales 
Corporation, is chairman of the golf committee. 

—— 
MITCHELL EXTENDS LINES 

E. J. Mitchell, president of the Northwest Travelers 
Club and well-known manufacturers representative, 
has recently extended his activities to include the lines 
of the Levison & Blythe Manufacturing Company and 
the Trussell Manufacturing Company, it was announced 
last month. 

For many years Mr. Mitchell covered his territory 
for the Levison & Blythe Company only and traveled 
through Missouri, Kansas, Nebraska, North and South 
Dakota, Minnesota, Iowa, Wisconsin and Illinois. From 
now on he will represent both of the above firms in 
the same district. 

Mr. Mitchell will maintain headquarters at 209 Lo- 
cust street, St. Louis, Mo. 
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~.. All Recause This 
SalesmatiPinathy Lien I| 


THE RIGHT MAN 


Here's a true story. A salesman of one of our 
dealers had called on a large firm in his terri- 
tory many times. There was nothing doing. 
He had never gotten a single order. He had 
often mentioned LIBERTY Boxes, but the pur- 
chasing agent wasn’t interested. No one in the 
firm had asked for them. Finally, on a hunch, 
he asked permission to talk to the auditor of 
the firm. He made an appointment for a dem- 
onstration the next day. And was he surprised 
—and rewarded! He closed an order for one 
thousand LIBERTY Boxes (to clean up a vault), 
won steady repeat business, and the firm is 
now a good customer for many other station- 
ery items. LIBERTY Boxes make a good enter- 
ing wedge. It is important only to see the right 
man— the executive responsible for storage 
filing. When you call on prospects, are you 
seeing the right man? 





Firms that have not yet sent for their su: 

of our new dealer-help booklet. “A te 

on Storage Filing.”’ should do so. 
As many as you need to cover ur cus- 
tomers prospects will be ted and 
sent you without charge. 


BANKERS BOX COMPANY 


936-538 S. CLARK STREET - CHICAGO, ILL. 


Established 1918. Makers also of LIBERTY Permanent Storage Binders 
and LIBERTY String Tie Binders. Some dealerships still open. 
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CONSOLIDATED IN NEW QUARTERS 

The Consolidated Typewriter Company, Cleveland, 
has moved from its old location at 2034 East Twenty- 
second street to larger quarters at 1718 Euclid avenue 
where they have what is one of the best looking stores 
in the state, according to M. P. Spiess, proprietor. The 
firm plans to take on several news lines and would like 
to receive catalogues from manufacturers. 

The new quarters boast of a store front window 
thirteen feet wide and about eight feet deep, allowing 
ample space for displaying all items pertaining to their 
line of business. The store is approximately twenty 
feet by eighty feet, height about eighteen feet, with a 
large-sized balcony of twenty feet by thirty feet for the 
office. The service department will be installed below 
the balcony. A fireproof room, six by eleven feet, has 
been constructed where typewriters are to be cleaned 
with special ventilation which will carry the fumes by 
means of exhaust fans and blower out of the building. 

Steel cases with sliding glass doors, to accommodate 
100 or more typewriters, both standard and portables, 
have been constructed. Also manufactured especially 
for the Consolidated Typewriter Company were revolv- 
ing tables for demonstration purposes, about 40 inches 
in circumference. Display tables are with the new 
Caf-o-lite finish top and have chromium tubular legs, 
and twenty typing chairs are finished in leather with 
tubular frames and legs. 

The entire main floor area has been covered with 
asphalt tile with a modern design, to match the fur- 
nishings. The mezzanine floor, where the offices are 

\ located, was covered with a battleship linoleum. The 


————a 


AHandsome Pai t 


A chair for the 
executive. Fine 
looking, 
fortable and 
moderately 


cott- 


priced. 





A chair for the 
secretary, to 


match the 
ecutive model 


eCxXxe 


shown above. 
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Artility chairs stand out above the 
common variety because they are 
so comfortable, make a fine ap- 
pearance, and sell for a moderate 
price. 

Many of the most discerning and 
the 


Lnited States have standardized 


largest users of seating in 
on Artility chairs, because through 
tests they have determined their 
real value. 

Dealers have found them highly 
profitable because consumers 
everywhere appreciate what fine 
chairs they are, and continue to 


re-order. 





Write Today for Dealer’s Proposition 


Artility Metal Products, Inc. 


| 701 Monger Building Elkhart, Indiana 


— 








company is exclusive distributor for Regal precision 
built and rebuilt Royals—AK 
—— 
PARROT’S NEW CATALOGUE 

Locked in an attractive blue and red cover by a 
Speedway file fastener, a new twenty-two page cata- 
logue has been published and issued to the trade by 
the Parrot Speed Fastener Corporation, 37-18 Northern 
boulevard, Long Island City, N. Y. 

Amply illustrated and laid out in an interesting man- 
ner, each page contains a description of the many items 
manufactured by the Parrot Corporation. Included in 
these are the Super 7, the 7-T tacker, the No. 704 
portable fastener, the long Reach, the Babe and the 
No. 13 triple-duty stapler. 

Still other pages are devoted to binder clips, binder 
posts, the Speedway file fastener, Parr rubber type- 
writer keys, rubber finger tips, Parr type cleaner, eras- 
ing shields and Parr cushion caps. The three last 
pages, printed on green paper, make up the corpora- 
tion’s dealer price schedule No. 36. 

Copies of the new catalogue may be obtained on re- 
quest to the firm’s home offices. 

neice 
TORONTO NEWS NOTES 

William H. Mitchell, of Mitchell & McGill, manufac- 
turers of office furniture and filing supplies, 66 Ade- 
laide street, W., is back at his desk following a lengthy 
illness. 

. . 7 

William Dolan, Office Specialty Company, was re- 
cently presented with a beautiful silver tray as a token 
of the esteem in which he is held by members of the 
trade and in appreciation of his untiring efforts on 
behalf of the local organization during his term as 
secretary-treasurer. 


> * > 


Roy O. Pennington, managing director of the Parker 
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The enthusiastic response to the new “SECURITY ”’ 
Period Presidential Line of Desks and Tables has 
convinced us there is a real demand for this popular 


priced line. 


The Line is complete---smartly styled---modern in 


design---worthy of the finest American offices. 
You will find it a real sales builder too. 


| or established dealers are invited to com- 
municate with us regarding an exclusive agency 
franchise covering our general line. Complete cata- 


logue and full information on request. 


SECURITY STEEL EQUIPMENT CORP. 
AVENEL, N. J. 
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OUT- MODED 








Relics Are Valuable 
Only to Museums... 


Why try to sell old fashioned met 














chandise to a modern, style con 
scious world? Why offer an out 
moded ... out of date... and 

clumsy style of business case to a ONCE Automobiles 

generation which is so completel\ Progress. in designin 

modern in thought, dress . . . and und engineering pré 

seer y the modern car 

buying h; ibit ! Likewise business 

ses once were bulky, 

strap-b yuund and with 

Sell Modern Cases ut style, | Progress 

ndemned both the 

old fashioned case am 

Many dealers can testify that their that carly aut 

business case department profits have 
jumped since they adopted the simple 
principle of selling modern styled 
cases to the public which demands 


modern cases. A complete line, pro 
viding every needed type of case and 
1 merchandising service to dealers 
which is not even approached by 
others. For profits’ sake, get a 
quainted with STEBCO advantages. 


WRITE FOR DETAILS. 


STEIN BROTHERS MFG. CO., Inc. 


564 WEST ADAMS STREET ° 
e CHICAGO e 


E. R. Manning in charge 
Herman Halper in charge 














New York—Empire State Bldg. 
Sen Francisco—833 Market St. 


BUSINESS CASES 
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Fountain Pen Company last month flew to Chicago on 
business for his firm. 
+ > > 

The Sengbusch Self-Closing Inkstand Company, 2222 
West Clybourn street, Milwaukee, Wis., last month ap- 
pointed the Brown Bros., Ltd., wholesale stationers of 
100 Simcoe street, distributor of the Sengbusch prod- 
ucts in Canada.—SJL 

~> 
TIES UP WITH “LOCAL GIRL WHO MAKES GOOD” 

When Dorothy Gardiner’s latest book, “The Golden 
Lady,” was announced by the Literary Guild as its 
book-of-the-month selection, the proprietor of Her- 
kert’s Typewriter Supply, 1141 Pearl street, Boulder, 
Colo., remembered something. He remembered that 
Miss Gardiner was a Boulder girl who had made good 
in the literary world, and he remembered, too, that 
when Miss Gardiner was last in Boulder, working on 
the very novel that had won for her this literary suc- 
cess, she bought a Corona typewriter from Herkert’s. 

So, he put in a Dorothy Gardiner window display. 
He featured Miss Gardiner (a late picture), her books 
and models of the typewriter such as he sold the 
author, and upon which she had written her Literary 
Guild selection. 

The window attracted city-wide attention. The 
“Daily Camera” gave it an editorial write-up, including 
the name of the typewriter used by Miss Gardiner, the 
line carried by Herkert’s. There was thrown about the 
Corona a halo of romance, and the name became linked 
inseparably with writing BART 

> 
A LITTLE AD THAT DREW BIG NOTICE 

The Kistler Stationery Company, Denver, Colo., re- 
cently ran a small advertisement in one of its local 
newspapers that drew a lot of notice. While this ad 
was small, one column wide by six inches deep, it stood 
out prominently on the page due to the fact that it 
was off the beaten path. 

At the top of the ad was a line drawing representing 
a private secretary seated at her desk. Then came the 
message, a private communication to a private secre- 
tary, for the balance of the message was given in 
shorthand and only those reading that system of short- 
hand could Know what the advertisement said. 

Of course, there were those that read the ad and 
knew what it was all about, but that was not all. All 
those seeing the advertisement were attracted to it and 
wondered just what it did say. Some scouted around 
and found someone to read it for them, while others 
just thought of Kistler’s and considered it a good piece 
of advertising IRA 

~~ 
HELLER JOINS WILSON-JONES 

Abe J. Heller, for many years identified with the 
paper, stationery and school supply trade, has been 
appointed manager of the school supply division of the 
Wilson-Jones Company. 

Before joining the Wilson-Jones forces Mr. Heller 
was connected with the White & Wyckoff Manufactur- 
ing Company at Davenport, Iowa, where he was man- 
ager of the branch factory. Mr. Heller will feature the 
I-P line of school and college supplies. 

~~ 
SERVICE COMPANY TAKES NEW QUARTERS 

Keeping march with progress and increasing busi- 
ness, the Service Office Supply Company, of Detroit, 
has moved into larger quarters at 427 Woodlawn ave- 
nue. The company was formerly located at 314 East 
Jefferson avenue. 
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What is this power that goes by the name of ‘‘Goodwill”? It 
has been valued at millions on the balance sheets of large cor- 
porations. It has pulled companies through depressions; enabled 
men who were down and out to fight their way back to the 


top again. 


Goodwill worth thousands of dollars has been gained without 
the expenditure of a cent. Expenditures of hundreds of thou- 
sands of dollars in an effort to gain Goodwill have failed where 
the fundamental qualifications were missing. 


Simply stated, Goodwill means friends who have confidence in 
you and the products you sell or the services you offer. If 
your old friends stick with you through the years, if your cus- 
tomers and prospects welcome you and extend you every courtesy, 
if you are able to secure orders when competition has as much 
or more to offer... then you can say you are possessed of the 
most valuable asset of business—Goodwill. 






































ixagserated! 


Yes, but it typifies the quality and strength built 
into our fibre board card trays and transfers. 
When new, most fibre board card trays look 
good, but how they stand up under use, tells 
the real story. The heavy quality of board and 
the reinforcing of the corners and edges keeps 
Weis trays from warping—puts years and years 


of service into them. 


MONROE Sf CLs MICHIGAN 



































fdilitvy Line 


Fibre Card Trays with removable 
covers, equipped with steel auto- 
locking follow-blocks for keeping con- 
tents in vertical position. All Standard 


Card sizes 7 = -« = ° @& tae ?e 





Shell Line 


Fibre Card Transfers, shell type with 
sliding drawer—no follow blocks. All 
Standard Card sizes - - - - - - 








Sturdy Sixteen Line 


Fibre Card Transfers with removable 
covers—no follow blocks. All Standard 
Card sizes - - - += 2# «= -« 
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Rishto? 


You ARE wasting your time, for not a piece of gummed tape 
is used in the making of the Victory Fibre Board Storage Case 

they’re copper stitched throughout. But the absence of ma- 
terial for mice and insects to feed on is not the only interesting 
thing about a Victory. Made with smooth, solid bottoms and 
tops—they slide without a hitch or catch; one lock on the side 
and it locks it tight; they’re dust proof; reinforced where 
necessary, and very easy to set up. Copper stitched and made 


to wear and wear and wear. 


The Weis Manufacturing Company 


Sf ve 
Monroe, Michigan 
New York: 54-56 Franklin Street 


Adams, Cushing & Foster, 


Chicago: — Associated Stationers Boston: 
Incorporated 


Supply Co. 


National Stationers Association Convention and Business Show, Palmer House, Chicago, September 
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PASSED AWA? 


MRS. A. K. MONTGOMERY 

Stricken with cerebral hemorrhage, Mrs. Alice K. 
Montgomery, president of the Rockwell-Barnes Com- 
pany of Chicago and St. Louis, and known to hundreds 
of men and women throughout the industry, died on 
Tuesday, May 26. 

Mrs. Montgomery was associated with the Rockwell- 
Barnes Company since its incorporation in 1903. She 
became affiliated with the company when employed as 
a cashier, and her importance to the organization in- 





creased with the growth of the firm. Before the death | 





The Late Mrs. A. K. Montgomery 


of H. J. Meister, the then principal owner of the Rock- 
well-Barnes Company, Mrs. Montgomery had become 
vice-president and general manager. 

In 1918 Mrs. Montgomery, together with her asso- 
ciates in the firm, purchased the company from the 
estate of Mr. Meister, and she became president and 
active head of the organization, a position she held 
up to the time of her sudden death. 


Mrs. Montgomery was a personal friend to every | 


person in the organization and her death is a loss felt 
by all with whom she came in contact. A great num- 
ber of letters and messages of condolence received by 
her associates bear testimony to the esteem in which 
Mrs. Montgomery was regarded. 

Beautiful and impressive services were held on Fri- 
day, May 29, in the chapel at Rosehill cemetery, Chi- 
cago, which was crowded with mourning friends who 
came to pay a final tribute to a truly remarkable 
woman. 


rs 
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J. A. WHITE 
J. A. White, manager many years of the Chicago ter- 
ritory of The F. S. Webster Company, succumbed to 
a heart ailment June 15 while in the Federal building 
in that city. He was a native of Portland, Maine. As 
a youth he entered the machinist trade, and attained 
a high position in the craft, working for several of the 
leading machine tool manufacturers of the New Eng- 
land district. One of the evidences of his skill was 


the manufacture of the Smythe book sewing machine, | 
the mechanism of today being very like the first prac- 
tical model developed by Mr. White. 

Later he became interested in other activities. He 















Getoff your hands Mr. Dealer! 


COLUMBUS 





COLUMBUS sales are standing 
up because more and more 
users are leaning towards 
America’s best-writing 5c pen- 
cil. There’s no substitute for 
quality and COLUMBUS qual- 
ity is a matter of record. 


Everybody knows that the most 
important part of any lead pen- 
cil is the LEAD. COLUMBUS con- 
tains famous A. W. Faber lead 
encased in finest cedar wood. 
Striking in appearance, brightly 
polished in yellow with red rub- 
ber eraser tip, COLUMBUS is 
available in 5 popular degrees. 


Give COLUMBUS a “play on 
position” on your counter. Fea- 
ture the colorful COLUMBUS 
display and watch your sales 
mount by leaps and bounds. 


COLUMBUS is a companion product to 
world-famous “Castell” Drawing Pencils, 
sold in every civilized country on earth 
and sponsored in America by A. W. 
Faber, Inc. 


AW. 





Au 





SALES ARE 
STANDING 


UP! 





Order now from 
A. W. FABER, Inc. Newark, N. J. 
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For the 


JUNIOR EXECUTIVE 


who wants a REAL posture chair 


No, 295-DS 
STURGIS Posture Chair 





Pruly a remarkable chair for the price. Thick, comfortable, 
resilient rubberized hair pads on seat and back. Uphol- 
stered in genuine leather. Available in a variety of differ- 
ent colored leathers and enamels. 


STURGIS 
POSTURE CHAIRS 


A MODEL FOR EVERY NEED 











No, 245-D8 
STURGIS Posture Chair 





A less expensive chair than No. 295-DS. Available in either 
genuine or imitation leather. Seat, back and arms up- 
holstered over curled hair pads 


NOTE: The seat height and back adjustments of 
beth chairs easily and quickly made with- 
out the use of tools. 


SOLD EXCLUSIVELY THROUGH DEALERS 
WRITE FOR PARTICULARS 


Sturgis Posture Chair Co. 


STURGIS, MICHIGAN 
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made a connection with The F. S. Webster Company, 
and spent a busy and creative lifetime in that busi- 
ness, of which he was a stockholder. 

A sparkling highlight in the life of J. A. White was a 
party extended him by the Chicago staff and salesmen 
September 18, 1935. That morning he was told that 
there was to be a modest dinner party in his honor 
at the Brevoort. When Mr. White arrived at the din- 
ing room he found that the “modest” dinner was rather 
imposing, since a number of the territorial salesmen 
had dropped their work, and gone to Chicago to do 
honor to their chief. A sheaf of letters from salesmen 
who could not reach Chicago readily congratulated him 
on his eighty-second birthday by letter. 

Mr. White looked forward to the annual meeting of 
the Webster stockholders at Cambridge, where he re- 








The Late J. A. White 


newed his contacts with the home office and the plant. 
The annual meetings also gave him the opportunity 
to enjoy fresh seafood close to the docks where the 
fishing craft unloaded their cargoes. 

Until recent years Mr. White enjoyed golf as a diver- 
sion. Indicative of the extensive territory under the jur- 
isdiction of Mr. White is the following list of traveling 
salesmen who journeyed to attend the funeral services 
at Chicago: R. C. Clarke, Minneapolis, Minn., Wiscon- 
sin, Minnesota and the upper peninsula of Michigan; 
P. F. McLaughlin, Missouri and southern Illinois; 
George R. Tynan, St. Louis, Mo., Indiana and Western 
Ohio; Kenneth B. Peirce, Castle Park, Mich., Lower 
Michigan; O. C. Hamilton, Chicago, Ill., covering Chi- 
cago and suburbs; John H. Ellis, Wichita, Kans., North 
and South Dakota, Montana, Kansas and Oklahoma. 

From the home office of the F. S. Webster Company 
were George F. Malcolm, vice-president and general 
manager; F. H. Caswell, general sales manager. 

The Chicago office was represented by the entire 
staff. Many friends gathered at the home, where sim- 
ple services were held in honor of this veteran of the 
field which engaged his life span. 

A casual visitor at the F. S. Webster Company’s Chi- 
cago branch would not realize the extent of the terri- 
tory covered by that organization. It was responsible 
for a large section of the western United States. At 
one time Mr. White’s office published a house organ for 
the benefit of the dealers in the territory. A copy of 
this house organ was cherished by Mr. White, as it was 
his “brain child”—a precocious youngster. 


¥. ¥. 
el ee 


JOHN H. PARKIN 
John H. Parkin, founder and president of Parkin 
Printing and Stationery Company, Little Rock, Ark., 
passed on after a short illness in his home May 22. 
He was sixty-three years old. 
Widely known for many years in the printing and 
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Double pedestal flat top desk made 


in three sizes—66", 60" and 50" long 


©) FO) =) 259 '8 3-3 810) 02 
ADVANCE DESKS AND 
TABLES HAVE MANY 
DESIRABLE FEATURES 


1 Attractive, 
design. 
Beautiful, 
‘*‘Duro-Velv’’ 
Tough, hard-tempered 
composition top. 
Rigid, light weight 
steel construction. 


modern 


durable 


finish. 


No sharp edges. 
Drawer pulls will not 
tarnish. 


Smooth 
drawers. 


sliding 


Pedestal drawers are 
interchangeable. 
Adjustable drawer 
partitions. 

Beauty and utility at 
low cost. 


~ 


Single pedestal typist's desk 44" long, 
with fixed typewriter platform 











Service 
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We proudly announce our 


“Advance Desks and Tables 








*Representing ADVANCED _— con- 
struction and finish. io. OE Ce 


ADVANCE steel desks and tables are new in design, construction 
and finish. They are attractive . . . modern, with beautiful, 
durable ‘‘Duro-Velv'’ finish in walnut brown, mahogany red and 
medium dark green. This finish is easy to keep clean, not easily 
scratched or marred and will outwear ordinary finishes on steel office 
furniture. The top is made of tough, hard-tempered composition 
material finished in harmonious colors and shades, which provides an 
excellent writing surface and will not warp, chip, split, splinter or crack. 


ADVANCE steel desks and tables combine beauty, efficiency and 
economy. They are intended for general commercial use and are 
made in a variety of standard sizes to meet almost every business need. 
Dealers are invited to write for illustrated descriptive circular and prices. 


Globe-Wernicke 


Cincinnati, Ohio 


. smart. . 





MAKERS OF OVER 40( 


ITEMS NEEDED IN OFFI 
t aT ne PR Das 
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SHIPMAN-WARD MFG. CO. 


THE DEALER'S SUPPLY HOUSE | 
NOW AN AUTHORIZED 


WHOLESALE 
DISTRIBUTOR 


FOR THE COMPLETE LINE 


STENCIL DUPLICATORS are widely used for producing bulletins, price = —— 
lists and the vast amount of other literature that must be ie ated [ | 
cheaply and quickly in quantities up to 5000 or more copies. Shipman- | 

Ward now offers the complete Heyer tine of eight Stencli Duplicators | 

priced from $15.00 te $90.00, and the Heyer Quality Stencils, Inks, | oo 
ete., for all machines. | of 


DUPLICATORS 2x2 SUPPLIES 


MANUFACTURED O8Y 
THE HEYER CORPORATION - Chicago 


ERVICE is the keynote of the SHIPMAN-WARD organization. It is with pleasure, 

therefore, that we make this new and complete service available to our dealers ' 
For the HEYER line of Stencil and Gelatin Duplicators and Supplies for all duplica- t 
tors, a most complete line and certainly a profitable one, offers a real opportunity to \ 
SHIPMAN-WARD Dealers who choose to diversify their selling. { 
The consumer market for this line has already been established by extensive adver- 
tising and promotion. Those Dealers who have come to know the HEYER Corporation 
through past association know that the HEYER line sells easily and that HEYER 














GELATIN DUPLICATORS are very economical for short runs up to QUALITY satisfies. The HEYER CORPORATION has built an enviable record since j 

100 eseies phe Heyer line includes five motets | vy Fagwesters 1903 by giving quality at a price. ‘ 
> 

se Gabbe tar tho Super Eticlonen tiltax). "Shiomen Ward alee Cocks The SHIPMAN-WARD MANUFACTURING COMPANY offers the HEYER line at the | 

the complete Heyer line of Supplies for all Gelatin Duplicators. usual Dealer's discount. Same day service, of course. j 


ANOTHER SHIPMAN-WARD SERVICE TO DEALERS * PLATENS | 
9 
e 
ec they ! 


OW 
K . LABELED - 


GAO APPED - TABBED 









A GRADE FOR EVERY NEED 


Grade GZ. For Adding Machines A soft compound 





R used for adding machines only 
Medium—For general office use requiring 
4 eee Pee a ee 
Regular—For general office use requiring 
Grade 3. } to 6 carbon copies 
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juiring 6 to 9 carbon copies 
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and we prepay the postage one way hon copies required. 9% to 13 copies 
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office supply business of Arkansas, Mr. Parkin came 
originally from England with his parents, who settled 
in Little Rock in 1876. After completing courses at 
local schools, he became associated for several years 
with the Fones Brothers Hardware Company. In 1900 
he established the Parkin-Longley Company, which be- 
came the Parkin Printing and Stationery Company in 
1918. In 1902 he married Miss Minnie Wiegel, daughter 
of a pioneer family of Little Rock. He was a member 
of Christ Episcopal church, and a charter member of 
the Little Rock Lions Club. 

Surviving him are his widow; two sons, Harry W. 
Parkin and William L. Parkin; a daughter, Mrs. Jack 
T. Lynn, of St. Louis; a brother, William Parkin, of 
Memphis; and two grandchildren. 


The board of directors of Parkin Printing and Sta- | 
tionery Company at a recent meeting elected one of | 


his sons, H. W. Parkin, president, and the other, W. L. 
Parkin, vice president. 
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R. A. MacDOUGALL 
A sudden heart attack brought death on May 26 to 
R. A. MacDougall, plant manager and assistant sec- 
retary of the National Cash Register Company of 
Canada and president of the Canadian Business Equip- 
ment Manufacturers Association. 
Mr. MacDougall was stricken while working in the 





The Late R. A. MacDougall 


garden of his home at 175 High Park avenue, Toronto. 
He managed to return to the house where he col- 
lapsed and death ensued. 

Born in Walkerton, Ontario, in 1888 he was only 
forty-eight years of age when stricken. He was edu- 
cated at Brantford Collegiate and at the age of 
eighteen years joined the National Cash Register Com- 
pany of Canada, Ltd. Despite his many duties he main- 
tained an active interest in the Canadian Business 
Equipment Manufacturers Association and gave of his 
wide experience, enthusiasm and unlimited capacity 
for hard work in helping stage the annual National 
Business Show in Canada. He was also one of the 
prime movers in the forming in 1932 of the association 
of which he was president at the time of his passing. 

Mr. MacDougall attended the High Park United 
church and was a member of Shamrock Lodge, A. F. & 
A. M., and of the Islington Golf Club. He is survived 
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@ Put it in any position—at any 
rakish angle . . . and it stays there 
— where it's most convenient to 
use, easiest to see. 


@ When it's necessary to take 
dictation under difficulties, the 
two stiff board covers provide a 
flat, rigid support upon which to 
write. ... And there’s no “hump”, 
common to all sewed books. The 
flexible binding takes care of that. 


@ The Non-Skid Easel Steno- 


graphic Note Book (patented) has 
provided, at a ridiculously low 
cost, all the advantages that have 
been possible only with expen- 
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@ Inspect the Non-Skid Easel at 
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send sample” and we'll do the rest. 
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Plastic Bound 
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Printed in two shades of blue and black on 
blue-tinted bristol. Bound with Blue Plastic 
—the binding that beautifies. An ideal gift. 


Library-Private Office size (454 x6% closed, 6% x 
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General Office size (7144 x10 closed, 10%x14%4 
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ENGAGEMENT CALENDAR 


Cover is Blue Marvelleather printed blue 
and silver. Bound with White Plastic. In- 
side pages are blue ledger paper. Two 
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by his widow, Viola MacDougall; a daughter, Ruth, at 
home; one son, Norman MacDougall, Toronto; two 
brothers, Ira MacDougall, Regina, and Wilfred Mac- 
Dougall, Toronto. 

HARRY P. WILLIAMS—JOHN WORTHEN 

John Worthen, veteran pilot of the Wedell-Williams 
Company, and Harry FP. Williams, wealthy New Orleans 
and Patterson business man and aviation enthusiast. 
were both killed in a plane crash near Baton Rouge, 
La., May 19. 

A comment on the tragedy was mailed in by Silas 
Oviatt, southeastern field representative of the A. B. 
Dick Co., from the office of H. B. Harper & Bro., office 
equipment dealer of Greenville, S. C., who knew both 
men. Readers of Office Appliances will recall a photo- 
graph published some years back, showing the pilot 
and Mr. Oviatt delivering a mimeograph to the Cham- 
ber of Commerce of Baton Rouge. Mr. Oviatt states 
that Mr. Worthen was one of the best aviators of that 
part of the country, and the first to deliver a piece of 
office equipment by plane. 

Mr. Williams is survived by his widow, Mrs. Margaret 
Clark Williams. His ashes, after being removed from 
the family tomb at Metairie cemetery, where they re- 
pose at this writing, will be scattered from a plane 
over the Wedell-Williams Airport at Patterson. 

i oh 
W. A. GILLAM 

William Alfred Gillam, proprietor of the Gillam Sta- 
tionery Company, Seattle, ended a long and brilliant 
career in the commercial stationery field last month 
when he succumbed to a short illness in the Seattle 
General hospital. He was fifty-eight years of age. 

Born in Rochester, N. Y., Mr. Gillam went to Seattle 
at the age of eighteen years. At that time he entered 
the service of Lowman & Hanford, later leaving that 
company to launch his own business in the same field. 

Besides being a member of the Seattle Stationers 
Association he was prominent in the Elks organization 
and was affiliated with the Usadian Club, the Mutual 
Business Club and the First Presbyterian church. 

Mr. Gillam is surveyed by his widow, a son, William 
A. Gillam, Jr., a sister, Mrs. H. C. Pettit, and two 
brothers, J. R. and C. F. Gillam, all of Seattle-—CML 

t 
Cc. C. HOUSTON 

Funeral services were held from the Presbyterian 
church, Lewisburg, Tenn., on May 30 for C. C. Houston, 
vice-president of the Red Cedar Pencil Company, who 
died at his Lewisburg home on May 29. He was seventy- 
five years of age. 

Mr. Houston was active in business in his section 
of the country for more than fifty years. He was a 
vice-president of the Peoples and Union bank, was a 
former mayor of Lewisburg and former president of 
the Chamber of Commerce. At one time he was also 
senior member of the firm of Houston & Leggett. 

Mr. Houston is survived by his widow, three children 
and three brothers.—CG 

i 
MRS. F. C. DORRIES 

Mrs. Fred C. Dorries, secretary and treasurer of the 
Frederick Paper & Twine Company, Lima, Ohio, died 
May 2 in the Memorial hospital of that city following 
an illness of several months. 

Mrs. Dorries, who was a prominent Y. W. C. A. worker, 
was born in Akron. She formerly was Miss Ethel K. 
Koplin, daughter of Mr. and Mrs. Elias Koplin of Akron. 
Married in 1908 she spent the early part of her life in 
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eam SELLING 


KEEPS YOUR PROFITS ROLLING IN 


When two powerful sales producers start hauling on 
your sales curve, the only place it can go is up. For 
practically every steel item in the “ Y and E” line, there 
are systems and supplies that greatly increase your unit of 
sales... . double your profits. 


Whether your customers’ system problems be visible 
or vertical, the ““Y and E’’ System Department with more 
Sin complete lines of chenderd than fifty years’ system experience... . helps you turn Six gredes of filing folders in 


quality ““Y and E”’ files enable six weights, and six grades of in- 





you to meet any record housing prospects into profits. This combination is but one more dex cards in three weights give 
requirement with a range of " u z 7 the ““Y and E”’ Dealer a big com- 
pelens Gee off buyers. reason why the “’ Y and E” Franchise is so highly valued. petitive edge. 
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| Unmatched comfort will be found in chairs equipped with 
| this new rubber cushioned iron. These cushions are not 
| merely substitutes for springs but are shock absorbers on 
|| which the weight of the occupant in any position is evenly 
| distributed. The ball bearing swivel is a feature of this 
| fixture and together they provide the utmost in comfort. 
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Cleveland and Akron although she had lived in Lima | 


since 1919. 

Besides her husband Mrs. Dorris is survived by a sis- 
ter, Mrs. B. O. Lower, of Geneva-on-the-Lake, Ohio. 
Following funeral services at Lima the body was 
shipped to Akron where interment took place at Glen- 
dale cemetery. 


A. C. BENNETT 


Arthur C. Bennett, retired Oklahoma City capitalist, 


father of Mrs. J. L. Wren, died of a heart attack June 9, 
at 314 Northwest Seventeenth street, where he made 
his home with Mr. and Mrs. Wren. 

Mr. Bennett, sixty-seven years old, came to Oklahoma 
City from Kansas in 1895, and has been a resident of 
this city since. He founded the Bennett Investment 
Company, and was active in its management until his 
retirement four years ago. He was a Mason, and a 
member of India Temple Shrine. 

Funeral services were held on June 10 from the Hahn 
Funeral Home Chapel, with Rev. Paul S. Wright of the 


First Presbyterian Church, officiating. Burial was made | 


in the Fairlawn Mausoleum. 

Survivors include his daughter, Mrs. Wren, and a 
grandson Bennett Wren. Mr. Wren is Secretary-treas- 
urer and general manager of the Western Bank and 
Office Supply Company, Oklahoma City.—EVH 
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JOHN S. A. WITTKE 


John S. A. Wittke, former president of the J. G. Shaw 
Blank Book Company and a veteran in the station- 
ery field, died at his Westfield, N. J.. home on May 27 
from injuries suffered from a severe fall. He was in 
his eighty-eighth year. 

Mr. Wittke was considered one of the pioneers of 
the industry and from a modest beginning worked up 
to the presidency of the Shaw Company. He main- 
tained connections with that firm until it was ab- 
sorbed by the Wilson-Jones Company some years ago. 

Mr. Wittke was the oldest member of the Atlas Lodge, 
F. & A. M., and was the only surviving member of 
Chaldean Chapter, R. A. M., of Brooklyn. 

He is survived by a son, Wellington C. Wittke, two 


daughters, Mrs. H. W. Roberts and Mrs. G. H. Whitney, | 


all of Westfield, five grandchildren and two great- 
grandchildren. 


E. G. BENTLEY 


Failing to rally following an attack of acute appen- | 


dicitis which he suffered while at his desk, Eldred G. 
Bentley, advertising and promotion manager of the 
American Seating Company, died last month at the 
Blodgett Memorial Hospital in Grand Rapids, Mich. 

Mr. Bentley joined the American Seating Company 
in September, 1921, ten years before the executive of- 
fices of the company were moved to Grand Rapids 
from Chicago. He resided at 1415 Fisk street,S. E. His 
home was at Wilmette, near Chicago, from 1908 to 
1930. 

Born in Griggsville, Pike County, Il, as a boy he 
went to Texas with his father, who ran a concession 
in connection with the Santa Fe railroad. As a young 
man Mr. Bentley settled in El] Paso, where he entered 
the hardware business and in 1898, married Miss Emily 
Rush, also of Griggsville. 

Returning to Chicago Mr. Bentley held several ex- 
ecutive positions with various firms, chief among them 
being the E. H. Stafford Manufacturing Company where 





129 


NU 


Gobulon STEEL STAND 


* for Typewriters and 
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The complete line of 60 
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to furnish the right stand 
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FOR FULL PROFITS 
SELL A FULL LINE 


® OUTSTANDING DESK VALUES IN 
ALL PRICE RANGES 






















No. 667-A Flat 
Tep Desk in 
Walnut. Series 
includes 5 flat top 
desks, 2 typewriter 
desks, 2 tables and 
telephone stand. 











lurned leg, straight leg —oak, walnut, mahog- 
any —sturdy, staple desks for the general office 

beautifully styled matched suites for the 
executive office. Whatever the customer's 
taste or budget may be. the IMPERIAL dealer 
can meet every requirement. 


® FAST-MOVING SPECIALTY ITEMS 
FOR EXTRA PROFITS 








No. 95 Portable Type- 
writer Desk in Wal- 
nut. Modern design. 
Solid brass hardware. 
Special swing-out 
typewriter platform. 





Well-built, well-«tyled. well-priced desks and 
bookcases for the home bring extra volume 
and profits to the IMPERIAL dealer. The 
sensational mew No. 95 Portable Typewriter 
Desk, for instance, is one of the outstanding 
“best sellers’ of the year. 


® PLUS THE EXCLUSIVE 


TEMPERDESK GROUP 


The firet truly modern office furniture 
modern in material. modern in design —is sold 
exclusively by IMPERIAL dealers. Write to- 
day for full information about the complete 
IMPERIAL Line. 


—_—_— 
IMPERIAL DESK COMPANY 
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he was sales manager, and Barnhart Bros. & Spindler, 
for which he was manager of export traffic. 

Mr. Bentley was an active member of the First 
Methodist church, an officer of the Grand Rapids Ad- 
vertising Club, a member of the Illinois Athletic Club 














The Late FE. G. Bentley 


and treasurer of the National School Supply Associa- 
tion. His spare time was devoted to boys work. 

Mr. Bentley is survived by his widow, Mrs. Emily 
Rush Bentley; a son, John R. Bentley, of Los Angeles; 
a daughter, Mrs. Thomas E. Napier, of River Forest, 
Ill., and four grandchildren. 

Following funeral services at Grand Rapids the body 
was taken to Memorial Park in Wilmette for interment. 
Hm th oh 
WALTER E. FREDERICK 

Walter E. Frederick of Shaw & Borden Company, 
Spokane, Wash., died June 13 at his home. 

Mr. Frederick was born in Helena, Mont., but he had 
lived for twenty-eight years in Spokane. Since 1913 
he was associated with Shaw & Borden Company; for 
many years he was the head of their printing depart- 
ment. 

A member of Spokane Lodge No. 34, F. & A. M., of the 
Knights Templar, Knights of the Round Table, and 
of the Central Christian Church, he left many friends. 
The family surviving him consists of his widow, Mabel 
Rue Frederick, a son, Philip, a daughter, Catherine, and 
his three sisters: Sophia Frederick, Alice Frederick, 
and Ray Frederick, all of Spokane. 

Interment was at Fairmont Cemetery. 

S. A. DOYLE 


S. A. Doyle, who for the past twenty years has been 
associated with his son, Bill Doyle, in the operation of 
the latter’s office supply and equipment store at Okla- 
homa City, died at his home in Maud, Okla., on May 16. 
Although Mr. Doyle was not actively engaged in the 
Oklahoma City business house, he was with his son a 
great deal of the time and became intimately ac- 
quainted with a large number of travelers and manu- 
facturers representatives in the industry. 

WM. T. CALLAGHAN 


Wm. T. Callaghan, who operated the Imperial Steel 
Furniture Company, 150 West Fulton street, Chicago, 
succumbed suddenly at his home 4214 North Irving ave- 


| nue, May 2. He was fifty-five years old. 


oe le Bo 
OLAUS KRABOL 


Olaus Krabol, formerly president of the Colonial 
Chair Company, Chicago, Ill., passed away June 20. 
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NOW-For Greater Service—A-S-E “AURORA” FILES 


Now, to broaden its service to office equipment 
dealers everywhere, the All-Steel-Equip Com- 
pany, Incorporated, offers the complete and 


well-known ‘‘Aurora”™ line of filing equipment. 


All grades—from “*Standard”’ to **Junior Non- 
Suspension” are available. Under the Aurora 
Metal Cabinet Company this line earned a repu- 
tation for fine appearance, sturdy construction 
and durability. We pledge ourselves to con- 
tinue—and to improve—the fine qualities on 


which this reputation was built. 
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ALL-STEEL-EQUIPOACGULUNWA. ~ 


AURORA METAL CABINET CO. 


And this broad line **teamed”’ with the famous 
(-S-E STORAGE and WARDROBE CABINETS 
‘57 models—LOCKERS, TRANSFER CASES, 


TYPEWRITER STANDS, and other office and 


factory equipment gives the progressive dealer 
a complete steel service for his clientele—ob- 


tainable from ONE SOURCE OF SUPPLY. 


(-S-E quality, prices and service will put you in 
the forefront of dealers in your community. 


if you have not received your copy of the brand 
new A-S-E ‘‘Aurora”’ filing equipment catalog. 
be sure to write for it. 


ALL-STEEL-EQUIP COMPANY 


INCORPORATED 


602 JOHN STREET 


ILLINOIS 


AURORA, 
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“I DO THE WORK IN HALF 
THE TIME WITH OUR NEW 
ELECTRIC ADDING MACHINE” 


“It is fast and easy to operate. Much of the manual work is done by 
electricity, and | can concentrate on the figures. This makes it possible 


to do more accurate work. You should have one in your office, too!” 


When you buy an office device, such 





















as an adding machine, you'll natural- 
ly want to buy the best a modern, 
up-to-the minute, electric machine. 


Although General Electric does not 
make electric adding machines or 
other office devices, it does offer to 
manufacturers of office devices a line 
of motors especially developed and 
designed for such devices. These 
motors are reliable, quiet, and com- 
pact — advantages that you want. If 
the G-E monogram is on the motor 
of the machine you buy, you can be 
certain that the motor is correct for 
the service. General Electric, Dept. 
6A-201, Schenectady, N. Y. 
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He had retired from the business in 1929. Mr. Krabol 
was president of the board of the Norwegian American 
Hospital, and a trustee of the Lutheran Church at Oak 
Park. 

Surviving Mr. Krabol are his widow, Mrs. Belle Kra- 
bol, two daughters, Hjordis, Mrs. Glenn A. Reid, and 
two grandchildren. 
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R. F. MORROW 
R. F. Morrow, who has been associated with the Ace 
Fastener Corporation since the company was founded, 
died last May 31. He was seventy-eight years of age. 
Funeral services and burial took place at Prairie City, 
Ill. Mr. Morrow is survived by his widow. 
stdin 


“S & D” CATALOGUE OF LOOSE LEAF DEVICES 

From the S & D Loose Leaf Company, Ltd., 427 North 
San Pedro Street, Los Angeles, Calif., comes a pocket 
size catalogue of the loose leaf devices in the com- 
pany’s lines. The company’s devices cover a wide 
range of application in modern bookkeeping, and cata- 
logue covers. 
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NEWSPAPER ADVERTISING FOR THE FURNITURE 
DEALER 

The question of whether or not consistent space ad- 
vertising in a daily newspaper is profitable for the 
dealer in office furniture was settled recently with the 
ending of a campaign by C. Arthur Oakley, Elizabeth, 
N. J., dealer. 

In planning his campaign Mr. Oakley was prompted 
by the apparent fact that if space advertising on a 


large scale is profitable for national advertisers a sim- | 


ilar plan, drawn on smaller scale, should work just as 
well for a local office supply and stationery firm. 


Mr. Oakley’s first important discovery was the fact | 


that space advertising in the news columns cost little 
more than a fair-sized classified advertisement. His 
second was to the effect that his story could be told 


in few words and could be made “catchy” enough to | 


attract the attention of newspaper readers who seldom 
read the classified columns. 

This enterprising dealer found shortly after his cam- 
paign started that such a plan does not necessarily 
mean extensive use of space. 


results. For the purchase price of this advertisement, 


too, he found that he could avail himself of the adver- | 


tising service offered by the newspaper in the matter of 
mats and other material. 

Another important factor of which Mr. Oakley took 
advantage during his campaign was the possibility of 
tieing in with the advertising of the manufacturer of 
a nationally-known line which he, the local dealer, 
carried. 

“A great many dealers have the impression that such 
Space advertising is expensive,” Mr. Oakley said. “This 
is not the true picture. Any dealer who will take the 


time to inquire will find that the average newspaper | 


will give him an attractive rate if he will become a con- 
sistent user of space.”—-MRC 
> 


TYPEWRITER SERVICE COMPANY 
REMODELS STORE 


The Typewriter Inspection Service Company, 723 
South Clinton street, Fort Wayne, Ind., last month 
undertook the remodeling and decorating of its entire 
store. The firm, of which S. O. Needham is manager, 
is the local agency for the A. B. Dick Company. 


A two or three-inch ad | 
featuring just one article each day brought remarkable | 





















HERE THEYARE! 


Just a few of the many 
reasons for VAIL popu- 
larity among dealers 
and users. 


1. A broad, liberal dealer policy 
based on co-operation and service. 


2. Universal customer acceptance 
because of uniform high quality of 


VAIL Products. 

3. Every manufacturing operation 
is carefully performed and super- 
vised in our own Chicago plants. 





1. Made right, formed right, fin- 
ished right every sale of VAIL 
Products insures satisfaction and 
goodwill. 


5. VAIL Service is as satisfactory 
as VAIL Quality. Ample stocks 
of all sizes and types of paper 
fasteners are constantly on hand 
for immediate shipment. 
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We’re looking forward 


to meeting you at the N. S. A. 
Convention in Chicago on September 


21, 22, 23 and 24. 
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PLUS 


ADDING CALCULATOR 























ZEPHYR TOUCH 
LIGHTNING KEYBOARD 








SPEED ... Like 


fastest key-drive adding calculator . 


greased lightning—the 


faster mechanically than the swiftest hand. 


ACCURACY .. . Simplified precision con- 


struction ... Zephyr touch . . . Same bal- 
mced depression stroke for all keys... 
PLUS + makes error all but impossible 
the touch operator... Adds up to 

. Carry-over is as fast as 


59,999,999.99 . . 


Ne eve 
Z 


PORTABLE... PLUS weighs only 5% 
pounds . . . Carried from job to job with 
» effort . . . Furnished in a handsome 


tttache type carrying case it weighs 6 


is ideal for the schooled or 
the occasional operator ... A finer key- 


irive machine at a lower price. 


WRITE FOR DETAILS 








S.W. ALLEN COMPANY 
MITCHELL STREET, ORANGE, N. J. 





‘“HALF AS BIG—TWICE AS FAST"’ 
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(Seen and Heard in So. Cal.— 
continued from page 83) 


is located at 6310 Pacific avenue, Huntington Park. 

Mr. and Mrs. Thorbus came to Hollywood in May, 
1921, where they soon became active, buying and sell- 
ing an interest in the Bell Press and the Udell Press 
at Hollywood. While driving one day through Hunt- 
ington Park they noted a small stationery store that 
was for sale. Their inquiries convinced them that the 
store could be made to pay, so they bought it, moved 
it to 6310 Pacific avenue, and began building up the 
stock. They sold the printing shop which was pur- 
chased along with the rest of the business, concentrat- 
ing their attention upon fine stationery and office 
equipment. The store is 25 by 125 feet, and carries 
social and commercial stationery, Gibson greeting 
cards, children’s books, Keuffel & Esser drawing mate- 
rials, Buxton leather goods, Boorum & Pease loose leaf 
products, and other lines. 

The store suffered nearly a thousand dollars in 
damages in the earthquake of a few years ago, and 
political action resulting in the closing of local in- 
dustries caused some additional loss. Mrs. Thorbus is 
prominent in social affairs, where her gracious per- 
sonality is admired. It is a prime asset, too, in bring- 
ing success to the store. Some of Mrs. Thorbus’ an- 
cestors were on the Mayflower. She is a Daughter of 
the American Revolution. 

+ > = 

Joe Harvey’s Son with Father’s Company.—Emmett 
A. Harvey, son of the late Joe E. Harvey, for the last 
two years has been actively associated with his father’s 
company, the West Coast Printing & Stationery Com- 
pany, 1144 South Broadway, Los Angeles. The concern 
is a stock company in which Mrs. Joe E. Harvey holds 
a substantial interest. W. F. Lucas is president and 
manager. Emmett puts in full days at the store, and 
therefore cannot indulge quite so freely in the pastime 
of yachting. The writer recalls that several years ago 
he mentioned Joe Harvey’s pride in his young son, 
who even then had distinguished himself as a yachts- 
man, entering—and sometimes winning—boat races 
off Santa Monica and other coast points. Emmett is 
still a yachting enthusiast. He is a member of the In- 
ternational Star Class Yacht Racing Association, which 
sails more than 1,300 boats in all parts of the world. 
Races in which Emmett Harvey is an occasional con- 
testant are held up and down the coast from San Diego 
to Santa Barbara, San Francisco and other coastal 
cities. 

* . * 

Comptometer Manager Makes Comment.—Manager 
John M. Flowers of the Los Angeles office of the Felt & 
Tarrant Manufacturing Company, Chicago, “keeps 
school” with the aid of a competent staff of instructors 
in a commodious room adjoining the company’s sales 
and clerical offices in Suite 290, Chamber of Commerce 
building. A score or more of young men and women 
were busily learning the art of Comptometer opera- 
tion for speed and accuracy when the reporter called 
a few days ago. Mr. Flowers is sales manager of the 
branch and supervises its other activities also. 

Mr. Flowers has been with the Comptometer organ- 
ization for thirty-one years, twenty-seven of which he 
has spent as manager of the Los Angeles office. 

Commenting on the disinclination of employers to 
hire even competent people of middle age, he referred 
to the remark of an executive of a large concern, who 
said: “We prefer to employ young people and train 
them in our ways, even though this involves a greater 
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ONE The backbone of this 


typical Art Metal sales cam- 
paign is The Office Economist. 
Six issues a year of this good- 
will and sales building magazine 
go to dealers’ prospects. Dealer's firm name is printed 
on the cover and inside as publisher and an inquiry- 


producing return card is enclosed in each issue. 


T W 0 Second comes a rapid- 


fire mailing of six colorful fold- 
ers. Each carries the story of a 
different line of Art Metal prod- 
ucts. Dealer’s name is imprinted 
on each business reply card which is cleverly designed 


to be a part of the folder and to bring back inquiries. 


THREE Following the survey 


of the needs of each prospect, 
a general and a special letter on 
these items goes to him from 
the home office. All mailings of 
these letters, folders and The Office Economist are 
handled in Jamestown. Dealers just supply their 


mailing lists. 


ART METAL CONSTRUCTION COMPANY 
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FOUR Good will among office 
managers is promoted by the 
booklet Office Standards. It pro- 
vides salesmen and customers 
with authentic information on 
office layout. By inviting discussion of the prospect's 
problems it reduces sales resistance and provides an 


opener on the salesman’s first call. 


FIVE Completing the Art 
Metal Helping Hand is a variety 
of quality advertising material 
and sales aids. These consist of 
nine colorful blotters, window 
display helps, a new loose-leaf catalog and a new price 
book. Art Metal dealers are finding greater profits in 


this complete sales plan. Write for information. 


AGENCY DIVISION - JAMESTOWN, N.Y 
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Pa the Columbia “SILK GAUZE” 
Typewriter ribbon was offered and excep- 
tionally well received by the public a few years ago, 
many imitations have been introduced—apparently SILK GAUZE 
upon the assumption that any ribbons made of silk (TRADE MARK 


(any kind) must of necessity be good. 


Results prove that such an assumption is absurd 
and that “SILK GAUZE” remains ina class by itself. 


Columbia now publicly introduces the “SILK 
GAUZE” MARATHON and confidently makes 
the statement that it will not only wear two or three 
times as long as a good cotton ribbon but produce nicer 
appearing letters and much better carbon copies.* 


*This is of particular interest to 


Our claim of Values is based upon Economy of Time, a 
. users of billing machines where a 


Money and I mproved A ppearance, number of clear copies are required. 


COLUMBIA RIBBON & CARBON MFG. CO., INC. 
Main Office & Factory, Gien Cove, L. I., N. Y. 


New York: 305-313 East 45th St. Kansas City, Mo.: Dwight Bldg. 
England Italy 
Columbia Ribbon & Carbon Mfg. Co. Lid. Columbia Nastri E Carta Carbona, S. A 
22 Bush Lane, London, E. C. 4 Via Tito Livio No. 6, Milano 134 


COLUMBIA 


TYPEWRITER RIBBONS & CARBON PAPERS 
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labor turn-over. We know that many of the young 
women will marry, but they will be replaced by other 
young people, whereas, if we employ middle aged peo- 
ple or old people we shall in a few years find ourselves 
among a lot of old folks of our own generation. And 
none of us will be growing more competent.” 

“I can see the point my friend makes,” said Mr. 
Flowers, “but there’s another side to the argument, 
apparently. The person of middle age is not necessarily 
out of date. Some of his most productive years are 
just ahead. Can we say to that man, ‘you are too old,’ 
when he knows and we know that he is a better, safer 
man than any beginner can be? There is sentiment, 
too, and it is to be found in business just as elsewhere 

a potent force.” 

Mr. Flowers observed that the conditions in the cal- 
culating machine field are satisfactory and that busi- 
ness is improving. It seems to come in impulses, but 
each impulse, like the incoming tide, carries a little 
farther up the sand than its predecessor. 

6 . * 

Comptometer Service Man Promoted.—R. E. Leitner, 
formerly a service man at the Los Angeles office of the 
Felt & Tarrant Manufacturing Company of Chicago, 
has taken the salesmanship course at the factory, and 
has been made a member of the Los Angeles sales 
staff by Manager John M. Flowers. Mr. Leitner is a 
young man of much more than average ability. His 
knowledge of the machine, its selling points, and a fine 
enthusiasm for his new work will carry him far in 
the Comptometer service. 

” * oe 


Window Outlines Big Event in Science.—The Grimes- 





Stassforth Stationery Company of Los Angeles, South- | 


ern California agents for the Keuffel & Esser line of 
engineering and scientific appliances, recently pre- 


sented a window display of pictures, showing different | 


parts of the set-up of the giant 200-inch telescope to 
be erected in the observatory on Mount Palomar, Cali- 
fornia. The pictures were featured in a display of K. 
& E. products and attracted much attention. One 
photograph showed the big especially constructed 
grinding machine to be used on the great glass disc 
to prepare it for the final polishing. We see as parts 
of this machine, the turn-table in place, showing 
spindle and 104-inch grinding tool. A pencil sketch 
by R. W. Porter showed the telescope as it will appear 
when completed and set up in its great dome. A third 
picture was an enlarged photograph illustrating the 
200-inch disc on edge in its incredibly strong packing 
case. The fourth picture showed a wooden mc jel of 
the mounting of the great disc. 

The telescope mentioned is the largest one ever made. 
It is of the reflecting type, and several years will be 
required to complete it. It is understood that it will 
cost over $6,000,000, and will bring into vision almost 
countless stars and constellations never before observed. 


* * . 


Desk Man Vacations in the East.—Louis E. Hanson of 
the Pacific Desk Company, 1031 South Hill street, Los 
Angeles, left on May 30 by motor on a trip through 
the East. He expects to return about August 1. He 
will stop at Chicago on the outgoing trip, and will 
proceed thence to the eastern seaboard. Mr. Hanson 
is a desk man of long experience, and has a large circle 
of friends in and out of his chosen field. 


fo * + 
Miscellaneous.—P. K. Holland of the Los Angeles 


division of the Zellerbach Paper Company and R. A. 
Thomas of the Grimes-Stassforth Stationery Company, 
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a VERY dealer who will insist upon hav- 
ing his men carry sample PRONTOS 
under their arms in their daily calls is going 
to make a nice piece of change. Especially 
right at this particular time—transfer time. 


LL of your customers are prospects 

for some of PRONTO'S 26 sizes. 
They keep your customer's records in 
orderly accessible fashion ready for in- 
stant reference. PRONTOS are econom- 
ical. Their use is great. Their appearance 
is handsome. This business is yours for 


the asking. PRONTOS never fail on 


demonstration. 


PRONTO FILE CORP. 
636 BROADWAY NEW YORK, N. Y. 
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MEILINK 
SAFE DRAWERS 


“FULL SPEED”’ 
RECORD PROTECTION 
for the Modern Office 





FURNACE 
TESTED 
All Meilink 
Safe Drawers 
bear the Meil- 
ink One Hour 

Labels. 






Showing a Ledger 
Sise Safe Drawer 
with Posting Tray 
Equipment. 


Every Office Needs These 
Handy Efficient Units 


Unmatched in possible interior features and sizes 
that will meet the needs of the modern office, giving 
fire protection for any combination of records all 
contained in a single unit. 

It is unnecessary to leave important records, cor- 
respondence, etc. without fire protection. The 
Meilink Safe Drawer brings the protection right 
to the worker's desk. There's no loss of time—no 
heavy loads to carry from place to place—just roll 
the Meilink Safe Drawer to the desk where the work 
is being done. 


Three Size Drawers 
Letter Size « Cap Size « Ledger Size 


If you do not have the full information on these 
units write or wire today for prices and discounts. 
The Meilink Safe Drawer opens up a new field in 
selling fire protection. 


The Lowest Cost Protection in 
Meilink's History 


Meilink-Built 
Fire-Resistive Products for Every Business 
Office and Home Use 
Provide “Better Protection’ —35 Years of Protection Service 
Modern Systems of Cash Protection 


MEILINK STEEL SAFE CO. 


TOLEDO, OHIO 
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were among those to join the Sales Managers Associa- 
tion at its last meeting—A. T. Danielson of Barker 
Brothers, Inc., was made a director of the Sales Man- 
agers Association at its recent meeting.—The Carbon 
and Ribbon Association of Southern California has 
discontinued regular meetings for the summer months. 














Brought to Light After Fifteen 
Years._This Elliott-Fisher book 
writing machine, serial No. 386881, 
was recently yncovered by PWA 
workers at work in the courthouse 
of the Green Bay, Wis., revising 
record systems. The old machine 
was in use up to 1920 and was 
found in the county clerk’s vault 
where it will remain on display. 





$< ————— 


NEW ENGLAND TRAVELERS NOTES 
We have had to postpone the original date for the 
Travelers’ early summer outing scheduled for the Ves- 
per Country Club until the Fall due to the fact that the 
Vesper Club has not yet recovered from the effects of 
the recent floods. William B. Taylor, chairman of the 
golf committee, decided to postpone the meeting rather 
than to stage the event at another club. 
> + > 
The club extends birthday greetings to Dick Bohaker, 
Ted Bracken, Cal Cameron, Jim Hobart, Ed. Knapp, 
Ed. LaGassa and wishes many happy returns for them 
all. — 


Burt & Jeffers, Hartford, has recently expanded its 
showrooms and now occupies almost double its former 
space at Pearl and Ford streets. The new layout makes 
an impressive showing. 

* . > 

The historic Laforge cottage at Newport has been 
taken over by the ladies of the club for the luncheon 
they will give during the Providence convention. 

On June 27 our genial member and friend, Charlie 
Ashland, was married to Miss Elizabeth Condon and is 
the recipient of our sincerest congratulations and best 
wishes. * * * 


Business is most certainly picking up! On a recent 
air jaunt from New York the plane contained as pas- 
sengers the following: Elmer Pape, Thure Bengston, 
Ed. Suelgrove, Gus Fischer and Art Shearman. 

7 = > 

Visitors to President Brooks’ office admire the beau- 

tiful Washington medallion watermark in hand-made 
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The Choice of Business Leaders 


JASPER CHAIR COMPANY 
LEATHER UPHOLSTERED 
Furniture 





Fine woods and high grade leathers formed by master de- 
signers and craftsmen into harmonious, living designs— 
the result is quality apparent and recognized as worthy of 
service in the finest executive offices. Aside from question 
of cost, they present many features for favorable con- 
sideration. The moderate total expense, even for a sizable 
installation, is a convincing climax. 


Genuine comfort and lifetime durability are built into these 
fine chairs. Most of our leather upholstered line (including 
the chairs illustrated here) are of solid American walnut. 
Also we have an interesting group made of birch, walnut or 
mahogany finish. The leathers are genuine Dixie Vealskin, 
New Eagle Grain, Moorish Grain and Full Top Grain, 
and a variety of colors is available. 

\ few of these chairs put on display will produce frequent 
inquiry and profitable extra business for the office furniture 
dealer. The line is pictured in our current catalog which, 
with full details and prices, will be supplied on request. 


JASPER CHAIR COMPANY 
JASPER INDIANA 


Represen‘atives: Geo. A. Litchfield, Sales Mer. James S. Fowls, (Southern) 
R. J. Freeman, (Eastern) 3414 Euclid Heights Blvd. 
505 Fifth Ave., New York, N. ¥ Cleveland, Ohio 
E. W. Thomas, (Southwest) S. H. MacDonald, (West) 
Daytona Beach, Fla 521 Lloyd Bldg., Seattle, Wash. 


W. H. Brown (Chicago-Midwest) 
6708 Glenwood Ave., Chicago 
(Phone ROGers Park 3644) 
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Jranifor Jime 


can be made easy for 
your customers .. . 
/, and profitable for you. 


by Selling 


Quality-Bilt Keathonid. Double Top AGpemanue 
FILE POCKETS FILE JACKETS 


|. oa 

























































MADE IN ALL SIZES 
— = : MADE IN LETTER AND LEGAL SIZES 
with 149”, 32” and 5'4” expansion. Have ns “8 - : 
reinforced corners and foldover gusset tops with 1”, v2” and 2” expanding gussets 
with double fronts and backs, glue welded Reinforced tabs insure greater wear 
throughout 


The logical filing containers for bulky corre- 
spondence, contracts, orders and grouped letters 


QUALITY PARK ENVELOPE Co. 


11-116 Merchandise Mart, Chicago, Ill. 


FACTORY AT ST. PAUL 
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paper which was presented President Brooks by Walter 
Nichols and which the former has placed in an attrac- 
tive frame. 


Clarence Hines, Thorp & Martin Company, is well on 
the road to complete recovery following an operation 
for appendicitis at the Carney hospital in South Boston. 

a * om 

Several of the boys from Adams, Cushing & Foster 
and the Moore Pen Company, including Waldo Rice, 
Harry Chandler, Otis Smith, Bert Wade and Chet Cum- 
mings made their semi-annual trip to J. B. White’s 
camp at Sebago Lake and returned with splendid 
catches of fish. 

News briefs: Mr. and Mrs. Ken Page have returned 
from a two-week trip through Western Massachusetts. 

. Ralph and Arlene Hanrahan, of Wards, have set- 
tled down to housekeeping in a charming house on 
Queensbury street. ... The Adams Stationery Com- 
pany has completely renovated its store. ... Mr. and 
Mrs. Harry Azoff, Federal Stationery Company, are the 
proud parents of a son born on May 12. 

* * * 

The entire membership sympathizes with our old 
friend Frank Fisher who is suffering from a severe at- 
tack of arthritis which is keeping him confined to bed. 

o * * 

The above news items were gleaned from the N. E. T. 
Club News, official organ of the New England Travelers 
Club. 








“It's So Good We Use It Ourselves. 
recently of the Hoelscher Stationery Company, Buffalo, 
N. Y., to its customers when it installed a Victor Safe & 
Equipment Company stock control and perpetual in- 
ventory record in its own offices. The equipment, which 
aroused the enthusiasm of all who inspected it, is housed 
in the four handsome Victor visible record cabinets shown 
above and besides taking complete care of the Hoelscher 

Company records, is an excellent working demonstration 

for the firm’s salesmen who wish to show prospects “how 

it works.” 
diets 
ALMA DESK ISSUES NEW PRICE LIST 

A new four-page price list containing in addition to 
prices a wealth of interesting information and data on 
the company’s products, has recently been issued by 
the Alma Desk Company, High Point, N. C. 

Effective on June 1, the new price list contains com- 
plete information on all of the many series manu- 
factured by the firm including the famous eight hun- 
dred, four hundred, eleven hundred, ten hundred, seven 
hundred and “naught” series. Additional informa- 
tion is also given on the lines of home desks and sec- 
tional bookcases. 

Copies of the price list may be obtained by writing 
to the company’s home offices at High Point. 


That was the message 





Usedand Recom nianaleal 
By the Trade for 
Half a Century 


“SILK SPUN” 


Typewriter Car- 
bon thinnest 
texture highest 
quality to pro- 
duce the 
greatest 
number of 
elear, 
brilliant 
copies 












oo mtn 


en enctt 














“SILK SPUN” 
Typewriter Rib- 
bons finest qual- 








ity genuine silk 






fabric, greatest 





durability, unex- 
celled 


qualities. 






writing 






The Famous Yellow Round Box 






The entire ““M & V” 


pared to assist you to increased sales and 


organization is pre- 





profits by offering :— 






(A) Highest quality typewriter rib- 
bons and carbon paper 






{ wide range of fair prices 


(B) 


(C) The most complete line obtain- 






able 






(D) Sensible advertising and Sales 


Helps 


A Service Department for the 
selection of material to meet the 






(E) 






individual needs of each con- 





sumer 


(F) Full Protection 











You will find it to your advantage to write 
for catalog, prices and complete information 









MITTAG & VOLGER, INC. 


Principal Office and Factories, PARK RIDGE, N. J. 





Agencies Throughout the World 
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GE S Bearinet. 
] Bearing ast 
er with 2-09 
Rul 
Heres the best specialty salesman you ever used to convert 
prospects into buyer Has what it takes to get in on new 


business and garner orders for complete floor protection 
equipment. Buyers can't resist its Double Ball-Bearing Swivel 
and large Free-Rolling Whee 
You just slip a trial set of these Faultless Office Chair Caster 
n 4 buyer's chair—and what results you get! If he has been 
the ordinary run of “floor gougers’’ he'll never let you 
take those Faultless Casters of his chair 


And you've got him softened up for Faultless re-equipment 
of the entire office! 


salesmen call it “The Faultless Free Comfort Test its just 
nmmon sense way of selling a good product 
piete inf ation about this outstanding line of Caster 
slides and Furniture Cups upon request. Write today 






CUSHION CHAIR GLICES 


quiet Cush 


DESK CUPS 


I limber 


R 





FAULTLESS CASTER CORPORATION 


Dept. OA-7, EVANSVILLE, INDIANA 


Branches in principal cities. Canadian Factory: 
Stratford, Ontario 


FAULTLESS 
CASTERS 
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NORTHWEST TRAVELERS NOTES 
By A. J. Nordstrom, Correspondent 


John “Mickey” Andert, formerly a contestant and a 
good one too, for the lightweight boxing champion- 
ship, became the proud father of a baby boy, born on 
May 25 at Bethesda Hospital, St. Paul, Minn. Mickey 
said the “boy” is the coming lightweight Champion 
of the world, thereby reaching that goal so nearly at- 
tained by his father, and denied him only by a trick 
of fate. Mickey’s talents are now used to further the 
sale of Mimeograph machines and supplies for the 
Wedelstaedt Company of St. Paul. George Schu- 
macher, of Siekert & Baum Company, is also a proud 
father, this time it’s a daughter, Lorna May, born in 
May. 

Lou Burlingham of Miller Davis returned on Memo- 
rial Day from a 7,000 mile motor trip, which he started 
on May 3. Lou took in all of Texas’ important points 
of interest and California, Nevada, Utah, including 
both the Yosemite and Yellowstone National parks, as 
well as the Black Hills on the way home to Minneapo- 
lis. Lou advises that he drove all but about 1,500 miles 
of the trip, which was taken care of by his son Preston, 
a resident of Dallas, Texas. 


* « * 


A County Officers convention was held at Waterloo, 
Iowa, on June 22 to June 24, inclusive. Firms repre- 
sented were Koch Brothers, Des Moines; Matt Parrott, 
of Waterloo; Jenkins Fergemann, of Waterloo; Boone 
Blank Book, Boone, Iowa; Fidlar & Chambers, Daven- 
port; Perkins Brothers, Sioux City; Acres-Blackmar, 
Burlington; Klipto Loose Leaf Company, Mason City, 
and J. H. Welch Company of Des Moines. 


* *« * 


Rudy K. Johnson of the Omaha Stationery Company 
played one of our well-known Travelers an interest- 
ing golf game at one of Omaha’s leading golf clubs, 
just recently. It is understood that Rudy was at his 
best that day, taking three to five putts on every hole. 
At any rate the Club “G” men (there are two of them 
now) report that the Traveler more than made his 
daily expenses. Up to this writing no denial has come 
forth from Rudy, causing us to believe that the re- 
ports are correct in every detail. Rudy is still “book- 
ing’ on the football games in the Big Six, so all ye 
travelers, who like to spread ‘em across the board, bet- 
ter get in touch with Rudy at once. 


* * - 


Phil Ackermann, of Farnham’s, left on a two-week 
vacation trip to lure the wily fish from the lakes around 
Brainerd and the North Country. Archie Hoffman, 
Japs-Olson Company, Minneapolis, is also going to try 
his luck with the finny tribe in that same sector. Cliff 
Talty of Poucher’s, Minneapolis, was a Chicago visitor 
the latter part of June. 

Roy Clarke, secretary of the Northwest Travelers 
Club, announces August 28 as the date for the annual 
dealers-traveler golf match to be held at Southview 
Golf Course, South St. Paul, Minnesota. 

A new clubhouse was completed at this sporty course 
on June 10 and the accommodations are now all that 
anyone could ask. Charley Reagan, Globe Publishing 
Company of South St. Paul, a real golfer, is assisting 
Roy in making the arrangements for this event which 
falls on the last Friday in August. 























jULY, 1 143 


“What dya mean... 





accuracy ?" 


WonrbD has gotten ‘round that the Niagara is the first automatic feed 
stencil duplicator actually to achieve HAIR-LINE accuracy. That is correct! @ Until you 
have seen a Niagara perform — you may well ask, “What do you mean — Hair-Line Ac- 
curacy?” We mean just this — registration and reproduction so remarkable that it defies 
description until you actually have seen it. @ Hair-line registration is AUTOMATIC with 
the Niagara. Impression paper is AUTOMATICALLY CONTROLLED from the moment it 
enters the Niagara until it is ejected — a finished Niagraphed job. Guesswork has been 
eliminated. All Niagara models are constructed for perfectly controlled precision. The 
new model — all metal, and 25°/, FASTER — brings every Niagara operating feature to 
an all-time high of efficiency. @ We shall gladly send you examples of Niagraphing — 


examples of Hair-line registration — and information concerning the complete line of 


Niagara Products. 


NIAGARA DUPLICATOR CO. 


5815 THIRD STREET © SAN FRANCISCO « U.S.A. * CABLE “NIADO” 
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Should the dealers win the cup (not without a strug- 
gle say the Travelers) it will be the third time in a row 
that they have been victorious. Many of the travelers, 
including the one who “took” Rudy Johnson, have been 
practicing diligently for this event, but the dealers 
are already boasting that the cup is as good as won 
and that any efforts the travelers might make would 
be wasted energy. Fellow travelers, are we going to 
let these Dealers get away with that cup again? Don’t 
forget the date and sharpen your putting eye. 

. > ” 

Vic Irgens, Miller-Davis Company, left on a fishing 
trip June 20 for Bayfield, Wisconsin, where he will 
try his luck with the big ones in Lake Superior. 

. * - 

Ben Jooern of Eau Claire Book & Stationery Com- 
pany, has been quite successful in catching the “Fight- 
ing Muskies” of Northern Wisconsin waters this 


summer. 
a 


STAFFORD ISSUES CATALOGUE 

A new illustrated catalogue has recently been issued 
by S. S. Stafford, Inc., manufacturers of Stafford’s inks, 
and other products. 

agiitinini 

SKRIP SALES RECORDS IN PITTSBURGH FLOOD 

The W. A. Sheaffer Company’s Permanent Royal 
Blue Skrip, a writing fluid manufactured for use with 
Sheaffer’s pens recently scored a knockout victory over 
the flood waters which inundated all of Pittsburgh for 
several days. 

News of the incident was relayed to the Sheaffer 
factory by the owners of a garage whose plant and 
records were under water for three days. The letter 
said: 

“Our records, written with permanent Skrip, were 
under water for three days, coming through muddy 
but otherwise perfect, while some of the binder’s rul- 
ings were completely washed away.” 

Still another boost for Skrip was received from a 
tire dealer in the same city, according to Sheaffer offi- 
cials. This merchant said in part: 

“Our papers swirled around in muddy flood waters 
for two days—and every line and figure written with 
permanent Skrip was perfectly legible.” And an insur- 
ance company reported: “One of the few cheering 
things about the flood was that not a single figure writ- 


ten in permanent Skrip was even blurred.” 
—_—$— 


ODD-PRICE KEY FOR STATIONERS 

The Office Equipment Institute of Southern Califor- 
nia, 935 Loew’s State Building, Los Angeles, is distrib- 
uting a set of price sheets by which stationery sales- 
men may determine figures for the special items not 
covered by usual price lists but frequently encountered. 
The sheets are produced by local manufacturers, and 
are available at cost—fifty cents plus postage. 

Prices are figured in terms of the size of items listed, 
measured by the square inch. Printed and blank 
guides of manila, bristol, and pressboard, printed cellu- 
loid bristol or pressboard guides, BMT pressboard 
guides, and other articles are tabulated. The prices 
are listed for (western) Zone 3, but they can be applied 
elsewhere by subtracting 5% for Zone 2 or 10% for 
Zone 1. 

Barney Alderson, secretary of the Institute, states 
that while the compiling of the sheets is a very labo- 
rious and expensive task, he is enthusiastic over their 
practical usefulness, and believes that employing them 
will go far to help the trade to carry on business on a 
sound basis. 
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Revolving 


DICTIONARY STAND 


A New Item with Great Sales Appeal 





Substantially built and beautifully fin- 
ished in Oak, Mahogany, Walnut and 
School Brown. Size 21” wide, 13” deep 
and 4” high. 


This stand is portable and turns easily on 
its base to any desired angle. Places 
no strain on the binding of the book. 
Shipping weight 13 Ibs. 


Every school, library and business office 
is a prospect for this Revolving Diction- 
ary Stand. 


Put a sample in stock—and see how 
quick you have to reorder. 





' IMPERIAL METHODS CO. 


Forest Park, 


Illinois 
Gerard D. White Western Representative 
100 Worth St. C. J. Schubert, Jr. 
New York City 307 East Third St. 


Los Angeles, Calif. 
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taste. 


SHARPENERS 


it pencils correctly without waste, 


Two adjustable and 


giving a point suitable to each individual 


replaceable 


blades. The large blade cuts only the wood, 


exposing as much lead as is required. The 


smaller blade shapes the point. 





Made of heavy brass with fine 


tool steel blades. Each sharpener 


in a beautiful leather case. 


Imprinted circulars supplied gratis 


Koh-I-Noor Pencil Company, Inc. 
373 Fourth Ave. 





New York 
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WEDDINGS 





ANDERSON -BRUMLEVE 


The marriage of Harry C. Anderson, sales manager 
for The Globe-Wernicke Co., and Miss Marjorie Jane 
Brumleve took place at Cincinnati on Saturday, June 
13 in the presence of a large number of relatives and 
friends of the bride and groom. The ceremony was 





Harry C. Anderson 


followed by a reception and wedding breakfast at the 
Maketewah Country Club. 

Mr. Anderson, who was appointed sales manager of 
Globe-Wernicke in January, has been connected with 
the firm for many years both in the field and at Cin- 
cinnati. His bride is the daughter of Mr. and Mrs. Leo 
J. Brumleve, also of Cincinnati. 

Following a brief honeymoon the couple will make 
their home in the Queen City. 

~~ 
FENAL-SMITH 

Miss Kathryn Smith, daughter of Mr. and Mrs. Wil- 
liam E. Smith, was married June 6 to Jerome Fenal at 
the Smith residence in Norwood Park, Chicago. 

Mr. Fenal is athletic director of the West End High 
school at Madison, Wis., while his bride taught mathe- 
matics at the University of Wisconsin where she re- 
ceived her master’s degree last month. Mr. Smith is 
a representative of the Ace Fastener Corporation. 

> 
SHADBOLT-ANDERSON 

Miss Margaret Anderson of the New York office of 
the Ames Supply Company, Chicago, on May 9 became 
the bride of R. Shadbolt at Huntingdon, Long Island. 
The couple kept the wedding a secret from their many 
friends until after the ceremony had taken place. 











Bt’ Boeoect ¢t+68-8 
BABY GINGALA 


W. R. Gingala, owner and manager of the Friden 
calculating machine agency at Indianapolis, is still 
receiving letters and messages of congratulation over 
the arrival on May 7 of a baby boy born to Mrs. Gingala. 

The young gentleman, who weighed six pounds and 
fourteen ounces, has his career cut out for him accord- 
ing to a letter written by the proud father in which the 
latter said: 

“My oldest boy is eleven and the next is six years. 
And all three are going to be calculating machine sales- 
men. 
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Pm PORTABLE THAT IS 
ase , MAKING HISTORY 














FOR FAST DEALER 
SALES EVERY WHERE 
AT ONLY 965 RETAIL 
ANYONE CAN 
AFFORD ME.” 

















You CAN SELL THIS SUCCESS. TOO! 


This 7-column Remington Portable business letterhead. Fits into a desk 
Adding Machine gives the features drawer. Has correction back space key 
which business wants—and at a price in the most convenient position, auto- 





which even the smallest retailer can 
afford. That is why it has been making 
history as a profit-item for more than a 


thousand alert Remington dealers. 
Only $65 retail 


This Remington Portable adds, lists 
and multiplies — has total and sub- 
total key. multiplication key yet 
weighs less than eleven pounds. Takes 


up less desk space than an ordinary 


Adding Machine 


Remington Rand Ine. 


Division 


matic ribbon reverse. standard width 


paper rolls, capacity up to $99,999.99, 
Free material for dealers 


Full line of selling helps available to 
every Remington Portable dealer. Win- 
dow display, mailing folders in color, 
aggressive national advertising in pub- 
lications and on the air. Mail the 
coupon today for full details of prof- 


itable dealer proposition. 


Send for 
attractive 
dealer offer 
TODAY ! 


ADDING MACHINE DIVISION 


REMINGTON RAND INC. 
BUFFALO, NEW YORK 


Buffalo. New York Name 


fadre "SS 


Please send me full information on your new 7-column 
Remington Portable Adding Machine dealership. Also 
show me how you help dealers develop sales. 
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350 Steelcase Desks 
»«7tnd Why! 


When The Los Angeles Times moved into this modern building, STEELCASE 
DESKS were selected as part of the equipment which enabled them to call it 
“the most up-to-date newspaper plant in America.”’ Its offices as well as its 
mechanical departments are designed and planned for the greatest efficiency 
and permanence. 

STEELCASE DESKS, modern, efficient, durable, fit perfectly into the high- 
speed, super-efficient activity of the modern newspaper office. They are built 
to take hard use, even abuse—and LIKE it. 

Prominent newspapers and other large business concerns the country over 
pin their faith to STEELCASE .. . to the profit of STEELCASE Dealers. Let 


us send you the surprising facts. It will pay you well. Address 


METAL OFFICE FURNITURE COMPANY GRAND RAPIDS, MICHIGAN 





“The Times” Accounting Dept. “The Times” Circulation Dept. 
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SCROLL LAUDS REMINGTON RAND ON 
BOULDER DAM WORK 


Acknowledging and complimenting the part played 
by the company in bringing about the successful com- 
pletion of Boulder Dam, a handsome scroll was received 
last month by C. E. Roseland, San Francisco branch 
manager of Remington Rand, Inc. 

According to Mr. Roseland a large amount of office 
supplies and equipment was furnished Six Companies, | 
Inc., builders of the dam during the five years of con- 
struction work. In recognition of this, the scroll read: 
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This Scroll Lauds Remington Rand 
for Aid in Building the Boulder Dam 
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The title on the cover reads 
“What's An Office Anyway?” 
That question covers scores 
of others, the answers to which 
you have long wanted: How 
are thousands of executives 
doubling their ability to get 
things done? Stepping up the 
results of their executive 
thinking? Cutting down the 
weight of executive detail? 

Men now using the Dicta- 


were sure that it wasn't the 
answer— before they tried it. 
But they made this modern 
dictating instrument prove 
its own case to them. They 
saw for themselves how it 
captures money-making 


ideas .. .turns these ideas into 
action ... Clarifies instruc- 
tions .. . records telephone 


conversations. But first they 
tried it—just as you ought to 


“An appreciation of service achievement to Reming- | 


ton Rand, Inc., in recognition of its codperative con- 
tribution to the construction of Boulder Dam—1931 to 
1935—in the supply of office equipment. Presented by 
Six Companies, Inc.,—Bechtel-Kaiser-Warren Com- 


pany, the Utah Construction Company, McDonald & 
Kahn Company, Ltd., Morrison-Knudsen Company, 
Inc., J. F. Shea Company, Inc., Pacific Bridge Com- 
pany.” 


> 
VERSTEGEN CLOSES BIG REALTY DEAL 


Marking one of the largest real estate deals in recent 
years in Sioux City, Iowa, P. H. Verstegen, owner of the 
Verstegen Printing Company, last month purchased the 
building he occupied at 615 Douglas. The deal in- 
volved approximately $75,000. 

The building is a three-story structure, modern and 
fireproof and especially adapted to heavy printing 
equipment. It has 25,000 square feet of floor space and 
footings for the construction of two additional stories. 

Mr. Verstegen, 
optimistic over the future business outlook. He said: 

“We feel that conditions now warrant us in becom- 


in speaking of the purchase, was | 


ing our own landlord. Business is improving in every | 
line and industry and we are headed for record-break- | 


ing good times.” 
eS 


RECKFORD BACK FROM EUROPEAN HONEYMOON 


John King Reckford, president of the American 
Pencil Company, and his bride, the former Miss Aileen 
Trelfall, returned aboard the Queen Mary from their 
wedding tour abroad last month. They were married 
April 2 in the Moses Taylor Memorial church, Elberon, 
N. J. 


phone to do these things try it. Mail the coupon NOW. 


The Trend lo Dictaphone Sweeps On 






Model 12—space- 
saving executive 
assistant on your 
desk. i) 




















8 
Numbered Among Promi- 
ter ere nent Dictaphone Users Are: 
‘es ' tant at your desk. J E. R. Squibb & Sons, New York 


Lawrence Warehouse Co., 
San Francisco, Cal. 
Connecticut Gen. Life Ins. Co., 
Hartford, Conn. 





lt Co., Interwoven Seocking | Co., 
, Wise. New Brunswick, N 


oul 
Milwaukee 





A few ovefseas territories are open for our valuable exclusive franchise, 
For full particulars, write to our International Division, Bridgeport, Conn. 











DICTAPHONE 





The word DICTAPHONE eg i Mark of Dictaphone Corporation, 
Makers of Dictating M ries to which said Trade-Mark is Applied. 








Dictaphone Sales Corporation 
420 Lexington Avenue, New York, N. Y 
In Canada—137 Wellington St., West, Toronto 
[]) I want to see your representative 
[} Please send me my copy of “ What's An Office Anyway?” 


OA 


| ee 
Company 


Address 








YOU’LL MULTIPLY YOUR 


STENCIL BUSINESS WITH 


THE VICTOR LINE *® 


From the moment the first line of type is cut on a 
Victor Stencil, Victor quality wins another satisfied 
customer. Victor Stencils cut cleanly, sharply, with- 
out clogging the type—yet even with a heavy touch 
closed characters like “o”, “a” and “e” refuse to be 
punched out. Victor Stencils make proof reading 
easier, too, and corrections are simplified. The result: 
sharp, faithful reproductions every operator can well 
be proud of. 


Scores of dealers list Victor Stencils and Ink among 
their profit leaders. Want to know why? Write for 
samples. The Victor Safe & Equipment Co., Inc., N. 
Tonawanda, N. Y. 


* VICTOR [BLUE] STENCILS 

* VICTOR [WHITE] STENCILS 

* VICTOR CORRECTION FLUID 
* VICTOR INK 


See Victor Stencils at the National Stationers Association 
Annual Convention and Business Show, September 
21, 22, 23, 24 at the Palmer House, Chicago 


VICTOR 








| sachusetts June 18, for approval of two steps: 
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| STATIONERS COMPANY ISSUES CATALOGUE “G” 


Covering the Faultless general line of loose leaf books 
and devices, a new and attractive catalogue has re- 
cently been issued to the trade by the Stationers Loose 
Leaf Company, 524 North Broadway, Milwaukee. 

The new book, which is named catalogue “G,” is com- 
plete and is made in loose leaf style to facilitate con- 
venient removal and insertion of sheets when found 
necessary due to price revision, new items or other 
changes. 

Other principal features of the catalogue are: A 
special service department manufacturing and delivery 
schedule for special items; a complete numerical index 
and unit price list of Faultless items, and a compara- 


| tive list enabling the finding of a Faultless stock num- 
| ber duplicating a similar item of other manufacture. 
| Instructions for using this comparative list appears on 
a separate page. 


Dealers may obtain a copy of the catalogue by writ- 


ing to the company’s home offices. 


| Kansas. 


Se 
FORMER SALESMAN RETURNS AS MANAGER 
L. J. Pickering has taken over the duties of manager 

for the Burroughs Adding Machine Company, Topeka, 

Formerly a salesman in the Topeka organ- 

ization, he comes to this city directly from the Amarillo, 

Texas, office, which he served as manager. 

L. G. Grady, recently promoted to the managership 


|of the Springfield, Illinois, office, held a similar post 


in Topeka for six years, serving the north half of the 
state of Kansas. Mr. Grady’s first connection with the 
Burroughs company was from 1920 to 1923 in Sedalia, 
Missouri, from which he was promoted to Kansas City, 
where he served for seven years. 

John DuBois, recently discussing business outlooks, 
while on a trip to Topeka, looks for increased business. 
Under his guidance as superintendent of the Middle 
Western territory for Burroughs, many additional sales- 
men have been trained to expand the salesforce for 
the current trade revival. 

niniinitiaine 
HILLER MOVES TO NEW QUARTERS 


Formal opening of the new quarters of the Hiller 
Office Supply Company, Indianapolis, was held on June 
8 when the firm completed the task of moving from 28 
South Pennsylvania street to 132 East Washington 
street. 

The company was founded in 1916 by R. C. Hiller, 
president of the organization, and has gradually ex- 
panded until it is one of the most complete and up-to- 
date stationery and office supply stores in the district. 

According to Mr. Hiller the change of location is part 
of a further expansion program, the new quarters being 
considerably larger than the old establishment. A 
complete showing of filing cabinets, desks, portable 
shelving, chairs, an addition of Harter posture chairs, 
office machines and factory rebuilt typewriters are spe- 
cial features of the new home.—CG 

a 


AMERICAN WRITING PAPER PLAN OFFERED 
COURT 


The American Writing Paper Company, Inc., in fur- 
thering its plan of reorganization appeared before the 
United States District Court for the District of Mas- 
the 
sale of the Holyoke and Dickinson divisions of the com- 
pany’s property and a compromise with the Holyoke 
Water Power Company, whose claims are listed at about 
$300,000. 














The Trestlewood is a 
new 

TION 
adaptable 
cepted design 
ments, all us:ful styles 
and all standard sizes. 
Get the full story! 
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CONSTRUC- 
PRINCIPLE, 

to all ac- 
treat- 


Fabricated like an automobile 


All parts including top, sides and 
legs interchangeable for inexpensive 
replacement and repair 


Standardized parts eliminate costly 
repairs 


Built and finished to stand work- 
a-day usage 


Interchangeable drawers through- 
out 


Frame of spot-welded angle steel 
Line production cuts costs 


A turn of the key locks or releases 
every drawer, by means of new all- 
steel locking device 


Available in standard sizes, styles 
and woods 


Adaptable to 
scheme 


Can be shipped K. D. and set up 
in 30 minutes 


every decorative 


Shipping weight 65 Ibs. less than 
ordinary desk 


Completely covered by patents 
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SELLING SCOOP 


of the DECADE 








® Combining the warm beauty of fine woods 
with the lightness and strength of a steel frame 


A modern desk of impressive beauty 
. . to sell at a competitive price. . 
combining long-lived usefulness with 
the lowest maintenance costs on 
record . . such is the Gunn Trestle- 
wood Desk. 


Fabricated like a modern automobile, 
the new Trestlewood 


wood line is built of completely 
standardized parts throughout. 
Large corporations and institutions 
will give you many orders on the 
basis of immediate part replacement 

at less than ordinary repairs 


would cost. The office equipment 


trade has awaited this 





offers you and your 
customers the econ- 
omies of volume pro- 
duction, plus substan- 
tial savings in shipping 
and handling. More 

. the entire Trestle- 








desk for many years. 
Here it is. Be first in 
yourcommunitytocash 
in! We have an inter- 
esting proposition for 
live dealers. Write to- 
day for full details! 








For complete descriptive circular, write 


GUNN FURNITURE 
COMPANY 


GRAND RAPIDS - 


MICHIGAN 








hn 


‘QUICK 
CLICK 








RAND 


Desk Systematizers 


Everybody needs this kind 
of system for his desk! A 
handsomely-bound, book- 
like file with 10 divisions 
for personal records—each 
classification has an insert- 
able celluloid index tab 
Economically priced. 





RAND 


In-and-Out Indicator 


Enables the information 
clerk to “keep her finger 
on" individuals. Sliding 
indicator tells when they 
are absent and when they 
will return. Celluloid tubes 
protect the name labels 
from dust, dirt and wear. 

















RAND 
Aluminum Desk Guards 


The effective way to cover 
worn and splintery edges 
of desk legs which ruin ex- 
pensive stockings. Rand 
Yesk Guards are easy to 
attach, restoring the neat- 
ness of old desks, preserv- 
ing the appearance of new 
ones. Mighty popular 
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Portable Files 


A convenient steel file for 
papers, correspondence, 
etc., in the home. Keeps 
everything handy and easy 
to find. Furnished with 
folders and extra label in- 
serts. Has lock. A quick 
seller whenever displayed. 








The Victor Safe & Equipment Co., Inc., N. Tonawanda, N.Y. 


National Stationers Association Annual Convention and Business Show 


For complete details and prices, write: 


Visic the VICTOR BOOTH at the 


September 21, 22, 23, 24 at the Palmer House, Chicago 
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BOULEVARD COMPANY OPENS 
Prepared to handle lines of standard and portable 
typewriters and adding machines, the Boulevard Type- 
writer Company was opened last month at 939 South 
Boulevard, Bronx, N. Y. Morris Morse is the proprietor. 


CHAMPIONSHIP 


Royal Display Wins Applause.-One of the highlights of an ex- 
hibition held recently at the Brigham Young University in 
Provo, Utah, was the above display installed by the Salt Lake 
City office of the Royal Typewriter Company. This showing 
was viewed by thousands of visitors to the exhibition, many of 
whom lauded the beauty and the attractiveness of this display. 


_ —<— 


CANADA TO HOLD TYPING MEET AT C. N. E. 


The annual Canadian National Exhibition for 1936 
will be held in Toronto, August 28 to September 12, 
Sundays excluded. Science and engineering, educa- 
tion and culture, and sport and recreation will offer 
the visitor a varied bill-of-fare, whether he be at- 
tracted by exhibitions of agriculture, transportation, 
industry, art, music, foreign life, pageantry, athletics, 
or carnivals. 

Of particular interest to Office Appliance readers are 
the typing contests to be run off September 2, 8:15 
p. m., at the Coliseum. Contestants in the several 
classes will write for one hour, one-half hour, and one 
quarter hour, from unfamiliar printed copy. Winners 
of first places will be awarded championship titles. 
Prizes range from $1,000 for the world’s champion to 
the bronze Canadian National Exhibition medals for 
third places in classes three, four and five. There will 
also be gold medals for accuracy awards. Entrance 
fees of from ten dollars to fifty cents are being col- 
lected. 

Information and entry blanks are being issued by 
F. J. Pribble, Director of Typewriting Contests, Cana- 
dian National Exhibition, Lumsden Building, Toronto. 


> 


FRIDEN MOVES L. A. OFFICES 


Following out a program of expansion on the West 
Coast, the Friden Calculating Machine Company, Oak- 
land, Calif., last month moved its Los Angeles offices 
to new quarters at 902 South Olive street. 

The Los Angeles office is headquarters for H. E. Wil- 
liamson, Southern California representative of the 
Friden Company, who has been active in the office 
equipment field for the past twenty-five years. He 
introduced the Sundstrand adding machine to the 
Pacific Coast in 1914 and was district manager until 
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WELL, CHIEF, OUR ACCOUNTS 
CERTAINLY ‘GO FOR” THE FEATURES 
OF PERMANENT QUINK. INITIAL 















SALES ARE EASY, AND I'M GETTING 
STEADY REORDERS. 













SO | SEE BY YOUR 
REPORTS, JIM. WE'VE GOT 
FOUR STAR REASONS FOR 

STOCKING IT, TOO. 




















Get a Big Hand 


and Win 
Hosts of New Friends 


by Featuring This New Anti- Fade 
Waterproof Ink that Dries 31% 


Faster and Does Not Smear 


Permanent Quink is Permanent as Paper— 
Feature It for Accounting, General Office Use 


Hundreds of stationers and office supply houses 
are learning that one ink is NOT the same as 
another. Tests for fading, washing out, quick- 
drying, smearing, and deposit-formation prove 
that Parker Permanent Quink excels any other 
produced. Some have one of these features, some 
have others—but positively no other ink com- 
bines them all. 

Moreover, Permanent Quink works like a 
charm with steel pens as well as fountain pens. 

A world-famous chemist voluntarily writes us: 
“Quink is far superior to government specifications in 
flowing quality, quickness of drying, freedom from 
formation of deposit.” 

Quink dries by penetration, hence isn’t smeared by 
moist fingers. It dries 31% faster ON PAPER than 
ordinary ink—yet resists evaporation, hence it doesn’t 
cake in desk wells or clog fountain pens. 

And Quink is never watery or thin, but rich and full- 
bodied, with a brilliancy of color that makes writing and 
accounts look distinctive. 

Remember: The exclusive features of Commercial 
Quink are quickly recognized—customers want them— 
repeat business is sure. 


You’ll Get Rounds of Encores 


Stationers tell us that they notice right away how 
delighted customers are with Parker Quink. People who 
seldom mentioned ink before remark how much better 











Pa . 
TAL) 
this new creation is. You can’t beat making friends and 
building trade this way. 

Stock Blue-Black and Black in quantity. Include also 
Royal Blue, Red, Green, Violet, and Brown. Mail 


coupon, or write at once for prices and discounts. We 
prepay the freight on shipments of 100 pounds or more. 





The Parker Pen Co., Janesville, Wis., Dept. 721 

Please see that I get srices and discounts on Commercial 
Quink in all sizes—Half-Pint, Pint, Quart and Gallon Bot- 
tles, 5-Gallon Jugs and 50-Gallon Kegs. 


Name 


iddress 





City State 
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that guickly appeal 


to EVERY customers ingenuity 





Mak-ur-own 


ALL-TRANSPARENT CELLULOID 


SHIELD TABS 


A mighty useful and versatile 
for 


and 





commercial data. Almost anything 


CATALOGS that needs classification can be or- 
e ganized efficiently with Mak-ur-own 

Shield Tabs. 
SALES You know how Mak-ur-own 6 inch 
MANUALS = iank strips sell. Well, these pre- 
ank strips sell. ell, these pre 
e cut Shield Tabs have a breadth of 
PORTFOLIOS #ppeal almost as wide, wherever a 
quantity of tabs or uniform size is 
° required. Six colors. All-transpar- 
PRICE ent, clear celluloid skirts, die-cut to 
BOOKS eliminate sharp corners. Four han- 
e dy sizes. Send for samples. The 
Victor Safe & Equipment Co., Inc., 

ETC. N. Tonawanda, N. Y. 


Don't miss the National Stationers Association Annnal Convention and 


Business Show September 21, 22, 23, 24 at the Palmer House, Chicago 
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vivid— way to index all manner of 
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1932. During that period he established an outstand- 
ing sales record. 

According to officials of the Friden Company an- 
other feature of the expansion program is the new 
factory at San Leandro, Calif., the first unit of which 
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@ AUTOMATIC CALCULATORS ® 
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Friden’s New Los Angeles Store 
is expected to be completed within a short time. This 
unit will accommodate 450 employes. 

The new Los Angeles branch consists of well- 
equipped display rooms, a service department, store 
room and office mezzanine. The office was formerly 
located at 922 South Olive street. 

—~> 
SAN LEANDRO ADDS TO PENCIL PLANTS 


San Leandro, Calif., is adding to its array of indus- 
tries related to the lead pencil business. The most re- 
cent addition to the producers of pencil material are 
Les Morningstar and Edgar Musgrave, who have taken 
some unused space in the plant of the Caterpillar 
Company. The Hudson Lumber Company’s plant for 
the preparation of pencil slats has been operating 
some time. The Pacific Coast Pencil Company has 
sixty-two full time salesmen selling pencils exclusively. 

Harry Sweet, secretary of the San Leandro Chamber 
of Commerce, said that in his official position he is 
in touch with two additional lead pencil manufactur- 
ers, which, if the plan goes through, will give San 
Leandro five plants engaged in the production of pen- 
cil slats and finished pencils. 

ae 
IVAN ALLEN PRESIDES AT MEMORIAL UNVEILING 


With Ivan Allen, of the Ivan Allen-Marshall Com- 
pany, presiding over the ceremonies, the rotunda of 
the Georgia state capitol at Atlanta was the scene of 
the unveiling of a memorial tablet commemorating 
the bi-centennial of the state of Georgia, on June 15. 

The event opened with a bugle call which was fol- 
lowed by a short address by Mr. Allen as chairman of 
the Memorial Tablet Committee. Bishop H. J. Mikell, 
Episcopal bishop of Georgia, then read the invocation. 

The presentation of the memorial tablet was made 
by Dr. Willis A. Sutton, vice-president of the Bi-Cen- 
tennial Commission and acceptance for the state was 
read by Governor Eugene Talmadge. 
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Dealers who represent the INVINCIBLE line do not have to “go it 
alone.” They receive a helpful, constructive type of cooperation 
from the home office that goes a long way in getting customers and 
keeping them. 

INVINCIBLE has grown to be an important organization in the 
office equipment industry but not too big for friendly, personal 
service to dealers. 

That, coupled with INVINCIBLE’S reputation for quality work- 
manship and exclusive features, explains why so many dealers have 
swung to the INVINCIBLE line during the past year. 


Have You Seen Our Latest Catalog? 


Not a mere collection of “catalog cuts” and specifications but a 
sales manual that is helpful in your every-day sales work. It points 
out many INVINCIBLE exclusive “under the paint” features. Send 
the coupon below for your copy. 


“GO AHEAD WITH INVINCIBLE” 


INVINCIBLE METAL FURNITURE CO. 


f- Factory and Executive Offices, Manitowoc, Wis. | 
~\ . NEW YORK CHICAGO LOS ANGELES ) 
“L. \\ “ein 





Seng ~ °c, wp. “Mer ~ 
STEEL FURNITURE fice ha Steg = PORN re me 
DESKS . . . FILE CABINETS fn. ey me 
COUNTERS . . . CUPBOARDS ee tion ay, 
CONCEALED SAFES . . . LETTER a a, ee Lavine 
TRAYS .. . WASTE BASKETS .. . ETC. ey agg A gg hoe 
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Dealers Know! 


It's the greatest rebuilt 
typewriter ever offered 
—hbar none! 


“MASTER GRADE” 


UNDERWOOD 


maintains the Underwood world-wide 
traditional standards of performance 
... LOO% rebuilt from the frame up. 
... chromium parts... complete new 
cork andrubber feedrollassembly... 
individual key action control... strik- 
ingly modern in appearance... the 
fastest selling rebuilt on the market. 


Yes! it has everything! 


THE WHOLESALE TYPEWRITER CoO. 
Factory and General Offices: 155 Sixth Ave., New York, U.S. A. 
Cable Saletype 
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NEW “Y AND E” CATALOGUE READY 
Stocked with actual photographic reproductions and 
special features of interest to dealers throughout the 
industry, a new catalogue has recently been completed 
by the Yawman and Erbe Manufacturing Company. 
The first eight pages of the book are devoted to help- 
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New Yawman and Erbe Catalogue 


ful points in bringing to mind both the requirements 
of filing equipment and the factors to be considered in 
the purchase or sale of such merchandise. The prac- 
tical factors covered are: Size of record, importance of 
standardization, volume of records and space available, 
types of equipment, and grade of equipment based on 
use and appearance. 

The photographic reproductions pertain to every di- 
vision of the line. A number of installations are shown 
in the catalogue, which is divided into sections for quick 
and easy reference by a series of attractive color plates. 
The book is of the loose leaf type and is equipped with 
a complete alphabetical index. 


ane 


SEEK STOLEN TYPEWRITERS 

The Monroe Office Equipment, Inc., 510 Walnut street, 
Monroe, La., is seeking the whereabout of two type- 
writers stolen last month from the Louisiana State Uni- 
versity. 

According to A. V. Breard, a member of the firm, the 
missing machines are described as follows: Underwood 
6/11 No. 4035590-Elite, and Underwood 6/12, No. 4172618- 
Elite. Any person having knowledge of the typewriters 
is requested to communicate with the Monroe Com- 
pany immediately. 

HOUSTON STATIONERS OBSERVE PEN WEEK 

Houston stationery and office supply stores gave con- 


siderable attention to the observance of Fountain Pen | 


Inspection Week, May 25-30. The Fountain Pen Hos- 
pital in the Texas city for the convenience of customers 
as well as its own repair department installed an 
Inspect-A-Pen, a scientific instrument to aid in diag- 
nosing.—CG 
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UNIFORMLY 
SUPERIOR! 





Even if you bought a million 


} 
| 





| 
| 


sheets of 
CEN-TR-KOTED 
CARBON PAPER 


they’d all be of the same 
supreme carbon-quality . . . pro- 
viding finest and cleanest carbon- 
paper results in combination with 
the Perfected CEN-TR-KOTED 
BACKING SHEET! 


Send for our helpful 
booklet ‘*‘ Carbon 
Paper Facts.” It will 
be sent to you free on 
request and will give 


you many informa- 
tive facts on Carbon 
Paper. 





An Exclusive Agency on Grand Prize 
Carbons and Ribbons in your city 
is a sure step toward grealer profits. 
Write for our dealer proposition 


booklet. 
a 
GRAND PRIZE 








CARBONS and RIBBONS 


PACIFIC CARBON & RIBBON MFG. CO. 


J. Francts O’Connor, Pres. 


Head Office and Factory: 1451 Harrison St., San Francisco 
Chicago: 608 So. Dearborn St. 


Los Angeles Houston, Texas Portland, Ore. Denver 








There was a young lady named Lou 

Who tried to type two and two. 
When the answer came "three" 
She said, "Oh dear me!" 

Without TRI-PLY what would I do] 





I “imitation is sincerest flattery” it must be 
evident that Weldon Roberts Eraser No. 399 
Tri-Ply is exceptionally fine and popular because 


it has been imitated so often. 


Tri-Ply’s original patented construction makes 
it a natural favorite with typists and office 
workers. It has a soft gray rubber center for ink 
and typewriter erasing between two plies of red 
eraser which take care of pencil errors and carbon 
smudges. It is octagon shaped for greater accu- 
racy and neatness in erasing. 

Whenever you make a sale of typewriter sup- 
Display it alone or with 
office stationery. You'll 
find that Tri-Ply is not 
only popular with your 


plies suggest a Tri-Ply. 


customers but very prof- 


itable to you. 


Send for a sample and 
catalog of the full Wel- 
don Roberts line NOW. 


WELDON ROBERTS 
RUBBER Co. 
imerica’s Eraser 

Specialists 

Newark, New Jersey, 


U.S. A. 





Lorract mirtaler: in any Qangquage 





OFFICE APPLIANCES 


REED APPOINTED TO CENSUS BUREAU 


Last month Secretary of Commerce Daniel C. Roper 
announced the appointment of Dr. Vergil D. Reed of 
Boston as assistant director of the Bureau of the 
Census to succeed Dr. Stuart A. Rice, who resigned 
recently to accept the chairmanship of the Central 
Statistical Board. 

Dr. Reed, who possesses a wealth of training and ex- 
perience in the business field, has been chief of the 
retail and wholesale trade division of the Census of 
Business. During the existence of the Massachusetts 
State Recovery Board, directed by E. A. Filene, Dr. 
Reed was a member of the Research and Statistics 
Committee. 

In addition to his other activities, Dr. Reed is the 
author of several books, including: “Planned Market- 
ing,” “Principles of Economic Geography,” and “Ad- 
vertising and Selling Industrial Goods.” 

i od 


AUTOMATIC BUSINESS MACHINES OPENS 
N. ¥Y. OFFICE 


The Automatic Business Machines, Inc., of Pitts- 
burgh, manufacturers of the Robotyper, an automatic 
operator of a typewriter, last month opened a New 
York office at 503 Canadian Pacific building, 342 Madi- 
son avenue. 

According to Brooke L. Jarrett, president of the com- 
pany, a large sales organization has been created for 
the Eastern office by Sales Manager R. D. Moore. Mr. 
Jarrett declared that the Robotyper is receiving favor- 
able acceptance among insurance companies, financial 
institutions and other large business organizations. 

ations 
WARD SHOWS UNUSUAL DISPLAY 

Raymond Ward, manager of the Woodstock Type- 
writer Sales Company, 115 East Fourth street, Joplin, 
Mo., recently installed a clever and unusual typewriter 
display in the window of the local Chamber of Com- 
merce. 

The background for the display was a series of “pic- 
tures” worked out on typewriters by students of the 
Joplin Business College. These illustrations included 
a peacock, parrot, kangaroo, monkey, sailor and other 
figures. 

Included in the display was a dismantled typewriter 





The Joplin Chamber of Commerce Featured This Display of 
Raymond Ward's Firm. 


labeled “Before rebuilding’ which showed the accumu- 
lation of dirt on the various parts. Another machine 
marked “After rebuilding” contrasted the dismantled 
and uncleaned typewriter. A Royal portable on a re- 
volving turntable and a number of ribbons and carbons 
completed the exhibit—HDR 
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Ylow 


IS THE TiMaoae 
CONCENTRATE ON 


TRANSFILE 


(TRADEMARK) 










The DELUXE 


The LEADER 









THERE IS A TRANSFILE FOR 
EVERY PURSE AND PURPOSE 


Make a handsome profit this mid-year trans- 
fer season. Concentrate on TRANSFILES— 


the reinforced collapsible file complete in 


The REGULAR 


No other corrugated file has all these 


. T 
every detail. FEATURES 
Steel Drawer Front 2-Way Interlock 
Steel Roller Bearing Follow —. 
. . Drawer Suspension Extra Heavy Drawer 
Once you find the prospect, the sale is a Steel Reinforced Ease of Assembly 
Low Cost Durability 


cinch. TRANSFILES have every good feature 
known to the art. Competitively priced their 192 


superiority is quickly and easily established. popyrar 
SIZES 











TRANSFILES do a better job for a longer time 
—yet they cost no more. Rush orders will 


receive quick handling. 


GUIDE SYSTEM & SUPPLY COMPANY 


335 CANAL ST. NEW YORK, N. Y. 


= 











MEETING 





E. M. BARKER 


Vice- Pres. & Gen > 














JACK TRACY 


Western Territory 











S. R. EVANS 
South Eastern Territory 




















M. W. PANGLE 
Accounting 
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ARTHUR L. DuPRE’ 
Vice-President 





BEN A. DuPRE’ 
President 





Backed by an organization with over ten years experience in 
dry stencil manufacturing, FIBROIN, pioneer dry stencil dis- 
tributors, meets modern demand with a stencil of TODAY— 


HIEBROm "COLD BOND’ 


DEY STENCIL 


Entirely NEW—with improved formula — improved process — 
and wonderfully improved performance. A New process of 
coating preserves the gelatin, keeping it always soft and flex- 
ible and allowing an unheard of freedom in stylus work, 


QUALITY IS SEALED IN—providing absolute assurance that 
the New GOLD BOND FIBROIN is not affected by moisture or 
climatic conditions. The UNIFORMITY of weight, color and 
performance is unequaled by any other stencil. 


To know the truly superior qualities of the New GOLD BOND 
FIBROIN, you must test it. There is no obligation — simply 
write us TODAY for samples and complete information. 

EVERY FIBROIN GOLD BOND STENCIL IS UNCONDITIONALLY GUARANTEED 


FIOROIN 


STENCIL CORPORATION 


306 WEST ADAMS STREET... ... JACKSONVILLE, FLORIDA 
Complete stocks carried at 


PHILADELPHIA 
SAN FRANCISCO 


CHICAGO 


DALLAS LOS ANGELES 


BOSTON 
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De MAND 
















BEN PATE 


Soles a 



































FRED FLETCHER 


New Englond Territory 





CHARLES TODD 


Mid- Western Territory 

















M. E. KENNARD 
Accounting 
































_ —_ = - 
JAMES TAPLEY 
Production 












M. D. LIGHT 
Advertising 


Secretory 
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RADY WARREN 


Production 
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NELSON CREATES UNUSUAL 
SCHWABACHER-FREY WINDOW 

George D. Nelson, genial West Coast representative 
of the Weldon Roberts Rubber Company recently dis- 
played his talents as a window display artist when he 
was called upon by Schwabacher-Frey Company in Los 
Angeles. 

The stationery house was making an art display 
window the center section of which was to be devoted 





Weldon Roberts Display Intrigues Schwabacher-Frey Customers 


to erasers of the Weldon Roberts Company. Mr. Nelson 
acquitted himself nobly, making an interesting and 
profitable showing with highly-descriptive and well- 
planned backgrounds and contrasts. 

The most noteworthy feature of the window was the 
fact that it was not a “stock” display but a specially- 
constructed set-up done at a moment’s notice. 

= 
NATIONAL BLANK BOOK OPENS BOSTON OFFICE 

Fully equipped to give New England dealers up-to- 
the-minute service on all its lines, a new branch office 
has been opened at 45 Franklin street, Boston, by the 
National Blank Book Company. 

In addition to housing a complete stock and being 
served by an experienced personnel, the new branch 
has installed a special teletype communication system 
with the company’s factory at Holyoke as a means of 
giving dealers rapid service on orders and inquiries for 
stock and special merchandise. 

cnuspneiilitsihied 
CARPENTER COMPANY CATALOGUE READY 

A new catalogue, which contains details and speci- 
fications on the many lines of the firm has been pub- 
lished by the Carpenter Paper Company, 27 East Grand 
avenue, Oklahoma City, and is ready for distributors 
upon request.—_EVH 
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Exclusive Features 


make DORSON 2. 
the fastest selling 


TIME STAMP 


% DORSON Jr.'s exclusive features make it the fastest 
selling time stamp because every one is purposeful and 
serviceable—features your customers long have wanted: 
the 40 hour lever clock movement, the patented stand 
that keeps type off ink pad when not in use so that 
printing dial does not gum nor rot as commonly occurs 
in other time stamps. The hand dater that sets month, 
year, A. M. or P. M., with a simple turn of a wheel, and 
all the other DORSON Jr. improvements. Each is calcu- 
lated for the ultimate in service, rugged endurance 
and indisputable accuracy under most trying condi- 
tions. That is why DORSON Jr. is unconditionally 
guaranteed—Order DORSON Jr. today. 


Distributors: 


Consolidated Stamp Mig. Co. The Louis Melind Co. 
47 Church St., 362 W. Chicago Ave., 
New York, N. Y. Chicago, Ill. 


593 Market St., 
San Francisco, Cal. 


The Eagle Stamp Works 
162 N. Franklin St., 
Chicago, Ill. 


The Superior Type Co. 
3940 Ravenswood Ave., 
Chicago, Ill. 


368 Market St., 
San Francisco, Cal. 
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NEW STEEL 
Office Chairs 









Smart Styling 
Gains Instant 
Attention 


LY 


Comfort and Light 
Weight Arouse 
Customer Interest 


You Can Make Money Selling 
the HARTER “Universal Suite” 


HESE new office chairs—the Universal Suite — 

mark an achievement in steel chair making. Here 
are steel chairs that fit perfectly in the most modern 
office picture—comfortable chairs—sturdy chairs— 
light weight chairs—steel chairs within easy finan- 
cial reach. 

These outstanding qualities, plus the well known 
Harter “try it yourself” method of selling, mean 
quick sales. Many office go eaeny dealers are already 
making real profits on Harter Steel Chairs. Better 
line up now—order a set of Universal Chairs. 


THE 


HARTER 


CORPORATION 
STURGIS - MICHIGAN 


Manufacturer of the World's Finest Steel Seating Equipment 
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ALLEN DEMONSTRATION BOOK 


A new and unique selling aid for dealers has recently 
been released by the Allen Calculators, 22 East Fortieth 
street, New York, N. Y., in the shape of an interesting 
book entitled “A Demonstration of R. C. Allen Adding 
Machines.” 

Measuring eleven by eight and one-half inches, the 
new book is a combination sales manual, catalogue 





Recentiy-Published Demonstration Book 
of R. C. Allen Company. 


and demonstration book all in one. It contains sixteen 
pages and cover reproduced by off-set in four colors. 

The book is for use on the counter in the dealers 
store and by salesmen when canvassing. Salesmen are 
instructed to place the book before the prospect and 
“talk the copy” while the prospective buyer views the 
pictures. The book also contains large pictures to 
demonstrate the appearance of each machine, a sampie 
tape insert to show what the machine will accomplish 
and copy to explain the main selling points. 

Dealers may obtain a copy of the book by writing to 
the company’s home offices. 

alten 
ASSOCIATED STATIONERS ISSUES NEW CATALOG 

A new catalogue, No. 36, Wholesale Commercial Sta- 
tionery, has been published for the trade by Associated 
Stationers Supply Company, 225-231 South Jefferson 
street, Chicago. 

Attractively bound in a two-tone brown cover of 
substantial ripple-finish stock, it contains 383 pages 
of printed matter, profusely illustrated. The second 
and third pages offer a pictorial insight into “The 
Home of ‘The Associated’,” together with a statement 
of policy and some pertinent facts. 

An alphabetical index occupies nine pages. It is an 
issue that combines good taste and logical arrange- 
ment, of which the publishers may feel just satisfac- 
tion. 

ss 
DOOLEY OPENS BUSINESS AT AUGUSTA 

The Dooley Typewriter Company has been estab- 
lished at Augusta, Ga., by E. S. Dooley, located at 314 
Eighth street. He is local agent for the Royal Type- 
writer Company, Inc. 

In the past Mr. Dooley had been sub-branch manager 
at Johnson City, Tenn., for the Underwood Elliott 
Fisher Company. He had also been engaged in the 
typewriter business at Knoxville and Chattanooga, 
Tenn. 

Mr. Dooley wishes to hear from manufacturers who 
seek a good distribution center at Augusta. 
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PAUL LEBEUF VISITS CALIFORNIA 

Paul M. LeBeuf, Philadelphia district manager, Post- 
index Company, with Mrs. LeBeuf drove to Los An- 
geles last month for a visit with his own and Mrs. Le- 
Beuf’s families. The LeBeufs had an interesting ride 
across country with two pleasant days at Pampa, Tex., 
looking in upon his former employer, C. H. Walker of 
the Pampa Office Supply Company and other friends 
there. The LeBeufs will leave California the first of 
July for the return trip routed from San Francisco for 
Reno, Salt Lake, Denver, Kansas City and “points east.” 
The trip in the other direction was made across the 
south. 

ares 
BARKLEY PREPARING CATALOGUE 

Covering the firm’s entire line of filing supplies and 
including some features designed for use of the sta- 
tioner in demonstrating the line, a new catalogue is 
being prepared by C. L. Barkley & Company, 517 South 
Jefferson street, Chicago. The book will contain a num- 
ber of illustrations attractively done in color and will 
total about thirty pages. Stationers who are not on 
the manufacturer’s list may obtain a copy of the cata- 
logue by writing to the company home offices. 

ion 
WENDT CELEBRATES 85TH BIRTHDAY 

August Wendt, of Wendt & Rausch, 125 St. Clair 
street, Toledo, recently celebrated his eighty-fifth birth- 
day. He has been an Elk for more than forty years, 
a Mason for fifty years and a fisher of black bass ever 
since he was a Detroit youngster—AK 





Snappy Display Sells Graduation Type- 


writers.-Exhibited throughout the 
country during the months of May and 
June, this attractive and colorful dis- 
play was put out by the Royal Type- 
writer Company as part of its gradua- 
tion campaign. Dealers reported that 
this display which was colored in red 
and black and was equipped with a 
white platform which showed off the 
new Royal portable to best advantage. 
was responsible for a large number of 
sales of portables which were pur- 
chased for graduation gifts. 


>— 
ARNOLD IS ROTARY HEAD 
H. B. Arnold, head of the H. B. Arnold Company, 
office equipment and furniture house, Saginaw, last 
month was selected president of the Rotary Club of 
that city. 
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LEADERSHIP 


In Posture! 









Real Dividends 
In Selling 
Correct Seating 


Harter Leads 
with 


The KEY 
to HEALTH 


COMFORT, 


°° I 





Our Dealers are Out In Front 
with the “Try It Yourself” Plan 


ARTER dealers know that Harter Posture Chairs 

sell themselves, when given a real day by day 
test. They know that the trial-offer method gets results 
—sells posture chairs and makes profits. There are 
still some territories open. Let us tell you in detail 
what some office appliance dealers are doing with 
the Harter Posture line. 

WRITE for the Harter folder showing the complete 
line of posture chairs. Learn about the plus values— 
durability, beauty, comfort, correct anatomical design 
and the famous key adjustment—the quickest, sim- 
plest, most positive adjustment known. 


THE, 


HARTER 


CORPORATION 


STURGIS - MICHIGAN 
Manufacturer of the World's Finest Steel Seating Equipment 
















| 
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Stationers= Ribbon & Carbon Dealers 


PROTECTION FOR YOU 


UR sales policy is EXCLUSIVELY WHOLESALE—always 

has been. Our line is STRICTLY A DEALER’S LINE— 

Inked ribbons—Carbon papers—Roll carbons—Honest Values— 

Uniform Goods—developed through years of experience in meeting 
and solving Ribbon and Carbon problems. 


Successful dealers throughout the world give us their confidence and 
patronage. They KNOW our STRICTLY WHOLESALE policy 
merits their confidence and have found it insures their PROTEC- 
“The Complete Line” TION. 

Originators and Sole Manufacturers of Cleangrip and Whitedge 
Efficiency Typewriter Carbon. 


RIGHT PRICES—RIGHT GOODS—AND 
PROTECTION FOR THE DEALER. 


H. M. STORMS COMPANY 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons. 
561 GRAND AVE. BROOKLYN, N.Y. 





Experience 
that Counts 


SIXTY years of desk making has 
this definite implication — Jasper 
Desk Co. desks have given consist- 
ent satisfaction. That is because of 
expert construction, designs are 
kept up to date and only best qual- 
ity materials are used. And yet 

Jasper Desk Co. desks are reason- $706 Glenweod “Ave. 
ably priced. —=- 


—— 





NO. 817 


A popular number. 
Full quartered oak. 
Five ltengths—48 to 
72 inches; 32 and 4- 
inch widths; height 
30% inches; shipping 
welght 203 te 26! 
pounds. 


















Our catalog presents a wide range of styles. We'll gladly send a copy. 


JASPER DESK COMPANY, JASPER, IND. 












Gum. Negra 7 
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INDIANAPOLIS COMPANY EXPANDS 

Due to a continued increase in business and con- 
sequent need of additional space for a new line of 
office furniture recently added to its stock, the In- 
dianapolis Office Supply Company last month took 
over additional quarters which practically doubles its 
former floor space. 

The company, which was established in 1919 by Har- 
old J. Hampton, governor of the Fifth District of the 
National Stationers Association, operates a retail store 
on the fifth floor of the Parcel Post Building and main- 
tains a staff of five outside salesmen, covering a radius 
of sixty miles near Indianapolis. According to Mr. 
Hampton, these men do not call in towns in other 
territory where there are legitimate commercial sta- 
tioners. 

Assisting Mr. Hampton is H. E. Morton, sales man- 
ager; Miller L. Keller, in charge of the furniture de- 
partment, and George W. Henderson who supervises 
the sales of stapling machines and other merchandise. 

The Indianapolis Office Supply Company is exclusive 
distributor for the Bankers Box Company, Columbia 
Ribbon & Carbon Manufacturing Company, Columbia 
Steel Equipment Company, Sturgis Posture Chair Com- 
pany, Tell City Desk Company, Wallace Pencil Com- 
pany and the Warren Lamp Company. 

oe 
RONAN ADVANCED BY REMINGTON RAND 


Harold F. Ronan, who entered the New York office 
of the Remington Rand Typewriter Company in 1920, 
has been appointed assistant manager, to work there 
with A. A. Fraser and A. L. Ruiz. 

As early as July, 1921, Mr. Ronan became senior sales- 
man. His efforts have made his territory one of the 
most important in the organization. 

During 1931, 1932, and 1935 he served as president of 
the Metrem Club—the association of New York Rem- 
ington typewriter salesmen.—RT 

a 
JOPLIN COMPANY OPENS NEW STORE 

The Joplin Printing Company, Joplin, Mo., has an- 
nounced plans for the establishment of an uptown 
retail store to handle office supplies, furniture, and 
stationery. The move was announced in conjunction 
with plans to locate the general offices and printing 
plant at Second and Wall streets, September 1. The 
firm has been located at 509 Joplin street for twenty- 
seven years. The site for the new uptown retail store 
has not yet been selected.—ATW 

ae 
COOPER ON LONG BUSINESS TRIP 


Frank S. Cooper, president of the Codo Manufactur- 
ing Corporation, Coraopolis, Pa., started on an exten- 
sive business trip from his Chicago headquarters on 
June 7 and is expected to return about July 12. Dur- 
ing his trip Mr. Cooper was to call on the trade in 
Iowa, deliver an address at the typewriter dealer’s 
convention in Kansas City and proceed to Omaha. 
He also planned to visit the Dakotas and Minnesota, 
spending some time in Minneapolis and St. Paul. 

> 
GORIN PATENTS FOR SALE 

The Seattle Trust & Savings Bank, trust department, 
Seattle, Wash., 
Frederick P. Gorin, a prolific inventor in the account- 
ing machine field. There are over twenty patents 
available for sale, the titles and numbers of which 
can be obtained from the trust department of the 
Seattle Trust & Savings Bank. Mr. Gorin passed away 
in September, 1933. 


| indexing, ACCO introduces the 


is executor for the estate of the late | 
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NOW READY! ;—~ 
JAN. 
FOR MID 1956 
YEAR FILE TRANSFER 
FOR \|__acco 
ALL YEAR UTILITY mf 





The 


scco BINDERBAC 


Combines with Standard ACCO 2-piece 
cover to make completely bound and in- 
dexed **Book Files.”” 















Every year sees an in- 
creased demand for 
ACCO 2-piece covers, 
used with the ACCO 
Fastener for filing and 
storing sheets of all 
standard punchings in 
any capacity. 


NOW, for complete binding and 
new BINDERBAC, which con- 
sists of a back strip of tough 
with gummed 
This board 


an 


board, covered 
grey binders’ linen. 
is scored every quarter of 
inch so that any length of it may 
be cut in widths up to 4 inches, 


to conform with the thickness of 








the record to be bound. 


eran uauy 
V4 Ve Z Va vr 
Vy Y Uf down to the top 
and bottom leaves of 
the cover. Thus the 
BINDERBAC gives 
the file a strong yet 
flexible backbone, just 
like a book. Binds all 
standard sheet sizes. 
ACCO Fasteners fur- 
nished for all commer- 
cial centers. 


linen pastes 


y Gf) 
tty Yj Ye, 
tty yy VY Uj; 


rte | FEB. 
} 


Acco Acco 











Acco | 





ACCO BF, BH and BK Binders can now be used for 
storage purposes through the use of the new BIND- 
KRBAC which permits indexing across the back of the 
file for immediate identification of the contents. 


Wrile for Sample and Prices 





ACCO PRODUCTS, Ine. 
Ave. and 24th St. 


| Long Island City, N. Y. 





CANADA ENGLAND 
ACCO Canadian ACCO Company 
Ltd. Ltd. 


Toronto London 
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WHERE 
CAN YOU MATCH 


These VALUES at these PRICES? 


JUNIOR Speed-O-Print 


Rotary Stencil Duplicator 


"129 





--- CUTS OPERATING EXPENSE 


This NEW type Rotary Stencil Duplicator creates 
an entirely new field of profitable business for the 
trade. It combines operating simplicity with 
sturdiness and accurate registration. Printing 
surface 534x8% in., sheet size from post card to 
6x9'o im. An ideal duplicator for restaurants, 
grocers, druggists, clubs, etc. Fully guaranteed. 


AUTOMATIC Speed-O- Print 


Rotary Stencil Duplicator 


32% 





A full sized duplicator handling any sheet from 


post card to legal size. Inside inking. It is simple 
and efficient in operation. Registration is ac- 
curate. The Speed-O-Print Automatic is one of 
the fastest selling duplicators on the market, 


Write fer 1936 Dealer's Catalog 


SPEED-O-PRINT CORPORATION 


180 W. Washington St., Chicago, III. 























OFFICE APPLIANCES 


SWAN COMPANY ISSUES NEW PENCIL 
CATALOGUE 
Well illustrated and attractively written, a new cat- 
alogue was issued last month by the Swan Pencil Com- 
pany, Inc., 221 Fourth avenue, New York. Copies of 
the catalogue may be obtained by dealers by writing 
to the company on their letterhead stationery. 
> 





Seventy-four Typewriters Going to School.—The accompanying 

picture shows part of a consignment of 232 Underwood machines 

for the Heald’s Colleges in San Francisco, Oakland and Sacra- 

mento, Calif. Lto R: R. T. Zingle, service foreman, and Serv- 
icemen Points and Woodling. 


— 
BOORUM & PEASE BEGINS MACHINERY 
OVERHAULING 
Including an installation of electric motors at a cost 
of $80,000, an overhaul and replacement program of 
its machinery equipment was started last month by 
the Boorum & Pease Company, Brooklyn, N. Y. Ac- 
cording to officials of the firm, the work will reach a 
total cost well into six figures and will take most of 
the summer months to complete. The task, however, 
will result in considerable saving in manufacturing 

costs. 
—~> 
MIMEOGRAPHED JOURNALISM COURSE 
A course of instruction for editors of college journals 
which are published by the stencil process will be 
held at Normal College, Danville, Ind., July 6 to 17 
inclusive. The course is complete, including both in- 
struction in the publishing phase, and also in the 
several processes used. Any one interested in the 
course can get detailed information from Mrs. Blanche 
M. Wean, director of the Commerce Department, Cen- 
tral Normal College, Danville, Ind. 
—— 
21 TYPEWRITERS STOLEN 
The theft of twenty-one typewriters, all of which 
were practically new, was reported last month by 
Robert S. Scharer, principal of the Roosevelt High 
school, Coldwater, Mich. The machines, valued at 
about $2,100, were taken from the commercial depart- 


ment of the school.—AK 
> 


HANSON MOVES TWO DEPARTMENTS 
Due to the increasing demand for its products the 
Hanson Scale Company, 523-531 North Ada street, Chi- 
cago, recently created more manufacturing space by 
moving its finished goods and shipping departments 
to 310 West Polk street at the Seng Waterway ware- 


house. 
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C O WN F I ae 


IS NECESSARY IN BUSINESS 


CONFIDENCE IN THE MERCHANDISE 
CONFIDENCE IN THE MANUFACTURER 


COLUMBIA 


Has Won the Confidence 
of the Dealers Because 


the High Standard of 


MATERIAL—WORKMANSHIP—SERVICE 
HAS NEVER BEEN LOWERED 







COLUMBIA STEEL EQUIPMENT COMPANY 
PHILADELPHIA 








OFFICE AND SHOW ROOM LINCOLN LIBERTY BUILDING 





LASTING SATISFACTION 
REPEAT SALES 


‘TURDY in construction, pleasing in design, low in price—Alma 
desks give satisfaction and bring customers back to your store. 






ALMA DESK COMPANY 


HIGH POINT, NORTH CAROLINA 
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Speeds the Day’s Work 


7070 Typewriter 
DESK 


Smartly finished metal parts in green, maroon or 
brown —wood parts, mahogany, walnut or oak. 
Roomy, convenient —accommodates a week's supply 
of stationery, envelopes, etc.. handy drawers for 
pencils, erasers and other small tools ——and space for 
handbag, etc. 


Wade by the Man- 
ufacturers of Pos- 
tur ~- Chair, Little 
Dandy Typewriter 
Stands, Economy 
T vypewriter Stands, 
File Stools and 
Tables, cafeteria 
and factory equip- 
mene 


Framed of cold rolled steel, smooth CelUhl finish 

there ix nothing to splinter or catch clothing. 
Saves 25 per cent of floor space, reduces lost motion, 
increases output. Side leaves can be fitted with ex- 
tension boxes to provide for typewriter with ex- 
tremely wide carriage, if desired. Closes up dust 
tight when not in use. 


UHL 7070 is attractively designed and finished, 
an effective adjunct to typist efficiency. Full details 
on request. 





THE TOLEDO METAL FURNITURE CO. 


1602 HASTINGS ST. TOLEDO, OHIO 
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E RLE S STEEL EQUIPMENT CO. 


HASBROOK STS., PHILADELPHIA, PENNA. 
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(New Machines and Devices— 
continued from page 61) 


follows a process that eliminates some of the steps | 


necessary in working with natural rubber. Pencil and 
ink erasers of different grades suitable for specific pur- 
poses can be made.—ERB 
cndiiieinieaa 
NEW CIRCULAR SLIDE RULE 
A new type of slide rule, circular in shape and ca- 
pable, it is said, of solving various types of mathe- 
matical problems rapidly, has been perfected and 
placed on the market by Walter R. Mondschein, 727 
South Dearborn street, Chicago. 
Known as the Mondschein Pocket Calculator, the de- 
vice can find the answer to problems in multiplication, 
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Mondschein Pocket Calculator 


division, interest, discounts, percentage markups, pro- 
portion, equivalents, photographic enlargements and 
reductions, payroll figuring, foreign exchange, etc. Of 
particular significance to users is the operating sim- 
plicity of the Mondschein calculator. An instance is 
recorded in which a _ twelve-year-old boy, without 
specific instruction, discovered its function. 

The circular rule is composed of two discs numbered 
in detail from ten to 100 and a transparent finder, all 
containing logarithmic scales. The outer disc is of 
larger superficial area than the inner disc which has 
black diagonal lines that radiate codperatively with 
the numbers or divisions of its logarithmic scales. 

The transparent finder is superimposed on the two 
discs, while on top, and held by a center eyelet, is a 
specially constructed demountable magnifying glass 
which revolves concentrically and enlarges the reading 
to about twice its size, making the scales equivalent to 
those of a thirty-four inch slide rule. The device is 
five and three-eighths inches in diameter and sells for 
$2.50 in a leatherette carrying case. 

A special feature of the construction of the pocket 
calculator enables it to be utilized as a window or 
counter display when not in use, thus making an at- 
tractive advertisement for itself. 

sditnitin 
WARD’S NEW TYPEWRITER KEYBOARD 

A typewriter keyboard which would center the hand 
and finger loads on the keyboard and on the fingers of 
greatest motor control has been suggested by Dr. J. L. 
Ward, associate professor of secondary education at the 
University of Toledo, who has recently developed a 
simplified and psychological keyboard arrangement 
after comparative study of the universal or standard 
and the Devorak-Dealey simplified systems. 

Dr. Ward, in his paper, “A Study of Typewriter Key- 
boards,” points out that according to results of experi- 
ments by Dr. Dwight Davis, “the average number of 
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A New-Improved 
J-30 Stapling Plier 


I 





It has sales appeal in design, construction, finish, per- 


formance, and price. Its utility is emphasized in its 
stapling depth—capacity—portability. Be sure to 
order now, and start on the road to NEW profits. 


Displays and folders, free. Write 


NEVACLOG PRODUCTS. Inc. 


BRIDGEPORT. CONN. 


National Stationers’ Ass’n Convention 
Chicago, Sept. 21, 22, 23, 24 


DESK 
SETS 




















The ideal 


business tools 


Progressive stationers have dis- 
covered a lively and persistent in- 
terest in these practical Desk Sets. 
The man or woman in business has the 
same wide choice of 12 accurately graded 
solid Duracrome Re-New-Points that 
is offered in the lar Esterbrook 
Fountain Pen. Points designed for every 
type of handwriting and for ledger, 
manifold and other special business 
writing. Whatever is chosen, sim- 
ply screw it into the barrel of a desk 
set fountain pen and 
your customer has the 
perfect business tool. 




























List Price * | 75 






Feature the complete line 


For 78 years the name “Esterbrook” has 
meant perfection to thousands. Capitalize 
this ready acceptance and link these foun- 
tain pen desk sets with your displays of 
Esterbrook Fountain Pens and Push Pen- 
cils in matched sets. 


dstevtivok 


STEEL PEN MFG. CO. 


86 Cooper Street Brown Bros., Lid. 
Camden, N. J. Or Toronto, Canada 
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EVENLY 














When you sell an artist, architect, engineer or student a 
bottle of Higgins American Drawing Ink you are putting 


into his hands an ink that has exactly the right fluidity 


for smooth. easy. satisfactory work. And the moment he 
uses Higgins he will feel obliged to you for supplying 


him with so superior a product. That makes for good 
will and good business. He will appreciate, too, the new 
bottle, so graceful in shape and so easy to cork and un- 


cork with one hand. 



















CHAS. M HIGGINS & CO... INC, H | G G | y S 
271 NINTH STREET, BROOKLYN, N.Y 
c POLL OLR OLPOLOOLL OL OLS 
4 
For quality in 
loose leaf rings, 





buy 


CARPENTER | 
HANDY RINGS $¢ | 


Made of solid brass, 
heavily nickelled, 
naturally wear for- 
ever without rusting 
or becoming loose. 








Display illustrated 
consists of five popular sizes 
of the best Loose Leaf Rings on the 
market. 

Sizes 12"-34"-1"-11,"-2" Diameter 


Write For Prices 
Sold by the Stationer who sells THE BEST 


The E. W. Carpenter Mfg. Co. 
MANUrAcTURES CF .< BRIDGEPORT, CONN. 


LOOSE LEAF METALS 


CPP PIPPI LLP LLLP LPL OPEL OL OPP LO LODO OOD 
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errors per test on the Universal keyboard from each 
level of students was approximately double that num- 
ber of those on the Devorak-Dealey simplified key- 
board.” Dr. Ward said this indicates that letter loca- 
tions are determining factors in obtaining greater typ- 
ing speed and accuracy. However, he thinks the De- 
vorak-Dealey arrangement contains awkward fre- 
yuencies of adjacent fingers, remote finger hurdles, 
high frequency hurdles, and single finger reaches which 
sould be eliminated or improved. 

In working out his simplified keyboard system, Dr. 
Ward has recognized the use-frequency of each let- 
er, the letter, the letter-frequencies in order of oc- 
‘urrence, and the ratio of vowel strokes to consonant 
strokes. He has attempted to place the letters of vary- 
ing use-frequencies, so that a minimum of words like 
‘monopoly,” “junk,” “kill,” “grafters,” or “exaggerate” 
will of necessity be typed with one hand, that hand 
ilterations can maintain as great a degree of rhythm 
is possible, that difficult finger reaches and stroke 
patterns might be reduced to a minimum, and that 
hand, fingers, and row loads might be balanced. 

Some of the defects which Dr. Ward hopes to elimi- 
nate by his keyboard are adjacent finger reaches such 
as “aw,” “se,” “sc,” “as,” “we,” and “er”; remote finger 
hurdles like “xt,” “no,” “om,” “cr’’; single finger reaches 
like “ik,” “ju,” “rt”; and high frequency finger hurdles 
like “ec,” “vt,” “my,” and “um.”—AK 

~> 
SWANWELL INK RECEPTACLE 

The Swanwell Company, Inc., 323-325 East Green 
street, Pasadena, Calif., is in the market with a desk 
set consisting of a container for ink and a Chang-O- 
Point pen, the nib of which, when the pen rests in the 
socket, is constantly in contact with the ink in the 
reservoir. A main ink supply feeds a dipping reservoir 
at a constant level automatically. The writing instru- 
ment holds sufficient ink for extensive writing with- 





Swanwell’s New Desk Set 


out redipping the pen, which fills itself. Pen points are 
replaceable. 

Retail prices range from $2.95 up to $25.00. A win- 
dow display—pictured here—shows the entire line, in- 
cluding the double bronze set which retails at $25.00. 
The display is supplied to dealers on quantity orders. 

The sets are made in black, ivory, yellow, orchid, 
coral, and other colors. 

- > 
NEW INK IN A NEW BOTTLE 

The Visco Chemical Products Company, Cleveland, 

O., has adopted a newly designed screw-cap container, 
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Photographic Reproductions 
are now made in any office with 


DUPRINTER 


At last! a convenient portable photographic reproducing machine 
which makes exact copies from any book, catalog, X-ray, newspaper, 
film, document, letter, or printed matter—even when printed on 
both sides. Neither photographic skill nor dark room are required. 
Any office boy or clerk can operate the DUPRINTER with excellent 


results. 


Of small initial cost, and minimum operating expense the DUPRINTER 
furnishes finished photo-copies quickly, confidentially and at a cost 


of only a few cents a copy. 


Financially responsible distributors can obtain franchises for their territories. 


DUPRINT CORPORATION 


36 W. 44th STREET, NEW YORK, N. Y. 





Special Introductow 
Offer! 


The DUPRINTER and complete outfit for 
a limited time only 


eee eee ee ee ee 


$352 

















STEEL AGE 


Now offers DEALERS 
Attractive Cabinets for 
ADDRESSOGRAPH TRAYS 


A REAL SALES BUILDER that provides a new 
source of profit and serves as an entering wedge 
in promoting the sale of regular filing equip- 
ment. We have furnished thousands of these 
cabinets through an exclusive arrangement with 
The Addressograph Company to users through- 
out the country. However we are now offering 
them to the dealer trade as a regular stock item. 


Write for complete information on _ these 
cabinets and prices that will insure you a hand- 
some profit and a new sales outlet. 


CORRY, PENNA. 


Export Dept., 5713 Euclid Ave., Cleveland, Ohio 








CORRY-JAMESTOWN MFG. CORP. 


18 Drawer Cabinet with lock door 
Seventeen other styles 


Cable Address CORJAM 
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Leaders in this field for over thirty 
years, we have equipped some of 
the largest schools throughout the 
country to the entire satisfaction 
of the respective school boards and 
architects. For any item not 
shown in our catalog or for special 


features, quotations, etc., write v ’ Ty 
For a Complete us. Our arrangement with the See Our Catalog - Se 
. ’ e New Indiana Chair Company T T OD 
Line of Teachers Desks, enables you to have desks and I N D I A N A D E Ss Ik 
ae he > chairs shipped in pool car, reduc- . P 
School Desks, Tables and ji ircight cost end expediting Company 


Special Furniture . . . delivery. JASPER INDIANA 














































Get the Facts 
about these fine 
quality leather 
upholstered 
office chairs. 
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RIBBONS 


AND 


irre |) CARBONS 








True Satisfaction Always 
Outsells the price appeal 


Satisfaction resulting from dependable, constant quality 
merchandise, is the strongest sales inducement. It is 
continually finding additional outlets and new uses. In 
selling typewriter ribbons and carbon paper especially, 
it is the merchant's and salesman’s only sure, worthy 


means of success 


LITTLE Carbons and Ribbons, the standard of com 
parison for 47 years, insure satisfaction. They offer 
commercial stationers opportunity for extending sales 
and the prestige of leadership in this important branch 


of their business. 


: . 
Made good throughout, genuine Titetan crushed grain A . P, L 1 t t ] e ° I ne. 


leather—of birch, mahogany or walnut finish. Get our 
new catalog and compare values and prices. Pool car , ae ; . 
ROCHESTER, N. Y. 


service in connection with Indiana Desks, available. 


N E W | N DI A N A C 4 Al ie Cc O M PA N y New York Office: Bible House, Astor Place 


JASPER, INDIANA 
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holding an ounce and a half, to market their new 
Visco fountain pen ink. The bottle, called the Inkette, 
is triangular in shape, with a broad base and wide 
mouth; it contains a well in one corner from which 
the ink can be drawn when the supply gets low. 


Light-refracting, it is said to show its contents to | 


considerable advantage. The designer is the Owens- 
Illinois Glass Company, Toledo, O. 
— 
KAHN PENCILS FOR BRIDGE 
David Kahn, Inc., North Bergen, N. J., offers a set of 


three-action mechanical pencils—solid blue, orange, or | 


green, with nickel trim and attached clips—in a gift box 








Da — — 


Kahn’s Bridge Pencils In Gift Box 


appropriate for the bridge table. There are four pencils 
to the box. 
A new catalogue of the company’s products is now 
available for interested retailers or wholesalers. 
velit 
NEW GERMAN ADHESIVES 
A new adhesive, insoluble in water, has been pro- 
duced by Pelikanwerke, Hanover, Germany, for use in 
model airplane construction. It comes in tubes, and 
can be employed for wood, paper, or leather. 
Pelikan-Photo-Gum, also a new development, con- 
tains rubber. A photograph that has been mounted 
with this adhesive can be easily removed without dam- 
age, and the adhesive itself can be rubbed off with the 
fingers.—-ERB 
_ 
CLEVELAND NEWS NOTES 
Cleveland dealers who deal in rebuilt typewriters, 
adding machines, check protectors and other office ma- 
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**The chest 
that’s best”’ 







Guaranteed to withstand the 
heat of ANY fire for one hour 


“DO THIS TODAY: Send us your order for one 
No. L Walz Security Chest, listed at $8.50 at special 
discount. Upon receipt of chest you may order five 
more and obtain an additional discount for the entire 
six (f.0.b. Oak Park or Chicago) AND—until further 
notice—a third discount applies if you remit on the dale 
shipment is received.” 


Geo. J. Walz 


112 Wesley Ave. Oak Park, Ul, 














_ ONLY FIVE 


chines are planning a vigorous protest to City Council | 


against an ordinance that went into effect June 4. 
This ordinance compels them to take out a license 
to deal in these machines and fulfill other require- 
ments, which apply to pawnbrokers, junk dealers and 
others dealing in second-hand merchandise. 

The ordinance is an amendment to one passed 
October 22, 1928, relating to junk dealers and second- 
hand dealers and is called an emergency ordinance. 
Its provisions state that it shall be unlawful for any 
firm, person, or corporation to engage in the business 
of purchasing, selling, exchanging or receiving: used 
typewriters, adding machines, Multigraphs, Addresso- 
graphs, check protectors, etc. (other articles not re- 
lated to office machines are also specified) without 
taking out a license, the cost of which is $15 a year. 


The license application must contain references from 


ELIMINATES POSTAGE WASTE 


improved 
Triner No. 9-T 
meets postal 
tolerance of 


~~ 
<5" 
<> 


GRAINS 








Increased 
Markets 





Capacity 
9 oz. x ly ot. 


Never before were the post-office requirements so exact- 
ing. With a tolerance of only five grains now permitted 
money in over-post- 


quate. Your market for Triners is thereby greatly in- 


creased. 


Triner refinements make this close-weighing accuracy 
possible. Permanent balance, special alloyed steel pivots, 
perfect alignment and operation of moving parts, to- 
gether with sturdy, high-grade construction, insure de- 

ndable and lasting service. Capacities nine ounces to 
our pounds in various models, with computing charts 
on those of one pound and over. 


Send for detailed description and prices 


TRINER SCALE & MFG. CO. 


2714 W. 2ist Street Chicage, Illinois 
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YOU HAVE THE_ 







WHEN YOU 
RECOMMEND 


PREEN-EDRE 
(AIMLELEIN (0) 
STORAGE FILES 
Pat'd. Nov 
A minute's demonstration 
will convince your cus- 
tomer of the many ad- 
vantages in this improved 
type of Storage File. 
GREEN-EDGE Storage Files 
are used by many Banks, 
Industrial Firms, Insurance Com- 
panies, Investment Houses, and Utilities 


throughout the country. 

Send today for a Demonstration Sample and 
complete details on the GREEN-EDGE ... no 
obligation. 


1928 

















C.L.BARKLEY &CO. 


ESTABLISHED 1921 
cManufacturers of Filing Supplies 
517 S. JEFFERSON STREET CHICAGO, ILL- 























Opening of School Means 
More Globe Sales 
BEFORE YOU STOCK FALL GLOBES | 
SEE THE NEW W. C. LINE 








NEW DESIGNS— NEW SIZES 


The finest line we have ever offered. 


Address Dept. G 748 











| 
| NEW GLOBE MAPS 


| 
| 
| 
| 
Write for our New Globe Catalog. 


WELDER COSTELLO CO, 


CARNE EAC TEE EES . ef pee add PEGE ES, BRE. 
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| two citizens as to the character of the applicant. It 
is not transferable and the business may only be con- 


ducted at the location for which the license is issued. 
It must be placed where it is conspicuously visible. A 
record of all purchases must be kept in a book, with 
the price paid by the seller, the buyer’s name, address, 
their description and the date and hour of the pur- 
chase. The book must be open to inspection at all 
times to Cleveland police. No entry may be erased, 
altered or defaced. A blank furnished by the police 
department must be filled out each week-day before 
noon and given or mailed to the police. A tag with 
a designating number must be attached to each ma- 
chine sold. 

No dealer is permitted to sell or remove from his 
place of business any of the articles mentioned, until 
they have been in his possession at least thirty days. 
Sales cannot be made to minors or intoxicated persons. 

The Cleveland Typewriter and Adding Machine Deal- 
ers Association plan on taking the matter to court if 
council refuses to exempt them from the provisions of 
the ordinance. They point out that they buy their 
machines from reputable manufacturers, and in many 
instances have orders on hand which they would lose if 
compelled to wait thirty days before selling them.—AED 





Wins Royal 


Typewriter. 

Above is Miss Bethene Burch, a school 
teacher at Spangle, who won a port- 
able typewriter in a short story writing 
contest held recently at the Inland Em- 


Teacher 


pire Writers’ conference. Miss Burch 
is shown receiving the valuable prize 
from G. C. Peterson, manager of the 
Royal Typewriter Company’s branch 
office at Spokane, Washington. 


— 
HARRIS RETURNS FROM EUROPE IN AUGUST 
Ward Harris, Ediphone agent in San Francisco, and 
Mrs. Harris, who sailed from Montreal aboard the 
SS Duchess of Atholl, will return to America on the 
SS Statendam, which leaves Southampton on August 6 
Mr. and Mrs. Harris left Montreal in May and are 
taking a leisurely tour of England, Ireland, Scotland 
and Wales. They will disembark at New York. 


METAL EQUIPMENT PLANT AT DECATUR 


The Universal Manufacturing Company has been 
established at 260 East Wood street, Decatur, Ill. For 
the present this industry will concentrate on the man- 
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GOOD REFERENCE BOOKS 


FOR YOUR PAPER SAMPLE FILE .. . These sample books will be gladly sent to 


manufacturing stationers on request from printing department superintendent, or salesmen. 


THE CHAMPION PAPER AND FIBRE CO., Hamilton, Ohio 


MILLS AT HAMILTON, OHIO...CANTON, N. C. 


Vanufacturers of Coated and Uncoated Advertisers’ and Publishers’ Papers, Cardboards, and Bonds . 


.. HOUSTON, TEXAS 
. « Over 1,500,000 Pounds a Day 


District Sales Offices: NEW YORK - CHICAGO - PHILADELPHIA - CLEVELAND - BOSTON .- ST. LOUIS - CINCINNATI 











BRIGHT 
IDEAS 


IN LEATHER 
FURNITURE 


Characteristic of all 
BRIGHT creations is 
that evidence of finesse 
only true craftsmen ob- 


tain. Here the buyer of No, 210C 
leather office furniture 
finds an expression of CHIPPENDALE 


originality so desired. SOLID WALNUT 


Every BRIGHT num- 
ber is a real value 

quality attractively 
priced. Every dealer 
can make more money 
selling them. You try it! 


No. 210R 


BRIGHT CHAIR CO. Inc., 
127-133 BLEECKER ST. 
NEW YORK, N. Y. 


Our profusely illustrated catalog 
will be sent to every inquiring 
office furniture dealer. Write for 
it now. Your first order will con- 
vince you. 
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Foremost in Value 


Hep 


TYPEWRITER 
STANDS 


True economy is reflected in this fine equipment. 
Framed of welded steel tubing ideal for the pur- 
pose, it is of light weight and smooth surface, at- 
tractively finished. The top and drop shelves of No. 
102 illustrated above, are of Masonite Presdwood 
(a grainless board) guaranteed not to chip, crack, 
of or warp. This design is equipped with two 
admium plated casters and two cubes tips, pro- 
viding steady placement and easy movement. (Four 
casters or four rubber tips optional.) It is also 
engin’ without drop leaves or with single drop 
leaf, either side. For school or other use where 
the stand is to be in fixed position, the casters and 
tips are replaced by floor flanges, clamped down. 

Such convenience and service are really indis- 
ensable to typewriter users. Typewriter and office 
urniture dealers who have TUSCO Stands in stock 
and on display find them profitable. Full details on 
request. 


Tubular Specialty Mfg. Co. 


1940 Stanley Ave., Detroit, Michigan 

Export Dept.: 41 Water St., New York City—Cables “Bunam.” 
REPRESENTATIVES 

C. E. Ritter, 2451 E. 78th St., Chicago (phone REGent 1110) 

Western Wholesale Stationers, Ltd., 307 E. Third St., Los 

Angeles, Calif. 
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HOLES in the top, HOLES in the bottom, 
HOLES in the back and HOLES all the way thru 


We Refer to a Respirator Cushion 





There is a reason for the holes in Respirator Cushions for it is by means 
of these holes respiration is created No other cushion is constructed 
like Respirator Cushions and no cushion can be as completely ven 
tilated Patent No. 2025712 

The human body is throwing off heat energy at the rate of approxi 
mately 400 B. T. U.’s per hour and when any part of the body is cov 
ered or insulated as enpene when sitting on an ordinary sponge 
rubber cushion, the balance of the body is compelled to dissipate all 
of the body heat and as a result an uncomfortable condition is created. 
Respirator Cushions being ventilated permit air to circulate through 
out cushion and thereby assist in dissipating body heat 


RESPIRATOR—The Modern Chair Cushion 


L. M. BICKETT COMPANY 
Watertown, Wis... U. 8S. A. 
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STEEL COSTUMERS 
* 


Sanymetal Steel Costumers 
sell steadily all year round be- 
cause of the extra convenience 
they offer. 

Sanymetal Steel Costumers 
with their modern lines, en- 
during imitation wood finishes, 
and “balanced” construction 
are guaranteed to stay upright 
even when the load is all on 
one hook .. . do not loosen or 
warp... have no rough edges 
to catch at clothes. 

List Prices F.o.b. Cleveland, 
Ohio, are as follows: 


Sk ee $10.00 
Mahogany, walnut, or oak 11.00 
White enamel ........... 13.50 


Write for dealer discounts and de- 
scriptive folders showing full range 
of colors. 
THE SANYMETAL PRODUCTS 
COMPANY, INC. 
1681 Urbana Road, Cleveland, Ohio 


* 














“PM KNOCKING 
SICK BUSINESS 
FOR A LOOP!!” 





ecessity in 


uses 3 sizes store and fa 
OF STAPLES AND I 






SPEED PRODUCTS ARE ALWAYS 
DEALER DISTRIBUTED 





37-18 NORTHERN BLVD., LONG ISLAND CITY, N. Y. 


BINDERS 
Prem xe) Tih 


A COMPLETE 
LOOSE LEAF SERVICE 


From our extensive range of Binders 
and Forms every possible requirement 
is provided for. Up-to-the-minute sys- 


tems such as Peg Boards and Analysis 
Forms for quick calculation, Visible 
Record Systems and other approved 
methods provide the Cesco Dealer with 
every advantage. 


SEND FOR CATALOG 


No matter how well you may be satis- 
fied with your present connection, an 
investigation of the Cesco Line is sug- 
gested. It’s worth your while to get our 
catalog and dealers exclusive agency 


plan. 


THE C.E. SHEPPARD CO. 


INS 4401-4429 TWENTY-FIRST STREET, 


LONG ISLAND CITY, N.Y. 
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ufacture of the “Moist-Airator,” a device for display- 
ing fruit and vegetables in retail stores. 
is president. He is also secretary of the United States 
Manufacturing Company. 


OOP CKREi tebe care 


OO0Ee PTROT INS Feed FLewons 





Featuring Quink Writing Fluid, The Miracle Pen and Other Par- 
ker Pen Company Products.—This handsome display was re- 
cently shown in the window of the William F. Murphy Sons 
Company, Philadelphia and attracted considerable attention. 
nails 
WALDRON OPENS JOPLIN ROYAL AGENCY 

A. P. Waldron, factory representative, has opened a 
new Royal Typewriter agency at 121 West Fourth street, 
Joplin, Mo. He went to Joplin from St. Louis, and had 
been in Salt Lake City just previous to being trans- 
ferred to Joplin. The store is in the Hotel Connor An- 
nex, centrally located and tastefully decorated and 
furnished. Mr. Waldron arrived in Joplin, selected the 
building and furniture and was open for business in 
four days.—HDR 


—_ 
HUDSON STORE TAKES NEW LOCATION 
The Dowling Book Store, Hudson, N. Y., has moved 
to 535 Warren street, and now occupies a spick-and- 
span business home. The store has the agency for 
the Royal typewriters covering Columbia and Greene 


counties. A modern repair department is conducted 
for servicing all makes of typewriters and adding 
machines. 


> 
WILLIAMS NAMED OFFICIAL OF CREDIT MEN 
Arthur Williams, export manager of the Woodstock 
Typewriter Company was named general chairman of 
the Chicago Credit Men’s Association at a meeting of 
the organization held on May 26. Harry Tipper, execu- 
tive vice-president of the National Foreign Trade Asso- 
ciation of New York, was a guest speaker at the 
gathering. 
oe 
OHIO BUSINESS CHANGES HANDS 
The Wilson Stationery Company, 106 West Fifth 
street, East Liverpool, Ohio, has been acquired by Fred 
A. Kennedy. Mr. Wilson had conducted this business 
forty-two years. A complete line of office equipment 
and supplies is carried; books and magazines are han- 
dled. The original name of this business will be con- 


tinued. 
>— 


VATER HEADS RETAIL MERCHANTS 
John J. Vater, owner of Vater’s Book and Office Sup- 
ply Shop, 102 West Randolph, Enid, Oklahoma, was 
recently named president of the Enid Retail Merchants’ 
Association. Mr. Vater, a resident of Enid since 1905, 
has operated his book and office supply shop almost 
thirty years.—_EVH 


A. F. Shafter | 










A BIG 
SUMMER ITEM! 


Wire your orders right 


away for the 











Linens, light summer clothes and count- 
less other items make the new Fulton 
Indelible Laundry Marking Outlit a big 
summer time seller! Even 
tennis balls, garden tools 
and many other things 
can be stamped for identi- 
fication. 


'\ FULTON 


indelible 





Easy and fascinating to use. Noth- 
ing extra to buy. Set contains 
three alphabets and t wo figure sets 
of rubber type, a “dry” stamp pad, 
bottle of special indelible fade 
proof, run proof, color fast ink, 
one line type holder, spacer, brush 
and tweezers. 














One dozen boxes, each 374 x 3%, 
attractively designed to appeal to 
women, packed in a striking dis- 
play carton. Send for your Fulton 
Laundry Marking Outfits Now— 
Feature them right away for big 


sales' 


FULTON 
SPECIALTY CO. 


ELIZABETH, N. J. 
Sales Office: 200 Fifth Avenue, New York City 


DICTATOR duplicating INK | 








PROVEN 


Satisfactory 


IN EVERY DAY 
DUPLICATING AND 


Profitable 


IN THE DEALER'S 
EVERY DAY SALES 


All the ingredients of DICTATOR Inks are tested and 
proven uniform quality. Laboratory analysis tells us 
whether raw material supplied conforms to our high 
standards. Clear, strong impressions from typed or 
stylus cut stencils always result, DICTATOR Inks are 
supplied in three distinct qualities, and provide cor- 
rect grades for all rotary duplicators. Glad to send 
samples and prices. 


NK SPECIALTIES COMPANY 


FRED B. CANODE 
519 S. Lafiin St. Chicago, Illinois 


—— 
oat 
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SELLING IDEAS FOR FILING SUPPLIES 

The Sales Stimulator of The Wabash Cabinet Com- 
pany discussed the “Alpha-Merical” system for letter 
filing, giving specific instruction on the installation 
of a sample installation in a file drawer. This makes 
| a good demonstration possible, leaving with the pros- 
pect a concrete conception of its adaptability to his 

| own work. 





Have you ever studied the Stamp Pad 
Look into the 
cold storage warehouses, the meat packers, 
marking and shipping rooms of factories, 
the fruit growers and packers, and you 


needs of your customers? 





will discover why 


Speed-Mo PORTABLE STAMP PADS 


are so popular. Send for one and demon- 


strate it to your customers. 


Ask for catalog showing our 
complete line of Speed-Mo 
Portable Stamp Pads. 


RIVET-O MFG. CO. 


40 Wainut Street Orange, Mass. 





Leo M. 


Meet 


President 


Ebeling, 
General 
Manager of Columbia 
Products Company, Inc. 

This busy gentleman was 
in a hurry but tarried to 
say sales are increasing, 





business is better and 
everything is on the mend. 





a 
McLEOD TO REPRESENT FULTON IN CANADA 
Donald McLeod, formerly sales manager and vice- 

president of the Spencerian Pen Company and a vet- 

eran of the office equipment field, will represent the 

Fulton Specialty Company in Canada. For more than 

sixteen years Mr. McLeod has traveled Canada exten- 

sively, his territory extending from Nova Scotia to Van- 
couver, B. C. He will work out of an office which he 

recently established in Buffalo, N. Y. 

ee aes 
GF GIVES EMPLOYES VACATIONS 
Vacations with pay will be given by The General Fire- 
proofing Company to all hourly rate employes with 














Graphic 





DUPLICATOR ROLLS 


Statistics prove that today there are more 
gelatin duplicators in actual,use than stencil 
machines. Every machine is a potential user 
of gelatin rolls or films and other hecto- 
—_ supplies—which assure a substantial 
and repeating age to the progressive dealer 
who can supply them. 

For more than 25 years Graphic Duplicator Rolls 
have been recognized everywhere for their uniform- 
ity, lasting quality and dependability. Only the 
highest grade of materials are used in our controlled 
manufacturing process to secure finest copying qual- 
ities. Graphic Rolls are furnished with spindles to 
fit any make of duplicator. 

Write us today for our dealer’s proposition and 
our new illustrated Price List. 


GRAPHIC DUPLICATOR COMPANY 
148 Lafayette St. 


CHICAGO BOSTON 


aa 
Manufacturers of a Complete Line of 


| Duplicating Machines and Supplies 








New York, N. Y. 
CLEVELAND 


Ta 








five or more years of service to their credit, according 
to a recent announcement of President George C. 
Brainard. About 600 employes, or approximately half 
of the total force, will be included in the plan. The 
vacation pay was set at forty hours at the regular 
hourly rate—AK 
intial 

BROWN COMPANY APPOINTS TWO MORE AGENTS 

The L. L. Brown Paper Company, Adams, Mass., last 
month appointed two new agents to handle two of its 
principal lines. The firms appointed are the Merriam 


| Paper Company, New York, N. Y., agent for the Grey- 


lock linen ledger in the New York Metropolitan area. 
and the Shaughnessy-Kniep-Hawe Paper Company, 
St. Louis, which will be distributor of Brown’s linen 
ledger. 
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Newly Improved 


‘*GAYLO’’ 


METAL 
FOLDING CHAIR 


$425... 


$15.00 per dozen 
f.0.b. Chicago 


GAYLO 


Correct Posture 
Chairs are now 
RIVETED AT ALL 
JOINTS. Made 
of heavy U- 
shaped COLD 
ROLLED STEEL. 
Chairs can be 
bolted together 
in rows, groups of 

two or more. 














Vertex 


FILE 
POCKETS 


still lead the way to 
greatest filing satisfac- 
tion. 
































Sturdily constructed 
from first-quality red- 
rope stock, their lasting 
serviceable qualities 
make them the cheap. 


ont buy tn the long cum Now finished in BAKED 


SYNTHETIC ENAMEL 


GAYLO is comfortable and rigid in its construction. It opens 
and closes quietly and quickly. Folds flat—stacks easily. 
Seat and back heavily upholstered in Spanish Leatherette. 
Rubber tipped non-skid Front Legs. Furnished in attractive 
Mahogany, Black, Green, Tan and Bone-White colors. 


ALVAH BUSHNELL CO. ir BRIDGE TABLES furnished to match. 


SALESMEN—A few vacancies open ‘| 
925 Filbert Street PHILADELPHIA 


“Vertex” Pockets will 
satisfy your customers 








GAYLO MFG. CO. 
820 NO. MICHIGAN AVE. CHICAGO, ILL. 
+ + 




















MODERN and PRACTICAL 
Machine Bookkeeping Equipment 


Illustration shows our popular Combination Outfit, 
consisting of the Model E Adjusto Tray-Binder, Cabinet 
Base and File, combining the active ledger accounts, 
transferred accounts and surplus sheets in one convenient, 
portable unit. Furnished either with or without hood. 


BUILT 
TO FIT 
LEDGER 


SHEETS 





OF ANY 
T’S a winner! Ten big improvements! Bigger capacity— 





SIZE 


Outfit No. 12-L 
for sitting posi- 
tion posting. 





Write fer details and wholesale price list. 
LEFEBURE CORPORATION 
MANUFACTURERS 
CEDAR RAPIDS, IOWA, U. S. A. 











holds 70 H 52 Chisel Pointed Staples. Longer range—up 
to 1'6 inches. Sturdier construction. New patented non- 
clogging front plate and other features. And it’s made right 
here in our Norwalk factory. Send in your H 52 order NOW. 


a THE HOTCHKISS SALES COMPANY 
orwe 
National Stationers Convention Chicago, Sept. 21, 22, 23, 24 


HOTCHKIss 


Conn. 
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Created by The 
NATIONAL Winner 


No. 902 


NBC Design 902 is a 
typical National crea- 
tion. Of ultra-modern 
design, smart fabrics 
and genuine leather, 
here is the realization 
of a really stylish brief 
case. Eight pock- 
ets, sliding 
handles. 














A style for 
every practical 
purpose—that 
is why National 
dealers can satisfy 
needs. 


Uniform 
high qual- 
ity always! 


\ great variety to choose from at attractive prices. 
Iwo and three-way zipper envelopes, 
Tuck tite locks, 


pockets, all types of finishes. 


ring book zip- 


pers, button fasteners, one to ten 


Be sure to write TODAY for your copy of the National 
Catalog! 
NATIONAL BRIEF CASE MFG. CO. 


512 So. Peoria St., Chicago, Ill. 


CROWN 


Typewriter Ribbons and Carbon Papers 





Whether a consumer, a dealer or a dis- 
tributor, the Crown line should meet your 
every requirement. Its wide variety of 
weights and finishes of carbon and the ex 
cellence of the fabric and inks, which readily 
adapt themselves to the various typewriter 
ribbon needs, enable you to provide and 
maintain satisfactory service 


Write today for full details 
proht-yielding proposition 


covering our 


The Crown Ribbon & Carbon Mfg. Co. 
782-790 St. Paul St. ROCHESTER, N. Y. 


Geod Impressions for More Than a Quarter Century 











OFFICE APPLIANCES 





PATENT PENDING! 


DROR-TYPES a one 


OUTSELL THE OLD STYLE PEDESTAL AND 
DROP TYPEWRITER DESKS COMBINED 


54 
INCH 


Grand 


Rapids Michigan 











NOW IS THE 
TIME TO DRIVE 
THAT.. 





STAPLING 
MACHINES 


ACE 








The 


$6.00 
Stationer's PILOT 
Good-Will $4.00 
Ambassadors CADET 
$3.00 


East of Rockies 


ACE FASTENER CORP. 


Chicago. 


3415 N.Ashland Ave. 


MAKERS 


THE WORLDS BEST STAPLING MACHINES 
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ADVERTISERS HONOR GILDART 

R. S. Gildart, advertising manager of the General 
Fireproofing Company, Youngstown, Ohio, has been 
elected treasurer of the recently organized Youngstown 
chapter of the National Industrial Advertisers’ Asso- 
cation. The local group was formed about one year 
ago and received its charter at the installation meet- 
ing —AK 

tite 
ROYAL PROMOTES KENNEDY 

O. M. Kennedy, who entered the service of the Royal 
Typewriter Company as a salesman at the Indianapolis 
office in November, 1934, last month was promoted to 
the position of branch office manager at Springfield, 
Mass. Mr. Kennedy takes with him to his new position 
a wealth of experience in the field plus an enviable 


sales record established during his stay in Indianapolis. 
—~<g—_ —— 


ie SOCKET L= I 


ISIN 


This Pleasing and Attractive Display Was Recently Shown in the 
Window of the Stockett-Fiske Company Store at Washington. 
The general setup featured the Style “A” visible record binders 


and accessories manufactured by the Stationers Loose Leaf Com- 
pany, Milwaukee. The Stockett-Fiske Company recently cele- 
brated its fiftieth anniversary. 
_ ee 


“THE PENCIL” 

The interesting and educational history of the man- 
ufacture of lead pencils from crude graphite is con- 
tained in a booklet entitled “The Pencil Since 1565,” 
recently published by the Koh-I-Noor Pencil Com- 
pany, Inc., 273 Fourth Avenue, New York, N. Y. 

The booklet sells for twenty-five cents. It was writ- 
ten by Clarence C. Fleming and Arthur L. Guptill and 
is illustrated by interest-absorbing sketches in pencil 
by W. T. Murch. 

Following a brief foreword the book opens with the 
actual finding of graphite when a wandering moun- 
taineer came across a giant tree uprooted by a storm 
and discovered a strange, black substance clinging to 
the exposed roots. The incident occurred in a lonely 
section of England in 1565 when Elizabeth was queen, 
which was later to become the famous Borrowdale 
graphite mine. 

Down through the years from the time sheep were 
branded with the newly-discovered graphite and the 
precious mineral was transported under guard of sol- 
diers the book takes the reader. The illustrations also 
faithfully follow the industry from its inception to the 
present time and conclude the book with visual de- 
scriptions of the modern method of manufacturing 
Koh-I-Noor pencils. 

Another interesting feature of the booklet is a page 
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Here’s a chair that will carry you across 
the quality goal line, to gain a reward of 
fair profits and satisfied customers. 

Quality is not considered a guess or a 
thing in our manufacturing 
program. Our knowledge of the needs of 
both dealer and customer, guides us in a 
well directed policy **to make the best at the 


most reasonable price.”” 


haphazard 
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Swivel Chair to match above—No. 263 


MURPHY CHAIR COMPANY 


INCORPORATED 


OWENSBORO, KENTUCKY = 




















THE 






Convertible 
CUSHION 





Popular the Year ‘round 
Especially in demand NOW 


The CONVERTIBLE offers exceptional opportunity fer 
profitable business through the summer season. The 
fibre side makes a cool, comfortable seat, protects the 


clothing and is long wearing and durable. For win- 
ter, the cushion is reversed, putting the velvet cordu- 
rey surface in use. 

The “Perfect” line includes several other numbers no- 
tably the EXECUTIVE, a 2-inch sponge rubber cushion 
covered with thick pile velour, boxed edges, in brown, 
green, taupe, blue and mareon—the COMMERCIAL, 
one inch, and the JUNIOR %ths inch thick. 
STATION PERS—tfull details will be sent you promptly 

on request. 


The Perfect Rubber Seat Cushion Co. 


5200 Akron Street Philadelphia, Penna. 
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WIRE-O 


The Double 
Ring-Wire 


Binding 





and growing in 
this NEW 


Nationwide 
| improved type of wire binding 
| 


leaps and bounds 


We will gladly and promptly 
inform you where you can ob- | 
tain commercial items such as 
steno notebooks, columnar pads 
composition — memo —- diaries, 
etc., also licensees equipped to 
wire-bind your catalogs, bro 


chures, pamphlets and the like 


Keep WIRE-O in 
replace obsolete sewed binding 
items with this NEW and latest 


mind | 


method. 


MANUFACTURING CO 
N.Y. | 


| TRUSSELL 
| Poughkeepsie 
| 























OUT OF THE FLOOD 


CAME BRIGHT, UNTARNISHED SIGNALS! 


; 


30 FTO 


THE H. C. COOK CO., 14 Beaver St., Ansonia, Conn. 


FLASH! We just received specimens 
of our stainless steel file signals from a 
dealer in a Pa. flood area. Though they 
had been water-soaked and then buried 
in mud a long time, when rinsed off at 
our factory the steel was untarnished and 
the colors bright and intact! Surely here is 


CONCLUSIVE PROOF 


value which is built into 
Cook's Signals—a value which is aug 
mented by many mechanical refinements 
that make them decidedly worth while 
to stock and display 


of the intrinsic 


W rite for samples and catalog price sheets 


COOK'S 


STATIONERS’ SPECIALTIES 








bs 


No. 2 
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| devoted to a brief history of the famous Koh-I-Noor 


diamond which, after two cuttings, now weighs 106%, 
carats. Another chapter, of particular interest to art 
instructors and students, deals with the selection and 
use of drawing materials. 

The three men responsible for “The Pencil Since 
1565” have done an excellent job of portraying one of 
the most important industries in the office equipment 
field and have combined their efforts to create from 
dry history a colorful and intriguing story which is 
fascinating and educational from cover to cover. 





This Excellent Display of Glassware and Stationers Hardware 


| Was Made at the Wholesale Stationers Convention in Detroit by 


the Frank A. Weeks Manufacturing Company. 
—_—_——_—_—_—_ 
SEATTLE NEWS NOTES 

Members of the Seattle Typewriter Dealers Associa- 
tion devoted the entire May meeting to discussion and 
approval of trade-in allowance schedules, suggested 
minimum resale prices of standard and portable type- 
writers, and minimum repair charges. 

Conforming with action taken in past years, mem- 
bers of the organization agreed to close at one o’clock 
Saturday afternoons during the months of June, July, 
and August. 

* *. 7 

Lyle Goss, assistant manager of the University Book 
Store, returned to Seattle June 1 after making an ex- 
tensive trip to San Francisco, Denver, Chicago, New 
York City and Boston. At the June meeting of the 
typewriter dealers, Goss gave a thorough resume of 
typewriter conditions in the cities he visited, com- 
paring problems in those communities with local af- 
fairs. 

. ” > 

Don Johnson of the Washington Typewriter Com- 
pany is featuring a clever window display of old makes 
of typewriters. Six machines in the exhibit were loaned 
by J. C. J. Martin of the U. Mimeo & Typewriter Com- 
pany. 

. . > 

The majority of dealers in Seattle reported gratify- 
ing sales during graduation week to high school grad- 
uates. 


+ * . 


A poll of the dealers on June Ist disclosed that the 
local association would not have a delegate or a repre- 
sentative at the annual convention of typewriter deal- 
ers in Kansas City this year —JCJM 
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CARBONS and RIBBONS 


Will be found economical for the reason 
they possess DURABILITY resulting in 


maximum wear and longer life. 





This is just one of the reasons why the 
Dealer should carry the BUCKI LINE. | 

| Other reasons lie in the Buckeye Merchandis- 
| ing Plan which will be explained upon re- 


quest. 


| 
| Th Buckeye Ribbon & Carbon Co. 


1458-1468 East 55th St. Cleveland, Ohio 


4 copy of the Buckeye Booklet awaits your request. 
| Dealers have found it indispensable. 

















> 











ERASE A WHOLE PARAGRAPH 
CLEANLY With A Pencil Eraser? 
YES! Jt Can 
Be Done With 


CORRASABLE BOND? 


Prove it yourself. Demonstrate it to your 
customers. This sales creating demonstration 
has helped hundreds of retailers increase type- 
writer paper department profits. CORRA- 
SABLE BOND is a “natural” for every 


business office in your vicinity. Get those sales! 
Write immediately for samples and prices! 





EATON PAPER CORPORATION 


Typewriter Paper Division 
PITTSFIELD, MASSACHUSETTS 
NEW YORK: 21 Fast 40th Street . . CHICAGO: 25 East Jackson Blvd 
Stocked in San Francisco at 770 Mission Street 











N. Ss. A. (No Sex Appeal) 
CONVENTION 


CHICAGO, ILL., SEPT. 21-22-23-24 


3... SIGHT-SEEING TOUR* 











Especially, there's Field's Museum. . . 
If you want SIGHTS, that’s where 


you'll see ’em! 
* 







Be sure to see the Lincoln Zoo... . 
But don’t let anyone see you! 
ae % Go and see our nice Aquarium... . 
i” Look at the fish, but DO NOT 
SCARIUM! 


Be sure to notice our swell Park- 
System; 
+=»! We once LOST ten, and never missed 


"em! 


‘ *Next Month ... “Hotel Rules” 


TOPOINT COMPANY 


1801 Foster Avenue, Chicago 


TIME TO MAKE SOME 
A © NIE V7 - 





There s plenty of business for the aggressive dealer who 
displays the office appliances that are in demand. 


Now comes “MOJSEN-IT" the real money-maker. 
Feature ‘‘Moisen-It"’ and watch your sales mount. 


The new Colytt “Moisen-It" is sanitary, attractive on 
any desk, simple to operate and will last a lifetime. 


It is the perfect device for 
moistening envelopes, 















stamps, labels, finger- 
Ri. M- . d 
psvenans =e tips or any gumme 
_Oreice —, surface. It meets a 
~ demand felt in every 
office. 


Retails for $1.50. 
Liberal discounts 


to dealers. 










HANDS ALwiyS DRY - GUMMED SURFACE ALWAVE MONS TENED 


re COLYTT LABORATORIE$ 


565 W. WASHINGTON BLVD. 
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4 
‘Another new account, Joe. 





“. .. And it’s a cinch to do 


quality work, Joe, and make 
our profit when we use Wiggins 
Book Form Cards; and the 
job, delivered in a Compact 
Binder, has more to say about 
quality than the whole sales 
force could in a year.” 

A Business cards done on this 
stock and delivered in these 
binders are automatic busi- 
ness-getters. Once a customer 
is provided with business 





A Ask any of the paper mer- 
chants listed here to show you 
this card stock and binders. 
cards done in this form, he’s He will gladly cooperate with 
yours for life. you in the way of samples. 


The JOHN 8. WIGGINS COMPANY, 1162 Fullerton Ave., Chicago 
(Originators of Scored Cards) 


Grand Rapids: 


New York City: 
Carpenter Paper Co. 


Richard C. Loesch Co. 


Pittsburgh: Houston: 
The Chatfleld & Woods Co. L. 8. Bosworth Co., Inc. 
Detreit: St. Louis: 


Seaman-Patrick Paper Co. Tobey Fine Papers, Inc. 


WIGGINS 


BOOK FORM CARDS 
COMPACT BINDERS 


C&O: ———/ 





Let the Hanson Merchandising Plan 
Help You to 


SELL 





4 





pt | 





OU realize, of course, 

that every business 
office should possess an 7 
efficient postal scale, because of its general con- pounds 
venience and the postage it saves. But no mat- 9y nals 
ter how seeming the need, there still remains the 
problem of transferring scales on your shelves into 
active service. Even tee scales, though perfectly 
constructed and comprising every known improvement, 
need to be backed by a successful merchandising plan. 
There ts such a plan—“The Hanson Weigh,”’ plus per- 
sonal service especially adapted to your particular sales 
problems. Hanson dealers are provided with this 
service. Hanson scales must—and do—move into 
their ultimate mission—that of giving unvarying and 
efficient service to industry. This is the objective of the 
Hanson Merchandising Plan. Send for it now. Let it 
establish for you a profitable postal scales department. 


Hanson Scale Co. 
525 N. Ada St. Chicago, Ill. 























Assures 
more speed and 
lower cost in pre- 
paring magazines or 
loose papers for binding 


Just a light twirling pressure perforates 
a half inch thickness of paper, quickly 
and accurately—one, two or three holes, 
four sizes. Drill heads are adjustable up 
to 9 inches center to center. Twirlit 
offers economy and convenience beyond 
all equipment previously available for 
this kind of work. Details on request. 


MARYLAND 











Mitchell Binder Co. MARYLAND 











IMPERIAL ives you 


QUALITY plus PRICE 
plus A SERVICE THAT 
GETS BUSINESS! 


You can test Imperial Carbon Papers any way 
you like. Imperial quality stands up with the 
best of them—the equal and often the superior 
of the highest priced brands on the market. 
And you can sell Imperial Carbon Papers. The ZZ 
Imperial Merchandiser enables you to compete 

with any direct selling expert on a real service- 
to-the-customer basis. With the Merchandiser 

a handy, pocket portfolio of carbon papers and 
carbon paper information) you can help the 
customer to pick just the right carbon for his 
the carbon that will do the best work 
at the lowest cost—the carbon that will save 

him money. And you'll be getting some of that 
95° of the carbon paper business in your terri- 
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needs 


tory now going to your competitors. 


Write us about it. 


IMPERIAL MANUFACTURING CO. 
The Manufacturer with the Dealer’s Viewpoint 
Owned and Operated by PEERLESS KEY CO., INC. 


401-407 Mulberry St., Newark, N. J. 


New York: 321 Broadway Chicago: 19S. Wells St. 


IMPERIAL mercHANbiser 


WZ lldddldddddddddddddddddddddddddddddddddddddddddddddddddddddddddddddddes 








185 


OS VALt), | dt AMMAR Ls 


JULY, 1936 


PACIFIC NORTHWEST NOTES 


G. A. Bowring, for many years with the Chehalis 
(Wash.) stationery house of Gabel & Gabel, has now 
entered business for himself in Centralia, Wash. Be- 
sides complete lines of office supplies and general sta- 
tionery, he has a stock of greeting cards and giftwares. 
As good-will builders, gifts were presented by Mr. Bow- 


LINE... EXCLUSIVELY! 


y 
Ss 


“STEEL STRONG PRODUC 


THROUGH DEALERS ONLY 





ring every hour of the opening day this June. Known 
as “Bowring’s,” the office supply and stationery busi- 
ness has established its retail setup at 325 North Tower 
avenue, Centralia. 
* * * 

There is considerable jubilation at the offices of the 
L. C. Smith & Corona Typewriters, Inc., at Yesler Way 
and Second avenue, Seattle, due to the excellent per- 


formance of the L. C. Smith in the recent typing com- | 


petitions at the University of Washington. The first 
four places in the amateurs and beginners field were 
won on the standard-keyboard L. C. Smith machines. 
Many schools of Western Washington sent their speed 


artists to the university at Seattle for the typing trials. 


* * * 


An excellent month’s business was achieved by A. E. 
Fransen & Company of Third avenue, Seattle, with May 
of this year running about twenty-five per cent in ad- 
vance of the previous May. Particularly good was the 
showing in the new line of steel letter filing cabinets 
and equipment adopted. An outside salesman devel- 
oped a goodly volume of sales in insurance offices and 
other places of business where steel filing cabinets are 
indicated. 

« o > 

Indicted by a federal grand jury in Seattle last month, 
a man was held guilty of violating postal laws through 
an alleged illegal fountain-pen scheme. He was charged 
with defrauding widows by collecting for fountain pens 
sent to various homes after death notices appeared in 
the obituary columns, claiming the pens had been 
ordered by these women’s husbands before their deaths. 


* * * 


Merle B. Sell, formerly of Oklahoma City, Okla., and 
W. C. Thorgeson, have recently been added to the sales 
staff of the L. C. Smith and Corona Typewriters, Inc., 
offices of Seattle. 

o . » 

The Sunset McKee Salesbook Company of Spokane, 
manufacturing sales and order books for all sorts of 
retail stores, restaurants and the like, completed in- 
stallation recently of extensive new machinery and 
equipment which will greatly enlarge its capacity. The 
new machinery constructed in Spokane is said to be a 
marvel of efficiency, having taken fifteen men five 
months to complete. C.J. Johnston, president and gen- 
eral manager of McKee, was present from Oakland for 
a trial run of the machinery that will turn out sales 
books sheets at a most rapid tempo. 

7 > o 

Welcomed to Seattle’s office supply and advertising 
circles this June was E. J. Murphy, Southern California 
manager at Los Angeles for the Dictaphone Company, 
who has been most active in merchandising and organ- 
ized advertising circles for a number of years. A past 
president of the Los Angeles Advertising Club, Mr. Mur- 
phy is now president of the Pacific Association of Ad- 
vertising Clubs, and addressed ad club members in 
Seattle this June, outlining plans for the thirty-third 
annual convention which he will head in Seattle this 
July. The noted Dictaphone executive arrived in Seat- 
tle by plane, and later went to Vancouver, British 
Columbia, to be guest of honor at an ad club luncheon 
there. 


missions. 


Nat’l Ass’n of Stationers. 


Bill Straps, Coin 
Currency Cabinets, etc. . . 





Accounts in your territory are your accounts. 
You control them—earn and get full com- 
We have no salesmen to pirate your 
customers and cash in on your missionary work. 
No competitor gives you that protection and that 
is why Steel-Strong franchises are valuable . . . 
secure . . . with the guaranty of Members of The 


Steel-Strong Products include Coin Wrappers, 
Trays, Tray Pans, Coin 
- and each 
has been developed to the highest e 
Write for liberal discounts and sales helps. 


THE C. L. DOWNEY CO., Cincinnati, Ohio 


gs, 
roduct 


ciency. 











THE C.L.DOWNEY CO. 


STEEL-STRONG "PRODUCTS 


CINCIN 
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—+-G-J-AIGNE 


503 S. JEFFERSON ST. * 


ESK 
PADS 
* 


Designed to appeal, 
designed to sell, 
and designed and 
built to wear a full- 
value service period 
- « « these truths 
about AICO Desk 
Pads have rapidly 


a this line in 
ront position in 
the dealer’s favor. 
Over a_ thousand 
combinations of 
colors and styles are 
shown in the AICO 
catalog. 


** AICO «x 


% stationer’s special-*% 
gy ts are proven profit 
makers. To mention 


ular Edge Tabbing,® 
x AICO Indexes, 
Work Distributors 
Ware especially profit-* 
able items to pro * 
mote. 


xkkkkeKekenene 


R:CO- 


CHICAGO 
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$750 
Office Machine Stand 


REDUCED TO 
ONLY 








The All-Purpose Stand for Home or Office 


All Metal Stand Can be used ro Lo 

“ae writers, Adding Machines, 
Sliding Book Shelf Addressographs, Tele- 
Easy Rolling Casters 


phones, Etc.—At home for 
Olive Green Finish 


all standard and portable 
machines, Homework, as 

26” High—18” Wide 

—14” Deep. 


service trays, etc. Packed 
ready for shipment, WGT 
Take Advantage of This Low Price NOW! 


12 Ibs. 





THE ORIGINATORS OF ““NU-TYPE” Stand 
526 PRUITT BLDG. CHICAGO 














AJESTIC typifies the English mode 
in this number. With a sofa to 
match, this suite is in favor everywhere. 
Always correct, long wearing and un- 
usually comfortable it is a fast seller— 


especially at Majestic popular prices. 


MAJESTIC 


Lounge Company, Inc. 
New York Showroom and 
Offices: 6 West 18th St., 
New York, N.Y. 
Chicago Showroom 
Merchandise Mart 














Factory at 
Bridgeport, Conn. 










Majestic No. $75 
Davenport to Match 











OFFICE APPLIANCES 


Neon-lit a burning red against the green “Vines” is 
Eddie Vines new pen and greeting card shop on Fourth 
Ave, Seattle, where two beautiful windows are artisti- 
cally and colorfully filled with most attractive greeting 
cards. His “pen shop” is immediately in the center of 
the rear of the large new headquarters. 


= * * 


Back in the saddle heading his stationery and print- 
ing business on Third avenue, Seattle, is A. E. Fransen, 
recovering from a recent operation. He feels like a 
new man, he states, since leaving the hospital. 


~*~ * * 


Welcoming the national conclave of Shriners this 
July is the Dando Equipment Company on Fourth Ave- 
nue, Seattle, with a large window decoration of the 
Shriners’ scimitar, star and crescent superimposed upon 
the glass. The office supply firm will “Smile with Nile” 
and the Nile Temple of Shriners will entertain wearers 
of the Red Fez from all parts of the country. 


ea 2 


Complete traveling offices are the special Cunocar 
Service autos which travel about the business district 
of Seattle, with the inside of the auto given over to 
business machinery. They are bonded bookkeepers and 
accountants who operate the special motorcars parked 
here and there in front of stores, or while milling in 
traffic. 

Promotion of portable typewriters recently by The 
Stationers, Inc., of 927 Commerce and 926 Pacific, Ta- 
coma, included the grouping of a number of specialties 
offered gratis, such as the carrying case for each of the 
many standard-makes of portables, touch typing in- 
structions, and a new twenty-page booklet showing the 
purchaser: “25 Ways to Earn Money with a Type- 
writer”.—CML 

SS 
HOTEL RED BOOK—TRAVEL GUIDE 


Travel is what the reader will do when he gets his 
hands on the new Hotel Red Book for 1936. Its com- 
ing was announced in the last issue of Office Ap- 
pliances, and its arrival at this office was the signal 
for departure in spirit over many old trails and new. 

Arranged by states, alphabetically, one section shows 
a vast array of data on cities in the United States, 
their counties, population, and hotels available. Of 
these, the proprietors, number of rooms, the plan 
(American or European), the season available, if only 
summer or winter service is offered, and membership 
(or non-membership) in the American Hotel Associa- 
tion are indicated. Similar treatment is given material 
relative to possessions of the United States, Canada, 
Mexico, the West Indies, Japan, Manchukuo, and 
South America. The whole compilation covers more 
than 800 pages. 

Lists of national parks, national monuments, military 
parks, battlefields, and cemeteries carry the imagina- 
tion back into stirring history, or abroad in modern 
times to view scenes that would inspire artists and 
poets by their romance. Lincoln’s own log cabin birth- 
place in Kentucky, Crater Lake in Oregon, of vivid 
blue; the Grand Teton Mountains, carved from granite 
by glaciers ages past; Zion, of Utah, with its vari- 
colored and fantastically-carved cliffs; pueblos, revo- 
lutionary forts, Spanish mission ruins, Alaskan totem 
poles ... it is a volume packed full of interesting 
fact and suggestive of beauty and drama. 

Copies may be secured from Emerson D. Owen, 221 


| West Fifty-seventh street, New York. 
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IF IT’S NOT IN YOUR STOCK 
DRAW ON OURS 
SAFES 








FILES 


FOLDERS 





GUIDES 


STAPLES 


STAPLING 
MACHINES 





WASTE 
BASKETS 


IN NEW YORK STOCK 











r 
CAL CAMERON 
155 LEONARD ST. 
NEW YORK, N. Y. 


J 














DARNELL 
Office Chair 


CASTERS 


e BUILD and HOLD 
BUSINESS 





Featuring the Darnell Patented 
Double Ball-Bearing Swivel 











Your customers will appreciate the smooth, ef- 
fortless, quiet operation of Darnell Casters. Fam- 
ous because they 


Always SWAW EE. and ROVE- 


—Darnell Casters have longer life and give the 
maximum of floor protection. Made of highest 
quality materials throughout. 

Office Furniture and Appliances Factory- 


equipped with Darnell Products indicate the 
manufacturer's high regard for quality. 


DARNELL 


CORPORATION, LTD. 





Write for 
FREE Sample 
Set of Darnell 


P. O. Box 4027-O, Ste. B Nelasiess 
Long Beach, Californie Glides 

24 E. 22nd St., New York City and Special 

36 N. Clinton, Chicago, Illinois Proposition 

for Darnell 



































No. 434—66x36 inches 


Reshel— 


STRONGER THAN EVER 
(Complete Line — Good Stock, 


on hand at all times. 


SEND FOR INFORMATION 
Desirable territory still open for 








experienced salesmen. 


J. K. Rishel Furniture Co. 


WILLIAMSPORT, PA. 














What Makes 


QUALITY 
Also Makes 


PROFIT 


Notice 


3-Point Locking Device 
Reinforced Door 
Adjustable Shelves 
Flat Key Lock 
Attractive Handles 
Strong Hinges 
Welded Angle Steel 
Frame 
Baked Enamel Finish 


Real quality features justify a price which 

does not sacrifice the dealer's profit. The 
customer can see his money's worth in cabinets of Lyon 
construction. 


Dealers are finding increased acceptance for real value. 
Send for Bulletin 421, showing single and double door 
styles; also Lyon Desk-Hi, Counter-Hi, and Li-Flat Cabinets. 


Lyon Metal Products, Inc., 2802 River St., Aurora, Ill, 


LYON -=: CABINETS 


Steel 
Storage 
and 
Wardrobe 

















)“KELEAN” 


Unground Ball Bearings for the 
Metal Office Furniture Industry 
(0. B. Patent 1.788.693. Canadian Patent 834.059. Other patents pending) 

All parts machined from bar stock and heat-treated, 
outer races are one piece and can be made in any 
desired shape. (No soft stampings used whatsoever.) 
For cradle slides our ball bearings and rivets are in one 
unit for quick assembly. 95% of filing cabinet drawer 
slides in United States and Canada operate on “Kilian” 
unground bearings. Samples made to your specifi- 

cations. 


Kilian Manufacturing Corporation 


107 North Franklin Street Syracuse, New York 


OFFICE APPLIANCES 


Built Like A Stone Wall 
Designed to fit any Job! 




















No. F1966—Finished Brown Walnut. 
Length 66"; Width 36”; Height 30”. 
Genuine Walnut Exterior. 














Any man in any office would be proud to claim 
this Executive desk. We offer a complete line of 
Jackson desks—distinguished in appearance—built 
like a stone wall,—and at prices that bring sales 
and profits to dealers. 


Write for Catalog 407 at once. 


JASPER OFFICE FURNITURE CO. 


Jasper, Indiana 











por over 20 years Peerless Rubber 

Typewriter Keys have been known 

for quality and leadership. Four out of five 

big city stationers feature them. More dealers 

concentrate on Peerless than any other—be- 
cause they sell! 

But you don’t have to take our word for it. 
Peerless has a new sales help that is guaran- 
teed to sell Peerless Keys for you. All we ask 
is that you write for it and let us prove that 
Peerless Keys will make you money. 

PEERLESS KEY CO... INC. 
Manufacturers of the only complete line of rubber keys 
sold through dealers. 


GENERAL OFFICE AND FACTORY 
107 Mulberry St. Newark, N. J. 
New York: 176 Fulton St. Chicago: 19 So. Wells St. 
National Stationers Association Annual .Convention and 


Rusiness Show, September 21, 22, 23, 24 at the Palmer 
House in Chicago. 


——,. 





EE 


New Help for Dealers 
GUARANTEED TO SELL 


PEERLESS KEYS 














A COMPLETE LINE 
Correct in Design 
Honestly Built 
At the Right Price 





Glad to send catalog 





Jasper Seating Co. 


JASPER, INDIANA 
CHICAGO: L. H. Farber NEW YORK: 
529 S. Wabash Ave. Office Furniture Warehouse 
Telephome WEBster 3217 573 Broadway 
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GORLINE SERVES G-W IN WEST 

Harry B. Gorline has been appointed to represent The 
Globe-Wernicke Co., Cincinnati, O., on the Pacific coast 
and in some western states, according to an announce- 
ment by H. C. Anderson, general sales manager of the 
company. Mr. Gorline will carry on under John B. 
Hibbard, western district manager. 

“This expansion of our sales organization was made 
necessary because of the continued improvement in 
business, particularly west of the Rocky Mountains,” 
Mr. Anderson declared. “It will also enable us to give 
better service to our growing list of dealers through 
more frequent contacts with Globe-Wernicke field rep- 
resentatives.” 

Mr. Gorline was for sixteen years store manager for 
A. Carlisle & Company, well-known business house of 
Reno, Nevada, and his long experience in retail selling 
has equipped him well for his new responsibilities and 
opportunity 


- 
CENTRAL OHIO TO HANDLE FIBERSTOK 
PRODUCTS 


The Central Ohio Paper Company, Columbus, last 
month was appointed distributor of the National Fiber- 
stoK Envelope Company’s line of merchandise in the 
local territory. The company also maintains branches in 
many other cities including Toledo, Cleveland, Dayton, 
Detroit, Pittsburgh and Indianapolis. 

a 
NEWCASTLE DEALER HOLDS BUSINESS EXHIBIT 

The Stationery Trades Review (London) reports that 
Kidd’s Business Service, Newcastle-on-Tyne, held a 
three day exhibition of office equipment at Chronicle 
Hall, Pudding Chare. A similar display at the Grand 
Hotel, Middlesbrough, received generous attention. 

unmesitliimssiitase 
CONNORSVILLE STORE MOVES 
J. Roth Stationery Store, Connersville, Ind., 
the Thornburg building, 717 Central 


The A 
has moved to 


avenue. The Roth store includes a print shop and 
a full line of office supplies. The premises at 1717 
Central avenue, have been remodeled for the new 


tenant. 





—— 
———— 
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Bronx, Manhattan, N. Y rhe Boulevard Typewriter « 
established at 939 South Boulevard by Morris Morse 

Chicago, til.—Arthur Willian 
writer Company, has been 1 
Men’s Association 

Cleveland, Ohio.—-The (¢ dated Typewriter Company has n 
2034 East Twenty-second street to 1718 Euclid avenue 

Denver, Colo 
pany has been opened 
S. Sloan 

Evansville, Ind.—J. K. McEwen has been appointed branch manager 

re for the Royal Typewriter Company, Inc 

Huntington Park, Calif The 
enting the Royal Typewriter ¢ 


mpany has been 


export manager for the Woodstock Type 
de general chairman of the Chicago Credit 


oved from 


The South Denver 


t &§8 Broadway by 


Typewriter-Adding Machine Com 
William Archenold and James 


Western Typewriter ¢ 
mpany Ine here 


mpany is repre- 


Sacramento, Calif Kurt Ekmann has been promoted by the Marchant 
Calculating Machine Company from this city to become a sub-agent at 
Akron, Ohio He is succeeded here by Ray Terlau 


Seattle, Wash 'wo additions have 
‘ Smith & Corona Typewriters Inc., here—W. C 

B. Sell; the Oklahoma City 
San Francisco, Calif.._-W. M. Coffman, the Pacific district manager for 
Underwood Elliott Fisher Company, having been called to the Chi 


been made to the sales staff of the 
Thorgeson and Merle 


latter came here fro 


cago office, F. F. Wright, who was formerly with the San Francisco office, 

scheduled to take his place 

San Francisco, Calif.—-The Underwood branch has completed the en 
largement of its headquarter doubling the frontage This gives great 
window display in a fine locatior Rows of spot lights make night time 
display impressive The interior has been beautifully redeco 
rated, with additional furnishings installed 

Springfield, Mass.—O. M. Kennedy has been appointed manager here by 


the Royal Typewriter Company Ine 

Topeka, Kans L. J. Pickering has returned to the service of the Bur- 
oughs Adding Machine Company as manager hers He had been with 
the company as a salesmar and later was manager of the office at 
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ST. JOHNS IS THE BIGGEST 


TABLE FACTORY in THE WORLD 


e e That’s Why It Can Build Extra 
Quality Into Every Piece . . . 


e e Yet Maintain a Price Range That 
Attracts 95% of Your Customers 






HERE is just one of 

the new office table 
designs from St. Johns, 
the world’s largest table 
factory. Built with the 
extra strength, fine work- 
manship and good-looking business-like lines 
that have made St. Johns Tables favorites 
1868. 










This Is St. Johns 
Office Table No. 24 


since Line gives choice of standard 


office colors . . . golden, mahogany or wal- 


Northern Grey nut; range of sizes from 24 x 36 to 30 Xx 72. 
Elm. Golden All tables equipped with dovetailed drawers 
Finish, Top, with 3-ply bottoms. Ample capacity. Ideal 
s” thick. Legs, for majority of your trade; a good profit line. 


24%” square. 6 
sizes: 24X36, 27x42, 
27X45, 27X54, 27x60 
and 30x72. Shipped 
K LD 4 packed two 
of one top size in 
crate 


Write today for catalog, supplement and 
prices. 


ST. JOHNS TABLE COMPANY 
CADILLAC, MICH. 











ny 
yEyp yall 
Mee PERE - 


i 
r 


F sastanans A 
smcwas = MARKWELL 
STAPLES AGENCY 
is your GUARANTEE of 100% of the 
REPEAT STAPLE business for 


every 


Stapler you sell—at a legitimate profit! 


- 


In juiries trom Select 


MARKWELL MFG., CO., INC 
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Company has been moved to 902 South Olive street 
New York, N. Y.—The Allen-Wales Adding Machine Corporation has 
° Philadelphia, Penna.—-The Adding & Bookkeeping Machine Company, 
OR ORE USINESS } 204 South Eleventh street, has been registered in the Common Pleas 
court by Edward F. Muhler, 2401 South Edgewood street 
Then Write At Once For This 


SPEND Los Angeles, Calif.—The local office of the Friden Calculating Machine 
opened a factory branch at 76 Varick street. E. J. Demarest is manager 
FREE Spencerian Sales-Aids Plan ||O TH ER MACHINE S 











HERE is “magic” in these FREE Spencerian sales Philadelphia, Penna.—The Addressograph Sales Agency has been regis 
helps. The magic of new business that sound sales tered In the Common Pleas court as a commercial title by Kenneth Mac 


Gregor, 1211 Arch street 


San Francisco, Calif.—Kurt Heineman of the Modern Office Appliance 
Company of Los Angeles, made San Francisco the last of May on a busi 


methods always produce. 
This is no series of haphazard pen displays. Every unit 


dovetails with the next step in the Plan. Together they ness and pleasure trip. He recently moved his business to 110 East 
generate the sustained drive and sales-creating power of Seventh street, Los Angeles 
an actual field sales force. San Francisco, Calif.—0O. H. Davison, of 0. H. Davison & Company 
Look at some units of the Plan: took the new streamline train “City of San Francisco’’ east on June 14 
to visit the Nevaclog factory at Bridgeport, and other factories that he 
1. A Monthly Signature Contest, run by the Spencerian represents. Walter F. Willoughby, his partner, is making a three weeks’ 
Pen Co., canvasses your neighborhood for new business. tour of the Northwest 


2. Colorful, arresting window displays to attract 
potential customers. — 
3. Live, self-selling counter displays to create many 7 7 
extra profitable sales. M A R ” | N G D E V | C E S 
4. Follow ups—-handy “Punctuation Rule” blotters, 
with your name imprinted free—constantly remind Sutete Ut. ¥ . . 
cust ; uffalo, .—-Donald MacLeod has undertaken representation in Can 
E customers that you are Stationery Headquarters. “la for The Fulton Specialty Company, Inc., covering the Dominion from 
very display is a quality-printed job, with a message coast to coast 
that se//ls—-Spencerian Pens and your store. 
These sales aids are yours FREE. There is no extra work 


or expense involved for you. Write at once for full 
details S T A T l Oo N E R Y 


a cen SPENCERIAN 


( SINCE 1858 PEN COMPANY Amarillo, Texas.—Horace M. Russell, president of the Russell Printing 
Dept P Company, has been elected president of the local Rotary club 


a L —, 

: —. , PMU GOA, Vihi/ Berkeley, Calif.—Bariow’s Business Equipment and Office Supplies ts 
A. ZL 349 Broadway a new store at 2068 University avenue. Lewis Barlow, the proprietor, 
THE BEST PEN NAME New York, N. Y. has made the business and office trade of Berkeley for the past seven 
years for another firm. The windows display on one side a collection 
of typewriters and office machines, and on the other a good selection 
of office stationery and supplies. The interior is arranged for advan- 

tageous display. 

Chicago, I!!.—The Vall Manufacturing Company has plans for the con 
struction of a one-story manufacturing building at Ninety-fifth street and 
Cottage Grove avenue. The new building will contain about 50,000 square 
feet of space 

Delavan, Wis.—Gevaart & Thayer, Inc., has been chartered to conduct 
a general office equipment and supply business; capital stock, 1,000 shares 
@ $10.00; incorporators—J. Arthur Moran, J. N. O’Brien and B. Ander- 


son 

O F S ia R V | C E Detroit, Mich.—The Service Office Supply Company, formerly at 314 
East Jefferson avenue, has moved to 427 Woodlawn avenue 

Long Beach, Calif.—Belcher & Schacht suffered a loss from fire re 


cently to the extent of between $3,000 and $4,000 The fire being 
TO THE TRADE extinguished before all the stock was damaged, they continued doing 


business 








































Oakland, Calif.—A new firm, the Associated Stationers, has opened a 
large and beautiful store, heavily stocked with stationery and office 
supplies at 422-426 Fifteenth street. A great display front and a neon 
sign attracts attention The new firm includes men of experience in 


the stationery and office supply trade of Oakland and Alameda County 

T. J. McWhorter as general manager and buyer; John T. Nave, secre 

ST A T | O N E RS ANAL tary-treasurer; other members are E. A. Peterson, Frank Davey, and 
H. M. Ambrose. 

Panama City, Fla.—The Panama Book & Stationery Company, Harrison 


avenue, has been established by G. W. Petzold, who is a traveler in the 
S TA T | O N E RR S are southern territory for the Blackwell-Wielandy Company. He is continuing 

his road sales work, while Mrs. Petzold conducts the retail stationery busi 
ness in his absence. The lines handled include office and school supplies 
books and gifts and greeting cards 


Sioux City, lowa.—The Verstegen Paper Company has purchased the 

STATIO N ERS building it occupies at 615 Douglas street. The consideration was ap 
proximately $75,000 

San Francisco, Calif.—H. P. Harrison has been making the Pacific 


° ° coast for the Eaton Paper Corporation, making a showing of the Laura 
S T A T | O N ia R S Lee Linder line to the trade 
San Francisco, Calif.—Leland S. Graff, sales manager for George B 


Graff Company of Cambridge, Mass., was calling on the trade the early 
part of June together with the California representative, R. L. Smith 


WRITE FOR CATALOG AND PRICES San Francisco, Calif.—A gesture of confidence, explains Gaston Mitchell 


who operate the stationery store at 104 Market street. The ‘‘gesture’’ 
is, a new store at 318 Market street. It is beautifully finished in white, 
with the latest in display fixtures. Specially displayed are fountain 
pens and office stationery. 

San Francisco, Calif.—The Cardinell Corporation, Montclair, N. J., 
F k 1 W k Me. ec has opened an office at 1861 Market street, where it is manufacturing 

- ‘ } : a new ink and stain remover cream. The new office, in charge of R. O. 

ran 4 . ee Ss + g. 40. Hutchinson, has also taken on the exclusive distribution of the Neeta 
Erasure Shield. 
Sil BROADW AY NEW YORK, N. Ba San Francisco, Calif.—Waldo H. Rice, president of the Samuel Ward 
Manufacturing Company of Boston, and of the Moore Pen Company, a 
subsidiary, was making a showing of the line at the Palace Hotel the 
first week in June. He was assisted by Charies E. Davis, representa- 
tive for California and the Northwest 
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PERFECTION METALS | 
for ring books and post binders— 
a service for manufacturing stationers 


Your needs in various sizes of ring or post binder 
metals can be quickly and accurately supplied 
from our ample facilities. 

Many manufacturers and wholesalers can best 
keep their trade informed by means of loose leaf 
catalogs. By using PERFECTION metals, you 
can provide them with fast action binders, durable 
for lifetime service. The information is thus kept 
up to date, complete and at low cost. Sales and 
service manuals, too, are most efficient when in 
loose leaf form. 

Be sure to have our catalog on file. It will help 
you realize on many opportunities. 


LOOSE LEAF METALS CO., INC. 


| 
6816-6824 Arsenal St. ST. LOUIS, MO. 





Pacific Coast Representative 
S. & D. Loose Leaf Co., 427 San Pedro St., Los Angeles | 
? - u | 
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WAR SH AW SELL COPYHOLDERS 


mmm | NDE X CARDS = You can easily 


ROTARY CUT ON ALL FOUR SIDES show your cus- 
tomers the vital 


. . need of this 
Wrapped in moisture-proof Cello- equipment, Mr. 


phane WARSHAW Index Cards are Dealer! And, at 


























always crisp and clean. With uniform wd } aes 7 tee 
margins and rules, straight clean cut  elaghe hee PO mig 


edges and made of good quality theres Let us 
stock they make a good impression ee 
on your customers. A re- 


GUIDES markable value which will 
Re Lbens. | Make you good profit. 


INDEX CARDS 
PROTEX WARSHAW MFG. CO. , Inc. 














The dependability 

of Error-No,is well 

known — used in 

ate | MAIN ST. BROOKLYN, N. Y. hence me 

TAPE same offices. Turn-A 

INDEX TABS Page, at last fills 

Rees that demand for a 

* folding model. 

Actually turns 

ee pages! 

THE DAWN MFG. CORP. 
— FRROE-NO (Div. of Hall-Welter Co. Inc.) 
181 St. Paul St., Rochester, N.Y. 
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IMITATION—YES 
BUT NO EQUAL IN QUALITY 
Thereis No ProfitinSelling 


There is No Satisfaction in 
Owning 


There is No Economy in 
Buying 


CHEAP MERCHANDISE 








v ww ~ 


INTERNATIONAL 


on Oe me Oe Of} Ue 


G0G60000060608 


GIVE VALUE& SERVICE tothe CONSUMER 


Munson Suppry Co., 348 Hudson St., New York City 


Please send information about the New Key 
New Package and Counter Display to 


Vame 
\ddres S 


City Slat 

















——an unbeatable combination of 


good looks, easy filing and finding, and 
durable construction vat 


Exceptional value is built into 
this Bentson 700 cabinet. Sus- 
pension slides are cradle type, 
rust proof, roller bearing. 
Outer case is of furniture steel, 
welded and rubbed down 
smooth attractively finished 
in Olive Green or at slight ad- 
ditional costin grained Mahog- 


any or Walnut finish. 


Compare the quality and price 
of this fine cabinet with any 
other available equipment. 
This is a real opening for a 
season of profitable business. 
Write Bentson Mig. Co., Au- 
rora, Hlinois for details of the 





=Bentson. 


700, 


OFFICE APPLIANCES 
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CERTIFIED PAPER 


ROLLS ~ 


for SS: 
CASH REGISTERS \ ", f 


ADDING MACHINES 
STENOTYPE 


, ee 


TELETYPE oe 
te ‘i mT 
Precision PropuctTion — 
Insures Perfect Operation ‘ 


in’ Machines | 


j 
; j 
“we oa - - > 





2000 Howard Street 
DETROIT, MICHIGAN 


= 1 | | PAPER PRODUCTS 
4 MANUFACTURING CO. 
() 











Our 1937 « Catalog 


Shows several new numbers we have added in 
the last two years. The line is COMPLETE 
in every detail on all styles and sizes of desk 
calendars, stands and pads, as well as “DAILY 
DATE” pads and “TODAY-IS” calendars for 
resale commercial uses, as well as for advertising. 
High grade materials and workmanship, plus 
unusually long runs in our factories, create 
a remarkable combination of quality and low 
price. A three cent investment will convince 


you that these statements are facts. 


Perfect Peerless Calendar Co. 
219 Seuth Dearborn St. Chieage, U.S. A. 
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RIBBONS AND CARBONS 





Chicago, Ill F. S. Cooper, president of the Codo Manufacturing Cor 
poration, made an extended trip to western and northern territories during 
June and July 

San Francisco, Calif.-W. G. Houston, Pacific coast manager for Mit 
tag & Volger, Inc., has started on his trip for Salt Lake City and the 
Southwest 

’ the important addresses d ered at the Kansas City convention 
National Association of Typewriter and Office Machine Dealers are 
Ribl mmd cart sf who revealed much important 


formation. 








BUSINESS OPPORTUNITIES 





Important to Manufacturers 

n" etate ad tng é ct ed 
APPLIANCES, is 

Where inquirers submit 


jivect from a 2 
mess Pportunit 


references mention is made in the item. 


(OPPFICE 


Die DUS 


Wants Abroad 


Messrs rypewriter Repairs & Supplies Company, 422 Little Collins 
treet, Melbourne, Australia, are interested in the purchase of machines 
ind parts from independent suppliers, and would be pleased to receive 
catalogues and quotations. They can handle a new machine proposition | 
for Australia This organization deals extensively in rebuilt Burroughs 
and Remingtons, and has a large factory for this class of work 








PENS AND PENCILS 





San Francisco, Calif..Carl E. Priest, western sales manager for the 
Parker Pen Company, is now making a trip through the southwest ter 
ritory 

Seattle, Wash.—-The Vines Pen Shop has installed some commanding 
color illumination for its store front and windows 








FURNITURE 








Atlantic City, N. J.--Shaner & 


sary of this business recently 
Berkeley, Calif.—The Ponten Manufacturing Company 


Knauer celebrated the fiftieth anniver | 


1435 Fifth street, 





which has been manufacturing the Ponten stand, has started to put on 
the market the Ponten Typists’ Stand. This is in the nature of a copy 
holder permitting the adjustment of the copy so as to be in line with 
the eye The Ames Supply Company of Chicago and its branches, has 
been appointed national distributor 


Cincinnati, Ohio.—-Harry R. Gorline has joined the sales organization of 


The Globe-Wernicke Company working with John R. Hibbard, western dis 
trict manager Mr. Gorline has a wide experience in the west, having 
heen connected sixteen years with A. Carlisle & Company, Reno, Nev 


Columbus, Ohio..-Earl H. Moyer has moved his office equipment busi- | 
ness from 331 South High street to 145 North High street 

Columbus, Ohio.— Thomas W. Ruff has been appointed general manager | 

the office furniture department of The E. H. Sell Company He has | 
been connected with the office equipment field here many years i 

indianapolis, Ind.—-The Hiller Office Supply Company has moved to 132 
East Washington street The former location was at 28 South Pennsyl 
Vania street | 

Los Angeles, Calif The Los Angeles Rubber Stamp Company is now 
southern representative for The Brown-Morse Company of Muskegon, 
Mich 

San Francisco, Calif.._-H. B. Gorline has become assistant to John R 
Hibbard, district sales manager for The Globe-Wernicke Co and will 
maintain headquarters at 2490 Chestnut street Mr. Hibbard has head 
juarters at 901 North Eceret street, Glendale Mr. Gorline is an ex 
perienced stationery and office supply man He was for years store 
manager for A. Carlisle Company in Reno, Nev., and before that was 


ssistant manager of the stationery department of A. Carlisle Company 
San Francisco 
Youngstown, Ohio.—-R. S. Gildart, advertising manager for The General 
Fireproofing Company, has been elected treasurer of the local chapter of 
the National Industrial Advertisers Association 
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has established a 


Boston, Mass.--The National Blank Book Company 
a teletype connec- 


I 

branch office at 43 Franklin street, including a 
tion with the factory at Holyoke 

Chicago, IIl.—-Abe J. Heller has joined the Wilson-Jones Company as 
manager of the school supply division He had been manager of the 
branch factory of the White & Wyckoff Manufacturing Company at 
Davenport, Iowa 

St. Louis, Mo.--E. J. Blythe 
the Trussell Manufacturing C 
North Dakota, South Dakota 


toston 


209 Locust street, has taken the lines of 
mpany for Missouri, Kansas, Nebraska, 
Minnesota, lowa, Wisconsin and Illinois 
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Attn 


WE OFFER THE FINEST 
LINE OF 


CARBON PAPERS 


TYPEWRITER 
RIBBONS 


EXCLUSIVE FOR 
THE DEALER 
AND STATIONER 


Allen & Company 


11-13-15 Vandewater Street 
New York 











LIDE BOK 


(Patented) 





THE NEW PAPER FASTENER 
SMOOTH POINTS OF SUPERIORITY 


1 A finger pressure slides the lock-bar to one 
* side, releasing both prongs simultaneously. 
Though the lock-bar releases easily, it binds 
both prongs securely—evoids accidental 
opening. 

Entire face of SlideLok Fastener closes so no 
parts are exposed to catch or tear other 
papers. 


QUICK _g. 
SECURE _ 3. 


SlideLok Fasteners open and close much 
more quickly, reducing usual filing time at 
least a half, 


File clerks like the absence of loops or catches 
thet usually require thumb-nail urge to open. 


SlideLok prices enable you to supply these 
advantages without added cost to the user. 


Samples and prices gladly sent. 
JOSEPHSON MFG. CORP. 
401-403 W. 14th St., New York, N. Y. 


DEALERS:—With all these 
exclusive features you can 
sell SlideLoks readily — 
and we will protect you 
and your territory too. 
Get the details of our 
sales plan today. 
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Increase Your Profits With DOPPCRAFT Modern Cases 


The opportunities for profit presented by Doppcraft quality zipper cases merits the 
attention of enterprising stationers. The goods are made to give full satisfaction at 
reasonable cost. Your customers will 
appreciate Doppcraft style, value and 
economy. 









DOPPCRAFT zipper cases and port- 
folios build goodwill for dealers every- 
where. Let us give you facts and 
figures on our complete line. Write 


TODAY! 


Charles Doppelt & Co. 
412 Orleans St., Chicago, Ill. 


| | | Meilicke. Systems 


Inspect the high quality and get the ca 
; ; cover computations 
attractive prices of Browne-Morse P 











. : ; | | @f Payrolls 
office equipment and supplies. Put Time 
your stock in order with merchan- inom 
- get Ss onnage 
dise that sells. . . . . The Retail Unit Costs 
r , . >. >. . E d 
Irade is hitting a new high level. Freight Charece 

7 ) Discount 

Are You Prepared 10 casuw | Ete. 


on improved business conditions? Write today. | End Mistakes—Double Speed with Precalculated, 
Begin now to sell more with real profits. | Verified Answers 


_Browne-Morse Company | Meilicke Systems, Inc. 
MUSKEGON, MICHIGAN 3468 No.Clark St. Chicago, Illinois 


(Pens 


exclusively 
SINCE 1876 











PRODUCTION, | /) WF 
VITAL STATISTICS ano SPECIAL C 


with eee 
%& COMMERCIAL LINES, in Steel, Silver Alloy and Gold Plate G raf; co MAPTA CKS 


%& EXCELLENT NEW SCHOOL SERIES TRADE MARK REG 
This superior metal-head tack, in three sizes, and bril 
liantly enameled in many colors and combinations, will 


%& IMPRINTS A SPECIALTY 
Write us today 


, y 7 a solve your specific mapping problem 
TURNER & HARRISON GEORGE B. GRAFF COMPANY 


PEN MANUFACTURING CO. 64 WASHBURN AVE. CAMBRIDGE, MASS. 
1215 SPRING GARDEN STREET PHILADELPHIA, PA. 





























e* 


Ink is used 


HA 


Ink 


Eradicator 





An All Year *Round Item and an er RADIAL DISTR ee 
Absolute Necessity Wherever \S* <i. ’70,. 
. d : rr ¢ 


Efficient and economical. 
Will keep correspond- 
ence and papers always 
on hand and properly 
arranged. The most ef- 
ficient desk file on the 
market. Made in four 
sizes. A very profitable 
item for stationers. 













“The stand- 


ard for over 





30 years,” 
for remov- 


ing ink from paper and white clothing. 


H. A. INK ERADICATOR COMPANY 


1707 Zerege Ave., New York, N. Y. Cable: ERADICATOR 





Stanley R.Bristow 
24 Central Ave.West Orange.N. J. 
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U.$&. TYPEWRITER RIBBON MEG. Co. 






RIBBONS CARBONS 


ESTABLISHED 1895 


Dealers Inquiries Solicited 


Sansom at Tenth Street Philadelphia, Penna. 


kilometer 
Pr Regal’ Royals 
WL RZ )\| | for Quick Sales —Big Profits 
and Repeat Orders 


Write today for the new REGAL Merchandising Plan 


Regal Jypowniter Company, Inc. 


DEPT. C 


75 Uarich St., Now York, N. Y. 

















Card-cases, any size; loose-leaf envelopes, punched; 
menu covers; factory record protectors; tag holders; 
bill-fold envelopes; stamp containers, etc. Made of 
acetate (slow-burning) transparent cellulose. We 
build to fit your particular need. Write us for details. 


MARKILO COMPANY, Mfrs. 
3633c S. Racine Ave. Chicago, U.S. A, 


ALLEN-WALES | somMETHING NEW! 


A record of more than 25 years’ ee 
factory service recommends Allen-Wales y - -" 7 ° 

Adding Machines and The Allen- Automatic Chang A-Point Pens 
Wales Franchise to office machine Inkuwells | Capillary Feeds 


Dealers of experience and sales y 
’ A FAST SELLER 


power equal to a first-class 

proposition. We offer av aluable 
That revolutionizes Writing 
Efficiency . . . Priced to build 


business getting opportunity 
immediate business for you 
































Write today for details. 








Allen-Wales . a wide range of styles and 
prices. Write for complete de- 
Adding Machine tails to Dept. N., 
Corporation 
P The Swanwell Co., Inc. 
515 Madison Ave. New York, N. Y. 323 E. Green Street Pasadena, Calif. 











IGG AG aC aca SS a | 
_ a Seo o 9996929999625 25292 929252525252" 


The “Aluminum” Pocket Seal 
and other MARKING DEVICES 








FIRE-FILE “30” 


$ 50 Announcing a genuine 
59° Shaw-Walker Fire-File to 


sell at this amazingly low price (slightly 
higher in Central and Western zones). 
Brings fire protection within reach of 
every office you serve. Brings you a 
new sales and profit opportunity. 
Nothing else like it available to 
dealers. Franchise in your city may 
be open. Write — 


SHAW'WALKER 


MUSKEGON, MICHIGAN 
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POCKET SEALS SPECIMEN IMPRESSION LEVER SEALS 


MEYER & WENTHE- CHICAGO 


OFFICE & FACTORY - 24to30 S. Jefferson St. 
LOOP STORE - 31 North Clark Street 
WEST SIDE STORE - 30S. Jefferson St. 


ee ee ee eee ee ee ee ee eee 
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People buy 


METALSTAND 


because it’s 


TOP VALUE 


$5.00 retail for the l4x17 
size “ee 17x24 size is 






Note how legs in- 
terlock with top of 
frame and base 
bracket. 





slightly higher. 









Offer this extra convenience and accessibil- 
ity to typewriter users — sell METALSTAND 
with every machine. A new and lasting 
finish—walnut, mahogany, oak or green. 
K.D. construction saves shipping costs— 
set up quickly into a rigid, sturdy frame. 
Drop leaves for either or both sides at low 
cost. Shipped subject to dealer’s approval. 


Send your order. 


METALSTAND COMPANY 


135 N. 22nd ST. PHILADELPHIA, PA. 








QUALITY EARNS YOU A PROFIT 


One-time type cleaner sales do not make 
lasting profits. It is repeat sales that 
build your profits. Clarotype repeats 
and creates confidence in your customers. 


DEALERS PREFER CLAROTYPE 


More than 4000 dealers sell Claro 
type ‘hese dealers know that 
Clarotype repeats. They know that 
Clarotype builds type cleaner sales 
because it gives the stenographer a 
quality product Clarotype cleans 
type quickly, thoroughly, and with 
out brushing Clarotype makes 








good these claims to every user 
Order Clarotype from your jobber 
or direct from The Clarotype Co 
Inc 16-H Hudson Se New 















These revolving metal 
cabinets are increasing 
the sale of Moore 
Push-Pins, Pushless 
Hangers and Maptacks, 
for dealerseverywhere. 
Start today to increase 
your sales volume and 
profit. Order an assort- 
ment of MAPTACKS... MAPTACK DISPLAY 
or PusH-PINS and Hoids Complete 
PusHiess HANGERS... Assortment 
the cabinets are FREE. 


MOORE PUSH-PIN CO. 


PIN and 113-125 Berkley S 
HANGER DISPLAY The Original \ at Rec lr 5b ey 


Wolds Assorted Sizes 10c Pushless Hangers and Maptacks. 



























- 
— 


Teeecocel 














Watch Those 7 -rofits 
GROW! 


Such equipment as Calculating Machines, Billing and Book- 
keeping Machines, and in some instances, certain types of 
Adding Machines yield phenomenal profits. Why not 
diversify your selling? Besides typewriters, you can sell 
many profit producing machines that are listed in Reliable’s 
Wholesale Catalog and, at real bargain prices, too. Send 


for your copy today .. . no obligation. 


RELIABLE TYPEWRITER 


& ADDING MACHINE CORP. 
303 West Monroe St. Chicago, Illinois 











Look to Oxford for ALL your filing supply 
requirements—even the low-priced leader 
items. We have them for you, priced right, 
and well made, too. Buy from one source 
a complete line, backed by a reputation for 
Quality, and an organization equipped for 


MERCHANDISING COOPERATION. 
OXFORD FILING SUPPLY CO. 


340-A MORGAN AVE. BROOKLYN, N. Y. 
ST. LOUIS FACTORY 125 SOUTH 8TH STREET 








Transparent Shading Plates 


Stencil Manufacturers and Distributors Should 
Write to 
THE 


TECHNY, ILLINOIS 


For Quotations on: BACKING SHEETS, STYLUS 
PENS, LETTERING GUIDES, STENCILSCOPES, 
STENCIL FOLDER BOXES and CUSHION SHEETS 











SHEAFFERS 
STORE-TESTED PLANS 


WRITE for Sheaffer’s several 

PROVEN plans for boosting 
pen sales, increasing unit sale, and 
raising your profits 


—LIKE HIRING AN EXTRA SALESMAN 
without salary! 


W. A. SHEAFFER PEN CO., FORT MADISON, IOWA 
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‘cit master 
THE VERTICAL PENCIL SHARPENER 
Insures 


Pencil Economy 


> Magic Mounting Base 
(Sold Separate) 
Permits Use of Sharpener 
On Desk or Glass 
MFG, BY 
MARBER COMPANY 
20 E. JACKSON - CHICAGO 
The Brown Bros., Ltd. 


Toronto, Canada 
Exclustee Canadtan Distributors 


Pats 
Pend 








o~ 
CARBONS & RIBBONS 


a complete and dependable service for the 
writing and copying needs of American 


business. When you undertake to sell Codo, 
you join a group of men who combine quality 
and cooperation to make success. Codo 


Carbons & Ribbons are worth more because 
they give better results. And Codo sales- 
men earn more because they serve better. 


Code Mig. Corp. 
CORAOPOLIS, PENNA, 


New York Chicago 















































Tiis special 


adhesive holds with a 
sinewy grip —yet Grippit 


it Strips 







can never wrinkle paper . . 
off like adhesive tape. . 
that any excess rubs off, leaving work 






it is so clean 






and fingers unsoiled 






Harriman-Welts Products Co., 200 Summer St., Boston 


F. B. 


LOOSE LEAF 
HOLDER 


Fastens the transferred sheets in a 
neat, compact binding, easily 
handled and referred to. Accommo- 
dates any size of sheet or distance 
between centers; interchangeable 
poste of various length provide 
capacity to meet your requirements 


$ 50 per dozen sets, f.0.b., 
3 New York. Write fer 
sample and detalis 


F. B. Mfg. Co. 


1228 Intervale Ave. 
NEW YORK, N. Y. 





















Easy to put in use 
Safe and Secure 


Quick Reference 












SHORT DEPTH FILE 


This one-drawer file meets the special- 
ized demand for real space economy. It 
is just the right size for a desk top file. 
Substantially built. Drawer operates 
smoothly and easily on four ball bearing 
rollers. 16” depth. In Grained 
Walnut, Grained Mahogany 
and Olive Green finishes. Low 
price and utility of this number 
makes it a popular seller every- 
where. 


ART STEEL CO., INC. 
300 E. 145th St., New York, N.Y. 


No, 301 Letter size. 
No, 301C Legal size. 








Bassick 


OFFICE CHAIR CASTERS. RUBBER 
CUSHION SLIDES. RUBBER DESK 
SHOES. “ATLASITE" DESK CUPS. 
FURNITURE RESTS. 


The complete line, sold through 
leading office equipment dealers. 


THE BASSICK COMPANY 
BRIDGEPORT, CONNECTICUT 
“The World’s Largest Manufacturers of Casters” 














FAWN BRAND © FAWN BRAND © FAWN BRAND 


© - 
2 From every angle 9 
< < 
4 « 
S FAWN S 
z z 
BRAND STENCILS 2 
_ give creditable performance under all du- - 
. plicating conditions. Hundreds of con- 

2 cerns swear by them. ° 
< You can build a good sound business with < 
) FAWN BRAND Stencils. Get full partic- a 
z ulars today. z 
z FAWN BRANDS LTD. 2 
~ 120 GREENWICH ST., NEW YORK, N. Y. ne 
FAWN BRAND © FAWN BRAND @® FAWN BRAND 





i = Sell Satis faction 


in duplicator ink 


ROOCO 


Produces first class results on both 
open and closed drum types of 
stencil duplicators. 

It is well advised economy to use 
this high quality ink. Send for sam- 
ples and prices. 


H. D. ROOSEN Co. 
Brooklyn, N. Y. Chicago 


Factory 
Foot 20th St. 609 S. Clark St. 
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THE STATIONER'’S 


SCRAP BOOK 


OF IDEAS 


PRICE a POST FREE 





The most valuable moneymak- 

ing volume ever placed before 

the Stationer Trade—Contains 

nearly 200 hints in connection 

with every department of your 
business 


Press Comments: 

The book contains some 178 pages of common sense 
suggestions for commercial stalioners and dealers in 
office equipment. It is conveniently divided into four 
seclions, as follows: Organization; Advertising and 
Publicity; Selling ldeas; Window Display and Selling 
Ideas for Specific Lines. An index in the front of the 
book classifies the subjects treated and gives the numbers 
of the pages where the stalioner may find suggestions on 
the particular phase of his business that he may be in- 
terested in al the time. The subjects run all the way 
from account books to window dressing and are written 
in such a way that the volume is an excellent reference 
book. 

Office Appliances 


The Scrap Book can be dipped into almost anywhere, 
and useful hints on a wide range of subjects, presented 
in a very readable form, will be found on every page. 

—The Newsagent, Bookseller's Review and 
Stationer’s Gazette. 


It was a distinctly good idea to bring together such a 
series of approved ideas, and the volume should meet 
with a warm welcome. 

—The British Printer. 


A good idea in itself and admirably carried out. 
—The Stationery Trades Journal. 


Send Your Order with Remittance Today 
to the Publishers 


F. W. BRIDGES, Lt. 


GRAND BUILDINGS, TRAFALGAR SQUARE 
LONDON, W. C. ENGLAND 
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The 


ADAMS 


Ideal BOOK RING 


THAT FLATTENED JOINT is there 
for a purpose—to keep the ring al- 





PATENTED ways right side up. No need to hunt 
PER. 17,1920 JAN. 11, 1928 and fumble to find the place where 
MOV. 6, 1923 the ring opens, if it’s an Adams ring. 


Here is the simplest, quickest-operat- 
ing and most satisfactory ring ever 
invented for perforated sheets or 
binders of all sorts. Allows binder or 
sheets to lie flat when open at any 


t Seven Sizes 
inside Diameters: 





.  %e"" 1. 1%” point. The enlarged joint, nicely 
—~ — % = 2. om rounded and smoothed, keeps ring 
N 0%’ WN e 2%"" right side up in position to be in- 

- we oS stantly unlocked. 
No. 6, 3’” Order through your wholesaler. We also 
facture | pensive loose leaf metals. 


Henry T. Adams Mig. Co. S%!,5° files 4 
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BE 
STATES 


tor Grecia INDEXING *«* C ELsDEX , 
CEL'U-DEX CORP, | Main Street BROOKLYN. NEW YORK 











New STEEL SAFE 


Defender 


Most economical SAFE in 
the Country—/ow price 


Seller can make big money giving 
attention fo this proposition 





Inside—15 in. high; 12 wide; 13 deep. Weight 240 Ibs. 


Write HILLSBERG CO. Jefferson St., Syracuse, N. Y. 











You can Actually Staple 
from 2 sheets up to 
a Pile of Paper 


This Thick (34") 


« 


ACME 
STAPLE 
COMPANY 


1643-1647 Haddon Ave. 
CAMDEN, N., J. 


\ 











with the New 
ACME No. 1 


Heavy Duty 
Hand Stapler 




















DEALERS WANTED 


(One in a territory) 
For a spring cushion 
typewriter key having 
permanent pure white 
characters. You will get 
more key business by sell- 


MASTER 
SPEED KEYS 


(no rubber to wear out) 
Write for our interest- 
ing proposition. 


Speed Key Mfg. Co., Inc. 


299 Columbus Place 
Brooklyn N. Y. 





ZIPIT 


THE NEW 
TIME SAVING 
MODERN CARBON 


CARBON PAPER Territory now being 


allotted. 
Send for samples and 
agency proposition — 


IT SELLS 


PHILLIPS PROCESS CO., Inc. 
82 ST. PAUL ST., ROCHESTER, N. Y. 




















AMERICAN 


EXTRA PROFIT 


because of quick turnover. Here's 
the ONE machine that fits all office 
needs. 


Consecutive—dupli- 

cate — triplicate — $ 5 0 
quadruplicate—r e- RETAIL 
peat. 

AMERICAN NUMBERING MACHINE CO. 
224 Shepherd Ave. ae Beonghen 
Brooklyn, N. Y. poe 9 oe —~ 
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Brands 


DUPLICATOR INKS 
DU-WA-CO Duplicating Ink is more than 
just an ink. It is a part of the satisfaction 
in accomplished workmanship in the duplicat- 
ing room, critical endurance in your advertis- 
ing department, and the final analysis of pull- 
ing power in the presentation of your literature. 

Intense color—more copies to the pound— 
doesn’t offset or smudge—approved and in 
use by Army, Navy and other government 
offices, also schools and corporations. We can 
help you extend your sales. Write. 


unham-(xSatson @ 


Manufacturers of Ink Specialties 
644 SO. CLARK ST., CHICAGO 





Coast Distributors 
West Coast Duplicator 
Supply Co., 43! Bush St., 
San Francisco, Calif. 

















—————E 


200 





REACH OUT beyond the four walls of your store! Advertise in your 
local papers, use the mails, telephone—the more people you tell about the 
New Royal Portable the greater your sales will be! For you can count on 
Royal support 100%! When your customers buy Royal, they buy from you 
.»» Royal sells only through dealers, makes sure that every retailer gets 
every penny of profit due him. @ Illustrated: New De Luxe Royal, the only 
portable with everything—Touch Control*, Permanent Quiet, and many 
other exclusive features—$62.50. Other models, $37.50 and $49.50. 
All prices provide a generous profit margin. 


Royal Typewriter Company, Inc., 2 Park Avenue, New York City 
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* Trade-mark for key-tension device 


@®ROYAL PORTABLE TYPEWRITERS 
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THIRTY-THREE YEARS OF 
HEYER/ +/cHer/ QUALITY 


The year 1903 saw the introduction of the 
first Heyer Duplicator. In this year a small, 
unpretentious but thorough start was made 
by T. A. Heyer, president and founder of 
The Heyer Corporation. Duplicators were 
practically unknown at the time and 
assumed almost magical proportions. They 
did something the average man never 
dreamed possible. They made many dupli- 
cate copies from a single original that was 
just as easily prepared as an ordinary black 
and white copy. That was magic in 1903! 
® Much has been accomplished since those 
early days in the duplicator business. Many 
new and greatly improved duplicators have 
evolved from the solid foundation that T. A. 
Heyer established in 1903. Heyer duplica- 
lors of today, with all their improvements, 
are built with the same basic simplicity of 
their forerunners. Heyer Supplies for all 
duplicators are widely known for their 
quality and durability. Insist on Heyer 
(Quality Duplicators and Supplies and benefit 
from the quality and satisfaction that Heyer 


experience builds into every Heyer Product. 


THE HEYER CORPORATION 
x x x CHICAGO, ILL. * x x 


y 
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Underwood Elliott Fisher 
Speeds the World’s 
Business 








q 4 See Page 109 © 
The New é 


UNDERWOOD oonriece 





